QUALITY-CONTROLLED . . . RIGHT FROM THE START! 


Company inspectors of long experience 
carefully examine and grade the fibre that 
goes into “AMERICAN BRAND” 
PURE MANILA ROPE. 


4s 


American BRAND 


§ PURE MANILA 
Rove 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. | 
Branch Factory: $T. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 









STARLINE 
BARN EQUIPMEN 


CANNON BALL DOOR HANGERS 
e HAY TOOLS ° 








The choice of 
dealers and farmers 


Modern Barn Equipment is the desire of every 


Dairy Farmer. He knows the profits that result 
in time saving, labor saving and in the health 
of his herd. Farm supply Dealers know, too, 
the acceptance and profits in making their 


stores “Barn Equipment Headquarters.” 


LOOK TO STARLINE ior the latest 


improvements in stanchions, stalls, pens, litter 
carriers, ventilators, hay carriers, door hangers 


and all modern barn equipment. 


TODAY’S OUTSTANDING BARN EQUIPMENT FEATURES 
Originated, Patented and Perfected 


Reg. U. S. Patent Office 


Here are some thoughts you can use in the ads you will submit 
to the National Hardware Brand Names Advertising Contest. 


as Se Pitas: 5 
—aaae 


Competition among various manufacturers tends to 


IMPROVE QUALITY... LOWER PRICES 


The greater the values offered, the greater the sales. National 
advertising of these values increases demand and consumption; 
resultant savings from increased volume production can be 
passed on to the public. 


The manufacturer’s pride in his product res 


FULL VALUE... UNIFORM QUALITY 


It costs the manufacturer a lot of money to bui/d a reputation; 
he can’t take any chance of /osing it. To protect his reputation, 
he must consistently deliver what his advertising promises. 


Manufacturers of nationally-advertised br ls usually offe 
e WIDER CHOICE... BETTER SERVICE 


Their more extensive resources and large-volume 
production permit “extras” which manufacturers 
with limited markets often cannot afford. Thus— 
the manufacturer’s mame on the product is the best 
protection of the consumer’s money. 


fer entry oa nyt, 
ona! Marg 
Wand Manes Advertising tases 


YALE OFFERS FREE HELPS 


ON ENTERING CONTEST 7N Es 


—& TOWNE MANUFACTURING CONT a. 
STAMFORD - CONNECTICUT - U.S. A. - 
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First Aid to 
Sanitation 







No. 117 
Flat Corner Iron 






No. 115 
Corner Iron 


No. 118 Mending Plate 











No. 79 Screen and Storm Sash Hanger 








SCREEN 
HARDWARE 


This hardware is now enjoying 
top priority with your trade. 






N 
\) 
‘ 





The seasonal change-over from 
storm sashes to screens is accelerated with either the 
No. 79 or the No. 80 Hanger Set (shown below) on the 
job. Sash is held rigidly in place, free from rattle. 


For providing additional strength to screen sash, the 
corner irons and the mending plate shown at the left 
have long been popular sales leaders, with a large 
variety of uses in light construction work. Installed on 
screen sash, they add years to the service life, prevent 
warping and hold alignment. 


The National No. 92 Screen and Storm Door Set is 
most complete in its assortment of all the necessary 
hardware for a first-class installation. Hardware is 
finished in a lustrous Japan. 


Screen hardware now leads in seasonal demand and 
your stock should be adequate 
to supply your trade. 





No. 80 


Screen and Storm Sash Hanger No. 92 Screen and Storm Door Set 




















NATIONAL MANUFACTURING COMPANY 
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Technical Glass Company’s outstanding new process 
for plating cast aluminum builders hardware can 
mean extra profits for you... if you get these fast- 
selling products in stock right away! 

Take the Cast Aluminum door knob shown above, 
for example —its strong, light-weight construction 
is right in stride with leading techniques in home 
styling. Contractors and homeowners alike are 
quick to spot the many advantages. *PLATED IN 
CHROMIUM OR BRASS, TEGCO knobs utilize an 





CcCHROM™MIUM 









BUILDERS 
HARDWARE 


additional, colorless baked enamel coating that not 
only enhances the lustre but acts as an extra wear- 
resister. Dirt disappears from its surface at the touch 
of a soft damp cloth! 

Two graceful designs offer tailored styling as 
well as advanced engineering. Their quality is the 
very highest. Their cost is amazingly low. Why not 
get in on these extra profits yourself! Write for prices 
and free samples today! 


*Patent applied for. Knobs in bronze and other finishes to be available soon. 


Now available with the TEGCO ‘45’ Passage or ‘47’ Bath & Bedroom Sets 


TRADE 


MARK 





Since 1920 


GLAS S§& 
STATION © LOS ANGELES 11, CALIFORNIA 


COMPANY INC. 


) 




















When he asks for a 
Swiss Pattern File... 


‘You know your customer is doing precision filing-cutting 
and finishing dies or tools to exact specifications...making 
watches or clocks...working on delicate and intricate parts. 
More than anyone else, he will be interested in the file that 
will do the best and most accurate work possible. What 
shape, size and cut of file is best adapted to the job he has 
to do? The accompanying chart will give you the answer. 
Ic lists the more commonly used Heller NUCUT Swiss 
Pattern Files. It also itemizes a number of other shapes that 
will prove successful for certain highly specialized work. 


HELLER BROTHERS COMPANY wena 
Needle Files: For die, too! ond wo mokers. ers’ Files: mai 
America’s Oldest File Manufacturers — Good Tools Since 1836 Poralle! Machine Sten Soe ete > tine on tikes tertemee om 
corners, crevices, holes. 
Newark 4, New Jersey °¢ Newcomerstown, Ohio 


® 
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NUCUT “WAVY-TEETH” + VIXEN CURVED-TOOTH - SWISS PATTERN + ROTARY 
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Football Equipment 1947! 
Here's your official college football that meets all the 
specifications of weight, shape, ruggedness and qual- 
ity leather, and there are five other models in all price 
ranges from the college pro down to the scrimmage 
enthusiast. 

Here, too, are the helmets and shoulder pads that 
sporting goods.and hardware dealers should be stock- 
ing for Fall profits. Ask your jobber for quotations on 
"Globe's complete |947 line of football equipment." 
Your customers will ask for it by name. 


GLOBE SPORTING 
GOODS MFG. CO. 


251 Causeway Street 
Boston 14, Mass. 
Philadelphia Office 


New Y 
ew York Office Public Ledger Bldg. 


Empire State Bldg. 
350 Sth Ave., N. Y. I, N. Y. Independence Square 
Philadelphia 6, Pa. 
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OR THE FASTEST SELLING 


OTHER FIRS7 


LINE OF ITS KIND _ 





@ Red Rascal BAL BEARING SKATES 
PROVE A SURE-FIRE SALES LEADER 


\ 





For the past four months Red Rascal 
Ball Bearing Skates have beenbreaking 
sales records...winning new customers 
. building new profits for every 


dealer ! 


These super-speed skates are big, 
modern, rugged ... made of heavy 
gauge steel, yet light on the foot. Ex- 
tension bar is “heat- toughened.” New 


broad-flange toe clamp gives positive 





grip on any shoe. These Red Rascal 
skates take any size shoe from a child's 
size 7 to adult's size 10. 


Skates have rubber cushioned wheei 
mountings. Heel and toe plates, pluz 
oil caps are doubly protected against 
rusting— Parkerized and covered with 
brilliant red enamel. Other parts are 
plated with "silver gleam’ finish to 
resist rust. Available in two styles... 


G-500—the regular Red Rascal Ball Bearing Skate with heavy, genuine 
leather strap especially adapted to the super speed all boys like. 


G-511—a special model for young ladies. High heel pad of strong 
leather provides ample support, while o soft cushion pod on the strap 


protects the onkles. 


GEORGE K. GARRETT CO. 


1421 Chestnut St., Philadelphia, Pa. 


Red Rascal Toys 


INC. 














THE SATURDAY EVENING post 


No more soul-satisfying diversion is known to man than 
fishing, and now Hurd brings "ew thrills to this grand 
old sport. The Hurd Super-Caster is a modem, stream- 
lined innovation. Its patented thumb-button control of 
reel drag, balanced, one-piece, light-weight handle and 
frame, inbuilt reel and pistol grip can help any fisher- 
man become an expert caster. It is precision-built for 
those who want the finest. Optional, interchangeable 
rods give over-all lengths of from 3’ to 5¥2' and varying in 
flexibility to meet individual preference. See it today ot 
your local Sporting Goods, Hardware or Department Store. 


Pouates Pending. The viest 1° 


AND OLD sPpoRT! SUPER-CASTE 


BUILT-IM REEL WITH INTER CHANGEABLE Rops 


nw, NEW center BY OING, DETR Tt 2 HIGAN 


> LocK ANDO manurFact 
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Field genPy-tateess > New Yorker, Sports petri: Fortune, 
and Stream, and Hunting and Fishing , Outdoor Life, 
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FULL PAGE ADVERTISEMENT IN THE 


SATURDAY EVENING POST 


WILL BE SEEN BY 


MILLIONS OF SPORTSMEN 


The Hurd Super-Caster is not only the most 
advanced development in fishing tackle, but it 
is also solidly backed by unequalled advertising 
and promotional support. 


Hurd consumer advertising in leading national 
magazines and sporting publications is spear- 
headed by the full-page, color advertisement 
reproduced opposite, and scheduled to appear 
May 17th—just the right time to strike fishermen 
at the opening of the fishing season when they 
are in a buying mood. 


A HIGH-PROFIT ITEM 
The Hurd Super-Caster including one rod, Koro- 
seal carrying case and federal tax retails for 
$45.00, and is fair-traded in most states. In addi- 
tion, twelve optional interchangeable rods are 


available in six different lengths providing stiff, 


medium and flexible action to meet the individual 
preference of every fisherman for all types of 
fishing. Thus, when you sell a Hurd Super-Caster, 
the purchaser immediately becomes a prospect 
for additional rod equipment, the sale of which 
represents substantial additional profits. 


ORDER NOW 
Last year the demand for the Hurd Super-Caster 
was so heavy that we were unable to promptly 
fill all orders. 
develop in the months just ahead. To assure 


We look for the same situation to 


having a supply of Hurd equipment on hand when 
needed, you are urged to place your order with 
your local jobber now. Thousands of potential 
users will be buying Hurd Super-Caster equipment 
this Spring and Summer. 


SPORTING GOODS DIVISION 
HURD LOCK & MANUFACTURING COMPANY 
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NEW CENTER BUILDING — DETROIT 2, MICH. 
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3% DECORATIVE FORMICA* 
COUNTERTOPS (Spot- 
Proof, Stain-Proof, Heat- 
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A 2 Resistant) 
=|) % ENAMELLED PRESSED 
= STEEL CABINETS 






% PORCELAIN ENAMELLED 
STEEL SINK BOWLS 


% GLEAMING CHROME 
FITTINGS 


*DECORATIVE FORMICA 
COUNTERTOPS available in 





Black, Red Linen and Mother 
of Pearl Ivory. 





KINGDOM 66 (66x25") 
NATIONAL RETAIL PRICE $180.00 


EEE popular a model we designed it in three ~ 
sizes for all kitchens. Stainless steel bound ‘+. 
Formica top and steel cabinet with bread, vege- —~ 
table, cutlery and 2 linen drawers; towel bar, 
soap condiment shelf, bread board, etc. Ls 
CONSORT 60 (60x25”) $160.00 oe 

HOLLIS 54 (54x25”") $145.00 

HANGING WALL CABINET 2434 
NATIONAL RETAIL PRICE $26.00 ea. 

Forming an ensemble with steel cabinet units is 
easy with this two shelved, two door cabinet. 
Chrome trim hardware and hinges, rubber 
bumpers. Size 24x34x13”. Available packed 2 


to a Crate. 
LESS USUAL TRADE DISCOUNTS 


Paragon Utilities Corp = 904s y28%, SRE’ 
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DON'T DELAY! 
SELL THE SINKS ALL 
AMERICA IS WAITING FOR— , 


Send for attractive 1947 Cata- 
log showing complete line. 





Swat Gee & Oo Oe 
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H ERE are the feature-packed freezers made by the 79. 

+ year old J. E. Porter Corporation . . . They’re Ameri- 

ca’s first choice for eye-appeal, for performance, and for 

products prevents usfromassuring popular price. . . Yes, extra profits are yours when you 


Heavy current demand for our 
immediate delivery of all pore 


Porter freezers. Meanwhile, we 
be glad to send specifications and 


prices on the complete line, with 
4 promise to fill your orders as v 
fast as conditions permit. as gl ‘ 


owe we et, CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA'S FAVORITE ICE CREAM FREEZERS 


add the money-making Porter line. 
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Planned... To Boost Your 
Sales of Garden Tools and Supplies 


In a few days, Sherman’s great “National Garden 
Month” campaign will begin. There’ll be spot announce- 
ments on radio stations from coast to coast. There’ll be 
a nationwide program of newspaper advertising. There'll 
be big, powerful ads in Better Homes and Gardens, The 
Flower Grower, The Home Garden, etc. 


IN ALL OF THIS ADVERTISING WE ARE URG- 
ING THE PUBLIC TO BUY ALL GARDEN TOOLS 
AND SUPPLIES FROM THE HARDWARE 
DEALER. 


On May 15, thousands of hardwares are going to tie in 
with this national advertising — by displaying full 
stocks of gardening equipment, and featuring “National 
Garden Month” in their windows and stores. 


Complete YOUR plans now to cash in on “National 
Garden Month.” Write for free advertising helps. Make 
sure your garden tool and supply stocks are complete. 
MAKE SURE you have ample stocks of the Sherman 
items shown below, which are featured in this national 
advertising. 


H. B. SACHINAN MEG. co. 


Battle Creek, Michigan 















‘ ‘Dart’ : 
Nozzle 


4 ‘Tulip’ ’ 
Sprinkler 


‘Gold Label’ 
Nozzle 


NOTE: This is not the 
war-time "Tulip," but 
a durable, highly de- 
pendable new model. 












America's finest A beautifully de- 
Hose Nozzle, signed, heavy 
Heavy Bronze, . brass Hose Noz- Heavy cast base and leaves, brass re- 
with exclusive de- zle that helps you inforced head, and brass spray cap, 
sign that prevents compete in lower bolted on. Does marvelous sprinkling 
wear and leakage. price brackets. job. No moving parts. Nothing to rust. 
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~\ WOMEN WILL GO FOR IT... 
HERE’S WHY! 
























Garden 
AOURCS- On the lawn, at garden and beach parties and picnics, 
ir THE GARDEN BUTLER makes serving easier, keeps litter 
jens, The P off the ground! This all-steel, beautifully enameled portable 
By serving tray comes in two pieces. The pointed steel stem 
-E URG- é | unscrews from steel tray, making it compact and easy to 
TOOLS . carry in car or trunk. Handy and easy to move, it’s a smart garden 


WARE = accessory for serving sandwiches, cool drinks and to hold books and cigar- 
: ettes. Has a built-in ash tray. Comes beautifully enameled with attractive 
center floral design in red, yellow, green or white. Advertised in 





to tie i & 
dh “tull ji 9 HOUSE BEAUTIFUL, HOUSE AND GARDEN, AMERICAN WEEKLY, 
National Zz fp | BETTER HOMES AND GARDENS, and other leading consumer 

2 magazines. Priced at $2.25 ... an attractive summer special to offer at 
National * ; $2.19. Place your orders early! 
»s. Make 
omplete. = | MADE BY THE MAKERS OF D00-Klip LAWN TOOLS! 
Sherman | 
national , 


AONTH y 


; This is not the 
e "Tulip,"’ but 
ble, highly de- 
le new model. 





aves, brass re- 
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rosin | Fi LEWIS ENGINEERING & MFG. CO. © ALLIANCE, OHIO 


lothing to rust. 
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People have been using Philadelphia lawn mowers for more than 
three-quarters of a century. They know the Philadelphia name— 
that it means top quality in grass cutting equipment. They know 
that Philadelphia pioneers in styling and performance. 


The present Philadelphias are designed, engineered and con- 
structed to keep the Philadelphia reputation where it is. Light 
in weight, handsome in appearance and superior in performance, 
they can build bétter business for you. Get the full Philadelphia 
story .. . direct or from your distributor. 


NATIONALLY ADVERTISED color ads in Better Homes and 
Gardens and American Home, and advertisements in other leading 
home service and gardening magazines, are telling millions of 
home owners the Philadelphia story. People KNOW MORE about 
Philadelphia. 


Phtlace 





THESE ARE THE FEATURES 
YOUR CUSTOMERS WANT 


%Streamlined tubular steel handle with 
rubber hand grips. y%&5-blade, ball-bearing 
mounted cutting reel. x Light-weight side 
frames reinforced with steel shoulders 
and solid steel hubs for long wear. %&Cast 
bronze pinions and double bronze oilite 
flanged bushings for long service and 
quiet operation. yLight-weight disc 
wheels with semi-pneumatic tires. yeCut- 
ting height easily adjustable between 1/2” 
and 17/8”. yBeautiful blue and cream 
paint job. 


306 N. WATER STREET 
NEWBURGH, NEW YORK 
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WHEN MERCHANDISE MUST BE SOLD AGAIN 


ee 


QUALITY WILL BE REMEMBERED 





The day will come—and we believe it is not too 
far distant—when every piece of merchandise 
will have to stand on its own two feet again. 
No longer will custemers grab the first thing 
offered, but will demand quality merchandise 


* with a known reputation. This tendency, al- 


ready apparent in certain lines, will spread 
to others. 


While at present, try hard as we will, we can- 
not supply hardware dealers with all the Swan 


Ss! 


‘al 7 Oe EE ae 


W0, WE WANT 


NO SWAN GARDEN HOSE 
) L&& é 


garden hose they desire, we are exerting every 
effort to manufacture every possible foot of 
Swan garden hose consistent with our high 
standard of quality. 

So be patient—with your Swan jobber and with 
us—and think twice before you offer your cus- 
tomers anything but genuine Swan Quality 
Garden Hose. 


When the going gets tough again, you'll be 
glad you took our advice. 


SWAN RUBBER COMPANY - - : BUCYRUS, OHIO. 


AT STRICTLY COMPETITIVE PRICES 












"WHY 00 IT THE HARD WAY? 
Get the rod with the right TIP-ACTION!” 


























These cartoons are featured in current Actionrod advertising in Field & Stream and Sports Afield 
es 
Stock the rod with Sulea-Ueleon 
Ucleonted 
eee Ufo- 


@ Actionrod has been received by dealers and users alike with genuine enthu- 
siasm—for here, at last, is a solid steel rod that actually duplicates fine bamboo in 
delicate feel, balance, tip-action. 






























Exploited by an unusual series of cartoon advertisements in leading outdoor a 
publications, Actionrod’s tip-action means sales-action for dealers. Available is 
now for immediate delivery. Round and square models. Contact your distributor, | 
or order direct under his name. Chicago Display Room: 201 N. Wells St., a 
Suite 922. 

ORCHARD INDUSTRIES, INC. © 20201 SHERWOOD AVENUE ¢ DETROIT 12, MICHIGAN 
Notched Copper wound Patented wedge- Owner’s name s 
blade-lock guides type reel lock engraved free 3 
- 
5 





"SOLID STEEL WITH BAMBOO FEEL” fi 
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Pal } 


TRADE MARK 


RISING DEMAND 


Leading jobbers from coast to coast feature PAL Wheel Goods 
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AMERICA'S FINEST ALARM CLOCK! . batter 
ee » tester 


; ee Ng er sales 
Without doubt, the LUX Chilton is the “TN ! pos: 8 
outstanding alarm clock in the Lux line. A TY 
Gracefully streamlined from delicate 
hands to widely sweeping pedestal, it 
has a baked synthetic enamel finish that 
is too tough to peel, chip or even scratch MINUTE MINDER NO. 60 R 
easily. Its metallic dial has large, bold A necessity in every home, especially for 

ee re ’s timing pressure cooking. Setting it ; 

numerals . . . easily read from hile winds it. At expiration of set period a 

length away. The precision Lux move- pleasant sounding bell is struck. White die- 

. : - : cet re cast case ... finished in baked synthetic 

ment, painstakingly engineered as a fine enamel. Same LUX movement that is in use 
watch, gives years of accurate service. on millions of ranges and stoves. 


tHE LUX clock MANUFACTURING COMPANY, INC. 


SALES OFFICE: DEPT. A-1107 BROADWAY, N. Y. ° FACTORY: DEPT. A-WATERBURY, CONNECTICUT 
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These WINCHESTER 


Merchandisers 


Will Help You Sell 622//e7= fas7 


4 THIS ONE FOR YOUR COUNTER 


Here they are again. The amazingly successful Winchester Merchan- 

: disers. On your counter, this one, No. 14-B, gives “‘full-view’”’ display 

fiends 38-36 hy | of 10 new-styled guaranteed solid brass and copper Winchester 
13 Inches ff mies At HI-POWER flashlights—in pilfer-proof sockets. They retail from 
VsDep fi Ae a \\\ 98 cents to $1.80 complete with Winchester batteries. Tray at. base 
yy accommodates an assortment of Winchester batteries. Reversible 

display card at top features vacation needs—then turned around for 

other Gift Seasons. You get the Merchandiser by ordering Winchester 

No. 14-B Merchandiser assortment from your wholesaler’s salesman. 


A SWEET $7.75 DEALER PROFIT 


A Total Retail Value 
Suggested Dealer Cost. . 





THIS ONE FOR YOUR FLOOR 


A colorful, smashing, self-selling display that in pilfer-proof sockets, 
gives “full-view” of 11 handsome streamlined hand and pocket-fitting 
Winchester Hi-Power flashlights, complete with Winchester batteries. 
Tray at top, provides space for an ample showing of Winchester 
batteries. Space is also provided for lamps. On side, is bulb and battery 
tester set. Reversible display at top allows you to feature Vacation 
sales—also Gift Season sales. You get this Merchandiser when you 
order Winchester No. 18-B Floor Merchandiser assortment. 


HERE’S WHAT YOU GET 
A Total Retail Value 


Suggested Dealer Cost 
$8.56 DEALER PROFIT 





DON’T WAIT—-ORDER TODAY 


These are proven merchandisers. They catch the eye, touch 

off —bullet-fast—that powerful consumer impulse to buy. These 

Merchandisers are rolling out of our factory to your wholesaler 

NOW. Don’t wait, they’re limited in quantity—on allocation 

only. Vacation time’s just ahead. Cash in on it. See your whole- 

saler’s salesman today. Winchester Repeating Arms Company, TE 

New Haven, Conn., Division of Olin Industries, Inc. 18 Inches Wide. 14 Inches Deep. 
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MILESCRAFT TOOLS FOR MILES OF WEAR 


Angle Float 





22A Cement Float 


Sponge Float 





11A Production Float ap 










13A 
Plaster Hawk 


THE MILESCRAFT LINE IS THE COMPLETE LINE 
— 














21A Long Groover 23A Narrow Jointer 
“e 33A iz 
20A Standard Ne A 
Special Curb Tool . 
Curb Tool vic 
oil 
tak 





133A 


Steel Hex Steel He ; 
Ee I Plumb Bob Plumb Bob. a 
Steel Hex or ple 
Plumb Bob 
_ yi 29A Edger M 
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28A Wide Jointer 














26A 31A Narrow Edger ov 
Cement Groover plus 
; wid 

















an Mm 
ampers rner c 
1A 8x8-0A 10x10 cs RE 
qua 
fast 
_—a , 
24A 
Corner Tool 
30A Long Edger 27A Cement Jointer 
INQUIRE AT YOUR FAVORITE JOBBER Sn 


MILES MANUFACTURING COMPANY cievetano's,omo,u.s. | ST 
THERE 1$ NO SUBSTITUTE FOR CAST IRON CEMENT TOOLS 1214 
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16A 
Sponge Float 





Master Model 15-Inch 
Tilting Table 
JIG (Scroll) SAW 


Designed especially for 
the exacting hobbyist and 
the precise requirements of 
professional pattern 
makers, this Shopmaster 
15-inch jig saw meets every 
demand for exact wood 
working. It is of cast alumi- 
num alloy construction, 
sturdy and light in weight. 













Al 
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33A 
stander SPECIAL FEATURES include: Double-set-screw blade 
urb Tool ° ° : ° . 
vice permits quick blade changes . Mechanism floated in 
oil for long life . Positive action saw dust blower . 45 degree 
ia a table tilt on free swinging trunnion . 15-inch capacity from 
eae | % blade to frame . Recommended motor %4 H.P. . Sold com- 
ti plete, except for motor and driving belt. 
9A Edger 


















Master Model 12-Inch Tilting Table 


BAND SAW Precision built, this Shopmaster band saw is 
accurate enough for the most precise worker. Its ruggedness and 
easy adjustment make it ideal for all wood workers. A vertical 
capacity of 6% inches, and 12% inches from blade to blade, 
plus a 45 degree table tilt, enable this band saw to handle a 
wide variety of work. 


| Master Model 8-Inch Tilting Table 
& BENCH SAW this Shopmaster tool is designed to give 


quality at a reasonable price. Among its many features are a 











if fast action lifting arbor, an equalized drive, and accurate adjust- 
; « ments. It is sold complete with combination blade, mitre gauge, 
z rip fence and saw guard. 


Newspaper mats and display material available, write 


cian St Pabeen oe ine Tim 4 
ousa SHOPMASTER, INC.Y yf ssnacarae 


TOOLS 1214 Third St. So. Minneapolis 4, Minn. 
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SIMONDS A 
iso 


SIM 


Sawa 


“CRESCENT TOOLS 


% “CRESCENT” is our trade mark registered in the United States and foreign countries for wrenches 
and other tools. ‘‘Crescent”’ tools are made only by Crescent Tool Company of Jamestown, N. Y., 
and are sold by leading distributors everywhere. 


HARDWARE 


































= S\MONDS 


| ABRASIVE & co. 
RINDING WHEELS, 


634¢ 









=a : : Home and 
f Garden Stone 







Here’s the 
| SELLING SET-OP 


For quick turnover, steady profits, set up for sales with Simonds 











Round Axe 
Stone 










Abrasive’s versatile, fast moving line of hardware items. Grinding eat 
Wheels and Mounted Points for hobbyist and home craftsman, knife Shorpener 






sharpeners for the home maker, scythe stones for the farmer are 
but a few of the easily sold Borolon (aluminum oxide) and Electrolon 
(silicon carbide) products you can select from the Simonds Abrasive 
Hardware Catalog. Specialties for every use attractively boxed . . 
space-saving, attention-getting displays . . all made up of quality 
manufactured items economically priced to give you immediate 
competitive advantage, are yours in this set-for-sales line. 












For better business take advantage of this top quality offer now. 
Display these Simonds assortments and specialties prominently. It 
will quickly pay you in customer satisfaction and repeat sales. 








SIMONDS ABRASIVE COMPANY 
Tacony & Fraley Streets, Philadelphia 37, Pa. 










SIMONDS ABRASIVE COMPANY 
is @ division of 






Fitchburg, Mass. 
Saws, Machine Knives, Files 





Other Divisions: 


P Lockport, N.Y 4 


Special Steels 


7 Montreal, Can. x 


Simonds Products for Canada 


SIMONDS 


ABRASIVE Co. 











SEND FOR CATALOG TODAY. 


WARE AGE | MAY 22, 1947 “ 








13 SPECIALLY DESIGNED 
ATTACHMENTS FOR THOROUGH | 
CLEANING EVERYWHERE! 


’“A Special Knack For Every Cleaning Act’ 


No. 13 Floor Polisher 


No. 7 Meth Proofing Unit 
Ne. | Straight Wand 
Mo. 2 Straight Wend 


No. 3 Oropery Nozzle 


PROOF i FEA TURES ve 


Sensational, Different, Exclusive 
New Universal Features Sell on Sight! 


1. Exclusive ’Tattle-Tale Light” 


; flashes red when dirt bag needs 


emptying. Assures éfficient oper- 
ation at all times for faster, 
more efficient home cleaning. 


2. Exclusive “Instant-Seal” 
Hose Connection provides 
quick, suction-tight seal of hose 


to-cylinder. Easy to connect— © 


easy to disconnect. Won't let go 
until released. 


3. Exclusive “Thread-Picking, 
Self-Cleaning Nozzle” picks 
up lint, hair, thread, fuzz. Can't 
clog. Won't drag or seal rugs. 
Slips easily under furniture. 


4, Exclusive New "Super- 
Power Motor’ provides 20% 
more.powerful suction. Cleans, 
sprays, demoths, shampoos, 
polishes, deodorizes. and puri- f 
fies air while cleaning, 5S 


HARDWARE AGE 
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' BUILDS YOUR DEALERSHIP!| & 


| WWVERSALS POST WAR CLEAN: - | 
LANE wit exclu ATIC TA Alt Lk 


JNIVERSAL 








HERES WHY 









"Chromesmith's" many outstanding features — 
streamlined design, lustrous chrome, and the in- 






“geniously designed locking device, have won for it 
a place of leadership in the accessories field. 
"CHROMESMITH" is easy to install and requires 
no special tools or ability, simply screw on the back 
plate and slip on the fixture, no screwdriver to slip 
and mar the finish. Easy to take off, a nail or any 
sharp pointed instrument will do it. Write today to 
Dept. HA. for complete details on our "Chrome- 
smith" accessories and display boards. 














FAMOUS PROFITABLE  {Jftacho LINE NOW AVAILABLE 






This popular, low priced China line, in sparkling 





white or black, incorporates smart design with 






ease of installation through the metal slide fast- 






ener. "Attacho" has real utility and harmony 







in either new or old installation and is a fast 





moving, profitable line. 






OLDEST EXCLUSIVE BATHROOM ACCESSORIES MANUFACTURER IN THE U. S. A. 


~_ 


Lt OMIT MANUPAGTORING uN 


4h HolLA SALLE STREET CHICAGO 


a 


HARDWARE AGE 
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| More evidence of how the NATION turns to 


AQUELLA 


to make Wet Walls and Cellars DRY 


Applications of Aquella are being 
made every month—in every part 
of the country —on every type of 
porous masonry structure. There’s 
never been anything like this 
demand — or this product —in the 
waterproofing industry. Working 
on anentirely new principle, Aquella 
is the mineral surface coating that 
first sprang into fame when it suc- 
cessfully controlled water seepage 
in the flooded underground tunnels 
of the French Maginot Line. Now it 
is being specified by leading archi- 
tects, engineers, building and water- 


proofing contractors throughout 
the land. 

Back of this tremendous nation- 
wide acceptance is a national ad- 
vertising program never before 
equalled in the waterproofing field. 
People harassed by leakage prob- 
lems want Aquella—and you want 
their business and the substantial 
profit each bag of Aquella yields. 
The season is right—the need is 
great—don’t lose a day identifying 
your store as Aquella headquarters. 
Send coupon or wire for name of 
your nearest Aquella distributor. 





ES nennenner ee “ 
Church...Memphis, Tenn 


Ghe sterfield 


NDRY 


Ft. Lauderdale, Fla. 


95 PER BAG 


(Higher west of 
Rockies and in Canada) 


Mixed with water, ac- 
cording to directions, 
one bag makes 1 gal. 
First coat cavers ap- 
proximately 100 to 120 
sq. ft. per gal.; second 
coat, 200 to 250 sq. ft. 
per gal. 

Sell Aquella No. 1 for 
Interiors . . . Aquella 
No. 2 for Exteriors. 


SALES HELPS GALORE 


Store displays, literature, newspaper 
mats—your distributor has everything 
you need right now—to zoem seasonal 
sales. Act today—coupon makes it easy. * 
freee ee ee ee ee ee ee 
PRIMA PRODUCTS, IN‘ 

Dept. G, 10 East 40th St 

New York 16, N. Y¥ 

Please send complete information on 
Aquella and name of nearest distrib- 
utor. ‘ 


Firm Name 


Address 


Animal Hospital...Lansing, Mich. Small Plant...Coral Gables, Fla. Laundry. ..Atlanta. Georgia 


MAY 22, 1947 


















aanmem 


will be featured in 
the June 21st Issue of 


THE SATURDAY 
EVENING POST 








Millions of readers of The Saturday Evening Post . . . many of 
them your customers and prospects . . . will see this advertisement 
and learn the reasons why Disston saws surpass in quality, and 
why they are so popular among carpenters, farmers, home 
craftsworkers and other saw users. 






































L 
Blades are of pega The saw featured is the famous Disston D-23, lightweight, 1 
rel. aspeciat or . 
rade inthe SRO’ straight back hand saw that can be counted on for many years : 
Me ayy assure . N 
riety, uniformity am of dependable service. ; 
oxen long Hite if- 
4 1) yi} and sans OS peng ad 
All chars niened and ei eget q 
vcally 4 + They 5@¥ sharp 4 hag ‘ I 
regu es ee oot REMEMBER THESE FEATURES 
require Jess” m toot 
Tell them to your customers . . . reduce 
truer cuttin comries, force of selling time and increase saw sales $ 
jance é ae 
Praca ss cutting eB oie ig : 
bah) ws i ? . + . 
bhere "6, pase & ... Made of Disston Steel, the famous steel that assures highest % 
‘ sizes tot . ea) 
int saw quality. od 
r ee { 
ne pes ... Scientifically hardened and tempered throughout. They stay 
Sew sharp longer requiring less frequent setting and filin “ 
S$tOn ° 
Toot snd F Manwal P 8 7 6 q 6 6 M. 
fe ce 


... True taper ground—from tooth edge to back and from butt 
to point on back with even gauge along entire tooth edge — for 
easier, faster, truer Cutting. 


ESTABLISHED 18640 


... Carefully balanced to carry thrust direct to cutting edge. 


. .. Cross-cut and rip, in all popular sizes. é 


REG. U.S.PAT. OFF. 


HENRY DISSTON & SONS, INC., 554 Tacony, Philadelphia 35, Pa., U.S.A. 
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oR FEATURES Point for Docnt 


New Time Saving Portable 
Electric Hedge Trimmer 





@ Precision engineered 
a ¢ Streamlined design 
e) e Lightweight—Perfect 
, 4 balance 


e Compact Universal Motor 
operates on AC or DC 


7 @ e Extra powered for smooth 


; * Seaaeiliay toute control IMMEDIATE 































i, switch 
bm e Easy to cut uniform or DELIVERY 
special shapes No waiting for this fine new portable Hedge 
e 13" hardened steel Trimmer that does away with the drudgery 





Cate Sarees of hand trimming. Stock the Pincor Hedge 


oy 















a e Extension side handle for Tri d . ; , 
snes at is operating ease —Hi-cut rimmer and watch it sell—priced right, 
; 4 adapter for high trimming _ fills a big demand—thousands now in use. 
tisement fe 
lity, and ry 
s, home fe 
| " ——- MORE MOWER VALUE PER 
itweight, ae DOLLAR with the easy running, 
ny years : quiet, smooth cutting Pincor Hand 


Mowers. 16” cut, built-in sharpener, 
hand adjusted cutting height from 
14" to 214”. All steel welded con- 
struction for long service. Precision 
built in every detail. 


A RUGGED POWER 
MOWER for home owners 
and commercial users. 20” 
cut, 114 h.p. engine, built-in 
sharpener, hand adjusted 
cutting height, sealed lubri- 
cation and other outstand- 
ing, new features mean fast 
turnover and extra profits. 


IRES ; 


highest 
PINCOR P20, | 1 50 
POWER MOWER 
F.0.B. FACTORY 
hey stay 
om butt 
ge— for Anyway you look at it, Pincor is the line for the alert hard- 
ware dealer. Write for information now and learn when 
you may become a Pincor Dealer in your community. 
ge. 


ELECTRICITY WHEN NEEDED? 


Dependable, economical electric 


service for homes, cottages, farms, 
trailers and power tools with Pincor 
Electric Plants. 





» ULS.A. 


WARE AGE 
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‘MAY 22, 1947 $1 








WICKWIRE SPENCER 
HARDWARE PRODUCTS 









“Clinton” Brand Hex Mesh Netting 
has a strong selvage. It hangs well 
and handles easily. In standard 
gauges, 12"' to 72" widths. 












FOR INEXPENSIVE, PRACTICAL PROTECTION— “Clinton” Brand Hardware Cloth 4 


—firstin the field and the last word 
in quality. Galvanized after weav- 


A A j r R [ C a N ing. In standard widths and meshes 
Ky Spm 


BRAND INSECT WIRE SCREENING 


Sa RRS ee 


The dependability of wire screening has been recognized 





for generations. Because buyers do not have to be con- Wiekwire Spencer Mosie Wire— P| 
m . _ ? . Made of finest quality spring steel, ed 
vinced of the merits of wire screening, you do not have to pulesliy cerficed snd’ uniiealy ze 
J ag 4 a » 2 high in tensile strength. Sealed in eS 
spend your time “‘selling’’ prospects untried substitutes: motsture-proof cellophane envel- r 
« & opes. In 14, 14 and 1 Ib. packages. { 

Wire screening won’t burn, melt or sag and its stiffness 

° ~ 

makes it easy to handle. Even the amateur can make or . 
repair his own screens, for wire screening lays flat across A 
the frame—requires no stretching or pulling—assures a 3 
— — ey 
smooth, clean-looking job with less tacking. ie 





American Wire Fabrics Insect Wire Screening is made in 





standard mesh in metals to suit every purse and purpose Coburn Sliding Door Hardware— 
« Our #500 Swing-Over Hardware Set 






is adaptable to practically al ltypes 


—bright or antique bronze, galvanoid, aluminum and of garages—economical; easy to 






erect and operate ; does not interfere 
one your with usable floor space. Send for 


catalog. 





other non-ferrous metals. It is a proved product 












customers know will give long, dependable service. 

















AMERICAN WIRE FABRICS INSECT SCREENING MADE BY 


WICKWIRE SPENCE 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
500 FIFTH AVENUE NEW YORK 18, N. Y. 
Boston . Buffalo . Chicago . Dallas . Denver . Philadelphia 
Pacific Coast — The California Wire Cloth Corp., Oakland, Cal. 


EL) Rapala) aie Re . F 
a oes Sra 
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sacs: 


(Ire MAGAZINE CAMPAIGN 


+h Netting 
langs well 
standard 


_ 3 : ORDER NOW FOR QUICK DELIVERIES 


last word 
ler weav- 


‘ ‘. ! 
1 meshes ig Weighs l/3 fess ° HE peak of the Garden Hose season comes NOW! 
So light, 4 


nd 2 A gved -_. You'll get the lion’s share of the big, profitable 

all chi ‘ : . > 
i So ent oy clean, an garden hose business in your territory by featuring 
it: 


easy-to-handle, SPll' ay de SANTAY PLASTIC Garden Hose in forceful window 
as setae gereat and floor displays. Cash-in on this Life Magazine cam- 
plastic Oo 


e e . / « 
chet crack Br esaics, taping: paign. Free cuts are available for local tie-in advertising. 
inkKS, 
ks, cracks, - 
pore tohot summer s 


ils, greases acids, al- Remember SANTAY PLASTIC Garden Hose is made 
light, oils, * 


for ‘ 

pele) . ° og 
erates, kalis and solvents: oa in both Transparent Clear, and in Green. It’s striking 
niformly 4 the GU RA TEE Tag 


se ag every hose. Ask your Tee appearance, lighter weight, smaller bulk, extreme 
ce 4 dealer {05 Mose. toughness, 5-year guarantee, and moderate cost, bring 


fast stock turn-over with a hand- 
some profit in every sale! 


Increased supplies of raw materials 


Se 2 ow Sheen on 


SSCURVMTULAUL, | EASTIC Garden Hose at once 


oro AVE. g 
> 357 NORTH CRAWF LIN OILS 4 
ware — é S H1cAaGo ya iL 
vare Set a ee 
l]types 
‘asy to 
interfere 
nd for 





359 NORTH CRAWFORD AVENUE © CHICAGO 24, 


REPRESENTATIVES ‘ f ‘ v J VT. § , e 


WARE AGE | 22, 1947 





















































“Before” and “after” views of a modernized base- 
ment. What a difference smart design and Superior 
Trim can make! 







Sade! 


Tussah 
>» 



















ine with GUPERIOR |. z 
home remodeling with guar nai brings extra profits your way a, 
Put yourself in this “before-and-after” picture to keep clean. SUPERIOR is finished by the ee S 
with sparkling SUPERIOR metal trim. For home exclusive Schuler luster process, and is avail- “% 
owners are becoming more and more design- able in a wide range of shapes and designs. re 
conscious, and the home remodeling market is For literature and price lists, just mail in the e em 
definitely big business. In many neighborhoods, handy coupon below. e. 


ugly basements are becoming smart gamerooms, 
unused storage space turns into a charming attic 
nursery or guest room. 

Notice how metal trim brightens up... reju- 
venates ... modernizes a remodeled room. Step 
into this extra-profit market with SUPERIOR alu- 
minum trim... decorative, eye-appealing, easy 


YOUNGSTOWN MANUFACTURING, 1Xc, —— Sana IMSRESS 


66-76 S. PROSPECT ST. » YOUNGSTOWN, OHIO No.-552 for 1/8" Material No. 550 for 1/8" Material a 
Lo 8 8 8 8 8 ee ee ee Ue Ue 


Dept. 4 





s 
Ope 
ys 





#4 


me Pas 






Please send us literature and prices 






Company 







Your Name 









Address 









ee a 
NOSING COUNTER or BARSTEP 
eo 8 fF fe ee ee Fe No. 28. Depth of Face I-1/16" No. 69. 3/4" 15/16" 


HARDWARE AGE MAY 
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What the eye admires, the heart 





desires. That’s why the superior sty]l- 






ing of the Armorlite line has so much 






appeal for women who buy enamel 






surface floor coverings. But preference 






for Armorlite is no hit-or-miss propo- 






sition. A jury drawn from income 






groups identical with those of your 







customers, pre-tests every , Armorlite 





ed by the g pattern. No pattern goes into produc- 
id is avail- 4 
d designs. 
nail in the 





tion until it has won the full approval 






of this jury. Thus, pre-testing assures 






Armorlite dealers of a fast-selling line. 






Feature Armorlite rugs and yard goods 






in your floor covering department and 






hit the profit jackpot. 


Keyed to EHF Here's the kind of 
I 


styling that builds vol- 

ume, Shown at left is 
the “Eighteenth Century” rug. Ideal for liv- 
ing rooms, this rich, warm creation comes in 
ground colors of beige (6142, Cape Cod 
group) and blue (6143, Great Lakes group) 
with tasteful floral groupings on the field and 
wide scroll border, Also in 8 4 and 12 4 
without border. 











ISION BAR 
for 1/8" Material 













ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass., 295 Fifth Ave., N. Y. 
13-118 Merchandise Mart, Chicago 
Southern Furniture Exposition Bidg., High Point, N. C. 








ER or BARSTEP ; 
, 3/4" x 15/16" : 
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, Tlothing could he finer 





NEWELL 
AIRFLU DOOR CLOSER 


(Two-Tone Baked Enamel Finish) 


DO YOU KNOW? There are approximately 40 million homes in the United States and 
less than one out of twenty have any semblance of a Door Closer on them! WHY IS 


THIS? THE ANSWER IS VERY SIMPLE 


No great effort has been made to acquaint people with the results obtained by the use of a 
NEWELL DOOR CLOSER. No one wants to hear the slamming and banging of a door! 


It is too annoying and nerve wracking! 


YOU CAN CASH IN ON THIS 
PROFITABLE BUSINESS 


To help you sell Newell Door Closers we make you the following offer . . . With the 
purchase of one dozen No. 008 Newell Airflo door closers we will furnish without charge 


an attractive model, complete with door closer as shown below. /mmediate delivery. 


FREE! ons This is Your Silent ba ene FREE! 





Place this order with your jobber today. Do not wait as this offer is for a limited time only. 
If your regular source of supply cannot take care of you, write us direct. 


NEWELL MANUFACTURING CO., Lowell, Michigan, U.S.A. — 


HARDWARE AGE) MAY 2 
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HERE’S WHY: 








MORE RETAILERS 
ADVERTISE & SELL 


| 


14 CHIMES ...the NUTONE line is 
complete. Styles to please all tastes... 


prices to fit every purse. 


MASS MERCHANDISE ... every 
model is a traffic item . . . designed for 


a broad market... to sell in volume. 


SELLING DISPLAYS... a wide 
variety of boards for demonstrating 
from one to fourteen chimes. Every 


one a stopper! 


NUTONE INCORPORATED, 
Merchandise Mart, Chicago 54; 
200 Fifth Ave., New York 10; 
919 East 3 1st St., Los Angeles 11; 
Terminal Sales Bldg., Seattle 1. 


YSORORNERMMPMALALLL 1140400101048 70 000000004) 400104110000 





THAN ALL OTHER 
LINES COMBINED! 
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ts Seautiful! 


Top is heavy, acid-resistant porcelain-steel . . . (1) deep bowl, 17” by 20”, has 
big working space—drain is large size for crumb-cup strainer or garbage dis- 
posal unit... (2) drain boards are slanted, have narrow flutes so glasses can’t 
tip (3) soap dish is pressed-in and self-draining . . . (4) has wide tumbler 
deck . . . (5) and 4” back-splash panel. 


So Convenient aud Effiecent 


Well organized arrangement of handy, roomy drawers and cupboards, save hundreds of 
steps and hours of time. . . (6) cutlery drawer is linoleum-lined and partitioned . . . (7) wire 
basket attached to cabinet door keeps cleaning supplies within easy reach sink ledge 
is drilled for modern fixtures, (8) swing-spout faucet and (9) flexible hose-spray. 


Easy to Clean 


Finish of cabinet stays bright and shining—always keeps'same matching whiteness . 
white, synthetic enamel, baked-on inside and out for permanent protection doors and 
drawers have (10) plunger type catches and (11) ball-bearing-like sliding action—insures 
effortless opening and firm locking . . . (12) rubber cushions on door and drawer fronts as- 
sure quiet closing . . . (13) door and drawer pulls are chrome-plated and of modern design 


Tot Zuality and Economy / 


Shirley's line of cabinet sinks and matching base and wall cabinets can fit any kitchen 
all cabinets are made of heavy-gauge steel, well-braced and dependable in construction 
solidly spot-welded . . . (14) flush construction of ends guarantees smooth-fitting installa 
tion of matching Shirley base and wall cabinets . . . (15) door and drawer fronts are %4” 
thick and fully insulated to absorb sound . . . (16) all hinges are semi-concealed (17) base 
is recessed 3” to provide toe space. 










SHIRLEY 








Profit Points For You 


@ Check over these Shirley features. Point for point, 
you'll find that Shirley beauty, style, efficiency, quality 
and economy are everything your customers seek— 
and that the handsome Shirley line has all the fine 
qualities of finish and construction necessary to help 
you close sales easier. 

You'll find Shirley is designed right, made right . . . 
and priced right! Your distributor will give you full 
details. 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


COPYRIGHT, 1947, SHIRLEY CORP., INDIANAPOLIS 
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Dry Sub-freezing cold 
with extra generous 
capacity for all kinds 
of frozen foods. 


Pt MY AYE eR asa 










Ist Because it’s a real freezer 


Retailers close to Westinghouse won't be sur- 
prised by this announcement. Through the grape- 
vine you've been hearing that something radically 
different in a combination freezer-refrigerator 
was on the way. 

To give it to you fast, this new Two-Temp is a 
combination refrigerator that offers sub-freezing, 
normal and moist cold—all in a single cabinet. 
Thrifty utilization of space provides food storage 
for the makings of 76 meals . . . 56 pounds of 
frozen food and ice (1.6 cubic ft. frozen food 
Capacity)... generous quantities of other types of 
foods—all this in a full size seven cubic foot 
refrigerator. 

With more and more products like this coming 


Convenient arrangement 
for the storage of 
foods requiring both 
normal and moist cold. 











lia Because it’s a great refrigerator 


along, it’s a foregone conclusion that Westinghouse 
Full Line retailers will continue to occupy the 
spotlight of public preference for years to come. 


TUNE IN: Ted Malone, Monday through Friday, 11:45 A.M.,E.D.T., 
American Broadcasting Company Network 








Grey house needs 


Westinghouse 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 














WESTINGHOUSE ELECTRIC CORPORATION ~ Appliance Division « Mansfield, Ohio 


Plants in 25 Cities 





Offices Everywhere 









































Magic Lid stays in 
place and stays cvol. 





Cavalier Vapor 
Cookers retain 
MORE moisture. 





Even-Heet Bottom 
distributes heat 


MORE evenly. 









NETS 


Stainless Steel 


VAPOR COOKERS 



















Ane new line with | 
Over-the-counter sales “Pheal 


The newest idea in cooking is VAPOR 
COOKING! Home economics ex- 
perts agree that there are so many ad- 
vantages to this new kind of cooking 
in Cavalier Vapor Cookers it’s scarce- 
ly believable until it’s been tried. 
The exclusive combination of the 
Magic Lid and the Even-Heet Bot- 
tom found only on Cavalier Vapor 
Cookers makes this new method 
possible and sets a new high for 
flavor-retaining and economy. 


The unusual beauty of these pol- 


FEDERAL ENAMELING & 


ished stainless steel Vapor Cookers 
and their gleaming plastic knobs 
with stainless steel collars quickly 
catches the eyes of women shoppers. 
Housewives readily appreciate the 
added safety of the Magic Lid that 
can’t slip and won’t fall off even 
when tilted to drain. 

Get the full story of the new 
Cavalier stainless steel Vapor 
Cookers with exclusive features that 
sell themselves over the counter. 


Call your jobber or write direct. 


STAMPING COMPANY 


Pittsburgh, U. S.A. 


HARDWARE AGE 
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MARKET 





WORLD'S BIGGEST BUYING CENTER 


Over 2,000 lines of appliances, house- 
wares and home furnishings are on dis- 
play every business day throughout the 
year—in The Merchandise Mart. This 
is by far the largest concentration of al- 
lied lines under one roof inall the world. 

Since a high percentage of the style- 
creating leaders—the companies who 
set the trends in popular demand—are 
among The Merchandise Mart’s ex- 


hibitors, buyers find market-time visits 


to this great building especially helpful 
in formulating their next season’s buy- 
ing and merchandising program. And 
more so than ever at this critical 
“transition time.” 

In addition, buyers and store own- 
ers appreciate the many conveniences 
and special facilities offered by a build- 
ing such as this, engineered, built and 
maintained to facilitate efficient, 


productive buying. 


THE MERCHANDISE MART 


Centered for Efficient Year-Round Buying and Distribution 
CHICAGO 


1947 






























































You get three guesses 
Why three guesses? 

Because neither brush has seen more 
service than the other—both painted the 


identical number of strokes under identical 
conditions! 


Then how do you account for the almost- 
new look of the Rubberset Nylon Brush 
on the bottom contrasted with the well- 
worn look of the top-quality hog bristle 
brush on top? 





has seen more service? 


Here’s how: Independent bristle wear 
tests show that the great new Rubberset 
Nylon Brush lasts up to 51% times as long 
as hog bristle brushes. 


And 5% times more service is only one 
way you save money with Rubberset 
Nylon, the brush with the permanent wave. 
You also save on the original purchase 
price — Rubberset Nylons actually cost 
less than hog bristle brushes! 





Kusserset 


NYLON 


The Brush* with the PERMANENT WAVE 


Famous for hog bristle brushes, too. Not only nylon brushes, but hog 
bristle brushes are produced by the Rubberset Company. Since 
1873, in fact, our famous trade mark name Rubberset has meant 
“The finest in brushes.” 


Rubberset Company—56 Ferry Street, Newark 5, New Jersey—Established 
1873. Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. 


Branches: Los Angeles, California, St. Louis, Missouri. 
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This top-quality hog bristle brush 
wore 11/16 of an inch after one 
million strokes in bristle wear test. 








bristle wear 
2w Rubberset 


times as long 





This Rubberset Nylon Brush wore 

eisonly one | | only 2/16 of an inch after one mil- 

re | 3 lion strokes, in identical test. That’s 
h Rubberset 7 & 5 é shenae ieee wanst 

i ; 5% times less wear! 
manent wave. i 7 
nal purchase : ; 
actually cost 


~ 
Here’s the test: 


Finest hog bristle 
brushes and Rubberset 
Nylon Brushes were 
passed over the same 


painting surface by the — 


Lays down smoother film: 


r same testing apparatus 
NT WAVE , ’ "a . (shown at left). After 
a tg AI 3 one million strokes, hog Contrast the ridges and furrows 
bristles had worn 11/16 made by a top-quality hog bristle 
ushes, but hog : : of an inch... Rubberset brush (left) with the smoother, more 
mpany. Since ‘ Nylon only 2/16 of an uniform film laid down by Rubberset 
set has meant - | inch. That’s 514 times Nylon (right). The explanation? 


Rubberset’s exclusive auto-grind 
process tapers filament to a softer, 
finer tip! 


less wear .. . 51% times 
= ani ee 
ey—Established more service! 
t, Ont., Canada. 


lle 
—_— | owe wee eee cee eee oe ee ee ee oe ee 


| 
| 
| 
| 
] 
| 
| 
| 
| 
| 
! 
} 
| 
| 
| 
| 
| 
| 
| 
| 
| 
1 
| 
L 


WARE AGE MAY 22, 1947 












fewer brushes 
make more money? 


how me! 






















| 
| 
| 
| . 
| < 
| if 
| | | & 
. You get a money- a 
; re y | 2. You sell them faster. | ff 
| making ‘Short Line” | 18 
0 | . Because brilliant new packaging . . . hand- | 
| of best-selling brushes only. That’s how some red and gold handles . . . pre- | 
Rubberset helps you get the fastest pos- washing . . . give the Rubberset line of 
ps you g P [ i a 
y sible turnover while carrying the fewest best-sellers more Sales Appeal than any a 
i | possible styles of brushes! | Jine ever had before! | ¥ 
| | | & 
ee a is ee 
SY * 4. You get & 
3. You hard-selling : 
. . * 
advertise displays : 
your store ; 

















in your local newspapers without going 
to the expense of preparing ads. How? 
Rubberset’s Ad Mat Service features 


that do a double job for you: (1) They 
remind your paint customers that they’!] 
get better painting results with the right 


type brush. (2) They help you make bigger 


of paint supplies. profits by ‘‘trading up” your brush sales! 








re ae 
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| 

| 

| 

| 

| 

| 

| 

) Your store as the place to get all kinds 
| 

L. 


/ You make more money, rea/ money from your paint 
brush department with Rubberset’s “Short Line’’. Tell 
€ your Rubberset wholesaler you want to take advantage 


of this great Sales Promotion Program right away. 


Kusserset BRUSHES 


made only by the Rubberset Company 



















56 Ferry Street, Newark 5, New Jersey — Established 1873 « Factories: Newark, N. J., 
Salisbury, Md., Gravenhurst, Ont., Canada « Branches: Los Angeles, Cal., St. Louis, Mo. 
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FEE AND STEMWEDEL, INC., 2210 WABANSIA AVE., CHICAGO 47, ILLINOIS 
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STAHLY, INC., SOUTH BEND, 


INDIANA 





STORES PLAN SALES TIE-INS WITH 
BIG STAHLY FATHER’S DAY CAMPAIGN 


DEALERS EVERYWHERE ARE 
CASHING IN NOW ON SALES OF 
STAHLY LIVE-BLADE RAZOR 


This is the razor men BUY and USE... . 
Keep on USING .. . and recommend to their 
friends. This is the razor that makes a per- 
fect gift for any man, young or old. Stahly is 
the only razor that gives him all this!! . . 
@ 6000 pulsing, whisker-cutting LIVE-ACTION shav- 
ing strokes per minute. 
@ No change in shaving habits . . . use lather or 
cream ... as satisfying in summer as in winter, 
@ Uses any standard, double-edge safety razor blade. 


@ Shaves anywhere, without cord or current; just 
wind strong power spring in handle. 

@ Precision mechanism. ... Built like a fine watch 
—and looks it! 


@ ONE HEAD... that’s all it takes to produce the 
World’s cleanest, smoothest shave! 


AING., SOUTH BEND, IN 


Ae Sit ah | ae we tne te 


MAY 22, 1947 


National Magazines and Key Newspapers to 
Carry LIVE-BLADE Story to Over Thirty Million... 
Selected Wholesalers Being Appointed to 
Better Supply Wide-spread Dealer Demand 


Alert Hardware Stores already merchandising the Stahly LIVE- 
BLADE Razor are planning aggressive local Father’s Day promo- 
tions to cash in on Stahly’s powerful four-color full page national 
advertising, and on the pent-up demand for this Quality shaver. 
Windows, newspaper advertising, and radio are to be used, and 
retail salespeople are being posted on the merits of “The World’s 
Finest Shaving Instrument.” 

Orders are being received from hundreds of new dealers, plus 
reorders from hardware stores who have found Stahly a fast selling, 
high profit item. 


NEW DISTRIBUTION PLAN 


A new selective wholesale plan for the Stahly Razor, made 
necessary by the tremendous acceptance and demand for the razor, 
is soon to be announced. Under this plan, retailers will obtain a 
type of service and merchandising support which has not pre- 
viously been possible. 

Greatly expanded production facilities are now in full opera- 
tion, to bring this amazing new shaver out 
of the 
are being filled strictly in rotation as received, 
and dealers are urged to order immediately for 
their Father’s Day promotions. 


SELLING AIDS SHIPPED WITH RAZORS 
Special Father's Day package including counter 
and window cards, mats, and radio commercials is 





“short-sipply” classification. Orders 











being shipped with stock orders 





SPECIAL NOTICE TO RETAILERS 
Tie in with Stahly’s outstanding “Father’s Day 
Campaign.” Over Thirty Million sales mes- 
sages will blanket the country—full page, full 
color advertisements in: 
THE SATURDAY EVENING POST—June 7 
HOLIDAY —June Issue 
ESQUIRE— June Issue 
Gold Plated-and-Black— FIELD & STREAM—June Issue 
$22.50 List, plus tax THE NEW YORKER—June 7 
<<. Plus 700-line Father’s Day ads scheduled to 
: si appear in the LEADING newspapers in every 
major market in America! 


Gold Plated— 
$24.25 List, plus tax 
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SPRAYERSJAND] DUSTERS 


HAY TOOL AND 
BARN EQUIPMENT 


LIVESTOCK EQUIPMENT 


FARM VENTILATION 
EQIUIPMEINT 


POULTRY | EQUIPMENT 
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Champion Rhode lsland Red 
King of the World” 


This handsome bird was crowned “King of 
the World”, Champion fowl in the American 
class at the Exhibition of the National Poul- 
try Industry in Pittsburgh. He is owned by 
Mr. E. S. Bentley, Hoosier Falls, New York. 


B: 


Champion Fence- 
WES AMERICAN” 


> Mr. Bentley reports that American 
Fence is Champion with him, too. 
He says, “We have used American 
Fencing on our farm for many years 
‘and have always found it very sat- 
isfactory. In fact, only recently I 
was looking over a strip of fence 
which has been in use over 20 years 

and is still in good condition.” 
This is the kind of service that has made 
U-S-S American Fence a best seller through- 
out the land. So when you sell fence—sell 

the best—back a champ! 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


Theres mot, AMERICAN FENCE tn wae Than any Wher teand, 
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HELP YOUR CUSTOMERS MAKE MORE MONEY FROM 


LIVESTOCK WITH DETR ly 744 ||| ; 


edi CONCENTRATE 


...when'they profit, you profit! 


OUR farmer customers will 


iate learning h 
DDT can help them pr FARMERS CAN GET up fo 50 extra lbs. of beef 


You can help them. You can show’ 
them the figures and graphs in 
this advertisement. The success 
that they are bound to achieve unrasavap |TREATEDCATTLUZ 
with Pestroy DDT will also be . CATTLE 
reflected on you and your store. 
And remember, Pestroy is produced 
by the world’s largest insecticide 
makers, has a bigger reputation, 
more merchandising, more adver- 
_tising than other DDT products! 


WHY PESTROY IS BETTER 


Pestroy is a safe DDT concen- T , . 

1] h ‘] : \ ee oO spray thoroughly wet the entire animal 
CeBtE: SC COMISINS HO Heavy S665, from head to tail—the top, underline and 
will not harm animal hide when f , sides — using about 2 quarts of spray 
used as directed. Pestroy mixes The cost © nada ead cattle = mixture on each mature animal. One 
quickly, easily with water. This with Pestroy is only a “~— Pestroy spraying lasts for weeks, only a 

cents per animal per year! few are needed for entire season. 

means that every drop of Pestroy 


spray has the same DDT concen- 
tration—every animal, from first 
to last, gets correct even DDT 
application! Pestroy does not 
settle, cake in container, will not 
clog any type spray equipment. 






















per head, per season! 





50 EXTRA LB 














MORE EGGS! MORE MEAT! HEALTHIER BIRDS! 





Pestroy DDT destroys 
lice, poultry ticks, mites, i 
lies, bedbugs and. many ‘ 
ther insects. Poultry 
farmers everywhere re- 
port that by using Pestroy 
around hen-houses, roosts, 
coops, etc, they have 
jJ0o0sted egg production, 
j speeded growth! It’s also 
advisable to use Pestroy 
around barns, stables, ma- 
nure piles and for general 
farm insect protection. 
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Acme White Lead & Color Works, Detroit » W. W. Lawrence & Co., Pittsburgh « The Lowe © 
Brothers Co., Dayton « John Lucas & Co., Inc., Philadelphia « The Martin-Senour Co., 7 
Chicago « Rogers Paint Products, Inc., Detroit + The Sherwin-Williams Co., Cleveland 
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CHOICE OF PROFESSIONAL GARDENERS 


THE LAWN MOWER WITH SALES APPEAL 


CHECK THESE CUSTOMER-COAXING FEATURES: 
*% SIX crucible steel blades, set in unbreakable steel supports 


*& Ruggedly constructed from pressed steel and extreme pressure castings 
of strong, lightwight alloys 


* Lightweight, yet, with its low center of gravity, literally hugs ground 
with no skipping or ribbing of lawn 


%& Snap-away welded tubular steel handle, cross-braced for con- 
venient carrying 


*% Exclusive HI-LO adjustment feature for light and heavy 
lawns 


* Fractional adjustment for close cutting 
*% Oversize rubber tires 
% Moulded rubber hand grips 


*% Sleek appearance . . . in eye-appealing tuoli- 
dine red and rich golden creme, with mirror- 
polished outer wheels 

entire animal 


nderline and * Competitively priced 











ts of spray  e i ' 1G; as — —— egress PERFECTION ENGINEERED FOR YEARS OF 
nimal. One y * a SATISFACTORY SERVICE 


eeks, only a 
eason. 


THE LAWN EDGER THAT SELLS ITSELF 


A super-selling, full profit item. With two natural position grip handles for maximum 

leverage, this light, durable edger is designed to specifications of professional gardeners. 
Cutter made of scientifically hardened chome molybdenum steel. Solid rubber rib-tread wheel 
moulded over steel bushing for easy, silent operation. Finished in bright red baked enamel. 
Available in quantity. 


Your sales efforts are constantly backed by comprehensive national, 
regional, and local advertising. Write now for full information. 


E CURMAR MFG. CO. 
wrgh © The Lowe 6114 CHERRY AVENU LONG BEACH 5, CALIF. 


rtin-Senour Co., 
s Co., Cleveland 
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Optical Measuring Instru- 
ments 


U, V6 


Head, Thread and Point Inspec- 
tion 








HELP TO KEEP 


AMERICAN SCREWS and BOLTS 
Up to Top Fitness 


To be sure that every bolt and screw “has what it takes” — American 
tests, and then tests some more! Research engineers use the most 
modern optical measuring instruments to check for accuracy of 
screw heads, threads and points. Other American inspectors 
employ a “lie detector” fork which tips off trained ears immedi- 
ately to the presence of blanks, faulty screws, and screws of a 
non-specified metal in a customer’s shipment. American inspec- 
tion begins with raw materials—and literally never ends. 


144 perfect screws in every gross-box is what you get from 
American... in steel, brass, stainless steel, aluminum, monel, 
commercial bronze and everdur (silicon bronze). Customers 
like this maintenance of uniformity and high quality. And 
that is why more and more’ of them order “American 

brand . . . don’t substitute.” 


AMERICAN SCREW COMPANY, Providence 1, R. I. 
Chicago Ii: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 





",,. and here’sthe Trade-Tested 
Package for STOVE BOLTS!” 


Users and dealers alike have 
put a big OK on this unique 
partitioned package, origi- 
nated by American. This box 
keeps bolts and nuts separate 
...helps dealers in stock- 
keeping ... frees users from 
~~ of turning nuts off 
ts. 
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VISIBLE Mark iit 
of Good nal 


~~ FSTANLEY 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 
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MODEL 6200, DURA- 
FLEX: for high pressures. 










MODEL 2400: Centrifu- . 
gal Pump. Permanently 
lubricated and sealed. 







E PROVED THAT SIZE lees 
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10,000 GPH 
General Utility 
Self-Priming Centrifugal Pump 


LIGHTWEIGHT . . . PORTABLE 
LOWER COST 
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eas 





| MODEL 3610: bronze; 
clutch integral; C.W. or 
C.C.W. rotation; 130 


GPM. 
Now you need not pay for bulky, muscle-bound | 
equipment that does less and costs more! The 97 
| AN M-P FRANCHISE FLOMAX 10 Pump has been compactly designed and ‘3 
| IS VALUABLE built with its specially chosen, air-cooled engine to © 


give unrivaled operation for many water supply and 
de-watering needs. Unusual heads at good capacity, © 
| to know about our _— at the speed for which this perfectly matched assem- 
f- complete line, in- oat $237.50, LIST bly is designed and worranted to operate, cover for 

cluding clutch drive you a new and much wider range of uses. Laboratory Be 


We would like you 









models and other Clean and unencumbered lines reflect not only fine and exhaustive field tests prove that superior perform- 

Be special features — casting and machining but also the high engineering ance, sturdiness and dependability can be incorpo- 
most models in con- quality built into the FLOMAX 10. rated in one compact bulk-less unit... the FLOMAX 10. 
stant factsogersy as - , cy 
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MODERN SECURITY 








FOR THE 






MODEST BUDGET 








PADLOCK 
No. 4654 


35¢ SELLER 


er in Far West) 








(Price Slightly High 
One look at this smart new Eagle 






padlock will tell you how your cus- 
















tomers will go for it. Though surprisingly 


modest in cost, this popular 35c seller combines 


3 
Bs EAGLE PADLOCK NO. 4654 7 ’ : 
Re traditional Eagle security and up-to-the-minute 
2a Size 1%”. Die-cast case finished in alu- : . e ’ 
‘Ss styling to make it an outstanding value on any 
oss minum lacquer. Steel self-locking shackle r 
A, , counter. Never before have such good looks been built 
with bright nickel finish. Six key changes. 8 wien 
into good locks at such a low price. Better order 
a supply from your jobber today and start cashing 
in on this popular number. 
EAGLE INDUSTRIES, INC. 
id 4 ? : Subsidiary of BOWSER, inc. 
Chmoeke esd pa ae Since SE 33 
—~ National Sales Representative of The Eagle Lock Company 
n Fp ~ » 110 North Franklin Street, Chicago 6, Illinois 
@ . @ Ye 4 VA District Offices 
ae Cabinet Luggage Wood Machine Boston, New York, Philadelphia, Atlanta, Dallas and San Francisco 
Locks Hardware Screws Screws ? t 










Padlocks Night Latches Stove Bolts 
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SMOOTH, FAST 
ASSEMBLY 


e--plus lasting holding power, too, wherever 
Republic UPSON Quality Headed and Threaded 
Products are used. Throughout more than 20,000 
different sizes and shapes, UPSON: Quality 
means Top Quality—from strong, full-formed 
heads to clean, accurate threads—and backed 


by 93 years of bolt-making experience. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION « CLEVELAND 13, OHIO AND GADSDEN, ALA. 
Export Department: Chrysler Building, New York 17, N.Y. 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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ive your customers the Zac about 
CLE*FORGE "377-, DRILLS 


TRADE MARK REG. U.S. PAT. OFF 


@ When a customer asks for a drill to use with an electric hand or 
bench drilling machine, you can point out to him that high speed 
drills offer four advantages over carbon steel drills. 


High speed drills will (1) Drill harder and tougher material, 
(2) Drill more holes per grind, (3) Cut faster than carbon drills, 
(4) Withstand abrasive action. 

Furthermore, you should always recommend CLE-FORGE High 
Speed Drills. They are both forged and milled, thereby incorporat- 
ing into one tool the toughness of the forged type and the accuracy 
of the milled type. For a quarter of a century CLE-FORGE High 
Speed Drills have been the first choice of production executives 
in America’s largest metal-working plants. 
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ork 17, N.Y. F 4. (nto. 5s” Ask your jobber for full information 


and prices ...or write direct. 
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DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 


Ser. 
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7o Ferguson Dealers- 
"EXCLUSIVE means SALES 


When you sell Ferguson System tractors 
and implements you are in an enviable 
position. First of all—only the Ferguson 
System gives both automatic and manual 
hydraulic control of implements. This ease 
of implement operation is exclusive with 
Ferguson. It’s the system farmers want. 
It makes sales. 

But that’s not all. 

From the beginning, Harry Ferguson, 
Inc., has concentrated its entire interest 
on power farming. Design, engineering, 


production and selling—all are devoted ex- 
clusively to tractors and implements. This 
gives dealers a single source of supply for 
power farming equipment—both motive 
power and an ever-expanding line of imple- 

Copyright 1947 by Harry Ferguson, Inc. 


ors rarest” 


menis designed and built to work with an 
exclusive system. The Ferguson Franchise 
covers tractors and implements exclusively. 

But dealers have still another reason for 
prizing their Ferguson Franchise. 

For every dollar’s worth of tractor sales, 
Ferguson Dealers can expect to sell at least 
another dollar’s worth of implements. With 
more than 40 implements now available— 
and many more field-tested and ready for 
production—Ferguson Dealers know even 
more businessiscoming their way. Ferguson 
implements are sold exclusively by 
Ferguson Dealers. 

For complete details regarding the 
Ferguson Franchise, write Harry Ferguson, 
Inc., Detroit 3, Michigan. 
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THE 
FERGUSON 


SYSTEM 


HARRY FERGUSON, INC., y 860 DETROIT 3, MICHIGAN 
FERGUSON SYSTEM 


FERGUSON DEALERS PROFIT FROM ALL-SEASON SELLING 
OF TRACTOR AND IMPLEMENTS OF EXCLUSIVE DESIGN 


Plows Corn Pickers 
Harrows Combines 
Offset Harrows Feed Grinders 
Tillers Saws 
Cultivators Terracers 


EXCLUSIVE! Wheel spacing easily and 


quickly adjustable without changing or 
adjusting the steering mechanism. 


che. 
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Weeders Soil Scoops 
Planters Trailers & Wagons 
Grain Drills Transport Boxes 
Mowers _Scrapers 

Sweep Rakes Accessories 


EXCLUSIVE! Converging implement linkage 
that causes the implement to follow the 
path of the tractor’s front wheels. 








Farmers today are thinking about 
fence. And with fence becoming 
available in larger quantities, 
you're probably finding that they 
no longer want just any fence they 
can get. They’re looking for a 
fence with a pedigree—backed 
by ca name that means quality. 

Sell them Bethlehem fence! It’s 
the kind of fence they’ve been 
waiting for— sturdy, easy to erect, 
good to look at, and well coated 
with zinc to fight corrosion. 

Here’s fence that will save 
money for farmers. It stays tight. 


With its cut-stay, hinge-joint con- 
struction, it keeps its shape when 
crowded by livestock. It is easy to 
erect, even on rolling ground. It is 
made of durable steel wire, safe- 
guarded against rust for years by 
its tight zinc coating. 

There’s a standard design for 
every farm need —for horses, cat- 
tle, sheep, hogs, and poultry. Your 
jobber is getting more fence to- 
day. Talk over your needs with 
him now, and don’t forget to ask 
him about the other Bethlehem 
products for farm use listed here. 


BETHLEHEM FENCE 


BETHLEHEM PRODUCTS 
FOR FARMS 


WOVEN-WIRE FENCE 
BARBED WIRE 
FENCE POSTS 

SILVER STAR BALE TIES 

NAILS AND STAPLES 


GALVANIZED SHEETS FOR ROOFING 
AND SIDING 


PIPE BOLTS AND NUTS 
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Bushman 
Patented Blade 


For all-around use—rakes 
on up and down strokes. 
Sizes: 24”, 30”, 36” 


Famous Bushman 
Blue-Blade 


A general-purpose 
blade. Superior-quality 
Swedish blue-tempered 

steel. Size: 36” only. 


AVAILABLE NOW... 
BUSHMAN 


Swedish Steel 


Nordic Raker Blade 


SAW BLADES For green, sappy, or dry 
wood. Special raker 


FOR ALL BOW AND BUCK SAWS | Sizes: 30", 36", 42", 48" 


Me Janie PT 
mL StH wartnoust co wwe SESS 


Bushman Pulpwood Blade 
Has wider raking space 
for easier cutting of 
large logs. Sizes: 42”, 48” 


More than a million hardware customers need blade 
replacements for their bow and buck saws... now. 
This big pent-up demand means big sales .. . and 
with the Bushman line you have four different blade 
types for every cutting purpose. 


Only the finest charcoal alloy Swedish Steel is used in 
Bushman. ..the razor-sharp, easier, faster-cutting blades. 
Counter Display with orders for 24 or more blades. 


SALES-MAKER Order now from your Jobber 
COUNTER DISPLAY 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1830 N. KOSTNER AVENUE - * CHICAGO 39, ILLINOIS 
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MILLIONS oF DOLLARS 


IN ADVERTISING CAMPAIGNS ARE PRE-SELLING 
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THE MEN WHO SELL THESE FAMOUS BRAND NAMES : sally 
HOW TO TIE IN—AND CASH IN-—ON THE “CP” PROGRAM — 


You’re missing something big if you don’t learn how play cart 
the “‘CP”’ trademark of the Gas Appliance Manufac- merchand 
turers Association (GAMA) will help you sell top- A-B + CALORIC + DETROIT JEWEL ——— 
of-the-line, famous brand automatic gas ranges to ESTATE HEATROLA + GAFFERS & SATTLER 


the 2 out of 3 of your customers with gas ranges 
more than 10 years old. GARLAND - GLENWOOD - GRAND 


The “CP” seal on the profit lines you handle is HARDWICK + MAGIC CHEF - MOORE'S 
your customers’ double assurance that the automatic ; 
gas ranges they buy meet rigid high standards set by OCCIDENTAL + O'KEEFE & MERRITT 
GAMA on recommendations of manufacturers, gas QUALITY - ROPER - SGE-ACORN 


ck : x . 
utilities, home economists and cooking experts. SGE-ORIOLE « SPARK « TAPPAN « UNIVERSAL 

More than ten million dollars in utility and manu- 
facturer advertising campaigns are pre-selling your WEDGEWOOD - WESTERN HOLLY 
customers for you. Here is the soundest selling idea In Canada—CLARE BROS. «» MOFFAT 
and the biggest profit opportunity in major appli- 
ance history. 


Ask your manufacturers’ sales representatives how to cash in on the “‘CP” program, or 
write Gas Appliance Manufacturers Association, 60 East 42nd Street, New York 17, N. Y. 
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Beauty that’s more 
than skin-deep 


Styled to grace any table—with every 
detail thoughtfully designed to pro- 
duce better, clearer, more flavorful cof- 
fee by America’s favorite method. 

Made of highly polished heavy 
gauge aluminum-—fits any burner—and 
the “inside story” of extra-wide pump 
base and fine, multi-perforation coffee 
basket makes its performance live up 
to its looks. 

That’s the story of the fast-selling 
new Improved Cafex Aluminum Per- 
colator. 

Country-wide distribution being 
made on an equitable basis—with grad- 
ually increasing volume. See your 


Cafex distributor. Tt a 
a See how thoughtfully it’s designed 
This attractive, four-color dis- 


play carton makes an ideal 

merchandising piece for shelf { 

or counter. Werte, 
whi 




















SATTLER : ae CX 
RAND Cat. Std. Std. P j 
MOORE'S No Description, = 
2-0108 8-cup Cafex 
Aluminum Percolator ) / SS 





Hartford Products Corporation 
>KING 308 West Washington Street, Chicago 6, Illinois 
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Spicundlen in colorful cartons 
with potent display appeal, these 
Royal Chef Right Combinations are 
the answer to the Retailers Cry for 


self-selling, fast-moving merchan- 










dise that Readily Converts Reluc- 


ra h. 
tant '‘Comparers” into Real Cas 


Pi 
| eX. . The 
Royal Chef )) . 
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e Starter Set +7 is ideal for smaller new homes 





















Mping trips, ete, 
Royal Chet Bridal set 8 is 
ht Combination to Rec 


to | 
“and you can Really Create odditiona/ Sales 
by featuring it aS the Required Companion 
With the wedding gift S€9S0n just around for vacation cottages, ca 
eee the corner, the 
#.C. 


exactly the Rig ‘om- 
mend Confidentially os a gift Selection. 







set No. 8 


— 2 ft 


Full-color reproductions of the’above designs 
gre no e ter cards 

w available as coun ds and 
mailing pieces—all FREE—order yours today. 
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£08 ans 
Home-makers' eet 


fees CAlvommig 
9 includes Requisite Compo- * 
nents for Replacing Cripples and other war-weary 
{ f Utensils. Ideal for complete home and kitchen use. 
Royal Che = 


MANUFACTURED BY 
HEAVY GAUGE, SOLID 


POULSEN & NARDON, Inc. 


ES 11, CALIF. 
MAIN PLANT - 2665 LEONIS BLVD. - LOS ANGELES 


(AL AEPV EAP LMI? 


KITCHENWARE 


D5lh aniversary 
OtSiGnen FOR 1Htow 
EET or romeo 





New York Office: 212 Fifth Avenue, New York 10, N. Y. Houston Office: 308 M&M Iding, Houston 2, Texas 
e' & Bui 2,7 
cago di ig . ickiniey, Sen Diego |, Californic 
we erchandise Mart, Chicago 54 ui Branch Plant: 12th & Mckinl 4 f 
ig '" 
Chi Off 11-105 Mercha e A 
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HINESSZAZ 


THE AMAZING PREFABRICATED 
HANDY SHELF-UNIT 


Everywhere shelves are needed—stores, offices, fac- 
tories and homes—Hines-Shelf is the answer. Sturdy 
Ponderosa Pine frame, Masonite Tempered Presd wood 
shelves and ends go together with patented hard- 
ware. No nailing! No sawing! Hines-Shelf sells on 
sight—and repeats. Get on this item now! 
































PATENTED BRACKET 








iY 
The secret of Hines-Shelf amazingly simple construction and flexi- 
bility is a new patented bracket. All you need is a screw-driver ITA LE WALL 
ee homes to put a Hines-Shelf together—thus saving time, labor and money F WHO 
tional sales ‘ With Regular Units and Extension Units, whole walls can be 


ired Companion : 2 ° ; 
PING trips, ete. fitted with Hines-Shelves. Stores, offices, factories need 
STU RDY— A GIANT { N STR ENGTH shelves and Hines-Shelves will do the job cheaper and better! 


3 ft. wide, 3 ft. high, 
11% in. deep. Regular 
Unit will carry 600 Ib. 
weight evenly distrib- 


uted over 9 sq. ft. of 
shelf area! Fe 3 
CARTON PACKED 


Easy to stock—easy to handle — 
easy to deliver—easy to sell 








EDWARD HINES LUMBER CO. 
2431 So. Wolcott Ave. 
Chicago 8, Illinois 


Please send us complete information on Hines-Shelves including 
merchandising plan of action. 


WRITE, PHONE OR WIRE 


Valuable distributor and dealer areas are still open to which 


production has been allocaled—but you must act quickly CIRM MAME ..........s. 


before our 1947 program is completely scheduled. 


EDWARD HINES LUMBER CO. 


CHICAGO 8, ILLINOIS 


uston 2, Texas 
» 4, Californic \. ee 


DWARE AGE) May 22, 1947 


ADDRESS 
EXECUTIVE INQUIRING ............ 
DEALERS: Please give name of wholesaler. 


..ZONE......STATE 














In writing of their success with “Pitts- 

burgh” brushes, the following is a letter 

by R. R. Aiello, of Ross’, Decorators 

Materials, of Westerly, R. I.: “During 

wast mnie the 12 years we have been distributing 

Westerly, Rhode Island paint brushes in Westerly, we have used 

“Pittsburgh” brushes, which are in pop- 

ular demand by professional painters, 

as well as.the householder. We can 

recommend without reservation “ Pitts- 

burgh” brushes because of their service- 

BRUSHES by PITTSBURGH ability and the smooth paint job they 

do with the minimum of effort. Our 

A full line for every painting need repeat sales are adequate testimonies 

of high quality. We highly endorse 

“Pittsburgh” brushes because we feel 

THREE FAMILIES all experimentation has been done be- 

fore the customer buys the brush, and 

they have the sales appeal that rings 
the bell on our cash register.” 


Pittsburgh's 100°. Pure Bristle. No 
finer brush made today. 


Pittsburgh’ s exclusive Bristle- 
Veoceta, Top quality perform- 
ance, Cost about one-third less, 


Pittsburgh’s 100% Neoceta. 
Cost about half as much as 
pure bristle, yet gives excellent 
performance and has special 
advantage, such as high resis- 
tance to water, 
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Large, 16-oz. 

refillable model, 
retails at $3.95,* 
with refills at $2.* 


15-oz. non- 
refillable model, 
retails at $2.95.* 


* Retail prices listed 
are minimum Fair 
Trade where ap- 
plicable. 
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ie (EXTRA! 


Bridgeport Aer-a-sol Insecticide is the top-seller of leading 
liquid insecticides checked! Proved by big nationwide survey 
in drug, hardware, grocery, and department stores! 


(75 THE WUWWER... 


among pressure-type insecticides—in both unit and dollar 


volume . . . based on average sales of the 4 types of stores 


checked! 


(7S THE WINER... 


among all liquid insecticides checked — in dollar volume! 
(Bridgeport Aer-a-sol insecticide reaches even hidden insects! ) 


(75 THE WINER... 


with average sales of $381 per store among the 4 types of 
outlets surveyed! Why is Bridgeport Aer-a-sol three times a 
winner? Because it kills more insects twice as easily as old- 
fashioned spray methods! Because it’s a cinch to use! Cus- 
tomers keep demanding it! Be sure they demand it from you! 
Ride with the winner—Bridgeport Aer-a-sol—and watch those 


profits stack up! 


Piel INSECTICIDE 


BRIDGEPORT BRASS COMPANY 
Bridgeport 2, Connecticut 


80 YEARS OF QUALITY PRODUCTS 


67 





Uh, enlace 


Congowall has many advantages — for you and 
for your customers. One of the most important 

is the patented Duplex Backing —an exclusive 
feature not to be found in any other kind of 
wall covering. 

The amazing popularity of Congowall is based on 
consumer satisfaction — satisfaction because the 
patented Duplex Backing insures easy, trouble-free 
installations. When you sell Congowall your customers 
get an inexpensive and beautiful wall covering that 
is lastingly beautiful... you get good will, repeat 
business, and freedom from complaints and make-goods, 
Only Congowall has the patented Duplex Backing \ : 
that makes this possible, and carries the famous " “a ) G 
money-back Gold Seal guarantee. : 


Congowall’s Duplex Backing consists of two zones. — 
The upper zone is fully saturated for maximum 
smoothness and water resistance. The lower zone 


is absorptive—to give a quick and permanent bond. 
= 
ry 








The well known adhesive properties of inexpensive 
Nairn Linoleum Paste permeate this absorptive zone— 
interlocking Congowall to the wall on which it is applied. 


For plus business that will build good will for your store, 
recommend and sell Congowall. It’s the only wall 
covering with the patented Duplex Backing. 
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EVERY COAL OR WOOD 
HEATER in your market 


needs a 


y 


aint 
as & 
* 2 


Automatic Room 
Temperature Control 


ONLY 4°° 


6” MODEL 


5.95 RETAIL 
7” MODEL 


¢ P * Automatic Room Temperature Control 
*% Saves up to 25% Fuel 


» & Holds Fire Longer 
%, 


“Weprelonss Life of. 


oS pot ov oa 


* Fewer Ashes" 


%* Protects Against Fire from Overheating 


* Easily Installed—Simple to Adjust 


NATIONALLY ADVERTISED IN LEADING FARM MAGAZINES 


MAY 22, 1947 


The patented Riteheat is the only Control that makes 
coal or wood heaters automatic. It operates through a 
powerful duplex thermostat on changes of less than 2 


degrees in temperature. Day and night Riteheat main- 


tains automatically the gammtempesature selected on 


rt ats 
the dial. ME 
ee ey 
avs 8° a 
a 10 
~ ik “e Sysrree 





> 


There’s a great demand for Riteheat and it’s growing 
every day. When you sell a new coal or wood heater, 
make extra profit and give your customers greater satis- 


faction by selling a Riteheat with it. 


FREE SALES-Makers, including hard-hitting 
Counter and Window display and consumer 
folders with each package of six 6” Riteheats 
you order. 

Newspaper mats are also available to dealers. 


Write to: 
RITEHEAT REGULA 
CALORIC STOVE CORPORATION 
Widener Building, Philadelphia 7, Pa. 





bend that sheet, yet! 


Take a tip from the experts, measure care- 
fully before bending Alcoa Roofing Sheet. 
Avoid the necessity of rebending and be 
sure of a better looking, longer-lasting roof. 


PROPER APPLICATION 
MEANS MORE SATISFACTION 


It’s good business to help customers get 
full value from their Alcoa Roofing Sheet. 
Tell them the few easy instructions to 
follow for proper use and application. 
These instructions are described in the 
Alcoa Roofing Application folder. A copy 
is packed in every bundle of Alcoa Roof- 
ing Sheet. For additional copies write to— 
ALUMINUM COMPANY OF AMERICA, 1753 
Gulf Building, Pittsburgh 19, Penna. 
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ominion...A GOOD BUY! 





TRACE MARK 


With each passing year, Dominion 

appliances are enjoying increasing 

popularity - - increasing volume. 
¢ 

Each year more people are 

discovering that a Dominion 

appliance is a good buy. 





DOMINION ELECTRICAL MFG., INC., MANSFIELD, OHIO 
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Pad Cover Sets 
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METAL IRONING TABLES 
ees 


Here are two important new members of 
IRONING TABLE the fast growing family of WELMAID Iron- 


PAD and COVER SET ing Pad and Cover sets . . . important 
because they open new opportunities for 
profitable sales of WELMAID Pad and 
Cover Sets to thousands of owners of the 
popular ARVIN OR MET-L-TOP ironing 
tables. No longer do housewives have to 
————— . resort to improvised make-shifts to hold 
shen dates aie ae Ce pads and covers securely in place on the 
glossy surfaces of these and other metal 
top ironing tables. These NEW special 
WELMAID pads are “SKIDPROOFED by a 
patent-applied-for treatment that positively 
keeps the pad in place without pins, hooks, 
sewing or lacing! 


. oom fe ‘ Cash in on these two attractively packaged 
IRONING TABLE iS 4, new numbers. Advertising mats included 

PAD and COVER SET fo | 1 on request with every order. 

—toilored by WELMAID to fit all ROUND END. |roning Tables PROM PT DELIVERY 


197R FOR MET-L-TOP JRONING TABLES 10 days to 2 weeks from receipt of order 


WELMALD Produchs 


MERCHANDISE MART CHICAGO 54, ILLINOIS 


OHIO THE BIGGEST NAME IN HOUSEHOLD FABRIC UTILITIES 
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Peerless Dealers Witt seu A Goop 
; SHARE OF DOMESTIC WATER 
THEY'RE ON HEP tte Ge 
e 


Here are 2 good reasons why... 1) Peerless Domestic 

Water Systems “take the armwork out of farmwork.’”’There’s 

a huge market for these labor and time saving pumps. 

é 2) Peerless dealers are supported by active hard-hitting 


rd 
advertising and merchandising. Plan with Peerless! 


(BETTER PUT 'EM ON YOURS) 


“HOME-MAKERS LOOK FOR 
TOP LINE TO MAKE 
THEIR HOUSES HOMES”’ 

















Room Heater: Chill-chasing 
cylinder-type electric heater 
that gives instant 3-way 
heat whenever and wher- 
ever SHE wants it. 


Attic Fan: The  breeze- 
building, all-metal attic fan 
that makes home a c-o-o-! 
hot-weather haven. 

PEERLESS WATER KING-—For shallow well pumping. 
Capacities: 275 to 860 gallons per hour. The only domestic 
system employing an entirely new innovation in water pump- 
ing for simplicity and economy. 100% automatic. Pumping 
Satemetia Sven: She i. element is positioned wholly within pump base, only needs 


superlative streamlined A 4 - 
and supersized electric connection of suction pipe. 
iron — lightweight alumi- 
num and completely auto- 
matic for smooth, quick 
ironing. Fabric indicator 
dial 





Churn: The electric churn 
that takes the work out of 
butter-making. Child-easy 
operation. 








Water Heater: The 
thrifty, completely 
automatic electric 
water heater—gleam- & 3 


ing white baked | 
enamel finish and : 
fast heating. = 5 

UL 


_ 


Address: Dept. H. 








eS | = PEERLESS JET SYSTEM —For deep or shallow well 

TOP Li ay FE pumping. Capacities: 120 to 7500 gallons per hour. Lifts: up 

lath ae to 120’. Highly advanced; precision built for utmost economy 

HOME APPLIANCES and efficiency. Installed over well or offset. 100% automatic 
Write TODAY FOR FULL DETAILS 


TENNESSEE VALLEY 
FOOD MACHINERY CORP. 

Factories: Canton 6, Ohio; Quincy, Illinois; Los Angeles 31, California 

District Offices: Canton 2, O.; Ardmore, Pa.; Decatur, Ga.; Dallas 1 

















117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 
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With these Monarch-built. twin-designed ranges on 


your floor, you can offer the woman who prefers 


gas or the woman who prefers electricity . . . . the 
same top-flight quality in modern range design. All 
the weight and strength of Monarch’s half-century of 
range-building experience can be thrown behind the 
sales effort of your entire range line, both gas and 
electric — to give every range customer the very last 


word in up-to-the-minute cooking conveniences. 


MALLEABLE IRON RANGE COMPANY 


2457 Lake Street Beaver Dam, Wisconsin 


a) Ce ee, oe 





110 — 8 light Series loop type 
outft — Tri-plug connection 
with open outlet for attaching 
additional sets. 


3010 —7 light indoor Berry 
Bead outfit — Has Add-on 
connector . . . fastens upright 
fo branch of tree securely. 


3415—15 light Straight line outft—Wires 
in multiple . . . has Add-on connector 
. « » lamps burn independently. 


Eo H sig “ > _ 
bu } Se F in tng ma 
3 € . “ a 
, : : - in 5 ke 
700—iliuminated Tree Top Angel. i i i 
Silver wings and dress, Hidden 
cardboard cylinder makes it j 
easy to slip over top of tree. mm ia 3 1 7 
126 — Color Point Star tha Wr Jaks 
—Complete with cord “tS at a capt 
and plug. Light it—and >. N 
m T 10 198 — Artistic Candolier. Ta- 


J 
the points are gay with 

glowing Christmas red. ‘ile A 

é pered candle i ith 

4 >, \ oR NEw yori lamps ‘aa halen ony gue 
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beautiful glow effect. 


4 STREET 


THE GREATEST 
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BUBBLE -LITES 


y | 


509—Noma Bubble-Lites—Nine shimmering crystal clear can- 
dies of bubbling light, set in colorful plastic bases. Completely 
wired. Has special clip to make attachment to tree easy. 


NAME IN CHRISTMAS LIGHTING 


MAY 22, 1947 


They're new—they're 
revolutionary — they're 
NOMA Bubble-Lites. 
Clever, colorful, alive 
with bubbling action 
—they sell on sight! 





PROTECT POROUS MASONRY 
SURFACES AGAINST WATER 9 A= 
SEEPAGE WITH MAY-TITE (et 


National interest in 





this product creates added 
traffic and sales for you! 


WAATER SEEPAGE is a national problem! Every rainfall brings seepage to porous masonry 
buildings in varying degrees. You can cash in on the country-wide interest in controlling 
water seepage by stocking and promoting Kay-Tite. No wonder Kay-Tite is a sure-fire item, 
for it provides a real, practical answer to water seepage problems. 


Kay-Tite is made of finely ground, inorganic powders, which help to correct water seepage 
problems in porous masonry by penetrating into the masonry and sealing the pores. 


You can recommend Kay-Tite enthusiastically, for its performance has been proven ON-THE-JOB 
by builders, masons, architects and satisfied home-owners. Send for the profitable, fast- 
selling Kay-Tite $20.88 Deal, uniformly priced from Maine to California. Clip the handy coupon 
today. Kay-Tite Company, West Orange, N. J. 


Emst Hardware Co., Seattle Distributors for State of Washington 


Kay-Tite Company, West Orange N. J. 
Send us the Kay-Tite $20.88 Deal—é 
cons White, 6 cons Grey. My cost $20.88. 
Total Selling Price $34.80. Also available 
in 50-Ib. drums. List price $11.00 
NAME 
ADDRESS 
ary, 
JOBBER'S NAME 
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And that’s when Lucas dealers will be “sitting pretty.”’ For nearly 
100 years, Lucas Paints have had what it takes to build repeat busi- 
ness. They’ve been assuring dependable profits to Lucas dealers, 
big and little, in metropolitan areas, in small towns and villages... 
for nearly a century. Now is the time to investigate the possibilities 
of a Lucas\franchise for increasing your paint department's profits. 


COLOR HARMONY LINES 

A unique Lucas feature 

that means bigger sales 
-.. extra sales. 


JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 


MAY 22, 1 
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UNION 
PACIFIC 


Pitti being the life-blood of many in- 
dustries, Idaho is particularly fortunate in that 
respect. World-famous for the Idaho potato, it 
has developed many other agricultural activi- 
ties. Grains, vegetables, fruit ... cattle and sheep 
are produced in abundance. Dehydration, frozen 
foods processing, dairying, canning and packing 
are among the state’s flourishing industries. 


For non-agricultural industries, Idaho is en- Th 
. ° . . un 
dowed with rich veins of minerals. Numerous hooin 
manufacturers of stone, clay and Legs « 
glass products have established soft g 
plants in Idaho. Lumber for as 
building and wood products is Hold: 
available. Unsurpassed rail trans- swun; 
portation is provided by Union ae 
Pacific. a: 


As a vacation region, Idaho has Cant 


a wonder-world of its own in Sun 
Valley . . . year-round sports 
center... the world famous prim- 
itive area... and in the scenic 
surroundings of Payette Lake. 


Idaho is a young thriving state, 

ripe for further industrial devel- 

opment. It offers good living and 

working conditions, good schools, 

splendid cultural advantages... 

se One of aceries of od- and its energetic citizens assure 
vertisements based newcomers of a true western 


on industrial oppor- welcome. 
tunitiesin the states 

served by the Union 

Pacific Railroad. 





Address Industrial Department, Union 
Pacific Railroad, Omaha 2, Nebraska, 
for information regarding industrial 
sites. 


UNION PACIFIC RAILROAD 


THE STRATEGIC MIDDLE ROUTE 
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20-POWER 


——__*__ “SPOTSHOT 


* ge A a gum the apparent diameter The SPOTTI N G SC O PE that does 


38 mm. achromatic, erecting objective lens — 
ground to one hundred thousandth of an inch. P P 
10 mm. eyepiece lens with large eyepiece to ALL the job at HALF the Price 
prevent glare. 

Micrometer adjustment for exact focus—clear, 
sharp image. 

Metal caps for both ends protect lenses. 
Length extended 17”, closed 1214”; weight 
114 Ibs. 

Field approx. 714 feet at 100 yards. 


Features of the STAND 


Thumbscrews permit precise adjustments, both 
horizontal and vertical. 


Legs designed so as not to sink excessively into 


soft ground. SPOTSHOT 


Leg spread permits position conveniently close 
to shooter without interference. $22.30 


Holds position firmly. Permits scope to be 
swung freely left and right without losing 
vertical adjustment. 


Folds somnenty to 10” x 314” x 3”. Weighs 
only 21% Ibs. 
Can be used with any make of spotting scope. 


Advertize 


to millions—in these great 
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magazines 

American Rifleman Outdoorsman 
True Fur-Fish-Game 
Sports Afield Senior Scholastic . ° , 
Field & Stream Scholastic Coach Does everything on the range that a shooter requires of 
Outdoor Life Boys’ Life a Spotting Scope (easily defines 22 caliber bullet holes in 
Outdoors Open Road for Boys po & pe ( y 

Hunting & Fishing the black at 100 yards). 











Ideal for any long distance observation—at seashore, 








in the mountains, or elsewhere. 





Priced so that you, the dealer, can sell it in volume. 





OSsDe 











ORDER FROM YOUR DISTRIBUTOR 
for immediate delivery 






71605 St. John Street * New Haven 5, Conn. 
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MODERN 
MERCHANDISING 
FOR FARM 
TARPAULINS! 


Individually packaged 


in display cartons 


for fast, easy selling 


Dealers everywhere agree Eagle Brand’s ‘“‘pack- 
aged’’ Farm Tarps are the biggest advance ever 
made in tarpaulin selling. For the first time, 
tarpaulins individually packaged at the factory 
in colorful display cartons, sizes plainly marked, 
ready for shelf and counter selling! No more 
bundled or rolled tarps, no basement or back 
room storage, Eagle Brands step right out and 
sell themselves. And that’s not all! 


Easy to stock — 1 Grade — 5 sizes 
Genuine Canvas Duck, Para Waterproofed. 
Popular prices 

Improved construction 

Smart appearance 


‘Features that mean fast turnover, low inven- 
tories, easy handling. : 


CARRIED IN STOCK BY YOUR HARDWARE JOBBER 


Cash in on the need for good Farm Tarpaulins. 
Ask your jobber for complete facts about Eagle 
Brand Farm Tarps. See their quality and attrac- 
tive packaging. Act Now! 


BACKED BY POWERFUL ADVERTISING 


Eagle Brand Advertising in National Farm Pub- 
lications reaching well over 6,000,000 farmers... 
Radio Broadcasts featuring your name bring pre- 
sold customers to your store. Free Booklet for 
distribution to your trade hammers home to 
farmers the advantages of using FARM TARPS. 
Newspaper ad mats, free wall posters and win- 
dow decals for authorized dealers are among 
other reasons why you'll find it pays to handle 
EAGLE BRAND FARM TARPS. 


EAGLE BRAND 
FARM TARPAULINS 


This book giving prac- 
tical farm advice from 
over 3000 County 
Agents, will make a 
red-hot farm-tarp 
prospect out of every 
farmer who reads it. 
Ask your jobber soles- 
man for a copy, or 
write us. 


H. WENZEL TENT & DUCK COMPANY 


1035 PAUL STREET - 


ST. LOUIS 4, MISSOURI 


MAKERS OF THE FAMOUS EAGLE BRAND DRINKING-WATER BAG 
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Ace Hardware Corp., Chicago, II. 
Adams Bros. Co., Deadwood, S. D. 
Alamo Iron Works, San Antonio, Texas 
Albany Hardware & Iron Co., Inc., Albany, N. Y. 
Walter H. Allen Co., Dallas, Texas 
Allen & Jemi Co., Tuscal , Ala. 
Allison-Erwin Co., Charlotte, N. C. 
Amarillo Hardware Co., Amarillo, Texas 
American Hdwe. & Equip. Co., Charlotte, N. C. 
American Hardware Supply Co., Pittsburgh, Pa. 
Arizona Hardware Co., Phoenix, Ariz. 
C. E. Armstrong & Son, Clinton, Iowa 
The Athens Hardware Co., Athens, Ga. 
Auburn Hardware, Auburn, Ind. 
Axtell Co., Fort Worth, Texas 
G. W. Barnett Hardware Co., Montgomery, Ala. 
Barrett Hardware Co., Joliet, Ill. 
Basche-Sage Hardware Co., Baker, Ore. 
W. H. Basnight & Co., Ahoskie, N. C. 
Bay Cities Wh1. Hdwe. Co., San Francisco, Calif. 
Beck & Gregg Hardware Co., Atlanta, Ga. 
BeckneH-Wilkins Hardware Co., Lubbock, Texas 
Belknap Hardware & Mfg. Co., Louisville, Ky. 
Bering-Cortes Hardware Co., Houston, Texas 
Biggs-Kurtz Hdwe. Co., Grand Junction, Colo. 
Billings Dry Goods Jobbers, Billings, Mont. 
Billings Hardware Co., Billings. Mont. 
Black Hills Mercantile Co., Deadwood, S. D. 
Blish, Mize & Silliman Hdw. Co., Atchison, Kan. 
Bluefield Supply Co., Bluefield, W. Va. 
Boca Chica Hdwe. Co., Ltd., Brownsville, Texas 
Frank T. Budge Co., Miami, Fla. 
Budrow & Co., Los Angeles, Calif. 
Buhrman-Pharr Hardware Co., Texarkana, Ark. 
Burhans & Black, Inc., Syracuse, N. Y. 
California Hardware Co., Los Angeles, Calif. 
Canton Hardware Co., Canton, Ohio 
Charleston Hardware Co., Charleston, W. Va. 
Chillicothe Hdwe. & Supply, Chillicothe, Ohio 
Frank Colladay Hdwe. Co., Hutchinson, Kan. 
W. W. Conde Hardware Co., Watertown, N. Y. 
Conron, Inc., Danville, Ill. 
Corpus Christi Hdwe. Co., Corpus Christi, Texas 
Cutler Hardware Co., Waterloo, Iowa 
Dakota Hardware Co., Fargo, N. D. 
Dakota Iron Store, Inc., Sioux Falls, S. D. 
Danser Hardware & Supply Co., Weston, W. Va. 
Delta Hardware Co., Escanaba, Mich. 
W. S. Donnan Hardware Co., Richmond, Va. 
Drake Hardware Co., Burlington, Iowa 
Dunham, Carrigan & Hayden Co., 
San Francisco, Calif. 
El¢ t-Conroy Hardware Co., Clarksville, Tenn. 
Emmons-Hawkins Hdw. Co., Huntington, W.Va. 
Faeth Co., Kansas City, Mo. 
Farwell, Ozmun, Kirk & Co., Inc., St. Paul, Minn. 
Feltus Bros. Hardware Co., Natchez, Miss. 
Findlater Hardware Co., San Angelo, Texas 
Florida Hardware Co., Jacksonville, Fla. 
Almon H. Fogg Co., Houlton, Maine 
Fones Bros. Hardware Co., Little Rock, Ark. 
Foster-Thornburg Hdw. Co., Huntington, W.Va. 
Galbraith Steel & Supply Co., Dallas, Texas 
Galbraith Steel & Supply Co., Lubbock, Texas 
Galbraith Steel & Supply Co., Pecos, Texas 
Gallup Mercantile Co., Gallup, N. M. 
John E. Gannaway & Co., Inc., Lynchburg, Va. 
Garehime & Boone, San Francisco, Calif. 
Gates Hardware & Supply Co., Tulsa, Okla. 
Goshorn Hdwe. Go., Inc.,.Charleston, W.Va. 
Graves-Humphreys Hdwe. Co., Roanoke, Va. 
Greer & Laing, Wheeling, W. Va. 
Hardware Distributing Co., Seattle, Wash. 
Hardware Supply Co., Mitchell, S. D. 
Harper & McIntire Co., Cedar Rapids, Iowa 
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Harper & McIntire Co., Ottumwa, Iowa 
Harris-Luckett Hardware Co., San Angelo, Tex. 


Hasson-Bryan Hardware Co., Morristown, Tenn. 


Haw Hardware Co., Ottumwa, Iowa 

Helena Hardware Co., Helena, Mont. 

Henkle & Joyce Hardware Co., Lincoln, Neb. 

Hibbs Hardware Co., Portsmouth, Ohio 

Higginbotham Hardware Co., Waco, Texas 

W. H. Hobbs Supply Co., Eau Claire, Wis. 

House-Hasson Hardware Co., Knoxville, Tenn. 

Huey & Philp Hardware Co., Dallas, Texas 

Charles Ilfeld Co., Albuquerque, N. M. 

Charles Iifeld Co., Las Vegas, N. M. 

Charles Iifeld Co., Magdalena, N. M. 

Charles Ilifeld Co., Raton, N. M. 

Charles Ilfeld Co., Santa Rosa, N. M. 

Jackson Hardware Co., Aberdeen, S. D. 

Jacobi Hardware Co., Inc., Wilmington, N.{C. 

Janney-Semple-Hill & Co., Inc., 
Minneapolis, Minn. 

Johnson Hardware Co., Clarksburg, W. Va. 

Keith-Simmons Co., Nashville, Tenn. 

J. B. Kendall Co., Washington, D. C. 

Knapp & Spencer Co., Sioux City, lowa 

Kretschmer-Tredway Co., Dubuque, Iowa 

Fred Kroner Hardware Co., La Crosse, Wis. 

The Kruse Hardware Co., Cincinnati, Ohio 

Larson Hardware Co., Sioux Falls, S. D. 

Lee Hardware Co., Salina, Kan. 

Lee Hardware Co., Ltd., Shreveport, La. 

Lindsay Bros. Co., Minneapolis, Minn. 

H. G. Lipscomb & Co., Nashville, Tenn. 

Loeb Hardware Co., Montgomery, Ala. 

Logan-Gregg Hardware Co., Pittsburgh, Pa. 

Lorenz Co., Klamath Falls, Ore. 

Louisville Tin & Stove Co., Louisville, Ky. 

George A. Lowe Co., Ogden, Utah 

Luthe Hardware Co., Des Moines, Iowa 

C. M. McClung & Co., Knoxville, Tenn. 

McGregor Hardware Co., Springfield, Mo. 

Marshall-Wells Co., Billings, Mont. 

Marshall-Wells Co., Duluth, Minn. 

Marshall-Wells Co., Portland, Ore. 

Marshall-Wells Co., Spokane, Wash. 

May Hardware Co., Portland, Ore. 

Mideke Supply Co., Oklahoma City, Okla. 

Miller-Jackson Co., Oklahoma City, Okla. 

Miller’s Wholesale Hardware, Cortland, N. Y. 

Minneapolis Iron Store, Minneapolis, Minn. 

Momsen-Dunnegan-Ryan Co., El Paso, Texas 

Monroe Hardware Co., Monroe, La. 

Monroe Hardware Co., Inc., Monroe, N. C. 

Montana Hardware Co., Great Falls, Mont. 


Montgomery & Crawford Inc., Spartanburg, S. C. 
The Moore Hardware & Iron Co., Denver, Colo. 


Morehouse & Wells Co., Decatur, Ill. 

Morrow Thomas Hardware Co., Amarillo, Tex. 
Mossman-Yarnelle Co., Fort Wayne, Ind. 

J. W. Murchison Co., Wilmington, N. C. 
Murray-Brooks Hdwe. Co., Lake Charles, La. 
Myers Co., Inc., Roswell, N. M. 

Nash Hardware Co., Fort Worth, Texas 
Ogilvie Hardware Co., Shreveport, La. 


Ohio Valley Hdwe. & Roof. Co., Evansville, Ind. 


Omaha Welding Co., Omaha, Neb. 
Ott-Heiskell Co., Wheeling, W. Va. 

Pana Iron Store Co., Pana, Ill. 

Paxton & Gallagher Co., Omaha, Neb. 
Pearlstine Hardware Co., St. Matthews, S. C. 
Peden Iron & Steel Co., Houston, Texas 
Peeler Hardware Co., Macon, Ga. 

Peeples Hardware Co., Savannah, Ga. 

I. W. Phillips & Co., Tampa, Fla. 

Piedmont Hardware Co., Danville, Va. 
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Lee ...now available through the following distributors: 


Pioneer Mercantile Co., Inc., Bakersfield, Calif. 
Pottsville Supply Co., Inc., Pottsville, Pa. 
Providence Hardware & Supply Co., Inc., 
Providence, R. I. 
H. C. Prutzman Co., Inc., Altoona, Pa. 
Railey-Milam, Inc., Miami, Florida 
Richards & Conover Hdwe. Co., Kansas City, Mo. 
Richards & Conover Hdw. Co., Okla. City, Okla. 
W. H. Richardson & Co., Austin, Texas 
Roberts Hardware Co., Utica, N. Y. 
Rogers & Baldwin Hdwe. Co., Springfield, Mo. 
Rome Hardware Co., Rome, Ga. 
Ross Bros. Co., Worcester, Mass. 
Sabine Supply Co., Orange, Texas 
Saginaw Hardware Co., Saginaw, Mich. 
San Antonio Machine & Supply Co., Waco, Tex. 
Schlatter Hardware Co., Inc., Fort Wayne, Ind. 
The Schoellkopf Co., Ltd., Dallas, Texas 
Seller Bros. & Co., San Francisco, Calif. 
Sharp-Horsey Hardware Co., Atlanta, Ga. 
Sloss & Brittain, Inc., San Francisco, Calif. 
Smith Bros. Hardware Co., Columbus, Ohio 
T. J. Smith Wholesale Hdwe. Co., McRae, Ga. 
W. H. Smith Hdwe. Co., Parkersburg, W. Va. 
The Southern Supply Co., Dallas, Texas 
Southwestern Hdwe. Co., Oklahoma City, Okla. 
Speer Hardware Cc., Fort Smith, Ark. 
Stowe Hdwe. & Supply Co., Kansas City, Mo. 
Strange-Jones Hardware Co., Clinton, Okla. 
Stratton-Warren Hdwe. Co., Memphis, Tenn. 
Strevell-Paterson Hardware Co., 
Salt Lake City, Utah 
Sullivan Hardware Co., Anderson, S. C. 
Superior-Sterling Co., Bluefield, W. Va. 
Supplee Biddle Co., Philadelphia, Pa. 
V. Tausche Hardware Co., La Crosse, Wis. 
Tenk Hardware Co., Quincy, Ill. 
W. A. L. Thompson Hardware Co., Topeka, Kan. 
Th pson & Hoague Co., Concord, N. H. 
Tiemann Hdwe. & Supply Co., St. Louis, Mo. 
The Walter Tips Co., Austin, Texas 
Townley Metal & Hdwe. Co., Kansas City, Mo. 
The Tracy-Wells Co., Columbus, Ohio 
Edw. K. Tryon Co., Philadelphia, Pa. 
Tyrrell Hardware Co., Inc., Beaumont, Texas 
United States Hardware & Paper Co., 
Los Angeles, Calif. 
Valley Supply Co., Elkins, W. Va. 
Van Deren Hardware Co., Inc., Lexington, Ky. 
Wm. Van Hoogenhuyze Hardware Co., 
San Antonio, Texas 
The Wagner Hardware Co., Mansfield, Ohio 
Isaac Walker Hardware Co., Peoria, Ill. 
Watkins-Cottrell Co., Richmond, Va. 
Watters & Martin, Inc., Norfolk, Va. 
Watts Hdwe. & Supply Co., San Antonio, Texas 
Weakley-Watson-Miller Hardware Co., 
Brownwood, Texas 
The Western Windmill Co., Lubbock, Texas 
The Western Windmill Co., Sweetwater, Texas 
West Texas Wholesale Supply Co., Abilene, Tex. 
Wiant & Barr Hdwe. Co., Parkersburg, W. Va. 
Wichita Hardware Co., Wichita Falls, Texas 
Williams Hardware Co., Fort Smith, Ark. 
Wimberly & Thomas Hardware Co., 
Birmingham, Ala. 
Winter Hardware Co., Billings, Mont. 
Woodward Hardware Co., Cairo, Ill. 
Wright & Wilhelmy Co., Omaha, Neb. 
Job P. Wyatt & Sons Co., Raleigh, N. C. 
Yakima Hardware Co., Yakima, Wash. 
M. S. Young & Co., Allentown, Pa. 
Zork Hardware Co., El Paso, Texas 
Zork Hardware Co. of New Mexico, 
Albuquerque, N. M. 
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LATEX RUBBER 


BALLOONS 


IN A RANGE OF SIZES & PRICES 


Millions of youngsters are waiting for these husky 
durable, colorful Latex rubber balloons. Hundreds 
fo} ME do Lohb t-te sole (-Medbdcle (oh mite) (o LB s}loms ole dl Lolo) ols o) doy olt-Mot a= 


blowing your way! 


IDEAL PLASTIC BALLOON STICKS 


(5° Size Retails for 2c each Packed | Gr Wt. 2 bs 


24 Size Retails for 2'/2¢ each Packed | Gr Wt. 1' > Ibs 


LIBERAL DISCOUNTS PREVAIL... 
ALLOWING YOU AMPLE MARGIN OF. PROFIT! 


IDEAL NOVELTY & TOY CO. 
200 Fifth Ave., New York 10, N. Y. 


Please ship us vic............ Ilan ithstilcacaiaesticleecaainaisiaa ence Rauenedece 
...gtoss BLS — 3¢ Retail mm toss BL11— 9c Retail 
..gross BL7 — Se Retail .....gross BL14 — 16¢ Retail 

gross BLI — 7c Retail —........gross BLi6 — 23c Retail 

snes TOSS BLS24 (Airship) — 7c Retail 
Minimum Shipment BLé & BL7 — 2 gross, others | gross 

_....gt. BS24 (24 Balloon Sticks) to retail at 3¢ (min. ship. 4 gr.) 
_.uo@t. BS1S (15" Balloon Sticks) to retail at 2e (min. ship 4 gr.) 


Store Name 
Address....... 


Buyer's Signature . 


| 

| 

y, . 
Your customers 
| 


quickly multiply 
your 


DEMAND 


NATIONALLY 
ADVERTISED 
in 
Saturday Evening 
Post, America 
Home, Porents 
Holiday and 
leading cutdoo 
magazines 


STAY-A-FLOAT 


comes in 4 sizes t 
fit children 2 to 18 
years, packed 1210 
carton — assorted 
sizes, priced to 
tail profitably @ 
$3.70 to $4.25. Se 
your drug, hart 
ware or sporting 
goods jobber orf 
they cannot supply 
you, write us dired. 


‘ 


TA-PAT-CO 
LIFE-SAVE VEST 
for ADULTS 


| Wears like a topcoat, 
never binds, leaves 
arms free for swim- 
ming, fishing, rowing, 
etc. Ask your jobber 
for Ta-pat-co Sport- 
ster No. 10-A Vest. 


NIA 


LIFE PRESERY 
CUSHIONS 
Every fisherman ort 
owner is a prospect for 
or more of these co 
Ta-pat-co Life-S¢ 
Cushions. Ask your jot 


The American Pad & Textile Co 


GREENFIELD, OHIO 
CANADIAN BRANCH — CHATHAM, ONTARIO 
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IMPORTANT ANNOUNCEMENT TO 
ROLLER SKATE DEALERS & JOBBERS 


The nationally famous line of Multi-Kwik Roller Skates has been taken 
over completely by the ROLLER SKATE CORPORATION OF AMERICA. 
This company will supervise in every detail the manufacture, sale and 
merchandising of Multi-Kwik Roller Skates. You will be interested in the 


following changes: 


PRICE OF SENIOR BALL BEARING REDUCED! oF as * - 
0 Senior 


The former suggested retail price of the Multi-Kwik “SENIOR” Ball 
Bearing Roller Skate is now reduced. However, there are many im- 


provements in quality, such as the new rust proof plating. 


3 EFFICIENT DELIVERY SERVICE! 


Each order will be acknowledged as received and definite, de- 


pendable information given as to delivery dates. 


NATIONALLY | © NATIONAL ADVERTISING! 


ADVERTISED 
‘. P ag . An extensive campaign is being launched in national consumer pub- 
aturday venin 
Post, America lications such as: The Saturday Evening Post, Life, Good Housekeeping 
Home, Parent 
Holiday an 
leading outdooc 
magazines 


and others. A complete mat service will be available for use in local 
t 
| 


newspapers. Window banners, door stickers and displays may also 


be had for merchandising purposes. 


TAY-A-FLOAI 
es in & snes : €} THE ROLLER SKATE CORPORATION OF 
c ren . 
vars, packed 12% AMERICA IS A GOOD FIRM WITH WHICH 
irton — asso 
res, priced to t . : TO DO BUSINESS! 
il profitably . 
3.70 to $4.25. Se You will be assured of the finest product that can be manufactured at 
pur drug, har Pa, 
are or sporti ] ' a competitive price. 
b 
oun “BE G INN ERS ‘a This organization is composed of top key personnel in engineering, 
bu, write us di manufacturing and merchandising. 
, @ DEALERS PLACE YOUR ORDERS NOW! 
4 Your orders should be placed NOW with your local jobber to 
assure immediate delivery. First orders will be given prior at- 
SNS =. = ; tention. If your local jobber cannot supply you, write direct. 
E PRESERVE 
CUSHIONS 


y fisherman or GENERAL OFFICES: 
sr is a prospect for at 1649 N. Broad Street 
yore of these co “4 Philadelphia 22, Pa. 


pat-co Life-Se “FRESHMAN” 


ions. Ask your joe 


extile Co 


ONTARIO 


.RDWARE AG May 22, 1947 





..-There’s an Amberyl 
handle, shock-proof, break- 
a VACO screw driver 


There are 173 Vaco types, all 

with gleaming Ambery! plastic handles, 
shock-proof and break-proof. Why not get ALL the 
business by having ALL the types on hand 

that your customers can possibly want. 

Vaco screw drivers come on 


attractive display 
LAA cards or packed in 
boxes...as you prefer. 


Write for catalog. 
Eo SITE. ONTARIo «, 


PRODUCTS i og o la i, ag 


CANADIAN WAREHOUSE 
560 KING STREET WEST oRnoNTO 














(GRIFFIN 








GRITTIN 
HINGES 


* 





nufacturing Company 


ERIE. PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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Sell the screening that needs no paint 


TINTED SCREENING 


A major household chore every spring is painting metal screens. 
It’s laborious, time-consuming and, unless done with extreme skill 
and care, the paint will fill up and block parts of the mesh. 

The result is unattractive, cuts out light and air. 








Velon screens require no upkeep, never need painting. 

Their color is solid through and through. Yet they cost no more 
than good metal screens. 

This is a story your customers ought to know! We're telling 

it to them when they read their national magazines. Be sure you 
tell them when they come in to buy. You'll never satisfy a 
customer more — and remember, one tells another. 


Feature Velon... now available in standard widths 
and gauges. For full-color booklet on Velon and 
free samples, write Firestone, Akron. 


Listen to the Voice of Firestone Monday Evenings over NBC { F } 
ff BEST TODAY--- §) 
*®TRADE MARK TOMORNOW. 
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DELUXE LINE £7 






.+- for the swell job 
you are doing 


Yes, you have done a fine job. Thousands of 
dealers all over the country have been very 
patient waiting for delivery of this profitable 
Cabinet Hardware line, and found their wait- 
ing was worth it! 


The National Lock Company line is solidly 
backed by an extensive promotion campaign 
that enables you to sell this profit-packed . 
merchandise easily and quickly. Write us to- 
day if you haven’t already taken advantage 
of a booming sales opportunity. 



































To keep selling costs down is impor- 
tant to every merchant. Our handsome 
counter display boards are doing just 
that for dealers from coast-to-coast. 
Better get yours now! 

























gas ~~ a 
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National Advertisements 





. . . Offer you a 
really profitable 
household glove 
business 








that-you prude 
“ight on easily 





Your women 
customers 
are pre-sold 
on popular 
easy-to-wear 


EC boenettes 


. 
Satinized inside—no tugging 
on. Short fingers—no floppy 
tips. Curved fingers and roomy 
palm for comfort. Amazing 
positive-grip finish. Made of 
Du Pont neoprene—safe in all 
household liquids. You enjoy 
keeping your hands lovely—buy 
easy-to-wear Ebonettes at drug, hard- 
ware, paint and department stores. 















No wonder sales ate 
booming everywhere- 


» 
Good Housekeeping ) THE PIONEER RUBBER COMPANY 


Ltr 4s sp rere st Willard, Ohio Los Angeles,Cal.| Women’s objections 


household gloves! Easy 
to slip on for every dirty 
task; they’re no bother — 
they make saving manicures and hand 
repair easy. They provide barehand 
efficiency no glove has offered before. 
Read that reduced copy of a current ad 
and you see why millions of women 
want Ebonettes. It pays you to order them 
from your wholesaler today — he has of 
can get them. The Pioneer Rubber Com 
pany, 306 Tiffin Rd., Willard, Obio; Lis 
Angeles, U.S.A. 





Easy to Handle 
Only 3 sizes to 
stock. Attractive 
dozen display car- 
ton. Handsome 
profit at 59c MFT. 
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Right Down the Alley 6 


WITT CANS 


"The Boss is a great guy for havin’ everything neat and clean 
... even in the alley back of the plant. Years ago he saw the 
difference between WITT Cans and the ordinary ones. Now it's 
WITT Cans right down the alley . . . a whole line of them, 
straight and sturdy ... not a buckle or slump among ‘em.”’ 


And so it goes... While other Cans wilt under abuse . . . quickly 
develop deep dents, cracks and rusty spots, WITT Cans come 
up shining and straight, easily outlast ordinary Cans 3 to 5 times. 


All WITT Cans are hot-dipped galvanized, providing the thickest 
possible coating of pure, rust-proof zinc. Corrugations are the 
super-strong rolling type . . . deep, well-rounded, closely 
pitched . . . assuring freedom from cracks and weak spots. 
Heavy steel bands, top and bottom, absorb shocks, 

hold the Can firm and rigid. 


These and other features are part of WITT 
Quality . . . famous for 60 years . . . and 
once more available. If your supplier 


can't furnish you with the exact size of 


WITT Can you want, place your order 
+.. deliveries are getting better. 
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It's Your 
move now! 
CAN BE 


ucth DUBL-A ?  RETAILED FOR 
32 89 CENTS! 


i ‘ 
Hoeing, cultivating, weeding, fos 
DUBL-A No. 32 original "3-in-1" Garden Too 
will do the work of three ordinary tools — no stooping o 
bending either. 

It's a tool your customers will need — and demand, once yor 


have it on display. 


SHANK WELDED TO BLADE 

Heavy steel shank welded to bright red blade of 1/16" cold 
rolled steel. Hoe length handle with nickel plated ferrule. A 
colorful, eye-catching, profit-making item for your garden tool 
department. 

Packed 1 Dozen to a Carton 

Weight per Dozen, 26 lbs. 

he 


THE ATLAS-ANSONIA COMPANY “y 


2468 STILES LANE, NORTH HAVEN, CONNECTICUT 





THIS “ONE-TWO” SALES PUNCH ) & 
DOUBLES YOUR PROFITS! 


To every insecticide customer .. Sell a LOWELL ROTO-BLAST DUSTER / SELLING 


DISPLAY 
Here’s your big chance to double your profits. Sell a Lowell Roto-Blast Duster 
to each insecticide purchaser. Make two sales instead of one. ue 
Most people do not own dusters, or use wasteful, out-of-date methods of : This FREE Lowell 
application. Exclusive Lowell features make the Roto-Blast the best duster 
on the market. Explain them, and its handsome appearance clinches the sale. peren with each 
SS ozen dusters. Build 
ROTO-BLAST DUSTER FEATURES MAKE SELLING EASY aoe Sans 
@ Never needs oiling, plunger permanently lubricated. POwbe ~ eu esuntene cat 
@ Roto-Blast center discharge design lets duster operate in your windows. 
efficiently no matter how it’s held. nd your order now. 
@ New type air control assures smooth dust pickup, easy 
control of discharge. ——_ start 


@ Directional nozzle makes application easy, fast, accurate ; : —™ 
it saves money by eliminating waste of insecticide! ; Cashing 
Now! 








MAIL THIS COUPON TODAY 


LOWELL Manufacturing Co. 
Dept. 51, 589 E. Illinois St., Chicago 11, Ill. 


Yes, | want to double my insecticide profits. Ship me im- 
mediately dozen Lowell Roto- 
Blast Dusters at $12.60 per dozen, ($14.75 Western Territory), 
F.O.B. LOWELL, MICHIGAN. 





DEALER'S NAME 
STREET. 
CITY, 
MY JOBBER'S NAME 


| 


enicisdheniiadindnsen cnenvemaes 











hy ef 
LOWELL %..feti0igc © 
DEPT. 51, 589 EAST ILLINOIS STREET ‘ 
CHICAGO 11, ILLINOIS 
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In a close finish, correct determination of win, place and show is 





difficult with the naked eye. Vigilance by judges can decrease the 


number of disputes, but doesn’t eliminate them. So, to remove any 


doubt, racing officials adopted the use of an automatic camera to 


ING record every finish . . . to be sure. In chain sales, the Hodell label 
DISPLAY ; . ys _— 
his stands for sure satisfaction. Hodell makes chain in 157 varieties, 
i ie welded and weldless, so there’s one to fit every need. And throughout 
v7) owe 
st pone | the country, in homes, on farms and in industry Hodell chains have 
wit eac 
— been a standard of quality since 1886. This sixty-year record of 
clicide dis- 
id it. Use it dependable service is an assurance to every user that Hodell is the To be sure... 
jamtore and ae SELL HODELL 
windows. chain to insist on . . . to be sure. 
order now. .--to be SURE! 


Heavy current demand for our products prevents us from assuring immediate To be certain of maximum chain sales 
display Hodell chains prominently. There's 


rt k delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- a typo to Ot every chain need. Aad thelr 
ng in tive literature on the complete line, with a promise fo fill your orders as reputation and popular acceptance will 


w! ; fast as conditions permit. identify your store to your customers as 
a buying center for quality merchandise. So 
sell Hodell for their sake... and for yours! 





(Reprints for the asking. Use your own letterhead.) 


JACK - SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL - PASSING LINK - BULLDOG - SAMSON - FLAT LINK - REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 


MAY 22, 1947 





if the Demand were less, the 
Supply would be sufficient! 


Shortages in UNION goods are only due in part to 
limited production. An upped demand for UNIoN 
Values aggravates the lack of supply. We're do- 
ing our best to restore the balance,—and that’s 


some better than it looks. 


Remember,—Uni0n Tools and Sporting Goods 
are among those hardest to get, because among 
those most in demand. But expanded output is 
coming through and increasingly will be felt by 
our loyal Dealers. “Hold open” for the new great 
buys in UNIon 


Roller and Ice Skates 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARDWARE COMPANY 
aw EWE Ge 1 WY 


@tews Par orF TSETABLISHMED (894 


TORRINGTON, CONN. 


NEW VORK OFFICE ISI CHAMBERS STREET 








The New 
Extra-Safe 
Extra-handy 


PIPE WRENCH 


Popular Priced RIDGE- 
improved STILLSON 
offers you extra sales and profits 


@ This Stillson pleases your customers because it’s 
safer —cone-coil safety springs inside the housing 
replace old-style exposed flat springs that could 


| break and cut the hand. No rivet hole to weaken 
| handle. Handy pipe scale on hookjaw. High grade 
| malleable frame, handle and hookjaw of strong 
| heat-treated steel. Steel handle, 6” to 48”. For 


easy sales that repeat, order Improved Stillsons 
from your Supply House. 


HARDWARE AGE 





JENKINT 


MAY 22 


(HALLQWELL) 
TOOL KITS 





The “Hallowell” Tool Kits are something different in 

the tool line. Not only an innovation, but better in many 

ways. And because they’re new and improved they bring 

$$$... 

® Kits are compact... fit in the palm of the hand. Elimi- 
nate bulk. Each contains from 5 to 9 tool bits. 

®@ Tool bits in each Kit were carefully chosen to be most 
applicable to different types of work. 


® Tool bits stored in hollow handles... are interchange- interchangeable 
able in the chuck, therefore, as many as 9 tools take no parts ore in the 
more space than 1. hatlew handles 
ause it’s © Kits are of a rugged plastic-steel combination. Plastic st oft Lilie 
2 housing handle has great strength; is lightweight, durable, 
shock-proof, warm to touch even in freezing tempera- 


at could tures, shatter-proof, resilient. High-grade alloy steel 
bits are strong; accurately machined. 
® Locking bit-chuck has a swivel device for easier access 
to difficult places. 


® “Socket Wrench” Kit and “Auto” Kit both, come in 2 ; 
sizes: large and small. 
® Universal Joints. Ratchets, Extensions available. . 


Write for our profitable Dealer proposition and litera- 
ture that fully describes these unusual, convenient Kits 


... You’ll want to add them to your standard line. an ideal gift or prize 


OVER 44 YEARS IN BUSINESS Kits: Patents Pending 
/ } ! ‘ 
JENKINTOWN PENNA., 8Ox PEy * BRANCHES: BOSTON + CHICAGO «+ DETROIT + INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 
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GIT 


PAINT AND VARNISH 
REMOVER 


Fix the name GIT firmly in 
mind and when you want a 
Paint and Varnish Remover 
that sells, satisfies and repeats 
order GIT. 


GIT Paint and Varnish Re- 
mover is quickly and easily 
applied with a brush. It pene- 
trates deeply and softens the 
surface thoroughly sothat the 
old paint or varnish is readily 
removed with a scraper or 


putty knife. 


Put up in handy sized cans, 
ready for use. Sell GIT with 
profit and real satisfaction. 
Ask your Jobber, or write us 


for information and prices. 


ARROW PRODUCTS 


CORPORATION 
BALTIMORE 3, MD. U.S.A. 
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@ An upright household 

broom. 
— linoleum, tile shed pre 
oors. Block 10” x 1%" with i 
acquer finish with felt ends. 4“ oval tri 
Overall length 48”, by 
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OX Fibre Brusn CO., 


INCORPORATED 


FREDERICK, MARYLAND 


FOUNDED 1884 
World's largest maker of quality brushes 
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SLAYMAKER 


--- THE COMPLETE LINE 


Since 1888 Slaymaker has consistently produced a 
complete line of fast selling, profit building padlocks. 
Today...as always...there is a Slaymaker padlock in ‘ 
every size and grade to meet every conceivable need. 

e Ask your jobber about the Slaymaker line — today. * 


+ 
e e . ° ° e e e - e a « + 


4 


“ANCASTER, PA’ 


MAY 22, 1947 








Turn Your Wrapping Time 
into 
Selling lime/ 











NATIONAL PACKAGE SEALER 


Gives Clerks More Selling Time 
Pays for itself over and over again! 


Are your clerks losing valuable time — too busy 
wrapping instead of selling? National Package 
Sealers speed up the selling by speeding the 
wrapping. “Easy does it” in a jiffy — and you're 
free to wait on more customers per hour, per day, 
per month, per year — and how it totals up! 








INQUIRE DIRECT FROM US 
or from our Salesmen 











NASHUA, NEW HAMPSHIRE 
Please send more facts on National Package Sealer 





Company___ 
Address __ 











Something good did come out 
of the war! Results of experi- 
ments with heat and abrasive 
resisting high tensile stocks 
gained during the war have 
been combined to produce 


The absolute tops in faucet 
washers that feature mirror- 
like finish, accurate trim- 
ming, minimum build-up 
from overflow and center 
holes punched clear through. 
Molded of high tensile stocks 
whose heat and abrasive re- 
sisting characteristics can 
be beat. N-DUR-O’s in 
herent strength and tough- 
ness plus triple actual serv- 
ice capacity makes them 
champ, especially for apart- 
ment, hotel, and _ institu- 
tional installations. 


You'll like this convenient 
“see through” container with 
50 washers to the package. 
N-DUR-O's are available in 
either flat or beveled style. 


»N:DuR-o 


Vo , 
~ET WasHeEr: 


Pp 
g0- 
Cor a ort 


Lvclle RUBBER COMPANY 


424 NORTH WOOD STREET e CHICAGO 22, ILLINO! 
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"But You Said You Were Ouly Going “fo 
BUY A BOLT!’ 


OMETIMES Hector Hoopsnagel is a complete 

nincompoop in the eyes of his wife. She claims he’s 
a “fall guy” when it comes to shopping—gets sold 
things they don’t need. Of course she overlooks the 
fact that she can’t resist the “bargain counter” at the 
local department store, and that the things Hector 
buys invariably turn out to be of more use than the 
“bargains” she goes for. 


We know that practically every customer who enters a 
hardware store is a potential “Hector”. Despite the 
fact that he may go to the store “just to buy a bolt”, 
nine times out of ten he departs with an armful of fas- 
cinating gadgets that hardware stores sell. 


The “traffic-building” power of bolts, nuts and screws 
is well-known among progressive hardware men. They 
are among the ten most called-for items in the average 
hardware store inventory. Bolts and nuts bring custom- 
ers into the store and expose them to other merchan- 


AGE BOLTS » MACHINE BOLTS - 


PLOW BOLTS « NUTS « LAG SCREWS «+ LOCK 


dise the store carries. This often leads to “spur of the 
moment” sales. 

That’s the clue for every hardware dealer to display 
his bolt, nut and screw stock in a prominent place, and 
to carry a complete quality line such as Lamson & 
Sessions offers. 

Lamson & Sessions’ products are packaged in attrac- 
tive cartons, with Lamson Hi-Legibility Labels, for 
your convenience. The Lamson Ready-Reference List, 
the Bolt Bin Label Booklet and the Lamson “Speed- 
Merchant” make bolt and nut selling virtually a self- 
service proposition. 

Yes, these “sales helps” make the complete Lamson 
Line the line of least (sales) resistance! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 


LAMSON & SESSIONS 


Jobber for the Lamson Line 


SHEET METAL SCREWS « WIRE ROPE CLIPS « 


PIPE PLUGS 


« WEATHER-TIGHT BOLTS 








NUTS « CAP SCREWS «+ COTTERS « SET SCREWS 


* MACHINE SCREWS AND NUTS 
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priced to sell quickly and profitably 







RE-BLADE KNIFE If youre looking for outstanding hobbycraft items that sell 


el blades 


hangeable surgical ste : e “ ‘ 
inter on sight, don't overlook these famous “1001” tools. 


«with 
* They furnish a lively source of business 


and repeat business! 











we ae 





Yes? * 


- 





el 





""1001'’ RE-BLADE KNIFE 
The knife of 1001 uses. Has light, perfectly balanced, colorful 
plastic handle for easier whittling, chiseling, modeling, cut- 
ting of all sorts. With patented, chromium finish blade holder 
. that simplifies insertion and removal of blades, and keeps 
them firmly locked in place. With 3 extra, different blades, 
honing stone—retail, $1.59. 


"1001" DE-LUXE STRIPPER 
Cuts balsa wood, soft pine, etc., in strips from 1/32 to 1 inch. 
Constructed of durable lightweight aluminum. Has scale 
graduated: in 16ths with micrometer adjustment to nearest 
1/32s. Can be used to the left or right by reversing cutting 
edge. Set complete with “1001” knife and blade—retail, $2.75. 
Stripper, separate—retail, $1.59. 


“1001 PIN VISE 
Has steel chuck mechanism with non-breakable all plastic — 
handle, Comes with-two removable, double-end collets hav- 
ing capacity for drills, etc., from 0-.125. Set complete with 
2 collets—retail, $1.29. : 


r 2, N.Y. G3) 


FROM THE HOUSE OF HOUSEWARES “HITS” 


TO RETAIL FROM 


nese ? 5¢ 7 : TWO VALVE BODY 
VERY SOFT Zo | AND TUB FILLER 
VERY ABSORBENT 


— Means QUALITY 
A new quality product from Ideal, one of : : in Brass 


the fastest growing rubber housewares 


manufacturers in the country. Sponges | 2 22 = Plumbing Supplies 


come in 4 sizes. 


Min. | - 
Sartre ee «= || FEATURING A COMPLETE LINE: 
SP-50 334"x5" xt" 50 4Doz. | Combination Faucet - Basin Supplies 


SP-75  33%4"x6" x13g" .75 3 Doz. | Basin Cocks - Ball Joi 

SP-100 4" x6%,"xIl/" 1.00  2Doz. 4 sditoagea — 

Colors—red, yellow, green, blue and pink Heads - Center Sets - Duo Strainers 
Flush Ells - Tank Levers - P.O. Plugs 


SANITARY— Showers - Strainers - Traps - Valves 
INDIVIDUALLY WRAPPED IN 


CELLOPHANE WITH COLORFUL 
LABEL ON INSIDE 














; “ 
Dole CENTERSET 


W/ POP-UP 





IDEAL RUBBER CO. 
200 Fifth Ave., New York 10, N. Y. 


Please ship us via 





doz. SP25 doz. SP50 


doz. $P75 doz. SP100 ay /s, 
iss re Send for Our /°  Mlustrated Catalog 


VISAR BRASS MANUFACTURING CO..Inc. 


100 NORTH Ist STREET - BROOKLYN 11, N.Y. 
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PREWAY 


Kerosene Ranges give you a 
ng lead over competition 


values ranges offer, who critically compare 


Kerosene ranges are not going to be in 
short supply forever. When the day comes the features and workmanship of every 


that order-winning hinges once more on per- make on the street, know that Preway 


formance and price, the dealer with the Pre- provides much more in advantages that wo- 
way line will be on top of a successful, money- men want. There is no straighter, more cer- 
tain road than this to a profitable, fast-moving 





making business in every community. 
No line today is more oversold than Preway, retail operation. 
no line in greater demand:..because the Think ahead today with Prentiss Wabers. 





alert, professional buyers who match the Write 


PRENTISS WABERS 
2447 SECOND STREET, N., WISCONSIN RAPIDS, WIS. PRODUCTS Co. 


MAY 22, 1947 101 














8 


Ui Name Reg. iy in U.S. and Can. Pat. Off. 


COAL HEATER 


The new “616” is ready...ready to step right out and complete 
the perfect line of W MORNING Coal Heaters! This dis- 
tinctive, square radiant heater is new both inside and out—it 
saves space and does a BIG heating job. Ideally suited for heat- 
ing from one to three rooms—for garages, professional offices, 
barber shops, filling stations, etc. 

You can stake your reputation on the remarkable performance 
of this heater. It is a fitting companion to WARM MORNING 
models that far outsell all others...with a sales record that is 
well past the MILLION mark! 

Now you can meet every demand with “616” (60 Ib. coal ca- 
pacity), 520 (100 Ib. coal capacity), 420-A (100 Ib. coal capacity), 
and 524-B:(200-lb. coal capacity). Cash in on the nation-wide 
public acceptance of WARM MORNING... and the national ad- 
vertising drive behind this celebrated line. 

For bigger profits and satisfied custom- 
ers...stock and sell the full line. 

FREE—Book of Home Plans—12 beautiful 
low-cost Small Homes designed by nationally 


known architect especially for heating with space 
heater. Write today for Free Sample. 


LOCKE STOVE COMPANY 
114 West 11th St., Kansas City 6, Mo. 


(13-30) 


HARDWARE AGE 








Pitches fas; . 


MEDUSA 
10) 0 BY 


Catches Cas ‘om CEMENT 





FOR CONCRETE, STUCCO AND 
MASONRY 


Protects and decorates © Exteriors or Interiors 
Above or below grade Brushes or sprays on 
Mixes with water e Seals masonry ¢ Ten colors 


ERE’S YOUR perfect battery for easy profits. 

They’re top quality line—the one you can sell 

with complete confidence. That’s because Medusa 

Paints are made and backed by a cement company 

that understands the problem of sealing and deco- 
rating concrete, stucco, and masonry surfaces. 














ADVERTISED TO 6,000,000 HOMES y | MEDUSA |: 
complete Both these pai ively advertised in lead- | FLOOR |: 
This dis. paints are aggressively advertised in lea ‘leo ATING| 
id out—it ing home and building magazines. Millions of im- 4 rer E 
| for heat- pressions are being made on the minds of America 4 Brace ad 
al offices, —this spring. Thousands of inquiries for Medusa bs 
oe Portland Cement Paint and Medusa Floor Coating 7 mes, 34 rwone ers oivison F 
RNING are pouring in to our office every week. They want ee ee , 
nd that is to know where to buy these products. Cash in on ae ec 

this demand. Profit on Medusa Paints. Write today 
saebeal for complete information and prices. FOR CONCRETE FLOORS 
tion-wide Rubber base @ Resists wear ¢ Brushes on easily 
tional ad- Nationally Advertised Spreads smoothly e Easy to clean @ Seven colors 


Smooth finish 


MEDUSA PRODUCTS DIVISION 


of MEDUSA PORTLAND CEMENT COMPANY 
1019 Midland Building Department “C” Cleveland 15, Ohio 


Gentlemen: Please send complete details and prices on your fast selling paints. 


. 
this Coupon ... 
N Ow ! Address 


City State 
Also made by Medusa Products Co. of Canada, Ltd., Paria, Ont. 


Please Print 


MAY 22, 1947 





With its accessories and attachments, 

Handee performs more operations with 

greater accuracy than any other port- 
able tool at any price. 


Handee is the famous "TOOLSHOP IN YOUR 

HAND", the original tool of this type and today's 
finest. You'll be glad to point out these popular, selling features to your 
customers: Handee grinds, drills, saws, engraves, polishes, carves, etc. on any 
material — wood, metal, plastic, leather, glass, etc. Runs at a cool 25,000 
r.p.m. AC or DC. 642” long, weighs only 12 oz. In a steel, hinged top case 
with 40 accessories, nationally advertised at $27.50. Handee with 7 acces- 
sories,, $20.50. THESE ARE MINIMUM FAIR TRADE PRICES ‘ 


Exclusive/ PRECISION ATTACHMENTS 


Every Handee you sell paves the way 
for an extra sale of Precision Attach- 
ments, an exclusive and profitable 
feature of the Handee line. These fine 
attachments (they fit Handee only) en- 
able the beginner or expert to achieve 
accuracy impossible with any other 
tool of this type. A popular seller, 
attractively priced at $7.95 retail 
for a set of 6. 


ACCESSORY SALES BOOM! 


Clean, well displayed accessories sell like hotcakes! And 
these quality accessories—more than 500 of them—the 
largest and finest line available, fit all power tools. 

FREE DISPLAY CASE! With this sales-pulling display 
you'll establish your store as headquarters for portable 
tool accessories. The case is glass-covered, dustproof, 
theftproof. There’s room in back for stock and literature. 
Write for details about the special offer. 


CHICAGO WHEEL & MANUFACTURING CO. 
1101 W. MONROE ST. DEPT.HA CHICAGO 7, ILL. 
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MORE HANDEES 
IN USE THAN 
ALL OTHER TOOLS 
OF THIS TYPE 
COMBINED! 


IMMEDIATE 
DELIVERY 


PLACE YOUR ORDER NOW 


NATIONAL 
ADVERTISING 


back of 
AHandee's 
popularity. 
reds appear in 


SATURDAY EVENING POST 
ESQUIRE @ FORTUNE 
TRUE @ PARENTS’ . 
POPULAR MECHANICS 

NEWSWEEK 

MECHANIX ILLUSTRATED 

SCIENTIFIC AMERICAN 
POPULAR SCIENCE 
..and a long list of other 


1 di blicati s. 
FPF 
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EVENING POST 
| @ FORTUNE 
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t MECHANICS 
NSWEEK 

( ILLUSTRATED 
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ng list of other 
publications. 
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You're set up for profitable belt business 
with the Sapercoz Display Assortment 


Belt replacement sales are a good source of profit! 
The Superior Display Assortment puts you in busi- 
ness with a minimum expenditure of money and 
space. It will meet the needs of nine-tenths of 
your customers. Included are belts for nearly 
every home and small shop need — washing 


> 
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machines, electric refrigerators, power tools, 
oil burners, etc. Superior V-Belts are precision 
made for long life and they look as good as 
they are. Stock renewals are quickly obtained 
from one of our convenient nation-wide chain 
of warehouses. 


ALL METAL STAND 


HERE IN ONE COMPLETE UNIT 
IS EVERYTHING YOU NEED— 


© 35 Fractional-horsepower V-Belts 


© Superior ready-reference card— 
tells what each belt fits. 

© Superior Belt measure for quick 
Sizing. 

© Superior V-Belt Guide—175 pages 
of belt information. 

© The display stand—31’ high x 
20” wide—finished in Blue and 
Yellow. 

® Descriptive literature—which 
enumerates the merits of Superior 
V-Belts. 


© The complete unit, including all 
of the above items costs you only 
$25.87. The Belts retail at $43.16, 
giving you $17.29 profit! 


Send the coupon TODAY/ 


Send me one of the Superior Display Assortments and 


bill me through your neorest distributor for $25.87. 





ADDRESS 





CITY and STATE__ 


SUPERIOR RUBBER PRODUCTS MFG. CO. 
OFFICES — 4041 RIDGE AVE., PHILADELPHIA 29, PA. 
PLANTS IN PHILADELPHIA, PA. AND EGG HARBOR, N. J. 











For Ist Choice it’s 


TU-FLAME 


Two Burner Plate 


Natural Gas — Butane 


Everywhere two burner 
plates are sold, exclusive 
features make Tu-Flame 
the first choice of quality 
and safety conscious 
buyers. 

Ideal for use in trailers, 
cabins, apartments, laun- 
dry rooms and for camp- 
ing. 

Tu-Flame has all these out- 
standing features: 


* A.G.A. Approved Valves 
—for Safety 

© Kieavy Cast Iron Burn- 
ers with Schoenberger 
Burner Tops 

© Cast Iron Grids 


© Top Lifts off for Easy 
Cleaning 


Retail Price $ 
Everywhere 18-95 


Normal Discounts 


Tu-Flame Gas Plates are 
assembled by blind labor 


Territories are still open! Distributors and Dealers 
write today for complete details. 


YW Stove & Appliance Company 


3640 East Colorado Street 


Pasadena 8, California 





NOW! 
THE PERMA-FILTER BOWL 


A Sell-on-Sight Housewife's Delight 


* PERMANENT 


* SANITARY 


An Aluminum Upper 
Vacuum Bowl with 
Patented Built-in Stain- 
less Steel Filter 


Guaranteed for the 
Life of the Bowl 


* ECONOMICAL 


3 & CONVENIENT 


Fits Standard 6-8 
Cup Wide Mouth 
Lower Bowls 


JOBBER INQUIRIES INVITED 


SPUN ALUMINUM PRODUCTS CO. 


565 FIFTH AVENUE, NEW YORK 17, N. Y. 























WENSON 
IRONING BOARD 
COVER HOLDERS 


They make ironing easier for 
housewives because they hold 
cover tightly without a wrinkle. 
Insure a smooth surface for iron- 
ing. No tacks—no pins—no draw 
strings to bother with. Fit all 
standard ironing boards. Easily 
attached—quickly removed. 
Cadmium Plated. 


Ironing board cover holders in- 
dividually boxed — 24 boxes to a 
display carton —6 cartons to a 
case. Shipping weight 42 lbs. 


Jobbers inquiries invited 


RAND MANUFACTURING COMPANY 


2063 East 4th Street Cleveland 15, Ohio 
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YWERES SECURITY 
and lors of it f 


 pRO-TEMPERED STEEL SHACKLE 


Ae 





OU sell real security and secure a real profit — when you sell a Sargent Profit-making Sargent prod- 

ucts include locks, padlocks, 
js z a a push and pull bars, door clo- 

metals. The 5-pin tumbler brass cylinder provides Protection with a capital P. cust: Glanes end caumnes. 


cylinder padlock. All vital parts are made of strong, pressure-formed 








Yes, Sargent padlocks give lots of security. And your Sargent distributor 





has lots of padlocks for you to sell. Standard models are in stock; for special 
requirements, Sargent padlocks can be furnished to order Master Keyed in 


sets of practically any required number. 


Here’s a fast turnover item that will bring you good profits today! 


SARGENT & COMPANY 


NEW YORK - NEW HAVEN, CONN. CHICAGO 
Makers of “LIFETIME LOCKS FOR LIFETIME USE” 
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in an 


ALARM CLOCK 


? 


He expects it to keep good time. 
He expects it to last for years. 


He expects it to stand up under 
moderately rough treatment. 


He expects it to ring vigorously 
when he wants it to ring. 


He expects it to be smart but not 
extreme in style. 


He expects it to be reasonably 
priced. 


. And, for once, Mrs. J. Q. 


Public agrees with him. 


x* * 








GILBERT alarm CLOCKS 
FULFILL THOSE EXPECTATIONS 


* 


Ash your oe ae i 








THE Wo. L. GiILBert CLock Corp. 


Clock makers to the nation since 1807 


WINSTED, Conn. 
Laconia, N. H. 


551 Fifth Avenue 


New York 17 Chicago 4 


141 W. Jackson Blvd. 
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Ok Ul 
CGraranced by > 
Good Housekeeping 


N27 saweesto 


MOP WRINGER PAIL 
P eee 0 


You don’t have to do much talking to 
sell a woman the New DeLuxe Mop 
Wringer Pail. She sees almost instantly 
that it provides the eight big buying 
advantages she has always wanted... 


1.Easy 1, 2, 3 operation. One foot 
does the work. Dainty hands never 
touch dirty water. 


2. Plenty of room for mop to spread 
out and clean itself. 


3. No springs or mechanism to get out 
of order. 


4. All parts galvanized. 
5. A Pail that is not top-heavy. 


G.A Pail light enough for a woman 
.-. Strong enough for a janitor. 


7A Pail that’s big enough for the 
job...actual capacity 14 quarts. 


8. A Pail that’s worth advertising in 
the magazines women read . . 
Better Homes and Gardens, Good 
Housekeeping, House and Garden, 
House Beautiful, Ladies’ Home 
Journal. 


Here’s a Mop Wringer Pail that’s easy 
to sell... that women want... that 
will keep your cash register jingling 
when you put it where your customers 
can see it. Order from your Jobber. 


1. OPEN. Simply step oo 


the lever and the Wringer 
opens. It’s an easy, ont 
footed operation. 


2. DIP. Cleverly designed 


opening guides mop 
against front roller, wher 
greatest pressure is exerted 


3. WRING. Then step 


foot treadle and withdraw 
mop. Foot keeps 1 
tightly compressed, 
balances Pail. No springs 
to get out of order. 


CHLUETER MFG, CO. 
ST. LOUIS. MISSOURI 
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No otl 
Swing- 
custom 
been s 
deman: 
the car 
combir 


with 


© SwinG-AWA 


CAN OPENERS 
KNIFE SHARPENERS 
JAR OPENERS 


Promote 


ALL THREE 
KITCHEN KINGS 





*s A Sales Packed Combination that will 
Wall Bracket $925 keep ringing the bell with New busi 
CAN OPENER Fetal : 3 : | 
; , ness-— New profits— Year in, Year 
No other can opener is quite as good 
= No other can opener. equals Mivertiséd to < mill th 
Swing-A-Way’s quality, “pérformance, ee 
Simply step on customer, acceptance} Mallions have : 
and the Wringer been 1B" Ou millions more are in month. Ask your jobber or write 
5 an cay, Oy da@mand? Promote Swing-A-Way . . . 
direct for dealer helps, Shopper-Stopper 


eration. 
the can opener that outsells all others 


combined. 
displays newsmats 





JAR OPENER and SEALER promotion aids 


The King of Jar Openers shares 
the famous Swing-A-Way, repmta- 
tion as the leader i its Feld}. . Edgemaster 
Assurestimmediate @cceptdfice plus 
: ta Gulia Opens screw-on or KNIFE SHARPENER 
acl, sole y-up cap jars. A superior product 
that means top-flight sales Housewares’ Headliner by Swing-A- — 


mnt roller, where aa 
essure is exerted performance for you! =~ ; 
Way ...A sensational new fast. selle: we SP 

$150 for you! Point for point, it’s the finest ws 
— a. i . 


Retail 


sharpengs unadert &. fidneS finest cut- 
ler t razor*sharpness, safely, quickly. ~ 


« 
A real sales-getter that means extra ‘ \. 
\ 


profits to you! $45 : 


Retail 








Then step om 
>and withdraw 


er + . i: UI) Ni STEEL 
PRODUCTS 


»URI 1439 Merchandise Mart, Chicago 54, Illinois 
Canadian Address: PO. Box 330 Port Credit, Ontario, Canada 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


14 inch width. Pull it out to any 
length. It stays “put”—won’t creep 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placedin a moment, without taking 
the case apart. It has markings on 
both edges, in inches and \j, inches. 


Lengths, 72 and 96 inches. 
*Trade Mark 


oe Steel Tape. Your customer 


will take it every time. Show him how easy 


to read the jet black markings on the white back- i No. 100—P 
4SS—ALUMI 


countersy 


ground are—in the brightest glare or in hardly any 


Screws 


light at all. You can assure him that WYTEFACE 
n stock 

Steel Tapes are easy to keep clean, are rust- 

resisting and hard to kink. Ask your jobber about 


WyTEFACE Steel Tapes and Steel Tape Rules. 


®Trade Mark. WyTEFACE Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


| J Drafting, Reproduction, Surveying 
AL. oe Equipment and Materials, 
ry “i (Z_ Slide Rules, 


Measuring Tapes. 


KEUFFEL & ESSER CO. 


NEW YORK « HOBOKEN, N. J. 
CHICAGO © ST.LOUIS * DETROIT * SAN FRANCISCO 2 ; a 
LOS ANGELES * MONTREAL 
, MAY 22, 19 
AGE 
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No. 1562—‘'PARKER’’ FRAMELESS GLASS ROLLER TRACK FOR “PARKER' COMBINED PULL AND PUSH BARS 


ALL GLASS SLIDING No. 117 
DOORS 
Brass and alumi- 
Packed ‘in wooden num in stock for 
cases of 240 ft. com- immedicte ship- 


glete sets, or sold 
P ment for use on 





scparately in 172 ft 

> j 
lengths. Roller carriers outside of any size | 
have solid brass roll doors — 
tig > a 
ers, All items rust- Sars tobe usedon | 


roof cadmium plated 
p F inside of doors in 


finish. Finest track 
conjunction with 


117 Bars 


on the market 





No. 317— 
‘PARKER’ DOOR PULLS 


Made of forged brass and olu- 






minum. Matches design of No 
117 and No. 119 bars 


“PARKER” f —_—— 
: > LEARKER |G 
:| PERFORATED 4, af 


a 
GRILLES ve s : 
No. 804— las 
“PARKER” “ 
DOOR KNOCKERS <<a 


Heavy forged brass se) 
Enhances the appear- a= 
ance of any type ed 
door se 


No. 68—"PARKER’ . 
ADJUSTABLE DELIVERS THE GOODS idan _ 
noel Se oe “From Foundry to Finished Product’ —_—— 
No. 334C—"PARKER” 


nped in brass, steel and aluminum to 
r, in Lattice and Union Jack designs 
ety of sizes in stock for immediate 
very. Woven Brass Wire Grille for 


ture In stock 



















y 
jj For book shelves, stock We manufacture specialties and distribute a full 
rooms, store fixtures, : . A . THRESHOLDS 
‘ line of Builders’ Cabinet and Showcase hardware 
etc 2" adjustment . a ‘ etn . Brass, aluminum and steel. 4° 5", 5'2 
Strength tested to 600 in all standard finishes: Our facilities include 6”. 7” and 7\2" widths in cenek. Soldaal 
pounds. Strips are Foundry, Rolling and Forming Equipment, Power to size or in full lengths. Write for spe- 
numbered to Sst Presses, Slitting and Electro-Plating. Prompt cial net price list 
Oe cata an eg shipments from our substantial stocks. Special- 
sniiit: ot the slau ties made to blueprint. All our materials : 
’ Easily installed priced right. Write for special quantity LETTERS 
without grooving * quotations— —_ a | 











Are you on our No. 331—“PARKER” LETTER DROPS 

















mailing list? 
| Finest forged brass, highly finished 
| i Bry, oF? aN Complete with back plate. Priced 
—_2__. La 1 , i r Sieg, ST low. Also furnished in 
45S —ALUMINUM—STAINLESS STEEL AND CHROMIUM PORTABLE =~ 
countersunk holes and beveled AND STATIONARY RAILS 2 
Screws furnished. A variety of d 
n stock for immediate shipment All types made to order for No. 1590—"‘PARKER'’ SHOWCASE 
: theatres, exhibitions, displays 
CER stages, rastaurents. Velove Mee TRACK FOR WOOD SLIDING DOORS 
\ rope and fittings. Quotations Immediate shipment from stock in 12 
= furnished upon request ft. lengths 











| IL Po 
By ae No. 1581— ° 
& Fi, ‘PARKER”’ =, 







































‘ " € SLIDING DOOR <==“ 
No. 132—‘‘PARKER l | SHEAVES 
MODERN PUSH BARS “PARKER LUCITE PULL Ball bearing. For use with No. 1590 
} track 
Made of aluminum, brass or | AND PUSH BARS FOR USE " 621 
bronze. Other styles and types ON HERCULITE GLASS oO. ars 
listed es 1 tite Cm “PARKER” 
isted in our “No. 11 Modern DOORS 
Door Trim Catalog’. We have i FINGER PULLS 
facilities for making special May also be installed on Solid Brass. Can also be furnished nickel 
push bars to drawing wood and hollow metal plated. For wood and oll-glass show- 
doors. All sizes case sliding doors 
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CHAMPION 


Offers You ELECTRO-PLATED 
CAST ALUMINUM HARDWARE 
At Attractive Prices 


No. 7406C Brass 
plated cast 
alumalloy Hook. 
Packed 2 dozen in 
a box with screws. 
Projection 3". 
No. 7406C 


CHAMPION has solved the 


problem of successfully brass plating cast 
aluminum hardware. Large production en- 
ables us to offer this hardware at attractive 
prices. 


Base knobs, rail brackets, bar lifts, sash 
locks and miscellaneous hooks, now all come 
in this beautifully brass plated finish which 
is absolutely rust proof. 


CHAMPION again leads the 
way in bringing you much higher grade 
hardware at prices that are lower than those 
associated with items of such high quality. 


You must see a sample of this hard- 
ware. Request a sample of No. 7406C hook. 
It will be sent to you by return mail. 


Nearly all hardware jobbers handle some 


products in the big CH AM PION line. 


The 
PAW AVA\ ALT mA 


GENEVA, OHIO 


SS | 


—— my ? —S 
—s If ifs a CHAMPION ifs a winner 
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KEY SET MERCHANDISER | 


No. 456 — Display merchandising package designe 
for over-the-counter selling, — a demonstrated mone 
maker for the Dealer. Packs three of the most pop 
Key Kit assortments: Allen Nos. 604, 605 and 606, 
for use with hex-socket (ALLEN HEAD) screws. Cot: 
tains 20 of the 604, 20 of the 605 and 10 of the 606 
Sets. Mechanics go for them and householders buy them 


increasingly for domestic appliance maintenance 


At right, one of the three Kit 
assortments — No. 604. This 
set in a strong leatherette en- 
velope contains 7 short-arm 
Allen Keys. They fit the hex 
holes of sizes 8, 10, %", *Ace’, 
3%", 7Ae” and 14” set screws and 
Nos. 4, 5, 6, 8, 10, also \%’ 
and 5/6” cap screws. 


The. featured Assortments in the KEY SET MERCHAN- 
DISER are made up especially for the hardware trade, 
to be ordered through your Hardware Wholesalet 


THE ALLEN MFG. COMPAN' 


HARTFORD, * ALLEN * 


HARDWARE Aé6E 
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Phantom view shows patented 
R-W Lock Joint method of support- 
ing and coupling track. Lock Joint 
Trolley Tracks and Ball Bearing 
Hangers are available in a wide 
range of sizes to suit every need. 
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RICHARDS - WILCOX « Ball-Bearing Hangers ° Lock-Joint Trolley Track 


Sliding doors hung with Richards-Wilcox Ball- Many customers do not specify a choice, but rely 
Bearing Hangers and Lock-Joint Trolley Track upon you to recommend the finest merchandise. 
can be depended upon for smooth, safe, silent opera- With the complete R-W line—‘“‘a hanger for any 
tion at all times. That is why more buyers ask for door that slides” —you know you are recommend- 
R-W sliding door hardware than any other. ing the finest . . . always. 


IT MERCHAN- 


ees | Richards-Wilcox Mfg. Co. = 


CONN | 


AURORA, ILLINOIS, U.S.A. 
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for beautifying the 
entrance of her home 
‘ Remove dirt, moisture and grime from shoes. 
Trap germ laden filth at the door—keep it outside. 
In keeping with all the other appointments of the fin- 


est home. 


Non-Slip No Exposed 


Surface Metal 
ATTRACTIVE PATTERNS 


in each of 4 SIZES 


14 in. x 22 in. 18 in. x 30 in. 
15% in. x 27 in. F 24 in. x 39 in. 


3 COLORS IN EACH MAT 
WRITE FOR PRICES AND LITERATURE 
An Exclusive Product of 


AMERICAN MAT CORPORATION 
1731 Adams Street - Toledo 2, Ohio 





“DUTCH COLONIAL 


is America’s most beautiful 
Stove Pad” 


¥ Authentic Colonial Design 

V Six Exquisite Colors 

V¥ Genuine PRO-TEX Construction 
¥ Tremendous Sales Appeal 


OU will be enthusiastic about the colorful 
DUTCH COLONIAL Pattern...andsowill your 
customers. It is beautiful beyond comparison! 


In arriving at a decision on DUTCH COLONIAL, 
we studied more than 200 sketches. Many were 
submitted to housewives and to buyers. Some 
were almost good enough, but not quite. 
Opinion was divided until Ken Gordon, prom- 
inent designer, finally developed this true 
Colonial motif. Then our jury said, with one 
voice: “This is IT”. 

So you know that DUTCH COLONIAL has sales 
appeal. We have pre-tested the market! 


And DUTCH COLONIAL has more than good 
looks. Through and through, it’s a genuine, 
dependable PRO-TEX Pad... the original line 
of metal-and-asbestos pads with 101 uses in 
the home, protecting surfaces against heat 
and scratches. 


The six colors, harmonizing with every kitchen 
and breakfast room, are Red, Blue, Yellow, 
Black, Orange and Green, on a gleaming 
white enamel background. Available for early 
delivery in the two most popular sizes—18” 
by 20” and 14” by 17”. 


See DUTCH COLONIAL in its full color 
and beauty! Write for illustrated cir- 
cular giving full information and prices. 


3 BALLONOFF METAL PRODUCTS CO 


1820 EAST 37th CLEVELAND 14, OH 


HARDWARE AGE 





uperflome 


POT-TYPE RANGE BURNER 


There is a golden profit opportunity in every coal 
and wood or combination range in your com- 
munity. Pocket these waiting profits by selling 
Superflame. 


, ° Superflame operates on the pot-type principle 
uction "e-...- like the millions of popular pot-type oil burners 
[=~ now in use. Superflame finds eager customers 

when you demonstrate the convenience and 

economy of oil cooking. Superflame ends dirt 









































Be oe -. and bother, puts the finish on ‘smoke and soot. 

uparison! ‘ = No more toting coal or wood. No more ashes. 
: —— It lights instantly with a match; gives quick 

scsconmanen: i heat for cooking, baking heat in 20 minutes. 

any were ; 

vay Some ; . ‘ oe. Superflame keeps kitchens cool in summer 

<n veto. . > a ides low-cost kitchen heat when left 

n, prom- ——— or provides low-cost 

his true : burning constantly in winter. That means Super- 

with one flame sales and profits are a year ’round affair. 

There’s a share for you. Write us today. 

has sales 

t! Make Extra Superflame Profits ~ 

an good : ; c Convert brand new coal and wood |- 

enuine, ranges before they leave your store. 

inal line 

uses in 

ist heat 

kitchen 

Yellow, 

eaming 

or early 

23—18" 

olor 

cir- 

ices. 
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HE gleaming, white-enameled pedestal display 

| for the Revere Ware Pressure Cooker* is one of 

the finest sales producers ever devised to sell cooking 

utensils. As customers come into the store it draws 

their eyes instantly—and sells them. The orders they 
place nationally total into thousands every day. 

These sales are the finest business you could have. 
First, the Revere Ware Pressure Cooker represents a 
very high unit of sale. It offers you the biggest profit 
you can have on such a utensil. And the demand for 
Revere cookers continues to grow although other 
A i 
Mm i 


ye 


Pre - > 
rc 


~—— fF 


*Patents Pending 


merchandise is beginning to remain on dealers’ 
shelves. 
Second, Revere builds permanent patronage. Becaust 
Revere utensils give lasting service and satisfaction 
they make friends for you as well as profits. They turs 
purchasers into customers who return to your stort 
again and again for the kind of quality merchandise 
that they associate in their minds with a product like 
Revere. And that sort of customer is what the wist 
merchant is seeking today, because it is what he may 
be needing tomorrow! 


; . 2 i c By ~~ go 
SKRASS iN CO 


Rome Manufacturing Company Division, Rome, New York 
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REVERE is always 
an INNOVATOR 
... Never 
an IMITATOR 


VERYONE knows that Revere originated 
\. copper-clad stainless steel ware—and that 
immediately it became the line miost in demand 
throughout the entire country. 

Since that time Revere has pioneered with con- 
stant improvements and new products culminating 
in a pressure cooker utterly new in design, in ease 
of use, in durability. Everywhere women are passing 
by available merchandise to place an order for this 
revolutionary cooking utensil. 

We want you to know that we are working now 
on other new products that will embody new prin- 
ciples and give new satisfaction to your customers. 
And these new products will build new profits for 
you. For consumers appreciate the imagination, 
inventiveness and quality that go into our merchan- 
dise. They’re demanding goods that carry the 
Revere trade mark. And when you sell Revere 
products you’re making a satisfied customer, one 
that you can count on to come back to you again 
and again. 

Yes, Revere Ware is still hard to get in spite of 
our constantly enlarging production facilities. But 
that’s just your very best guarantee of continued 
demand not just today but for years to come. 


Rome Manufacturing Company Division 
Rome, New York 
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4 qt 


2 and 3 qt. covered Saucepan 


1% and 2 qt. Double Boiler 


10” covered French Skillet 


5% qt. Dutch Oven 





Brand New VALUES 


Reels have new, baked enamel, non-glare 
finish over anodized base to protect 
against salt water and corrosion. All parts 
toughened by special heat treating meth- 
ods. Engineered to stand hard usage. Pre- 
cision workmanship throughout. Written 
guarantee with each reel. 


LORD WELDON 
FLY REEL 


Light but sturdy. Weighs 
only 4 oz. Thoroughly ven- 
tilated for line drying. 
Balanced handles with- 
stand terrific pull. Single 
action. Holds 50 yards 
line. A brand new value. 
No. 10ON—Individually 
boxed, 65 to a carton. 
Retail . 


SAL- KING 
ALL-PURPOSE 


Larger capacity for bait 
fishing, boat trolling, etc. 
Holds 100 yards line. 
Weighs 4%, ozs. Single 
action. Adjustable click 
regulates drag. Venti- 
lated. Center shaft steel 
bearing, lapped and 
ground for free, silent 
casting. No. 200N — Indi- 
vidually boxed, 50 to a 
carton. A big value. 
Retail $4.50 


UALITY FARM 


PRODUCTS 


‘P10 AXLE GREASE % 
CREAM SEPARATOR OIL 


There is a quality Nourse product to fit every farm lubri- 
cating job. Get your share of the profits Hardware dealers 
| all over the country have been enjoying for forty years—, 

| Profits from the Nourse Line of farm lubricants. 


[sest On 
> GRAPHITE 4 
we Se 
m\ AXLE GREASE 
GRAPHITE 
AXLE GREASE 


A forty year tavorite with 
the farm trade—an axle 


Precision quality line guides and tips of bright 
nickel in a variety of sizes to meet all requirements. 
Low prices. BRACED TIPS ARE HARD CHROME. 


New 1947 
Fly Casting and Bait Rod 
Priced for volume sales. Light, strong and sturdy — 
4, ft. tapered rod; heat treated steel. Hardwood 
handles. Royalbilt quality line guides and rod tip 
—hand silk wrapped. No. 25—1'% doz. to box. 


Retail only, each $2.50 


If your’jobber cannot supply — write 


ROYAL ENGINEERING CO. 


1333 FOLSOM STREET 


SAN FRANCISCO 3, CALIF. 


grease with Sales Appeal 
—It forms a coating of 
graphite on boxing and 
spindle bearing or bush- 
ing that gives safe lubri- 
cation long after the 
grease has worn dry. It’s 
that extra margin of 
safety for busy farmers 
that makes Nourse graph- 
ite axle grease an out- 
standing good will and 
profit builder. 


WHITE CREAM 

SEPARATOR OIL 
A special Nourse formula 
white lubricant contain- 
ing sperm oil. This oil is 
centrifugally refined and 
filtered—free from acids, 
grit, moisture and foreign 
matter. Will not Gum. 
For use on all makes of 
Cream Separators. 


Every item in the Nourse line is backed by the 


“Nourse Ironclad Guarantee.” 


Write for your 


free copy of the complete Nourse catalog. 


” Rusiness 5 Good 


NOURSE 


= = ae Tee 


OIL COMPANY 
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Quantity Production of Y aakity Products 


at MURRAY OHIO 


ppenine ®@ Today, Steelcraft Wheel Goods and maximum production while rigidly 





Te . J 








Mercury Bicycles are being produced maintaining quality. © We regret that we 
fined and 
om acids, 
d foreign compromise in the superior construction deliveries, due to material shortages, 


faster than ever—but without the slightest must temporarily continue allocation of 


that has always distinguished these lines. plus the huge demand for Murray Ohio 
During our recent years of large-scale war products. However, our distributors’ 
production, we extensively improved our stocks are increasing, and we are steadily 
manufacturing methods and plant facili- approaching the time when we can 


ties. Consequently, we have now achieved readily fill all the trade’s requirements. 


Summer Time is BUG TIME... 
and that’s age 3 ' 


INSECT-O-BLITZ TIME! 


gu 


AEROSOL . 


SECT OL 


FORMULATED Witt 


5 REASONS WHY INSECT-O-BLITZ 


is the Aerosol Insecticide for You 


to Display and Sell. 


eth: 


; ne ee ae 1 Same potent DDT-Pyrethrum formulation used so suc- 


Hydrocarbon Or! 
ne ne ie cessfully by our armed forces overseas in combatting 


MANUFACTURED BY : : i 
INDUSTRIAL MANAGEMENT CORP, disease-bearing insects. 
INSECTICIOE DIVISION . 


Men Ofc tory Vetporane, Ma a 


Packed in a handy, self-spraying, steel dispenser. Noth- 
ing to fill or spill... to mix or pump. 


No waste... No evaporation... fully potent .o the last 
drop. 


Destroys moths, fleas, ants, flies and mosquitos when 





@ Contains 3% DDT Aerosol Grade 
©2% Pyrethrum (4% Pyrethrins) 
@ Harmless to humans when used 
as directed @ Non-inflammable 











Price List: Aerosol INSECT-O-BLITZ 
retail List Price $3.00 per unit. Fair- 
traded $2.95. Subject to liberal trade 
discounts. 


used as directed, according to official testing laboratory 
reports. 


Profits to you. Liberal trade discounts mean that 
INSECT-O-BLITZ is your profit line. 


INSECTICIDE DIVISION 


INDUSTRIAL MANAGEMENT CORPORATION 





Display INSECT-O-BLITZ on your counter 


Sales Offices: 458 South Spring Street, Los Angeles 13, California, and 
Valparaiso, Indiana. Factory: Valparaiso, Indiana. 
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fade ALL | 


A-D-J-U-S-T-A-B-L-E 
SCREEN DOOR 


HS GRILLE 


-O-BLITZ < athe # No. 1 FITS-ALL Pai © 





Grille For All Doors 
You 


Fully Adjustable Very Sturdily Built 
combatting Made of ALACROME “White’’ Metal 


The No. 1 FITS-ALL GRILLES shown on the two doors above 


ised so suc- 


are our standard stock grilles that will fit nearly any door. ‘ 
nser. Noth- These artistically designed grilles are made of Alacrome posses: wid — 
metal and have a beautiful, silvery satin finish that will not screws for installing. 
rust or tarnish. Not only does the FITS-ALL enhance the Packed 12 grilles toe 
beauty of a door—it acts as a rigid brace two ways. Our No.1 carton. 
.0 the last FITS-ALL can be adjusted from 18” to 37” between stiles. 


NU-WAY PUSH GRILLE 


a These other sizes are also available 


laboratory 


nean that 


This NU-WAY Alacrome = 
Grille comes for both 32” a 
36” doors. Light, sturdy, = 
very ornamental. End cops and 
screws furnished with each grille. 
Packed 12 to carton. 


=| 
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Standard 





Face Frame is Masonite 
Presdwood. No seams — no 
spotwelds — no _ rivets — no 


screws, 





A A ta *O- Knee 


LOUVERS 


Sell at Least 2 on every job 
EXTRA SALES—EXTRA PROFIT 


No exposed metal to rust and corrode. Always neat. Outlast the 
average building. Arr-O-Line Louvers provide unobstructed ventila- 
tion that keeps insulated attics dry. 


STANDARD ARR-O-LINE LOUVERS—are installed quickly and easily 
from the inside of the building. There is a model for every type and 
size of building. 


SPECIAL ARR-O-LINE LOUVERS—for new construction. Easily in- 
stalled with minimum of labor. 


Special 














Latest Type 


Lumite Plastic Screen, no 
stain, no rust, no corrosion 


—Outlasts metal. 




















Over 30 different eee — . Write for all details 
sizes and types. NO 


ON and display. 





STREAKS 


A. D. HEMPHILL CO. = Manufacturers 3062 - 4th Ave., S. Minneapolis 8, Minn. 
























PUSH UP YOUR SALES 


CIPCO PACKAGED 


PUSH aad PULL BAR SETS 


In Stock * Order From Your Jobber 


CIPCO QUALITY is recognized by builders and con- 
tractors everywhere as fine quality, smartly styled 
and beautifully-proportioned builders’ hardware. 
Built for long-lasting satisfaction. 


NOW EASIER TO SELL. CIPCO “In-Stock” Push 
AT and Pull Bars are ready packed in individual 
YOUR cartons. The customer sees exactly what he 
JOBBER gets... and gets it quick. To dealers CIPCO 
means Push and Pull Bar Sets . . . easy to 
stock ... easy to display . . . easy to SELL. 


CITY PLATING and MANUFACTURING CO. 





22nd and COLE STS. ST. LOUIS 6, MISSOURI 
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To buyers 


who think ALL 


plastic clotheslines 


are makeshift 


LASTISASH is a new and 

better product. It was 
engineered bythe makers of the 
first plastic clothesline to banish 
the bugs in plasticlines. Meeting 
the most exacting requirements 
for strong, rugged sashcord 
for the building trade, new 
Plastisash gives your housewife 
customers the plastic clothes- 
line they've been looking for. 





+ PLAST, 


} D moisture and 
atk, no stiff wire core to fray 
fut through’ the plastic to rip 
fingers and fabrics. The core 









Ain Plastisash is strong, flexible 


rayon, permanently protected 
from wear and weather by 
the tough, smooth-as-silk 
plastic sheath. 






GASH - 















Plastisash is so strong, so dur- 
able, so flexible, so easy to 
keep clean that it will end 
your troubles with makeshift 
plastic clotheslines. You can 
still get in on the ground floor 
if you order today. Plastic 
Wire & Cable Corporation, 
410 East Main Street, Jewett 
City, Connecticut. 





SASHCORD & CLOTHESLINE 


MAY 22, 1947 








HAS ALL OF THESE 
SUPERIOR SALES FEATURES! 


= 


PERFECT 
BALANCE y 


it’s a common practice more and more today, at least among alert 
hardware dealers, to realize that ‘customer satisfaction” is a major 
factor in any sale... that’s why so many dealers are pushing Mas- 
ters Handi-Cart .. . the customer satisfaction lasts long ofter the buy- 
ing transaction is forgotten. . 

In originating the Handi-Cart as a new type of home and garden 
vehicle, Masters based their design on the number of sound features 
which, as yet, have not been equalled by any imitation. These fea- 
tures are just as sound today and have as much “customer appeal” 
as they had the day the first Handi-Cart was on display. It’s strictly 
good business on your part to put some enthusiasm in the sale of 
Masters Handi-Cart because customer satisfaction in sale after sale 
builds up the strongest business asset... Good Will. Look over the 
four major features shown on the right, acquaint yourself with the 
value represented by each of them. We have every confidence that 
once you appreciate the sales features of the original Masters Handi- 
Cart, you will agree that this is the unit that will build Good Will for 
you. Your jobber can supply you or write for full descriptive litera- 
ture today—Address .... 


SMOOTH 
INSIDE 


=e 
3 8 
* 


EASY TO * 
LOAD * 


s & 
plus iis 


Heavies! practical gauge steel, 
electrically welded throughout. 
Brilliant baked enamel! finished 
in Verdant Green... a beauty 
te behold—a givtion for pun- 
ishment. 


MASTERS PF COMPANY ae 
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THOUGHT 
wpoy!—! NEVER asy!” 


SOE 
erat could BE CUT 


“THAT'S BECAUSE YOU'RE 
USING AN 


ATKINS BLADE!” 


Anyone who uses an Atkins Hacksaw Blade for the first 
time has a real surprise in store. The surprise is that metal can be 
cut so easily, with so little effort, and so fast. 


Of course, he’s learning what “old-timers” have known for years — 
that Atkins Blades take the “hack” out hacksawing. Rugged, cor- 
rectly-shaped and set teeth take deep bites out of metal at every 
stroke — keep cutting for many extra cuts between blade changes. 


Naturally, blades like that get plenty of word-of-mouth advertising. 
Every user becomes a salesman for you. He knows—and tells — 
that Atkins Blades are better. 
sq, 
CS E. C. ATKINS AND COMPANY 
2% 3 Home Office and Factory: 402 South Illinois St., Indianapolis 9, Indiana 
a Branch Factory: Portland, Oregon 


Branch Offices: Atlanta « Chicago « Memphis « New Orleans « New York « San Francisco 
Copyright 1947 E. C. Atkins And Company 












































































































































BETTER HOMES & GARDENS 
AND AMERICAN HOME 
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Here’s another plus for your Flatlux Franchise. 

Starting in May, two of the country’s leading 
home interest magazines will carry the beauty 
appeal of Flatlux—in beautiful full-color ads—to 
millions of American families. And in your neigh- 
borhood, you are the only one who can profit on 
the sales created by this new national advertising 
campaign. The BPS Flatlux Franchise is exclu- 
sively yours. 


ee ee 





CLEVELAND NEW YORK BOSTON 


THE PATTERSON-SARGENT CO. “CHICAGO DETROIT. ——_-SIOUX CITY 


ST. PAUL KANSAS CITY LONG ISLAND CITY 


MAY 2: 
HARDWARE AGE 22 





RIGHT UP IN F 
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@ Maybe this looks like a game of 

“tag.” Actually, it’s just a reminder of 

what dealers everywhere already know 

. that Cyclone “Red Tag” Hardware 

Products lead the race in popularity year 

after year. And it’s easy to see why. They’re an 

old-established, nationally recognized line. Their 

quality materials and expert workmanship never 

vary. And they’re noted for giving full customer 
satisfaction. . 

When you give prominent display to the Cyclone 
line, you are assured of real selling power that 
means full profits for you. Right now, of course it’s 
slor ads—to a mighty hard grind trying to meet the huge de- 

‘oh. mand that has pyramided throughout all the “war 

gers ‘ years.” But we're doing our utmost to catch up... 

advertising 4 Pe Lepore! ae and in the meantime, your distributor will see that 

Raye epee a # you get your proper share. We suggest that you 
ACS LISy keep in touch with him. 


U-S-§ CYCLONE “Re? 729" HARDWARE PRODUCTS 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES. STEEL 
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MOWER CUSTOMERS 
MEAN MORE PROFITS 


WITH NATIONALLY ADVERTISED 


CRAMER POWER MOWER 














TRADE MARK 


INES 


No Other Mowers Combine ALL 
These Quick-Sale Features 
@ Cuts a 20 inch swath of toughest grass or weeds to 


desired height regardless of original height. 


@ Easily operated by child or adult — handle adjusts to 
height of operator. 


@ Shielded back housing protects operator’s feet. 


@ Reversible cutting blades may be replaced at very 
small cost. 


@ Made of aluminum, Cramer Mowers are light weight, 
easily maneuverable. 


@ Semi-pneumatic tires require no pumping. 


MILLIONS OF PEOPLE are reading 
about Cramer Power Mowers in 
BETTER HOMES AND GARDENS 
and HOUSE BEAUTIFUL. Be ready 
for the steadily increasing demand for 
Cramer Mowers resulting from our 
nation-wide, sales boosting-campaign. 


24g H.P. gasoline 
engine with 
smooth-as-oil 
Fluid Drive 











TRACE MARK 


THE ELECTRIC POWER LAWN MOWER 






wered by : 

H.P., 110 vole, © 
60 cycle ball- 
bearing motor 





WHOLESALERS — DEALERS, your 
inquiries will receive prompt attention. 
Write today for descriptive literature. 


CRAMER MANUFACTURING CORP. 


DEPT. 1104 GRANDVIEW, MISSOURI 
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— ROADS 


Ount 

eds to Eoun dil 

justs to . “ * 

et. = a , 

d at very : —. 2D) 


ght weight, 


_ is A ROER NOW! 


E are reading Week after week, month after month—thousands of your good 
¢ Mowers in 
ID GARDENS customers and prospective customers are reading about 2-4 Dow 


FUL. Be ready 
ing demand for 
ting from = many publications! They're being reminded again and again how 
ting-campaign. 


Os" 
AN 


Weed Killer! They're seeing the Dow packages in large ads in 


easy—how economical—how practical it is to spray weeds to 
death—without digging or hoeing. And they're going to buy # 
plenty of 2-4 Dow Weed Killer. The Dow ads can be your ads 


‘i ‘ 5 e ~~ 

if you keep a plentiful supply of Dow Weed Killers on hand. . F + * ae 
~~ — 7s sae 

; : : os we 


ORDER TODAY! 


2-4 Dow Weed Killers are available in many sizes: Powder in 
25¢ and $1.00 packets for quick counter sales, also in 4 and 
20 ounce cans, and in 10 and 50 pound drums. Liquid 
in quarts, pints and half-pints—also in gallon cans, and in ‘ 


5 or 50 gallon drums. Write or wire nearest sales office for 
discounts and quick service. Ask also about the complete Dow , 





line of insecticides and fungicides, dusts and sprays. 





>. AGRICULTURAL CHEMICAL DIVISION CHEMICALS INDISPENSABLE 


THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN _ YO INDUSTRY AND AGRICULTURE 
New York «© Boston «© Philadelphia «© Washingt © Cleveland «+ Detroit 3 
Chicago «+ St. Lovis * Houston « Sen Francisco « tos Angeles + Seattle 

Dow Chemicel of Canada, Limited, Toronto, Ontario 
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is SATISFACTION anpb PROFIT IN SELLING 


“TEDDY” 
FOAM 
| SPONGES 


FINEST QUALITY 
MOST ABSORBENT 
FOR USE ON 
AUTOS—WALLS—SINKS 
FOR THE BATH and all clean- 
ing purposes. ; 
Good for drying photo film. id 









+F4 ar ee, ee he 
Se eee hl 
F8 —6x3%x14y .... . . $1.00 RETAIL 





F1l0—7x44%x2..... .. $150 RETAL 
ORDER NOW THRU YOUR JOBBER. IF HE CAN'T SUPPLY YOU, CONTACT US. 


F. V. FOWLER CO. 


137 FEDERAL ST., BOSTON 10, MASS. 
MAKERS OF THE FAMOUS ''TEDDY'' WAX APPLICATORS 


; Y,% | SELF-SEAL 


PO LO RO STEP-ON CAN 


© CONVENIENCE The famous TWO-STEP TREADLE 
Step once, step off...it OPENS and STAYS open... Step 
again, step off...it CLOSES. 


CAPACITY 16 full quarts. Big, without 77] POLORON 


being bulky, because it’s square. Lasts J suave 
average family 3 days without emptying. 





















































































HEAVY DUTY Made of steel twice INNER CAN 
the gauge commonly used. a — 

“ul “ HOLDS MORE 
TITE SEAL” Heavy lid with rubber 
gasket keeps odors IN—keeps insects OUT. the mar 
tel 

e BEAUTY Gleaming white triple-ply enamel. Modern stream- 
e\ lined design. Complements finest kitchen. get y 

’ *| 16-qt. inner can of rustproof Armco Aluminized Steel no 






ra 





POLORON PRODUCTS, inc. - 55 AVENUE E, NEW ROCHELLE, N.Y. 


For 16 years, known from Coast to ae for 












RED CAP 3) WOODLAND Ct=;) THERMEX ‘eat [a WOODLAND 
PICNIC |e PICNIC row PICNIC PORTABLE rae _— 
Jugs sucs _ S_—ssus ICEBOX 
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WHEN IT’S 
BACKED BY THE 
SPECTACULAR 

ADVERTISING OF 


Color has “buy-appeal”. . . whether it’s in selecting 
furniture or the means of protecting those lovely wood 
finishes. That’s why Household SIMONIZ is “blasting 
the market” with half pages and pages in full color... 
telling the sensational "'Colors-to-Match”’ story to 
millions of eager housewives. That’s why you should 
get your supply of famous Household SIMONIZ in Colors 
now... and time your merchandising efforts with the 
regular appearance in all leading national magazines 
of such ads as the one illustrated here. Better make 
yours a generous order to take care of the tremendous 
demand for Household SIMONIZ. 


“*Simoniz’’. . 
U. S. Pat. Of. & Foreign Countries 


THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 
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SAFE 


asa 
pocketknife! 


QUICK 


-.-as an 
eye wink! 


RY VEY: 11 34 
DELUXE 
RY 74:4 


... safe to use 
with one hand! 


=< 
[ay | 


CLICKS Safety cover snaps over 
the blade. 


CLICKS Safety cover exposes full 
blade. 


No screws to adjust or loosen! 
Gives a lifetime of hard service. 
Every painter and decorator 





wants one! 


asa 
pocketknife! 


QUICK 


---as an 
eye wink! 


CLICK! Finger pulls back guard 
—and cutter is ready for 
instant use. 


CLICK! Finger slides guard in 
place—and cutter can be 


RY IRI: 24 


CUTTER 


= like a pocket-: 


nife. 


SA F f @ The Salsbury Scraper and 


Cutter are the fastest selling items of their kind! 
They sell on sight—not only to painters and deco- 
rators — but to warehousemen, retail clerks, handy- 
men, dressmakers, housewives, model-makers, art- 
ists, etc. Available on attractive display easels or on 
handy, individual selling mounts. Write today for 


special discount list. 


The SALSCOR Company 


1161 East Florence Avenue * Los Angeles 1, California 


6é 
edisricii Whost 


? 
fain Z. fo} | ee) 3 Your MOST 
PROFITABLE LINES! 


Rio Grande Woodenware offers you something 
outstanding to feature in ‘47 . . . a complete 
line of beautifully designed, beautifully finished 
bowls, trays, table service, bed trays and 
servers that will sell themselves! They're sure- 
fire because they’re better — better wood, 
better workmanship, super-sanded finish, more 
attractive patterns in durable, fascinating 
colors. In short . . . they’re literally 
America’s most beautiful 

woodenware! 


Compare any of Rio Grande’s 
original-pattern woodenware ... 
compare prices . . . and you'll see 
why your customers will select 
Rio Grande. 


America’s most complete range of 
sizes and prices in woodenware . .- 
all original designs, hand-painted, 
acid-resisting finish, made of hard 
Northern Maple. It’s the line that 
sells itself! 

For Illustrated Folder and Price List, 
WRITE TODAY TO 


WHITE oid 


2421 McKinney Ave., Dallas, Texos 
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ERE 
Set 
nursing 
nipples p 
you won’ 
another 
tical gift 
are just 
feeding ] 


CONS 


MAY 


FOR THE FIRST TIME...COMPLETE 


nai PYREX NURSER SET 


Y) PACKED WITH NIPPLES IN BEAUTIFUL GIFT BOX! 





ur MOST 
E LINES! 


ou something 
. a complete 
fully finished 
d trays and 
They’re sure- 
etter wood, 
finish, more 
fascinating 


y 





complete range of 


ee ee ERE’S a complete Pyrex Nurser Gift The beautiful Gift Box will attract cus- 
finish, made of hard Set that will put you right in the tomers and save selling and handling 


le. It’s the line thet’ Bi nursing bottle business. With the 6 time for your clerks. It’s a mew member 
‘older and Price list, fe "pples packed right in the same box, of the high unit sale, profit building 
~ youwon’t have to send yourcustomersto Pyrex ware items. And it’s nationally ad- 
another store for nipples. And it’s aprac- vertised and Fair Traded, too. Be sure to 
tical gift because six bottles and nipples include a few cases (No. 658, 6 to a case) 
Mee *e just right for preparing a full days im your next Pyrex ware order, and build 

£ oby {ih} ing at one time. a mass display. 


ive., Dallas, Texe 


CONSUMER PRODUCTS DIVISION, Corning Glass Works, Corning, N. Y. 
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THE TIME AND THE PLACE 


\ 
BiiteLAis HOUSEWARE MARKETS 
me neer perated — 


1800A MERCHANDISE MART CHICAGO 34, RLINOSS ORAWARE 6930 





TED BAUERLE Generel Mexcer 











‘In only 4 months: 288 packages of Duo-Dustin»” 
—The Billman Hardware Store, Minneapolis 


ee « 
Duo-Puslin always outsold competitive papers three 
to one.’’—Cherokee Hardware Co., Louisville, Ky. 


"Sold 6 dozen packages of Duo-Dustin in one month,’ 
—Eckart Hardware Co., Winnetka, Illinois 


Here’s a disposable dusting paper with terrific turnover because of big consumer demand 


and strong promotional backing. Generous profit. Fair-traded. See your distributor. 


THE MUNISING PAPER COMPANY 
135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
MAKERS OF SILVER-SHEETS and MARVALON 
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ST a CA. 


The Consistent Profit Line 


When Norris of Los Angeles decided to enter the House- 
wares field, we were determined to wait until we perfected 


something new and better in cooking utensils. 





7 
Today, we have it. Thermic-Ray Copper Bottom Stain- 


less Steel Cookware—the consistent profit line. 
Thermic-Ray is the only Copper Bottom Stainless Steel 
Cookware with flavor-saving Vapor Seal! Vapor Seal is pre- 
cision manufactured to make Thermic-Ray utensils ideal 
for popular new low-water cooking. 
Here’s what Thermic-Ray, the Consistent Profit Line, 
means to you: 1. Fast turnover, 2. Consistent profit, 3. Cus- 


tomer satisfaction, 4. Continued consumer advertising. 


-_frerme 


- demand : 
COPPER BOTTOM Ahr, STAINLESS STEEL 


alee” eons 
stributor. by Mlb ents tai OF LOS ANGELES 


e* 


month,’ 


AN Y 


Exclusive National Sales Representatives: 


THE ¢. &S..REATING ASSOCIATES 


General Offices and Display Room: 222 NORTH BANK DRIVE, CHICAGO 54, ILLINOIS 


,DWARE AGE DIVISIONAL SALES OFFICES 
Eastern: S. T. WILLIAMS CO., 220 FIFTH AVE., NEW YORK 1, N. Y W. Central: BERT J. CLARK CO., 506 MDSE. MART, KANSAS CITY 8, MO 


Southern: J. C. BERNARD CO., 1319 YOUNG ST., DALLAS 2, TEXAS Western: £. L. ECKENRODE, 122 EAST 7TH ST,, LOS ANGELES 14, CAL 





CREATES SALES 
ESTO 


PAINT REMOVERS 


Destroys old finishes swiftly and 
y. Will not injure the 
hands, brushes or the finest woo 

Manufactured in Liquid, Paste, 
Fireproof and Marine Paste con- 
sistencies. 
in Deums—5 gal.—1 gal.— 


Packaged 
_—1/16 gel. 


V4 gal.—s gal 


KLE. 
BRUSH CLEANER 


Has been tested and approved by 
Goodman Co., one of 
brush manu- 
facturers. ill injure bristles 
or loosen settings. Cleans 
brushes thoroughly. 





Pac’ In Drums—5 gal.—1 gal.— 
egal. —1/6 gal.—1/16 gal. 
Note the 
Exclusive 

SELF-SEAL 


MARTIN'S EDGE 


No. 1 LIQUID GLUE 
A powerful liquid glue that holds én “4 
or Air Filters Should Be 


firmly under terrific strain. 
ional cabinet-makers 


by profession! 
aad wood finishers for yoor™ 
i, 4 Changed Twice A Yea 


sure sale to every h 
and amateur craftsman. 
_—1 gal.— gal.— 


Packaged in 5 gal 
Ve 1/16 gal.—1/32 gel. 


in Yo 
ur customers will like this easy to chan 
8 


efficient ai 
r filter — m 
— made oversiz 
e to prevent by- 


passage of unfil : 
tered air, N 
. No fuss — no 
muss — 


TT; Research Se/f-S. en= 
WALLP APER REMOVER sot f-Seal Air Filters deliver an amazing 
@ dust, 99% pollen removal efficiency 


Zip quickly penetrates all wall- 
Mix one package in two 


yer of warm water. Just — 
cA Pree SALES HELPS 


it on. It will not injure 
work. A time saver and a sales 


maker. 
and counter display materials. Also 


Write us direct — today — for window 





TTY REMOVER & CHEMICAL CORP. ‘ 
9 «MANHATTAN 14, Noo anual (left) of air filter sizes for 


PA 

19 GAY STREET 

eae: leading makers of forced warm aif 
4 furnaces and air conditioners. 


Patty Remo 
M4 Gey Street & Chemical Corp. 
Fe era 14, New York 
lemen: Please 
counts and cans I, without din ote Che a 
. 's- 


O Martin's 
RESEARCH PRODUCTS CORP. 


Department 
ent H MADISON 3, WISCONSIN 
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DEPENDABLE RUGGEDNESS 





Repeat Demand “UPS” Sales of 


Bull Dog Friction Tape 


Once quality-conscious customers try 
Bull Dog Friction Tape, they want no 
other brand! That's the secret of Bull 
Dog’s amazing popularity with mech- 
anics, maintenance men and house- 
holders. These constant users of tape 


appreciate Bull Dog’s consistent qual- 
ity, high tensile strength and long- 
aging characteristics. Cash in on this 
repeat demand. Order a supply of Bull 
Dog Friction Tape from your local dis- 
tributor today. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


WORKS: CAMBRIDGE, MASS., U.S.A. 
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= P. O. BOX 1071, BOSTON 3, MASS. 


















7 4 Selling Ide 


1 fol 


RB&W offers you the benefits of a sales promo- 
tion campaign which serves to remind bolt and 
nut users that True Fastener Economy 
IS NOT lowest initial cost 
IS lowest total cost 
The customer who obtains lowest total cost of 
fastener selection + fastener purchase + fastener 
stocking « fastener inspection + fastener use 
fastener performance ¢ will be willing and eager 
to pay and continue to pay for the top-quality 
brand that gives him these economies. 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL, BURDSALL 





Fasteners 






























Thus the distributor who offers his market 
the advantages of RB&W’s quality control, 
reducing necessity for further inspection * top- 
quality materials and manufacture for maxi- 
mum holding power and prime appearance 
* accurate dimensions for ease and speed in 
assembly * reputation for dependability, for 
assurance of consistently uniform quality and 
service — is making the most of his opportunity 
to make his fastener business profitable through 
good times and bad. 


IF IT’S RB&W IT’S t.fie. 


The customer who wants “T.F.E.” can find it 
wherever his distributor carries the RB&W line. 
The uniformly high quality of RB&W fasteners 
is demonstrated by comparing two RB&W bolts 
of similar specification, selected at random from 
the stocks of two distributors located in Pitts- 
burgh and in Portland, Oregon. The bolts are 
identical — the same clean-cut heads, accurate 
well-finished barrels, perfect threads, high physi- 
cal properties — characteristics which help to 
keep the cost of sing fasteners at a minimum. 


RBaw 


Lhe Comp lele Quality Line 


& WARD BOLT & NUT COMPANY 
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WHEN YOU G 
P rR OF 
ER DOLLA 


It's the cost of using a fastener that counts. Wherever maximum 
fastener strength is required . . . such as for engines and machine 
tools . . . it is True Fastener Economy to specify high-quality 
Cap Screws. 


RB & W Cap Screws for Utmost Security 


Raw material that is subjected to the most rigid mechanical and 
physical examination . . . cold-forming on the most modern ma- 
chinery . . . continuous inspection at every stage of manufacture 

. . contribute to your assurance that RB & W Cap Screws will 
have uniformly high physical properties and a finish that enhances 
the appearance of the finished product. 

Such facilities as spheroidizing furnaces, close control heat 
treating, finest heading and threading equipment enable R B& Wto 
manufacture its products to meet the severe stress conditions and 
close tolerances required of highest quality Cap Screws. 


M HOLDING POWg, 
COST . . THAT's 


| 
A.C 


True 
gastener 
Economy” 











You Get T. F. E. When You 


1. Reduce assembly time to a minimum by savings through 
use of accurate and uniform fasteners 
2. Make your men happier by giving them fasteners that make 


their work easier 


3. Reduce need for thorough plant inspection, due to confi- 


dence in supplier's quality control 


4. Reduce the number and size of fasteners by proper design 
5. Purchase maximum holding power per dollar of initial cost, 


by specifying correct type and size of fasteners 


6. Simplify inventories by standardizing on fewer types and 


sizes of fasteners 


7. Save purchasing time by buying largér quantities from one 


supplier's complete line 


8. Contribute to sales value of final product by using fasteners 


with a reputation for dependability and finish 








RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making shong the things 


thal make dmertca shong 


RB&w bolts, nuts, screws, rivets 
and allied fastening products are 
manufactured in a broad range of 
styles, sizes and finishes. 


. + . 

Plants at: Port Chester, N. Y., 
Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portiand, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
needs. Also—the industry’s most 
complete, easiest-to-use catalog. 











Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 


Machine Design, Product Engineering, Iron Age, Steel and others. 


YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA 
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“Never Mind Jim... Catch That Tool Box” 


MASTER BOXES 


ARE SOLD AT NATIONALLY 
ESTABLISHED RETAIL PRICES 


To further protect your MASTER TOOL BOX volume 
and profits, they are distributed exclusively through 
the independent trade . . . never through chain or 
mail order houses. 


There are seven sizes for every tool box need. 
Popularly-priced with extra quality and value to 
give years of satisfactory service. Your jobber 
salesman will be glad to tell you more about 
Master Tool Box sales and profits. 


MASTER METAL PRODUCTS, Inc. 
273-291 Chicago Street Buffalo 4, N. ¥. 


No. C-2016 7 


Length 16’’, Width 7°’, Depth 7°’ 


MASTER TOOL BOXES HAVE 


e Convenient lift-out tray 
@ Heavier gauge selected steel body 
e@ Nickel plated quality locks with two keys : 
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HENRY CHENEY HAMMER CORP 


LITTLE FALLS, N. Y. 
Sales Office: 217 BROADWAY, NEW YORK CIT» 
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R CORP 


YORK Cll 






In every issue of Popular Mechanics we're running a full-page color 


ad like this to remind our 3/2 MILLION readers—busy, creative men 





who are big buyers of tools and hardware—that the HARDWARE 





store is the QUALITY store in every neighborhood 





...Popular Mechanics Magazine 
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SOLID SHANK SHOVELS 


MADE FROM 
ONE SOLID BAR OF STEEL 


THE FAMOUS ARMOR 


NOTE DOUBLE 
THICKNESS 


ABW \—7~@ 
SHOCK BAND ™ 4m 


WELDED] 


4; 
HORIZONTAL 
RIVETS 


SOLID STEEL 
SHANK 


' FULL HEAT- THICK- CENTER 
TREATED BLADE FROG 


1 — Blade is forged from solid bar of steel. 


2 — “AMES” shock band protects and 
strengthens handle. 


3 — High bend for perfect balance. 


4 — Engineered to insure, user completely 
satisfactory results. 


3 — A steady profit builder for 
hardware dealers. 


st ihe Your 
Dobler 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. 


CLIP 
SECURELY 
LOCKS GRIP 


EVERY 
BLADE IS 
HEAT- 
TREATED 


“AMES” PRODUCTS 


SHOVELS FORKS 
SPADES HOES 
SCOOPS RAKES 
POST HOLE DIGGERS 


AGRICULTURAL HANDLES 


C 


~AMES 


( 1774 .) 


NORTH EASTON, MASS 
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RAL HANDLES Ee 4 ” i WORK GLOVES 
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Mee | “Riegel wacon BRAND © WORK GLOVES 

ING CO. Riegel Textile Corporation * 342 Madison Ave., New York 17, N. Y. 


STON, MASS 
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THE SNOW-WHITE BLADE” 


“Sure, the 10-SECOND Blade Change is a 
mighty big improvement, but the reason I 
want a Carlson Rule is for the clear, jet 
black numerals on the snow-white blade— 
it’s so easy to read. That’s why I like the 
White Chief!” 


we 

A total of 21,462,135 sales messages will reach 
your customers this year through the pages of 
Saturday Evening Post, Liberty, Popular 
Science, Popular Mechanics and many other 
publications. Effective displays and dealer aids 
are also provided to increase your sales of Carl- 
son Rules. 


SOLD ONLY THROUGH 
LEADING HARDWARE DEALERS 


Carlson & Sullivan, Juc.© 


MONROVIA, CALIF. 
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<5] THE 10-SECOND | 
(27) BLADE CHANGE” 


All Carlson Rules have this quick- 
change blade feature. Without opening 
the case extend the blade full length 
and quickly replace the worn-out or 
broken blade with a new one. Suggest 
a “spare” replacement blade when 


you sell a Carlson Rule. 


‘ 


¥sav 
. <x] THE 8-FOOT” 


le 


td 


THE 10-FOOT” 


NATIONAL ADVERTISING 


Inside measuring with 
Etched Blade in 6-, 8-, 
and 10-foot lengths. 


EFFECTIVE 


Inside measuring with 
snow - white blade in 


Etched Blade in 6- stint aeclammasd 


and 8-foot lengths. 


*Chief also made in met: ic combinatiow 
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JN HEAT-TREATED 
‘CAP SCREWS 


a experience with threaded 
tells you better than we can how 


of Cleveland High Carbon Heat 
Screws give you full assurance 


the modern cold forging 
you stronger threaded 


fasteners than any \other known process. 


CLE 


EVELAND FASTEWE! CLEVELAND 
ee 2917 EAST 79TH STREET ia et | iatecum 
d 8-foot lengths. : 


Warehouses: Chicago and Philadelphia 


ASK YOUR BBER 


measuring with 


M BY ie Tr) : ) 1TEAA i IDOYC E .. Ps ST 4 i AJ Tf 
+t: ic combination’ ADE BY THE ORIGINATORS OF THE KAUFMAN PR f > FOR GREATER STRENGTH 
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to capture the post-war file business in your community by 


Bur, get ready in the right way . . . with brands that easily 
win customers through high and long-established reputation— 
brands that hold customers through matchless quality, per- 
formance and value—brands that cover the whole range of 
retail-hardware needs—brands that should enable you to make 
files constitute at least 14% of your hand-tool sales. (Surveys 
show that this is the average of all U. S. retail hardware stores.) 

The brand that carries all these advantages is NICHOLSON. 
It is the best known, best advertised brand in the world. 

Nicholson production has always been large, and is now 
even larger. Since the relaxing of wartime coritrols, many 
items are being restored to production. Types and sizes once 
in short supply are fast becoming plentiful. 

So—get ready. Plan your file selling to benefit from the 
merchandising program and continued national and industrial 
advertising Nicholson is arranging. Your best and most profitable 


tie-up on files is with NICHOLSON. 


once NICHOLSON FILE CO., 25 Acorn Street, Providence 1, R. I. 


SS. 
< U.S.A. (In Canada, Port Hope, Ont.) 


2 

ao 
. a= 
aad 1 


WICHOLSO 


sending immediately 


for the new post-war 
Nicholson File Catalog 


Contains the COMPLETE LINE. Rush 
the coupon (or use postal card). Be 
sure to mention your jobber’s name. 


Street, Providence 1, Rt 


—_ gned, the complete 


the undersi 
+. 
ATALOG.- 


N FILE CO., 2 


i i direct to 
Mail quick, 
new NICHOLSON FILE C 


Nome ————~ 


Address 


(>) 
mark X here 
Jobber's evant Catalog s wanted instead. 


#1 Black Diam 
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Just Among Ourselves, by Charles J. Heale 

Separate Display Room Builds Appliance Sales 

Tornado Hits Texas, Oklahoma Wrecking Hardware Stores 155 
Paint Department Sets an Example to Customers 


Changed Approach Draws City Trade in 
Addition to Rural Patronage 


$20,000 in Annual Seed Sales 

The Atlantic City Triple Mill Supply Convention. 
Hardware Age Window Displays .. 

Hardware Age Retail Sales Idea Club 

News of the Trade . 

How's the Hardware Business? . 


What's New ........---- 


Coming Conventions and Events .... 


Copyright 1947 by Chilton Company (Inc.) 
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SUBSCRIPTION PRICES: United Stotes and its possessions $1.00 per year. Canada: $3.06 
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DOG RUNNER CHAIN 


CHOKE CHAIN 


KENNEL CHAIN 


“Chain for your dog? Yes, sir. Lead, runner, 
kennel, choker or coupler? Is it a large dog, 
medium or small ?”’ , 

AMERICAN CHAIN offers just about every 
kind of dog chain there is, made of good strong 
Tenso, or Elwel twist link welded chain. 

You might be surprised at how many of your 
customers own dogs—and how many would 
respond to the suggestion that they buy a 
chain for it. Dog chains are “in season” the 
year ’round. 

Ask your AMERICAN CHAIN distributor about 
dog chains. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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An Early Depression Is Not Inevitable 
If We Stop Talking and “Get to Work’ 


Wholesale and retail hardware inventories are admittedly very high but un- 
balanced. Sales also are very high and many shortages continue for merchandise 
still in heavy demand. Except in over-priced lines, mostly soft goods, prices 
may be considered firm until supply catches up with demand and competitive 
factors bring about price competition—all of which is healthy and more normal. 


OO much loose talk continues 
T about the inevitability of an 

early depression era that will 
be longer and deeper, or what 
might be called “worser and 
worser” than all others. Unfor- 
tunately, much of this “viewing 
with alarm” is getting wider 
newspaper publicity than are 
some of the continuing sound fac- 
tors of our present business pic- 
ture. And there are enough mor- 
bid souls who feast on calamity, 
hope for the worst and who are 
“disappointed as hell” if the worst 
doesn’t happen. 

I concede that there are some 
negative factors in our current 
economic status but insist that 
these are more than outnumbered 
and outweighed by the positive 
factors—yet we can think and 
talk ourselves into a depression 
frame of mind and accomplish a 
good depression if we are so 
minded, 

Instead of talking and thinking 
and trying to prove so much pes- 
simism, we would serve our na- 
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tion and ourselves much better if 
we shut up and go back to work 
—if those who produce tried to 
produce more and better and 
finally cheaper and those who dis- 
tribute or sell tried the same 
formulae. Easy money and care- 
lessness in costs controls have 
softened us as business men. Now 
that we have to work again to 
keep our respective businesses on 
an even keel we are feeling abused, 
neglected and picked on. 
Admittedly, most wholesale and 
retail inventories are extremely 
high on the basis of dollars in- 
vested—but they are also badly 
unbalanced and not yet in shape 
to provide the proper and expect- 
ed service to customers. Sales 
volume also continues very high 
and many items still in great de- 
mand are not yet available in any 
quantity or with any promptness. 
Wages, taxes, materials and all 
other costs items are very high. 
Until OPA was eliminated most 
hard lines prices could not be ad- 
vanced consistent with the great 


rise in costs. Some of the post- 
OPA price increases look heavy, 
primarily, because they were 
made in one jump. Had the same 
advances been made in two or 
three installments during the late 
OPA control they would not look 
so large—but that could not be. 

Many soft lines, and perhaps a 
few hard lines, are definitely over- 
priced but in the majority of hard- 
ware store merchandise lines 
prices look firm because of the 
basic costs factors mentioned in 
the previous paragraph. Unless 
some now unforeseen acute com- 
petitive angle develops, I do not 
see any softening of prices on 
hardware store lines—not until 
supply, very generally, catches up 
with demand and then, of course, 
price competition will enter the 
business arena, and there will be 
some declines. But I don’t see how 
this can happen very quickly for 
the overall hardware picture. 

All business is obviously in a 
period of readjustment and some 
of the chaff must be shaken away 
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from the wheat—but that is a 
healthy situation and will bring 
about a more normal operating 
basis for all business. 

Unbalanced, top-heavy inven- 





buying policies” of which we 
hear so much today. It will only 
be accomplished by good old- 
fashioned hard work and good 





ventory and make room and ac. 
quire money for the goods not in 
stock but sorely needed. 

Let’s stop talking about “reces. 
sion and depression” and get back 


old-fashioned aggressive selling— 





tories should be reduced and put 
in balance but that can’t be ac- 


complished by arbitrary “non- 






VERY definitely optimistic 

sign, discounting careless 

and thoughtless “depres- 
sion talk,” is a current news state- 
ment from the National Housing 
Agency of the FHA which reads 
as follows: 
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“Applications for FHA mort- 
gage insurance reached a record 
volume of 52,950 dwelling units 
during April, exceeding any 
previous month’s record, Com- 
missioner Raymond M. Foley of 
the Federal Housing Administra- 
tion announced on May 17. 

“Of this total, new-home ap- 
plications involved 39.186 new 





and, where the stock on some lines 
is too heavy, it would be better to 
shade the price. reduce the in- 


* * * 





Home Building Trend Most Encouraging:— 


dwelling units. This is a new 
postwar record and indicates con- 
tinued active housing construc- 
tion in the next several weeks, he 
explained, as actual construction 
usually follows the applications 
within a fairly short period. 
“Of the new-home applications 
received during April by FHA 
field offices, 14,313 units were to 
be in multi-family rental housing 
projects financed under Section 
608 of the National Housing Act. 
The others were to be houses for 
one to four families, 21,221 to be 
financed under Section 603 and 
the remainder under Section 203. 
“During the first four months 


* 
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“Good to See Co-op Brands Zoom’ 


to work and do some real selling. 
lf we don’t some other form of 
distribution channel will. 












of this year, applications on 
multi-family rental housing proj- 
ects covered 36,298 new dwelling 
units, close to a third of the total 
of 116,095 new units of all types 
to be financed through these ap- 
plications under the FHA pro- 
gram.” 





It seems to me that home build- 
ing is one of the most potent fac- 
tors for maintaining a sound na- 
tional economic structure as it 
implies, more than any one factor, 
confidence in the future, and so | 
repeat “An early depression is 
NOT inevitable if we stop talking 
and GET TO WORK.” 







Says Recent Co-op Press Release:— 


RECENT press release from 
The Nebraska Co-operator. 
presumably a_ publication 


for co-op participants in Nebraska. 
reads as follows: 


“It is good to see the large and 
growing demand for goods, ap- 
pliances, and ‘implements that 
bear the Co-op brand or label. 
Earlier in the development of the 
co-operative movement in this 
country, people shied from Co-op 
brands. Now the tide has turned 
and a growing number of people 
want goods and articles that bear 
the Co-op name. 

“This shows a growing pride 
in the co-operative movement. At 
one time, many farmers did not 
want wagon boxes or other 
equipment displayed to the 
public to have the Co-op label. 
They were just a little ashamed 
of being co-operators. But that 
feeling has disappeared. Co- 
operators now want the Co-op 
brand. They are not only willing 
but glad to advertise to the world 
their co-operative affiliation. 


“The growing demand for Co- 
op brands also shows an increas- 
ing confidence in the integrity o! 
co-operatives. In the earlier 
years of the movement, many 
co-operators feared that Co-op 
label goods would not be of as 
high quality as so called standard 
brands. It must be admitted 
that sometimes their fears were 
justified. The present demand 
for Co-op brands testifies to the 
progress co-operatives have made 
in procuring and producing high- 
quality goods. 

“Another reason for the grow- 
ing popularity of Co-op brands 
is the development of co-opera- 
tive consciousness. More and 
more co-operators are getting the 
vision of the co-operative move- 
ment as an economic regulator to 
break the power of trusts and 
monopolies. As they get this 
vision. they no longer want to 
support the trusts by using their 
brands of goods. Instead, they 
want to support the co-operative 
movement unreservedly and all 


the way through by using govds 

bearing the Co-op brand. 

“All of these reasons for the 
growing popularity of and de- 
mand for Co-op label goods are 
a cause for rejoicing. They 
show that the co-operative move- 
ment is gaining an effective place 
in the economic system.” 
While I think the boasting in 

this press release is a little on the 
strong side, we should all be in- 
pressed with the fact that the co-op 
movement is growing rapidly and 
is not paying the same taxes as 
privately owned business with 
which it competes. 

Don’t stop telling your Sena- 
tors and Representatives where 
you stand on taxing the co-ops 
and get your friends and neigh- 
bors to help out in the campaign. 
With the proposed income tax re- 
ductions the need for new sources 
of tax revenue make the taxing of 
the co-ops more probable than 
ever before. 
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1944: “Detailing with an 
Eye on the Hardware” 







1946: “Finishing Hard- 


ware at a Glance” 









And Now... 
“SIMPLIFIED 
SPECIFICATIONS 
FOR FINISHING . 

HARDWARE” —S 



























Writing Hardware 
Details Briefed 
for Architects 






ANOTHER LOCKWOOD ACHIEVEMENT 





Yes... at this point in Sweet's 
1947 Architectural File, Architects 
will find the most complete and 
practical Simplified Specifica- 
tions for Finishing Hardware. 






Here, for the first time in the history of Finishing Hard- 
ware, the complexity of detailing hardware, especially 
on public buildings, is eliminated. No longer is it 
necessary for the Specification Writer in Architects’ 
offices to detail the list numbers of locks, door stops, 





With the aid of the new Lockwood Manual 
the detail is written as follows: 








Location 
1 MAIN ENTRANCE DOOR 
WOOD DOOR AND FRAME 
R. H. 5” Stile 







panic bolts, floor hinges, butts, push-and-pulls, etc. 
Instead, one unit number includes all of the hardware 


3'x 7’ x 134” 











for a door opening. Item Finish 
Type and quality of hardware for each door opening 1 Set/UNE 142 6% 





Includes all of the items shown at left. 





is listed in tabular form with suitable alternates for 


the purpose of selection in other designs and qualities. 





If another Entrance Door Handle is selected from the 

Manual, SM design for example, the specification is 

changed to read “1 Set/USM 142 x 13% finish” — 

and the hardware dealer details the order. 

, Architects find it is simpler, quicker; and errors will 
be reduced appreciably by using “Lockwood Finishing 
Hardware Simplified Specifications.” 


Reprints of LOCKWOOD FINISHING HA RD- 
WARE Simplified Specifications are available to 







Instead of detailing finishing hardware thus: 








Location 
1 MAIN ENTRANCE DOOR 
WOOD DOOR AND FRAME 
R. H. 5” Stile 







3x 7 x 134” 
















me Finioh LOCKWOOD Dealers without charge. Please 
14 prs/20051% — 4” x 4” Butts 13% request copies on your letterhead. pene 
1/NE 2838 Lockset 6% 
1/8449 Door Stop 6% HARDWARE 
1/8969 Door Knocker 6% ANUFACTURING COMPANY 
1/NE 260 Push Button 6% Division of INDEPENDENT LOCK COMPANY 
1/8476 Letter Box Plate 6% FITCHBURG MASSACHUSETTS 
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A recently installed 
island display for small 


radios, table and kitchen ap- 


pliances is close to the entrance. 


Separate Display Room 


Ws before the 


turn of the century the Joseph 
Bumby Hardware of Orlando, 


Fla., was a large, well-established 
hardware store. Today, its appli- 
ance department — conducted in 
its own room connecting with the 
main store—-has behind it a nine- 


A. W. Bumby, president, at left and W. E. Walthall, 
manager of the electrical appliance department. 


vear history of separate display. 
Limited throughout the war period 
by government restrictions and to- 
day by limited shipments from 
appliance factories, the depart- 
ment can and does sell everything 
that it can obtain in both major 
and table units. 


Spacious Display Room 


The display room is neat, at- 
tractive and spacious, about 30 by 
100 ft. in size. It is a place in 
which people like to browse and 
examine a wide range of table 
appliances and radios and to com- 
pare the merits of the various 
types and sizes of household aids 
to better living. Under the guid- 
ance of W. E. Walthall, manager 
of the electrical appliance depart- 
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Part of the lineup of 
refrigerators, home freez- 
ers and laundry machines in 
firm's appliance department. 


Builds Appliance Sales 


Joseph Bumby, Orlando, Fla., has featured line 
by itself for nine years. Advertising and service 
draw new customers and hold old ones for firm 


ment, the display room will be 
augmented with a complete model 
electric kitchen with everything in 
operation for individual and 
group demonstrations. Colored 
lighting equipment will be in- 
stalled to further enhance the dis- 
play windows. 


Appliance Promotion 


At the present time, the appli- 
ance department is promoted by 
means of newspaper advertising. 
radio spot advertising, two full- 
size open back display windows 
and the attractive show room. 
When appliance supplies become 
more plentiful the firm’s outside 
salesmen will follow up store-de- 
veloped leads and will do con- 


siderable cold canvassing in Or- 
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Featuring outdoor picnic lines and accessories, this display includes 
manufacturers’ display material which lends it color and suggestion. 
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One of the two open back windows used exclusively for appliances. 
They make it possible for window shoppers to look into the store. 


lando-—now a city of more than 
35.000 inhabitants — and in the 
three surrounding counties. The 
salesmen will call on city and 
country trade, both types of trade 
having long been enjoved by the 


store. 


addition to the tile 
floored display room is the island 


A recent 


table for showing lamps, coffee 
makers, fans, table radios and a 
variety of other electrically pow- 
ered equipment. Along the walls 
are complete displays of one line 
of electric refrigerators, a line of 
electric ranges, automatic laundry 
machines, electric washing ma- 
chines. home freezers. radio sets. 


water fountains and two complete 
radio lines. Two complete lines of 
gas ranges are also offered. Win- 
dow displays are changed com- 
pletely on an average of once a 
month, one window being changed 
at a time. 


instalment Purchases 


Like most modern day mer- 
chandisers of appliances, Bumby’s 
welcomes instalment purchases 
from qualified customers. Some 
paper is financed by the store. the 
balance being handled by two 
finance organizations. The usual 
terms on appliances are one-third 
down with the balance payable in 
12 months. Although catering to 
those in all income brackets and 
handling complete ranges of ap- 
pliances and radios, the medium- 
priced lines have long been the 
best sellers in the department. 

Delivery is an important angle 
of any appliance merchandising 
and the store will deliver smaller 
units of sale anywhere in the city 
and the larger units throughout 
the three counties which comprise 
its trading area. 


A New Surge of Shoplifting 


HENEVER items are scarce 

or in a rising market, it seems 
they are subject to the age-old prac- 
tice of shoplifting. Surprisingly 
enough there is less of this done in 
the poorer sections than in the mid- 
dle class and well-to-do districts. 

A progressive paint department is 
“natural temptation” for the profes- 
sional shoplifter . . . because paint 
merchandisers usually display their 
tools, brushes and other small but 
costly items on open counters. 
Sponges and cleaning supplies are 
also easily accessible if they are to 
be properly merchandised. To put 
these items in showcases would spoil 
the effectiveness of their display and 
would lessen their possibility of “on- 
the-spet” sale. Thus in order to make 
the most of your displays ... and at 
the same time be apprehensive of the 
shoplifter, you must look for certain 
signs that will properly warn you. 

Statistics show that there are more 
women shoplifters than men and that 
they do not need to steal but that 
they do it for the fascination in- 
Reprinted from Paint Pointers, pub- 
lished by The Paint and Wallpaper As- 
sociation of Cook County. Chicago, Ill. 
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volved or the satisfaction of a pecu- 
liar urge to which they are addicted. 
Large purses and open shopping 
bags are the simplest accessories. 
There are other clever devices used, 
however. such as a cotton bag pinned 
inside a coat or a split lining which 
forms a hidden pocket. 


Women More Adroit 


Expert detectives say it’s compara- 
tively easy to spot men shoplifters for 
they are usually clumsier than wo- 
men. One paint merchant tells the 
story of a shoplifter who picked up 
an item in the front of his store and 
tried to return it for credit at the 
rear counter. Naturally, the alleged 
customer didn’t have a sales slip and 
therefore was not given a refund. 
There are some expert male shoplift- 
ers, however, as in the case of one who 
devised a steel framed box. wrapped 
as a package. On the top was a 
hinged trap door which let the mer- 
chandise slide in and then snapped 
shut. The trap door was covered with 
a folded newspaper and the package 
was ingeniously inconspicuous look- 


ing. 


Pay special attention to boys of 
grammar school age when they hover 
around open counters in groups. 
While they probably have not come 
in for the specific purpose of shop- 
lifting, they may be tempted by a 
certain gadget they would like and it 
is in the spirit of devilment or dar 
ing that they take the chance. 

Most store personnel have some 
sort of verbal signal which they use 
to warn other employees when they 
detect a shoplifter. Of course the 
shoplifter cannot be stopped while in 
the store ... (for he may alibi that 
he planned to pay before leaving) 
but when the clerks were alerted, the 
one in charge may follow the suspect 
out of the store and ask him for a 
sales slip for the items he has with 
him. 

When caught, the habitual shop- 
lifter gives in quickly. Some become 
indignant, some feign innocence and 
others claim it was an oversight or 
absent-mindedness. They all, how- 
ever, wish to avoid a scene and will 
“nay up” before getting further in- 
volved. 
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Twisted wreckage to the left of the Hurn Dry Goods Co. is all that was left of the 
Laubhan-Schwab hardware store in Higgins, Tex. Racks and bins stand along the wall. 


Tornado Hits Texas, Oklahoma 
Wrecking Hardware Stores 


Blizzard and continuous rainfall which followed in 


wake of storm destroyed quantities of exposed stock 


A TORNADO which 


“skipped and jumped like a tennis 
ball across the Panhandle country- 
side,” the night of April 9. wreak- 
ing death and destruction on the 
Texas-Oklahoma border, totally 
wrecked one hardware business 
and caused great damage to sev- 
eral others. However. so far as 
could be learned by HARDWARE 
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AcE, there were no casualities 
among hardware merchants or 
their families. 


The tornado seemed to grow in 
the flatlands around Amarillo. 
Tex.. and struck first the town of 


An airview of the business center of Higgins, Tex., shows the remains 
of the Higgins Lumber Co. at rear of the Laubhan-Schwab Hardware Co. 








White Deer, Tex., at 5:45 p.m. It 
continued on, hitting Pampa, 
Miami, Glazier and Higgins, Tex., 
and struck Woodward, Okla., at 
8:42 p.m. The death count short- 
ly after the tornado had passed, 
was 155. In the little city of Wood- 
ward. Okla.. there were 92 fatali- 
ties. 


Merchandise Loss Heavy 


The plate glass windows. were 
blown out and the roofs torn off 
of three Woodward hardware 
stores. These firms, L. R. Feni- 
more & Co., Boyle Brothers and 
the Clow Hardware, suffered 
heavy losses as their merchandise 
was entirely exposed to the rain 
and snow which fell almost con- 
tinuously for days after the tor- 
nado, making the removal of cas- 
ualties most difficult. Two hundred 
city blocks, which included busi- 
ness houses as well as homes, were 
destroyed im Woodward alone. 

The shattered remains of what 
was once the Laubhan-Schwab 
hardware store, in Higgins, Tex., 
population 750, are shown in the 
picture. 

The hardware store was located 
to the left of the Hurn Dry Goods 
Co., the sign of which is visible in 
the photograph. Bins and racks of 
the hardware store can be plainly 
seen standing, surrounded by de- 
bris. In addition to its building, 
the firm suffered a loss in inven- 
tory of approximately $30.000. 


Located directly behind the 
Laubhan-Schwab store was the 
Higgins Lumber Co., which was 
owned by Alex Laubhan, Sr. Mr. 
Laubhan was the former owner of 
the hardware store that was de- 
stroyed. He had sold the store to 
his son and to Mr. Schwab about 
a year ago. During that period of 
time Mr. Laubhan, Sr., had been 
assembling supplies for the pur- 
pose of opening his new lumber 
yard and he had been in operation 
but a short time when the tornado 
wiped it out. Mr. Laubhan, Sr., is 
reported to have lost approximate- 
ly $100,000 in the storm. 

The Laubhan-Schwab building 
was constructed of brick and tile, 
and was approximately 75 by 140 
ft. in size. Not a single wall was 
left standing and most of the mer- 
chandise that was not ruined by 
the falling debris was badly dam- 
aged by snow and rain, which fol- 
lowed about 48 hours later. The 
snowstorm reached blizzard pro- 
portions and a 4-in. cover halted 
the work of clearing and the build- 
ing of emergency shelters. 


Store in Basement 


This concern has a small base- 
ment, approximately 25 by 100 ft., 
which it plans to use as a tem- 
porary store until new facilities 
can be erected. 

The Slack & Wassenmiller Co.. 
which carries both hardware and 
grocery lines, suffered consider- 


able damage from the windstorm 
and additional damage because of 
fire, which followed. The Slack 
& Wassenmiller hardware store 
building, which was the least dam- 
aged building in the Higgins 
business section, is shown in the 
center of an accompanying pic- 
ture. 


Families Ecsaped 


The families of the Higgins, 
Tex., hardware merchants escaped 
with only minor bruises and 
scratches. 

In the morning following the 
storm, G. C. Ratcliff, secretary of 
the Amarillo Hardware Co., whole- 
sale hardware firm of Amarillo, 
Tex., accompanied one of the 
firm’s drivers to Higgins with a 
truckload of shovels, rakes, tools, 
roofing and other material which 
was so urgently needed. 

Mr. Ratcliff reports that his 
firm placed all orders received for 
the needed materials for shipment 
to dealers in that area ahead of all 
other orders and also expedited 
daily shipments to Higgins and 
other nearby towns in the stricken 
section. 

People in other sections of Texas 
and Oklahoma have responded 
generously with gifts of money 
and material. Within a week of 
the storm the Amarillo Globe- 
News had raised more than $150.- 
000 for the relief of the tornado 


sufferers. 


The building in the center least damaged of all in the Higgins 
business center is that occupied by the Slack & Wessenmiller Co. 
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Block lettering and a spic and span appearance attract attention to this department. 


This Paint Department Sets 


An Example to Customers 


Prov buy paint to 
make their homes shine inside and 
out. Therefore the paint depart- 
ment of the store in which they 
buy paint and varnish should also 
shine with cleanliness and be at- 
tractive. 

That is the opinion of E. E. 
Wenger and R. W. Kramer of the 
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firm of Wenger & Kramer, Mon- 
roe, Wis. Their paint department 
is spic and span from top to bot- 
tom. The surrounding panels. 
borders and the dividers have 
been painted until they gleam with 
customer appeal. The department 
has also been identified by large 
block lettering running all the way 
along the top border. 

People who come into this at- 
tractive store spot the long. gleam- 


ing paint department, the mo- 
ment they enter. And _ their 
thoughts are turned toward the 
idea of painting their homes, in- 
side or out. 

“There is no doubt that the 
brightness of the paint department 
helps our paint sales,” says R. W. 
Kramer. “People remark about it 
and that shows that they notice it. 
Our sales are very brisk so we 


(Continued on page 253) 


W enger & Kramer maintains a bright and shining 
section that catches the eye of the prospect 
and puts him in a mood that results in sales 











These open dis- 
plays invite the 
close inspection 
of merchandise. 
Light walls and 
fluorescent illumi- 
nation aid in 
brightening what 
was formerly a 
dark part of the 
establishment 





Changed Approach Draws 


For years the farmer had been almost the sole 

customer of A. L. Davis’ Son Inc. of Binghamton, 

N.Y. A brighter store and modern methods are 
now winning the city trade as well 


Pola | Davic San mol is " 
o [AL Davis'Son} | CHAR DWAR ae ; 
oe: ij ae : ER is 


“Always a place to park" is a recurring slogan in the advertising of 
the firm. The store has its own parking lot in the rear, in addition 


a 





to ample space on three sides. Motorists can shop without hurrying. 
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oe | | ' 
OR years we got 


our bread and butter from our 
farm trade—now we're out to get 
the dessert course by going after 
the city trade.” 

This is the way that Frank G. 
Howard, treasurer of A. L. Davis’ 
Son, Inc., explains the transforma- 
tion that has been taking place in 
this 7l-year-old hardware and 
farm supplies institution of Bing- 
hamton, N. Y. 


Educating the Public 


At present the large store, by 
advertising and promotion, is try- 
ing to create in the public mind a 
new conception of the type of 
business it is now doing. 

From its early days the store 
had been primarily a farm supply 
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business. Its merchandise was 
largely of an agricultural nature. 
It catered to the farm community 
in its advertising and special pro- 
motions. Its displays and the signs 
on its building, which is several 
blocks removed from the main 
shopping center of the city, gave 
the impression that it was princi- 
pally a farm supply store. 

That was all very good. for the 
farm trade was the one to which 
the Davis firm was making its 
principal sales appeal. The man- 
agement does not want to lose that 
valuable business. Instead it is 
cultivating a rich new field, the 
city trade, and particularly the 
patronage of the women of Bing- 
hamton and its suburbs. 
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To Rura 


City Trade in Addition 
| Patronage 


On March 22. when the Davis 
store held a spring opening event 
to acquaint the people of Bingham- 
ton with its modernized establish- 
ment, many city residents ex- 
pressed surprise that such a store 
existed there. 


City Women Attended 


The management itself got quite 
a surprise, for it learned that 60 
per cent of approximately 600 
women who visited the store that 
day and registered in order to gei 
a souvenir. gave city addresses. 
This was as the firm had planned. 
for it had “slanted” its newspaper 
and radio messages on the event to 
attract city residents. 


Housewares were 
segregated and 
expanded at the 
time the firm first 
decided to go af- 
ter the city trade. 
The triangular 
island provides 
plenty of space 
for open display 
and helps to form 
an aisle from the 
door to the cen- 
ter of the store. 





The store wanted to show off its 
vreatly expanded housewares and 
hardware departments. The entire 
first floor of the three-story and 
basement building had been mod- 
ernized and rearranged, following 
the completion of a 75 by 50-ft. 
addition, several years ago. 

“Spring Open House will prob- 
ably be an annual event at A. L. 
Davis’ Son, Inc.,” say Frank How- 
ard. “The event on March 22 
wasnt a formal reopening of our 
modernized store. It was more an 
occasion for which we got the 
store ‘all dressed up’ to make a 
good impression on the public. 
We had everyone working hard to 
get everything in applie pie order, 
so that the store would make a 
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The farmer as well as the city home gardener both feel at 
home in this attractive seed and garden supplies section. 


pleasing appearance when we 
threw open the doors.” 

“I strongly advocate that every 
hardware store designate at least 
one day in the year, preferably in 
the spring, and have everyone in 
the establishment strive to make 
the place as attractive as possible 
on that day. Of course, we should 
always strive to keep our store 
looking as orderly as possible, but 
we know that when we’re busy it’s 
impossible to keep everything in 
the proper place.” 


Housewares Sales Grow 


Since it was primarily a farm- 
er’s store, the business did not 
employ a woman in a sales posi- 
tion until 1943 but now it has two 
who devote their efforts exclusive- 
ly to housewares. Although the 
housewares line is practically new 
with this company it now provides 
about 8 per cent of the store’s 
sales volume. 

The Davis store has been han- 
dling electrical appliances for only 
about one year but it is setting its 
sights now on reaching a $50,000 
volume annually in_ electrical 
goods, in two or three years. 

An indication of the sales po- 
tential of electrical appliances is 
seen in the fact that at one point 
the company held approximately 
$6,000 in small deposits made by 
potential customers on desired ap- 
pliances then in short supply. 
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Norman W. Howard, president, 
who is now active head of the busi- 
ness, has been thoroughly schooled 
in the value of promotions and ad- 
vertising by his father, Frank 
Howard, who retired from active 
participation in 1945, after 37 
vears with the business. 

The elder Mr. Howard early 
learned the language of the farm- 
er, for when he first went to work 
for the business at the age of 18, 
he went from farm to farm selling 
seed, barbed wire and all sorts of 
farm supplies. He would eat with 
the farmers’ families and many 
times would stay overnight at 


farm houses when he found hin- 
self too far from home. 

He developed the Farmers’ 
Opening. an annual event which 
established the Davis firm as the 
farm store of Binghamton. Each 
February, before the start of 
spring planting, the store would 
advertise a three-day event, which 
would draw an average of 2500 
farmers and members of their 
families. An educational program. 
consisting of movies and lectures 
by Farm and Home Bureau men 
would be presented. Meals and 
entertainment would also be pro- 
vided. The Farmers’ Openings 
were annual affairs until the war. 

In line with its policy of trying 
to win the women’s trade, the firm, 
this Spring, slanted its advertis- 
ing, especially its radio commer- 
cials to the women for it discov- 
ered that housewives buy a sur- 
prising amount of garden and 
lawn supplies. 


Home Gardeners Aided 


Home gardening, which became 
so popular during the war, still is 
an avocation of many men—and 
women — of Binghamton, so the 
Davis store invited the local men’s 
group affiliated with the National 
Men’s Garden Club, t hold a 
meeting in the store. As an incen- 
tive the store arranged to have two 
chemical companies provide 


(Continued on page 203) 





Comparisons of features of these stoves can be made easily 
by the customer visiting this major appliance department. 
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= who come 
to the Brodhead Hardware Co. in 
Brodhead, Wis., each spring to 
buy field seeds, make purchases 
ranging from $25 to $450. Spe- 
cializing in the sale of field seeds, 
as well as garden and flower seeds 
and fertilizer, the firm does a 
$20,000 annual volume on seeds 
alone, according to J. B. Pierce, 
father, and D. I. Pierce, son, who 
operate the store. 

“We are selling more than a car- 
load of field seeds a year now,” 
says D. I. Pierce, “and our stocks 
on this line are bringing in farm- 
ers from twenty to forty miles 
away. The field seeds move in 
about six weeks in the spring, 
which gives you an idea of how 
busy we are when they really be- 
gin to sell.” 
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Seeds, plant food and steel goods are featured along one sidewall. 


$20,000. in Annual Seed Sales 


Brodhead Hardware Co. sells a carload of field 





































seeds a year and attracts farmers from 40 miles 
away. Seed business aids sales of allied lines 


Mr. Pierce points out that while 
the margin on field seeds is low, 
they move fast, and when bought 
by the dealer in large lots it means 
a neat total profit in a short time. 
Not only that, but the store traffic 
generated by field seed volume 
overflows into the rest of the store, 
with resulting sales of many allied 
farm and garden items. 


Gets an Early Start 


The way this store sells field 
seeds is to start booking orders 
along in fall and early winter. As 
the farmers place their orders in 
advance, the management can esti- 


mate the quantity required. An 
over supply, beyond the actual 
booked orders, is always bought 
so as to be able to take care of 
last minute trade. 

When the farmers really start to 
buy, they flock into the store all 
day long. Your HarpwaRE AGE 
correspondent was in the Brod- 
head Hardware Co. store on such 
a day and found from five to 10 
farmers loading at one time. 

When farmers purchase seeds, 
says Mr. Pierce, they demand 
quality. They will come back year 
after year to buy from the dealer 
who handles quality seed and who 

(Continued on page %13) 
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The Traymore Hotel, registration center for the three associations and scene of the 
joint opening session, Monday, and the American Association's closed Tuesday morn- 
ing meeting as well as the final session of all three associations Wednesday morning. 


The Atlantic City Triple 


ORE than 1600—a record—attended three-day convention 
in Atlantic City, N. J., May 12-14, at the Traymore, Marl- 
borough-Blenheim and Claridge Hotels. Inventory controls, buyer's 
market problems and better sales promotion and sales methods 
discussed. W. H. Gebhart heads American association, T. J. Kenny 
new president of Southern group, and F. Marsena Butts heads 


Mors than 1600 


members and guests attended 
the Triple Mill Supply Conven- 
tion, at the Traymore, Claridge 
and Marlborough - Blenheim 
Hotels, in Atlantic City, N. J., 
May 12 to 14, 1947. This was 
the largest joint convention of 
these organizations in their 
history. Registration of dele- 
gates exceeded 1300. Problems 
of inventory, both from the 
manufacturers’ and distributors’ 
angles, the change from a sell- 
er’s to a buyer’s market and a 
hypothetical case of a mythical 
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National association. 


company’s sales planning were 
among the features of the con- 
vention, all. sessions of which 
were exceptionally well attended. 
Manufacturers and distributors 
openly and freely discussed their 
views on a wide variety of sub- 
jects at the closing joint meet- 
ing of the three associations. 
Unfilled orders, control, packag- 
ing and labeling, control of in- 
ventories, cash discounts, cost- 
ing by mill supply distributors. 
the cutting of distribution costs 
and small orders from purchas- 
ing agents were the main topics 
at that session. 


The American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion, National Supply & Ma- 
chinery Distributors’ Associa- 
tion and Southern Supply & Ma- 
chinery Distributors Associa- 
tion, elected or announced new 
officers at individual annual 
meetings. 

The opening session of the 
three associations at the Hotel 
Traymore, Monday morning was 
presided over by Theodore F. 
Smith, president Oliver Iron & 
Steel Corp., Pittsburgh, Pa., and 
retiring president of the Ameri- 
can Association. At their final 
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sessions each of the three as- 
sociations passed _ resolutions 
commending the other two or- 
ganizations for their co-opera- 
tion and assistance in discussing 
and helping in the solution of 
mutual problems. 


New Presidents 


T. J. Kenny, S. B. Hubbard 
Co., Jacksonville, Fla. was 
elected president of the South- 
ern association succeeding Lloyd 
B. Mize, Industrial Supply Co., 
Richmond, Va. The National as- 
sociation’s new president is F. 
Marsena Butts, Butts & Ordway, 
Cambridge, Mass., who suc- 
ceeded William M. Patterson 
Frick & Lindsay Co., Pittsburgh, 
Pa. The new president of the 
American association is Walter 
H. Gebhart. vice - president, 


Henry Disston & Sons, Ince., 
Philadelphia, Pa., who succeeded 
Theodore F. Smith, president, 
Oliver Iron & Steel Corp., Pitts- 
burgh, Pa. All officers of the 
three associations are listed 
elsewhere in this issue. 

In his address as retiring 

















SOUTHERN AND NATIONAL OFFICERS 


Left to right: A. W. Lohn, Ducommon Metals & Supply Co., Los Angeles, Cal., 
Naticnal Executive Committee; W. A. Haseltine, J. E. Haseltine & Co., Port- 
land, Ore., vice-president, National Association; T. J. Kenny, The S. B. Hub- 
bard Co., Jacksonville, Fia., president, Southern Association; J. H. Ruddell, 
Central Rubber & Supply Co., Indianapolis, Ind., National Executive Commit- 
tee; F. Marsena Butts, Butts & Ordway Co., Cambridge, Mass., president, 
National Association; H. D. Holden, Silliter-Holden, Inc., Hartford, Conn., 
Executive Committee, National Association; Richard Alcott, The Riechman- 
Crosby Co., Memphis, Tenn., vice-president, Southern Association, and George 
Weaks, Weaks Supply Co., Ltd., Monroe, La., vice-president, Southern Assn. 


Mill Supply Convention 





president of the American as- 
sociation, Theodore F. Smith, 
Oliver Iron & Steel Corp., Pitts- 
burgh, Pa., at the opening 
joint meeting, Monday, in the 
Traymore Hotel, emphasized the 
constant necessity of striving 
to reduce costs by better manu- 


AMERICAN OFFICERS 





Left to right: Walter W. Kemphert, Worthington Pump & Machinery Corp., 

Harrison, N. J., vice-president; James G. Geddes, H. K. Porter, Inc., Everett, 

Mass., vice-president, and Walter H. Gebhart, Henry Disston & Sons, Inc., 
Philadelphia, Pa., president. 
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facturing. In discussing the ac- 
complishments of the _ three 
participating groups—-American 
National and Southern associa- 
tions, he said that the manufac- 
turers and distributors, working 
jointly, have gone a long way 
in bringing about better dis- 
tribution at lower costs by better 
selling of better products. How- 
ever, there are certain neces- 
sities which must be recognized 
to attain this goal, which he 
said, are: 

“1. Necessity of constantiy 
fighting wasteful expenditures 
on the part of government 
and the uneconomic demands 
brought about by pressure from 
union leaders which result in 
increased costs to manufactur- 
ers withott corresponding bene- 
fits to employees. 

“2. Necessity of ‘constantly 
reminding the public and em- 
ployees that only by increased 
productivity are wages raised 
and costs lowered. 

“3. Necessity of educating the 
public that government and 
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The Claridge Hotel in which the 

Southern Association held its annual 

meeting Tuesday morning and the 

scene of the convention dance the 
same evening. 


labor must contribute as well as 
manufacturers in over all re- 
duction of prices.” 

Dexter M. Keezer, director, 
Department of Economics, Mc- 
Graw-Hill Publishing Co., New 
York City, at the joint opening 
session, discussing “The Eco- 
nomic Outlook” predicted that 
in spite of several “soft spots 
which have recently shown up 
in our economy, we are not in 
for a general economic set-back, 


nor will it move on into a deep . 


depression. The ‘soft spots’ in 
department store trade, radio 
manufacture, some lines of 
woolen manufacture, jewelry 
and fur trades, night club and 
transport businesses, and a few 
more, are working off some real 
aches and pains; but others— 
primarily those engaged in pro- 
ducing durable goods — will be 
going full steam ahead, and will 
continue to do so for many 
months.” ‘ 


R. R. Wason's Address 


“Goods That Don’t Pay the 
Distributor Are Not Distribut- 
ed” was the theme of the address 
of R. R. Wason, president, 
Manning, Maxwell & Moore, 
Inc., New York City, and chair- 
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man of the board of the Na- 
tional Association of Manufac- 
turers, who said that manufac- 
turers and distributors are at 
the mercy of wages when deter- 
mining prices, because wages 
make up from two-thirds to 
four-fifths of the ultimate price 
paid by. the consumer, the dif- 
ference in the fractions depend- 
ing on the product. 

“The increased _ efficiencies 
and savings of industry achieved 
in recent years,” he said, “have 
been siphoned off to labor in 
wages by government’s inter- 
vention. This has prevented the 
reduction in prices of your goods 
to consumers that otherwise 
could have been provided.” He 
urged-reduction of all possible 
prices; paring of inventories; 
reduction of age of accounts re- 
ceivables; reduction—if possible 
—of staffs; improved service to 
customers and intensification of 
shop and sales training courses. 


Southern Meeting 


The Southern  association’s 
executive meeting of members, 
Tuesday morning in the Clar- 
idge Hotel, was addressed by 
Retiring President Mize who 
outlined activities of the past 
year and remarked that one of 
the association’s greatest oppor- 
tunities was in the continuing 
sponsorship of local or area 
meetings. Mr. Mize also recom- 
mended the appointment of sev- 
eral new committees to further 
the objectives of the association. 


A highlight of the year, Mr. 
Mize said, was the program of 
the Marketing Methods’ Com- 
mittee of the American Supply 
& Machinery Manufacturers’ 
Association at the Peabody 
Hotel in Memphis, Tenn. “The 
day of order taking is gone,” 
he said. “The day of selling is 
here. Distributors and manu- 
facturers must coordinate their 
activities. These programs bring 
the manufacturer and distribu- 
tor face to face for an expres- 
sion of mutual problems.” 


Suggested Program 


Mr. Mize presented for the 
association’s consideration a 
program which in general called 
for: 

1. Continuation of a planning 
and development committee with 
the first vice-president as chair- 
man. 

2. The appointment of a 
manufacturer - distributor rela- 
tions’ committee, composed of 
members who will devote the 
proper time and effort to many 
problems that should be handled 
by such a committee. The rapid 
industrial growth of the South 
and the association presents 
many opportunities for con- 
structive activity between both 
manufacturers and distributor. 

3. The appointment of a sales 
promotion committee to co- 
operate with possibly a similar 
committee from the National 
Association; such a committee 
could well study the most effec- 


RETIRING PRESIDENTS 


Left to right: Lloyd B. Mize, Industrial Supply Corp., Southern Supply aad 

Machinery Distributors’ Association; Theodore F. Smith, Oliver Iron & Stee! 

Corp., American Supply and Machinery Manufacturers’ Association, Inc.: 

W. M. Patterson, Frick & Lindsay Co., Southern Supply and Machinery Dis- 
tributors' Association 
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T. J. KENNY 
S. B. Hubbard Co. 
Southern Assn. 


tive ways to increase sales, 
methods of advertising, etc. 

4. The appointment of a com- 
mittee, empowered to study and 
draft a revised set of by-laws for 
the association’s approval. 

5. The appointment of a mem- 
bership committee whose efforts 
can be devoted toward bringing 
into the association those dis- 
tributors who definitely possess 
the qualifications for maintain- 
ing its high standards. 

T. J. Kenny, president, The S. 
B. Hubbard Co., Jacksonville, 
Fla., later elected president ‘of 
the Southern association, re- 
ported on activities of the asso- 
ciation’s Planning and Develop- 
ment Committee. Richard Alcott, 
vice-president, The Reichmann- 
Crosby Co., Memphis, Tenn., 
and later elected vice-president 
of the Southern group stressed 
the importance of local meet- 
ings. 


National Meeting 


At the National association’s 
meeting, Tuesday morning, in 
the Marlborough-Blenheim, Wil- 
liam M. Patterson, Frick & 
Lindsay Co., Pittsburgh, Pa., as 
retiring president of that asso- 
ciation discussed the associa- 
tion’s work and its inter-associa- 
tion activities. Mr. Patterson 
said, in part: 

“The members of the manu- 
facturers’ association have de- 
voted time and money to the 
developing of an improved mar- 
keting program for our indus- 
try. They have been emphasiz- 
Ing the opinion that it is neces- 
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WALTER H. GEBHART 
Henry Disston & 
Sons, Inc. 
American Assn. 





F. MARSENA BUTTS 
Butts & Ordway Co. 
National Assn. 


sary for manufacturers and 
distributors, through a com- 
bined approach to the problem, 
to increase sales and reduce the 
cost of distribution. Your asso- 
ciation has been engaged, among 
other things, in carrying out a 
program designed to accomplish 
three basic purposes which are 
all closely related to the objec- 
tives of the manufacturers’ as- 
sociation. These purposes may 
be briefly stated as: 

“1. To improve the operation 
and performance standards of 
our industry so that we can 
function with greater economy 
and efficiency ; 2. To demonstrate 
to manufacturers our ability to 
do a better selling job for them 
and give them better coverage 
than they can possibly obtain if 
they attempt to sell direct and 


to do this at a lower cost; 3. To 
convince our customers further 
that it is to their advantage to 
rely upon us and that they can 
satisfy their needs at lower 
overall cost when they purchase 
from distributors.” 

Mr. Patterson also discussed 
the organization of the National 
Affairs Committee to represent 
the industrial supply distribu- 
tors upon any problem of na- 
tional significance. The com- 
mittee is a joint group repre- 
senting the National and South- 
ern Associations and composed 
of officers and executive commit- 
tee members of both groups. Its 
purpose is to encourage wider 
industry cooperation in affairs 
of national scope and to accom- 
plish this aim, five meetings 
were held. 

Continuing, Mr. Patterson 
said that one of the National 
Association’s greatest accom- 
plishments during the past year 
has been the closer communica- 
tion and correlation of thought 
among its members, its co-dis- 
tributor friends and the South- 
ern and American Associations. 
He pointed out that the National 
Association now has a total 
membership of 470. 


Urges Flexible Policies 


Ray C. Neal, R. C. Neal Co., 
Inc., Buffalo, N. Y., as chairman 
of the National Association's 
Committee on Manufacturers’ 
Relations, at its Tuesday morn- 
ing session, urged manufactur- 
ers to adopt policies sufficiently 
flexible to meet the needs not 
only in highly concentrated in- 
dustrial areas but for condi- 
tions in other distribution ter- 





The Mariborough-Blenheim in which hotei the National Association held its 
annual meeting. Tuesday morning and the scene of the joint meeting of the 


National and Southern groups on Tuesday afternoon. 
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CONVENTION SPEAKERS 


MILES I. STRAY 
J. Russell & Co., Inc. 


Vice-president 


RICHARD ALCOTT 
The Riechman-Crosby 
Co . 


W. A. HASELTINE 
J. E. Haseltine & Co. 
Vice-president 
National Assn. 


Southern Assn. 


ritories He emphasized, in his 
report, that “All manufacturers 
in all lines cannot be looked 
upon to have the same policy 
or to have the same margin of 
profit for the distributor.’ 
Wallace Campbell, president, 
Campbell Hardware & Supply 
Co., Seattle, Wash., in his ad- 
dress, “My Distributing Prob- 
lems Are Yours and I Do Mean 
Yours,” said he marvelled at all 
the burdens manufacturers carry 
but that they would have to 
keep in gear with respect to 
distributors’ expense problems 
and profit requirements. Neither 
profitable nor unprofitable orders 
are limited to either small or 
large customers, said Mr. Camp- 
bell, who asked, “How can there 
be uniform cost and selling 
prices throughout this great na- 
tion when it is impossible to 
have uniform costs of doing 
business throughout the nation?” 


The Buyers’ Market 


Eugene F. McCarthy, vice- 
president, Beals, McCarthy & 
Rogers, Inc., discussed ‘“Mer- 
chandising Industrial Supplies 
in A Buyers’ Market.” R. P. 
Melius, director of sales, The 
Delta Mfg. Co., Milwaukee, Wis., 
urged distributors to “Sell Them 
More,” in his address at the 
same session. In part he stated, 
“The sale of a piece of equip- 
ment is not only a substantial, 
profitable sale itself but it pro- 
vides a continuous market for 
supplies through the use of that 
equipment.” 
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Secretary - treasurer H. R. 
Rinehart, National Supply & 
Machinery Distributors’ Associa- 
tion, read the treasurer’s report 
and distributed a printed sum- 
mary of that organization’s 
work during the past year and 
also issued the association’s Pre- 
liminary Statement of Expenses 
report. -Proposed changes in the 
constitution and by-laws of the 
association were discussed, these 


E. K. WELLES 
Charles H. Besly & Co. 
Vice-President 
National Assn. 


to be voted upon by the member- 
ship. The proposal is that three 
past presidents be added to the 
executive committee, which at 
the present time is comprised of 
six members representing each 
of the organization’s six areas. 

Following a Brief Report of 
1946-1947 Marketing Methods 


Committee by J. G. Geddes, vice 
president, H. K. Porter, Inc., 
Everett, Mass., at the American 
meeting at the Hotel Traymore 
on Tuesday, the principal fea- 
ture was a dramatization of “A 
Hypothetical Case Study of the 
G K Mfg. Co.,” which depicted a 
sales meeting of officials of that 
imaginary company, and high- 
lighted its plans for meeting the 
current problems manufactur- 
ers are facing in shifting their 
emphasis from production to 
distribution. The presentation 
demonstrated how the most ef- 
fective use could be made of the 
marketing data and related ma- 
terial supplied to association 
members. 


Joint Distributors 
Meeting 


A joint meeting of the South- 
ern and National associations 
was held Tuesday afternoon in 
the Marlborough-Blenheim, Re- 
tiring President Patterson of the 
National association presiding. 
In a special report on the ob- 
jects and purposes of the Na- 
tional Affairs Committee of In- 
dustrial Supply Distributors, 
presented at that meeting, Lloyd 
B. Mize, co-chairman of the 
committee, and president, Indus- 
trial Supply Corp., Richmond, 
Va., as well as president of the 
Southern Assn., said in part: 

“All of you are familiar with 
the War Service Committee, or- 
ganized in 1942. It was then 
the problems of industrial ac- 
tivity in war times united our 
efforts. The problems of peace, 
while of an entirely different 
nature, are no less severe. Some 


GEORGE H. BOUCHER 
Pyrene Mfg. Co. 
Treasurer 
American Assn. 
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of these problems are peculiar 
to our respective Associations, 
and even to small geographical 
areas. But many of them are 
now, and will be perhaps. more 
so, national in scope, and hence, 
can well demand a continuation 
of our joint efforts. 

“A distributor in Detroit has 
problems peculiar to the auto- 
mobile industry. A distributor 
in Houston has problems peculiar 
to the oil industry. A distributor 
in Pittsburgh has _ problems 
peculiar to the steel industry. 
A distributor in Florida has 
problems peculiar to the citrus 
fruit industry. There are prob- 
lems demanding individual at- 
tention. 

But distributors everywhere 
are concerned about unbalanced 
inventories. Distributors every- 
where are concerned about cash 
discounts. Distributors every- 
where are concerned about 
mounting costs of doing busi- 
ness, and distributors every- 
where are concerned about 
maintaining sales volume. These 
are but a few of our national 
problems, just as serious with 
us of the Southern Association 
as with you of the National, and 
demanding our united attention. 


War Service Committee 


“T need not dwell in detail on 
the accomplishments of the 
‘War Service Committee.’ The 
record speaks for itself. The 
untiring efforts of the men who 
composed it, and your generous 
support, both morally and finan- 
cially, was conclusive proof of 
the need for a continuation of 
our joint efforts. Accordingly, 
the executive committees of both 
the National and Southern Asso- 
ciations met in Washington, D. 
C., last June 27, and formed the 
“N. A. F.” or “National Affairs 
Committee.” 

“It was agreed that this 
should be a permanent venture, 
and meetings should be held ap- 
proximately every three months 
and probably alternating between 
Northern and Southern cities. 
It was likewise agreed that the 
Presidents of the two associa- 
tions would be designated co- 
chairmen and alternate in pre- 
siding. 

“Successive meetings were 
held at Hot Springs, Va., in 
November (during the regular 
Fall meeting of the Boards of 
all three associations), at New 
Orleans, La., in January, and 
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H. K. CLARK 

The Carborundum Co. 
Advisory Board 
American Assn. 


here in Atlantic City during this 
convention. Practically full day 
sessions were held in each in- 
stance and many subjects of in- 
terest and importance were dis- 
cussed. 

“Among these were a decision 
to continue until this year the 
War Service Committee but 
with a change in name to Wash- 
ington Service Committee; plans 
for the program for this con- 
vention; enthusiastic endorse- 
ment of the marketing methods 
program of the American Sup- 
ply and Machinery Manufactur- 
ers’ Association; the simplifica- 
tion of manufacturers catalogs, 
price lists, etc.; the necessity for 
manufacturers accepting orders 
at firm prices in lieu of “Price 


ASSOCIATION SECRETARIES 





HENRY RINEHART 
National Association 





GEORGE WINSHIP 
Fulton Supply Co. 
Advisory Board 
Southern Assn. 


GEORGE L. STALKER 
W. J. Holliday & Co. 


# ’ 

Prevailing at time of shipment,” 
and many other matters of in- 
terest and importance to our en- 
tire industry. 

“The committee recognized its 
responsibility equally as much 
as it recognized its opportunity. 
Subjects were weighed with 
care, peace and harmony were 
never in doubt. Never in the 
history of either association 
was there closer cooperation, nor 
a more genuine desire to work 
for the advancement of the in- 
dustry.” 

Henry Wallace, general man- 
ager of sales, National Tube Co., 
Pittsburgh, Pa., discussed “The 
Steel Pipe Situation” before the 
same meeting. 

H. K. Clark, president, The 


R. KENNEDY HANSON E. L. PUGH 
American Association 


Southern Association 
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LLOYD B. MIZE 
Industrial Supply Corp. 
Chairman Executive 
Committee 
Advisory Board Member 
Southern Assn. 


Carborundum Co., Niagara 
Falls, N. Y., in addressing the 
meeting said that, “We do not 
consider distributors our cus- 
tomers but consider them as 
part of our family. Every dis- 
tributor should be an integral 
part of the sales organization of 
lines he represents, when they 
are lines lending themselves to 
such a program. A distributor 
cannot have the security of op- 
eration he should have for suc- 
cess unless he is a’ part of the 
team. We have to liquidate the 
drunk we have been on econom- 
ically. 


Mounting Inventories 


Four distributors discussed, 
“The Problem of Mounting In- 
ventories,” giving their opinions 
as to the situation in the east, 
south, mid-west and west coast. 
Miles I. Stray, manager, indus- 
trial department, J. Russell & 
Co., Inc., Holyoke, Mass., de- 
plored the thinking on the part 
of some manufacturers and said 
that if his firm could get all 
the merchandise on order it 
could not pay for it nor even 
warehouse it. Some manufac- 
turers can indicate their delivery 
cycle—others cannot. Reams of 
paper work caused by the de- 
fense program and later by war 
conditions are now succeeded by 
price and inventory situations. 
He declared, “We’ll definitely 
hang together or we’ll hang in- 
dividually.” 

George Winship, president, 
Fulton Supply Co., Atlanta, Ga., 
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pointed out that the sales de- 
partment says that there is 
nothing in stock that customers 
want and the accounting depart- 
ment says, “where will we get 
the money to pay for all the 
stuff we have in stock?” We 
get some merchandise but it is 
on orders from six months to 
two years old. Business is hold- 
ing up well. If orders hold up 
on the basis of what we have 
received for the past six or seven 
months we will have to order 
further in advance. 

George L. Stalker, vice-presi- 
dent, W. J. Holliday & Co., In- 
dianapolis, Ind., told of a survey 
made by his organization among 
distributors. Their average in- 
ventory was 78 per cent of the 
value as compared with five 
years ago, or one-third less 
physical inventory than in 1941. 
Seventy-three per cent of those 
queried said they had fairly well 
balanced stocks. Some distribu- 
tors thought future inventories 
should be larger by 65 per cent 





J. A. GARDNER 
The Cincinnati Tool Co. 
Retiring Treasurer 
American Assn. 


than in 1941. Of those queried 
from three to 10 turnovers a 
year were enjoyed, the average 
being 4.75 per cent. Ninety- 
two per cent expressed the opin- 
ion that it would be necessary 
to carry large stocks. 

William A. Haseltine, presi- 
dent, J. E. Haseltine & Co., 
Portland, Ore., said “Business 
solvency is more important than 
any other factor at the present 
time.”” He urged maintenance of 
a sound financial position. 

T. J. Kenny, president, The 
S. B. Hubbard Co., Jacksonville, 
Fla, concluded the joint session 
with a talk on, “The Current 






Credit Problem.” He empha- 
sized the importance of main- 
taining adequate reserves, quot- 
ing Dun & Bradstreet reports 
and Henry H. Heimann, Na- 
tional Association of Credit 
Men, and urged the importance 
of investigating the financial 
responsibility of new accounts 
before they are extended credit. 


Wednesday Joint Session 


The concluding feature of the 
triple convention was a joint 
meeting on Wednesday, at the 
Hotel Traymore in which manu- 
facturers and distributors pre- 
sented their viewpoints on: con- 
trol of unfilled orders; packag- 
ing and labeling, control of 
inventories, cash discounts, ele- 
ments of costing by mill supply 
distributors, cutting distribu- 
tion costs, and the subject of 
small orders from purchasing 
agents. This highly interesting 
session was presided over by 
Lloyd B. Mize, as retiring presi- 
dent of the Southern association. 

In the discussion on the con- 
trol of unfilled orders one dis- 
tributor commented that inven- 
tories are coming in faster than 
profits. Another distributor out- 
lined how his firm’s records are 
maintained for stock control. A 
manufacturer countered with 
the comment that he had in- 
quiries from distributors as to 
“What have we on order with 
vou?” which led him to observe 
that both manufacturers and 
distributors must know what 
they are doing and that manu- 
facturers too want to. keep 
liquid. 


Discussing _ cancellation 
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Cleveland Twist Drill Co. 
Retiring Vice-President 
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CHARLES T. BUSH 
The Chas. A. Strelinger 
Co. 


charges it was held by a manu- 
facturer that there are circum- 
stances in which they are war- 
ranted and others in which they 
are absolutely unwarranted. 


Packaging and Labeling 


On the subject of packaging 
and labeling, Robert H. Russell, 
J. Russell & Co., Holyoke, Mass., 
called attention to examples of 
improved packaging and label- 
ing, as displayed in the audi- 
torium at that time. He sug- 
gested that abrasives manufac- 
turers issue net price lists so 
that distributors would not have 
to figure their own net prices. 

Howard G. Seaman, Behr- 
Manning Corp., Troy, N. Y., de- 
scribed and displayed his com- 
pany’s new labeling and pack- 
aging of that company’s exten- 
sive abrasive line, complete an- 
nouncements of which are to be 
released later. 

In the discussion on control 
of inventories one distributor 
pointed out that the pyramiding 
of stock orders by manufactur- 
ers is now a pressing problem 
for the distributor. A manu- 
facturer replied that manufac- 
turers’ inventories comprise raw 
materials and finished products 
and that they must ship when 
products are finished to prevent 
having an’ excessive amount of 
capital tied up. A distributor 
countered that merchandise in 
transit has to be paid for, while 
in transit, which in turn ties up 
the distributor’s capital. Reply- 
ing to that statement a manu- 
facturer stated that manufac- 
turers must schedule products 
far in advance thus making can- 
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cellations a very difficult prob- 
lem to handle. 

On the subject, “Why a Cash 
Discount?” a distributor made 
a plea for continuance or adop- 
tion by manufacturers of the 2 
per cent—10 day prox. cash 
discount terms as a matter of 
simplifying the  distributor’s 
problem. A manufacturer re- 
plied that one per cent might be 
sufficient incentive for prompt 
payment but agreed that uni- 
formity is desirable. 

Discussions on the elements of 
costing by mill supply distribu- 
tors and “What is being done to 
cut distribution costs in a period 
of mounting expense?” brought 
forth interesting comments. 
Manufacturers were urged to 
provide more adequate margins 
of profit to offset changed con- 
ditions, and distributors also 











stressed the importance of im- 
proved service and better sales- 
manship. As one distributor put 
it, “Now is the time to start 
doing a better job of selling in 
our own home territories.” 

A manufacturer emphasized 
the importance of packaging in 
a manner that eliminates the 
necessity of re-packing by dis- 
tributors. 

On the question of small or- 
ders, from purchasing agents, 
one manufacturer stated that 
purchasing agents have no con- 
ception of the costs of handling 
small orders and that in 1943, 
according to a survey, 43 per 
cent of purchasing agent’s or- 
ders were for sums of less than 
$5. When it is explained to 
some purchasing agents, it was 
stated, they are very receptive 
to the idea of reducing expenses 
not only for their own concerns 
by ordering in proper amounts 
but also agree that it is the only 
way the distributor may operate 
in a way to better serve the 
purchasing agent. 


Entertainment Program 


For the ladies, there was a 
luncheon on Monday, May 12, in 
the Rose Room of the Marl- 
borough Blenheim. Those who 
wished stayed on for tables of 
bridge. On Tuesday night, Cam- 
bridge Hali, Claridge Hotel, was 
the scene for dancing. 

In the pages immediately fol- 
lowing will be found major por- 
tions of many of the featured 
addresses at the Triple Mill Sup- 
ply convention. 
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A Hypothetical Case Study of 
At Tuesday's 


PARTICIPANTS 


HYPOTHETICAL 
CASE STUDY 


W. W. KEMPHERT 
Worthington Pump & 
Machinery Corp. 
Vice-president 
American Assn. 


FEATURE of the Tuesday - 


morning meeting of the 
American Supply and Machinery 
Manufacturers’ Assn. at the Ho- 
tel Traymore was an interesting 
and informative dramatization 
of “A Hypothetical Case Study 
of the G K Manufacturing Co.” 
The “skit” depicted a sales and 
executive meeting of officials of 
the fictitious manufacturing com- 
pany, and: several of the more 
important phases of sales opera- 
tions were discussed. The effec- 
tive use of factual data and ma- 
terial supplied by the association 
was also emphasized. Special 
mention was made of the organi- 
zation’s new book “An Analysis 
of the Distribution of Industrial 
Supplies” compiled by the Re- 
search Committee; the book 
“Better Sales Promotion for In- 
dustrial Distribution,” issued by 
the Sales Promotion Committee; 
the six reports of the “Sales 
Methods Series,” as prepared by 
the Sales Methods Committee, 
and the Conference Report of 
the Joint Regional Sales Meet- 
ings. 

The scene reproduced was 
that of the president’s office, 
with the president seated at the 
conference table with his three 
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key-men in distribution: the 
sales manager, the sales promo- 
tion manager, and the market 
research manager. Members of 
the cast were J. G. Geddes, vice- 
president, H. K. Porter, Inc., 
Everett, Mass.; B. E. Hotvedt, 
sales promotion manager, Black- 
hawk Mfg. Co., Milwaukee, Wis.; 
W. W. Kemphert, manager, mer- 
chandising division, Worthing- 
ton Pump & Machinery Corp., 
Harrison, N. J., and W. W. 
French, director of sales pro- 
motion, Dodge Mfg. Corp., Mish- 
awaka, Ind. 


Changing Market 


Mr. Geddes opened the presen- 
tation of the sales meeting, say- 
ing: “I have called you gentle- 
men together to discuss a vital 
question—‘Are we geared up for 
the buyers’ market?’ We have 
done very well during the war 
period and after the war ended. 
Our shops have been full of work. 
Business almost came in of it- 
self. Our backing always was at 
a comfortable point. Our profit 
position was good, but cancella- 
tions have started to come in 
and the volume of incoming new 
business has fallen off percepti- 


bly. I suddenly came to the 
realization that if this keeps up, 
my annual report to the direc- 
tors is not going to compare fav- 
orably with the lush reports of 
the war years. I know we must 
shift our emphasis from produc- 
tion to distribution, and I want 
to know what the sales depart- 
ment is doing about it.” 


Analysis of Distribution 


Mr. Hotvedt described how the 
“G K Mfg. Co.,” makes use of 
the study “An Analysis of the 
Distribution of Industrial Sup- 
plies,” and stated that the study 
was based on 1946 sales figures 
of 114 manufacturers who sell 
through industrial supply dis- 
tributors, with the statistical 
sample representing sales of 
more than $275 million. He also 
explained that because the asso- 
ciation had previously issued a 
similar analysis based on 1940 
sales that this made it possible 
to make valuable comparisons 
between prewar and postwar 
conditions. Mr. Hotvedt then 
said in part: 

“The new analysis indicates 
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the "G K Mfg. Co.” Dramatized 
Manufacturer's Session 


that secondary marketing cen- 
ters have increased in relative 
importance. Some cities, which 
developed industries of a perma- 
nent character during the war, 
show a sharp upward climb in 
industrial potential. 





The Pacific Coast 


“Contrary to some general be- 
liefs, temporary wartime busi- 
ness did not reflect a sharp up- 
turn in the relative postwar im- 
portance of the Pacific Coast. 
The Pacific States accounted for 
11.16 per cent of the national 
volume in 1940 and 11.29 per cent 
in 1946, according to the sur- 
vey; although Oregon climbed 
from 1.29 per cent in 1940, up 
to 1.62 per cent for 1946.” 

Among the States showing the 
greatest increases are Missouri, 
North Carolina, Texas, Minne- 
sota, and Tennessee. 

The survey also reports the 
sales from 1,645 cities, and es- 
tablishes the rank of the first 
200 cities in order of 1946 in- 
dustrial supply volume, as re- 
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ported by the 114 firms. Of the 
major cities, striking advances 
have been recorded for St. Louis, 
Minneapolis, Louisville, and 
Kansas City. 

As the first 200 cities in 1940 
accounted for 91.44 per cent in 
national volume, cities in the 
first 200 rank in 1946 sold 91.14 
per cent—indicating the growing 
relative importance of secondary 
industrial centers. 

Mr. Kemphert told how the 
“G K Mfg. Co.” plans sales 
methods, and emphasized that 
the keen competition in the buy- 
ers’ market will demand dynamic 
sales management to get the 
fullest cooperation, the greatest 
efforts, and the maximum re- 
sults from manpower. 


Six Basic Questions 


Pointing to sales as a major 
contribution to a prosperous na- 
tional economy, Mr. Kemphert 
directed these six basic ques- 
tions to manufacturers: 

“1. Do you have the right 
type of man in your sales work? 
2. Are they properly trained for 
the job to be done? 3. Do they 
understand our method of dis- 
tribution? 4. Are they directed 
properly for top efficiency? 5. 


B. E. HOTVEDT 
Blackhawk Mfg. Co. 
Executive Committee 

American Assn. 


Are they sparked through proper 
incentive to give their best? and 
6. Are they supported with the 
necessary tools to do effective 
sales work? 

“If the answers to these ques- 
tions are affirmative,” he said, 
“we will be well on the way 
toward avoiding any major re- 
cession.” 


Sales Literature 


Mr. French explained how the 
“G K Mfg. Co.” plans sales 
literature and recommended 
greater advertising schedules to 
reach adequately and economi- 
cally as many buying factors as 
resources will permit. Referring 
to the association’s booklet, 
“Better Sales Promotion for In- 
dustrial Distribution,” he point- 
ed out the need for better pack- 
aging, better labeling, better 
displays, and uniformity of size, 
punching, margins, weight, and 
arrangement of catalog sheets 
supplied to distributors. 

Following the dramatization, 
an open forum period was led by 
Mr. Kemphert and a selected 
panel group. Principal subjects 
discussed were sales training 
methods and aptitude testing of 
salesmen. 
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My Distributing Problems Are 


Hy E are in a mer- 


chandising revolution. Opera- 
tions are being streamlined and 
corners cut. It doesn’t matter 
if it is the drug store or the de- 
partment store, or the modern 
meat market with its precut and 
prewrapped cuts of meat. Short 
cuts are on the march. Changes 
have been made in all lines of 
merchandising endeavor save for 
possibly one and that one is the 
one you and I are a part of— 
the mill and industrial supply 
distributing business. 


Trade Burdens 


We, in the mill supply busi- 
ness operate under every trade 
practice burden and_ shoulder 
every possible service expense. 
We publish general catalogues 
which cost us large sums of 
money; we send salesmen or 
sales engineers, if you please, 
over the territory and many of 
the sales resulting are no larger 
than the average sale going 
through the turnstiles of a 
chain grocery store. We have 
to write these orders onto sheets 
for filling by capable’ stock 
clerks. The orders then are 
double checked and _ properly 
packed, and shipping bills are 
made out and the merchandise 
delivered. The sales sheets then 
enter our clerical departments 
for pricing, checking, billing, 
posting and once a month we 
send a statement and we, too, 
have our credit risks, and we 
too have our returns for credit. 
What more could we possibly do 
to add to our sales expense and 


E are in a period of many merchandising and dis- 
tributing changes, says Mr. Campbell, when labor 
costs must be met on the time clock, and all around us 
are business activities that are selling their wares on a 
price and service basis that shows a profit on the mer- 
chandise plus the labor cost involved in completing the 


sales. 


By WALLACE CAMPBELL 
President 
Campbell Hardware & Supply Co., 
Seattle, Wash. 


our costs of doing business? 
We're giving all of the services 
that were ever rendered in the 
old Gay 90’s and with businesses 
on all sides of us streamlining 
practices, reducing selling prices 
and still registering profits am- 
ply large to permit substantial 
wage increases to employees, 
how can we possibly think that 
we can avoid being engulfed in 
such a whirlpool of change and 
not sooner or later find ourselves 
face to face with serious eco- 
nomic problems. Oh, during 
these past several years, we have 
given all of this serious thought 
and study but to date, results 
from such thoughts and study 
have been meager. 

And humble as I am at crystal 
ball gazing, I do predict that 
within the next not so many 
years we are going to see 
changes effecting our habits of 
business practice. 


Uniform Cost Prices 


A number of years back, our 
manufacturing friends due to 
advertising and demands creat- 
ed by national publicity estab- 


lished uniform cost prices for 
us; uniform throughout the na- 
tion. We welcamed this policy 
even though it meant that our 
purchasing agent could throw 
his pencil away and forget being 
a sharp buyer. We welcomed 
this policy because it is a policy 
of honesty. Then as_ time 
marched on, possibly again, we 
will say due to growing favor- 
able consumer’s acceptance the 
manufacturers went farther and 
established our selling prices 
and because we had had difficulty 
in our own camp, for there are 
always those among us who 
would alter prices slightly, and 
distributors had contributed to 
chaotic prices prevailing in some 
lines, we welcomed indeed this 
new step. 

I’m referring to a period in 
our business history which goes 
back ten to fifteen years or more. 
At any rate, our costs of doing 
business were less burdensome 
in those days and the spread be- 


tween our costs and the selling 


prices as established by our 
manufacturing friends frankly 
met with our approval. 

Now our good manufacturing 


“And humble as | am at crystal ball gazing, | do predict that within the 
next not so many years we are going to see changes affecting our habits 


of business practice." 
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WALLACE CAMPBELL 


friends and bear in mind, I am 
referring only to the manufac- 
turers of branded products on 
which uniform cost prices and 
selling prices have been estab- 
lished as trade practice, whether 
these good manufacturers asked 
for it or not, whether they bar- 
gained for it or not; because 
they set our costs and because 
they set our selling prices, they 
are today in the definite position 
of controlling our gross profit 
structure. I frankly wonder if 
at the time when in a spirit of 
cooperating with their distribu- 
tors and for protecting their own 
good names and _ reputations, 
they fully realized they were to 
acquire such a great responsibil- 
ity. 


Distorted Ratios 


Today we are in a period of 
distorted ratios. Our old estab- 
lished percentages are knocked 
for a cocked hat. If anything 
has emerged from the periods 
of war regulations and regimen- 
tation, it is the simple fact that 
the ratios of one thing to an- 
other are al! distorted and I 
make my next statement with 
no thought of criticism but in 
simple coo] analysis. That Mr. 
Manufacturer fully aware of his 
own procurement problems, fully 
aware of his costs of raw ma- 
terials and component parts and 
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fully aware of the increased 
costs of his labor, all of which 
when added together give him 
his net costs to which we can 
add his percentage of gross 
profit, he now cannot arrive at 
suggested resale prices for his 
distributor without more factual 
information regarding his dis- 
tributors’ overhead figures and 
expense problems and _ profit 
needs. 
oO Oo 

| know of the manufacturers’ 
many headaches. | know he's 
burdened with problems from 
morning until night. | marvel 
how he shoulders many of 
them and actually retains and 
keeps his health, but it is per- 
fectly clear to me that in ad- 
dition to all that he is already 
doing, he is going to have to 
insert a new gear into his op- 
erating machinery—the gear 
of a department or staff or 
personnel or specialist who 
will keep Mr. Manufacturer in 
gear with respect to distrib- 
utors’ expense problems and 
profit requirements. 

—Wallace Campbell 


Oo 


I know of the manufacturers’ 
many headaches. I know he’s 
burdened with problems from 
morning until night. I marvel 
how he shoulders many of them 
and actually retains and keeps 
his health but it is perfectly 
clear to me that in addition to 
all that he is already doing, he 
is going to have to insert a new 
gear into his operating ma- 
chinery—the gear of a depart- 
ment or staff or personnel or 
specialist who will keep Mr. 
Manufacturer in gear with re- 
spect to distributors’ expense 
problems and profit require- 
ments. 

Now, I for example am doing 
business out in the far Pacific 
Northwest. Our country occupies 
a large chunk of the nation’s 
geography but we have a smal! 
population. The number of large 


At the Tuesday Morning Meeting of the National Supply and 
Machinery Distributors Assn. 








factories which we have to serve 
as a mill supply distributor can 
be counted on the fingers of 
your hands. We are two and 
three thousand miles away from 
our sources of supply. The in- 
ventories that we must carry, 
I can assure for I have made 
comparisons time and_ time 
again, are perhaps the largest 
that must be carried in any part 
of the nation when study is 
given to potential annual sales. 

For us to do a substantial 
volume, a broad diversified in- 
ventory must be handled and it 
is necessary for our salesmen 
to run down every possible alley 
of sales outlet. I only draw this 
picture to your attention to em- 
phasize “that expenses and prof- 
its do vary due to geographical 
conditions”—and I bluntly ask 
the question: “How can there 
be uniform cost and selling 
prices throughout this great na- 
tion when it is not possible to 
have uniform costs of doing 
business throughout the _ na- 
tion?” 


Impossible Task 


Some months ago I was of the 
opinion that we distributors in 
a section such as ours, could if 
we would, correct our own ills 
but the overlap of competing 
neighboring cities makes the 
task impossible for the distribu- 
tor. I’m now convireed that dis- 
tributors in every locality have 
some profit problems in using 
the manufacturers’ consumers 
sales price schedules and for cor- 
rections to be effectively made 
I’m convinced that the corrective 
measures must be injected into 
the manufacturers resale sched- 
ules. 

Here’s a thought I have re- 
peatedly emphasized to my exec- 
utives and to the stock holders 
of our particular institution: 
just who is our company’s real 
competitor? And I put the same 
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question to the owners of any 
mill supply business. Just who 
is our company’s real competi- 
tor? To my own staff I add 
further — that it’s not our 
friends down the street who are 
our merchandising competitors 
—they are not our company’s 
real competitor—the real com- 
petitors of our institutions are 
on the main street of our city, 
in offices and in banks. They 
have good securities and invest- 
ments to offer us. There is the 
savings bank on the corner and 
the government bond. 


Our Real Competitor 


If our particular business en- 
terprise with the capital and 
the money that we have invested 
in it—plus the energy and the 
time and the expense that we 
put in it, at the end of the year 
doesn’t net us any more profit 
than we can get by putting our 
money in the savings bank on 
Main Street then take particular 
heed for through the bifocals of 
our stock holders that savings 
bank on Main Street becomes 
our real competitor—and I’ll add 
that if a manufacturer can sit 
across the desk with the dis- 
tributor and go over the figures 
and find that the distributor in 
handling his line is making no 
more money at the end of each 
year than he could make by put- 
ting his capital in the savings 
bank, I say that manufacturer 
had better take heed and take 
heed quickly. 

Today on the Pacific Coast the 
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mill supply distributor is doing 
business—overhead to sales—at 
a percentage that is slightly be- 
low 20 per cent. In the indus- 
trial supply picture there are 
large industrial centers in which 
the distributors enjoy an aver- 
age sale on a single line on a 
sales sheet which shows a profit 
even though the gross percent- 
age is as low as on cutting tools 
for example 20 per cent. 

But there are hundreds of 
other so-called industrial com- 


munities in this nation, and our 


cities in the Pacific Northwest, 
can be classified in this second 
category where the number of 
our large industrial customers 
can be counted on the fingers of 
your hands ,and where a very 
high percentage of our average 
sales are of such a sum that 
when we figure the gross profit 
against the sale, the profit is not 
sufficient to anywhere near cover 


For us to do a substantial vol- 
ume, a broad diversified in- 
ventory must be handled and 
it is necessary for our sales- 
men to run down every pos- 
sible alley of sales outlet. | 
only draw this picture to your 
attention to emphasize “that 
expenses and profits do vary 
due to geographical condi- 
tions"—and | bluntly ask this 
question: How can there be 
uniform cost and selling prices 
throughout this great nation 
when it is impossible to have 
uniform costs of doing busi- 
ness throughout the nation? 
—Wallace Campbell 


the expense we are put to in 
handling the transaction. 

There is one important con- 
sideration that I feel we mill 
supply distributors must adjust 
our sights to and that is the 
study of percentages. Gross 
profits percentage wise are 
vague and meaningless until we 
dovetail them with our costs 
of operation on an hourly basis. 
Since the inception of the wage 
and hour act, this nation has 
been made hourly conscious. 

Today every strike demand 
shouts for higher hourly wages 
and employee thinking has had 
to shift from so much per month 
to so much an hour. Our stock 
clerks, shipping clerks, billing 
clerks, price clerks and all of 
the rest receive hourly pay 
which means that we can’t de- 
termine the profit of a sale per- 
centage wise until we have the 
clock sheets covering the amount 
of time actually spent by all 
hands in working on the trans- 
action. We, too, have to go on 
the clock. 


An Illustration 


To illustrate the thought 
further, in Seattle we happen 
to be the only distributors 
(hardware or mill supply) not 
breaking packages of wood 
screws, machine screws, stove 
bolts, etc. Our good competing 
friends do and feel sufficiently 
rewarded because there is a dif- 
ference in the price discounts of 
10 or 20 points for the broken 
packages. Frankly, we have 
found that we can do business 
nicely without selling such prod 
ucts in broken packages and we 
wouldn’t care if the additional 
markup were a hundred per cent 
more for the broken packages. 
We say we can’t get our time 
back for such service and sales. 

The small order’ problems 
ceases to be a problem if the 
small sale carries a profit irre- 
spective of how humble the 
profit—and the large order isn’t 
a profitable transaction when 
instead of it being made up of 
sufficiently large quantities of 
a limited number of items, it 
turns out to be pages long of 
small quantities of numerous 
items and thus isn’t a large or- 
der at all—but an accumulation 
of small orders merely wrapped 
up in a big package. 

Putting it more bluntly, our 
problems cease to be problems 
when we do a wholesale business 
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and -we are selling wholesale 
buyers their needs in wholesale 
quantities or to throw the sub- 
ject into converse, our problems 
multiply speedily when we find 
ourselves selling retail quanti- 
ties and retail quantities sup- 
plied with our service and our 
service costs spell a loss for us 
irrespective of the size or prom- 
inence of the customer making 
the purchase. 

If we will be perfectly frank 
with ourselves, we will acknowl- 
edge that the mill supply dis- 
tributor, the average mill supply 
distributor from one end of this 
country to the other, is a cross 
between a wholesale supplier and 
a retail supplier. And I think 
that if we analyze our ills from 
that point of view or approach, 
we shall find a solution that will 
cure our small order problems 
and our profit headaches. 


Much From Little 


I will not deny that a lot of 
our sales are nothing more than 
retail service sales. I mentioned 
earlier that in my extreme 
Pacific Northwest country the 
large industrial plants that we 
have to serve are few. I am 
mindful of the fact that each of 
the large industrial accounts of 
today grew from an humble be- 
ginning. : 

It was just a few years ago 
that the Boeing Aircraft Co., 
manufacturer of the now werld 
famous Flying Fortress, started 
in business in a small wooden 
shed, built upon log piling in 
Lake Union. And similar il- 
lustrations apply to the other 
large plants that are in Seattle. 
It is the old story of the giant 
oak from the little acorn grows 
and we, of the mill supply busi- 
ness realize that full well and 
we accept and nurse along these 
small accounts though their pur- 
chases are meager and their 
specifications total no more than 
retail sales, for tomorrow they 
may be our major accounts. 

And so to summarize, we have 
orders that are profitable and 
orders that are unprofitable and 
both the profitable and unprofit- 
able orders eminate from both 
small and large customers. 

Out West we mill supply dis- 
tributors are displeased over the 
profit percentage applying to cut- 
ting tools just for one example. 
We have other displeasures but 
to concentrate on this one. Now 
the percentage from the base 
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And so to summarize, we have 
orders that are profitable and 
orders that are unprofitable 
and both the profitable and 
unprofitable orders eminate 
from both small and large cus- 
tomers. 

—Wallace Campbell 


sheet is not wrong or unjust al- 
together. The existing percent- 
age is excellent for factory de- 
livery shipments and very satis- 
factory for a gross of ™% in. 
jobbers drills or taps when de- 
livered from our own stock room. 
On the other hand, the -base 
sheet is altogether too meager 
when it has to apply to the sale 
of just one dozen jobbers drills 
or taps and when it must apply 
to broken packages, down to one 
only % in. straight shank drill 
or tap or what-have-you, then 
such a gross percentage of profit 
is utterly ridiculous. 

You no longer hear of the old 
trade example “like sugar in a 
grocery store” because today the 
chain operator of groceries 
makes a profit even though it is 
small on his sales of sugar. 

We are in a period of many 
merchandising and distributing 
changes, when labor costs must 
be met on the time clock, and 
all around us are business ac- 
tivities that are selling their 
wares on a price and service 







basis that shows a profit on the 
merchandise plus the labor cost 
involved in completing the sales. 

So I don’t say, Mr. Manufac- 
turer of mill supply products: 
“Your present resale price struc- 
ture is entirely out of step.” 
I’m calling attention to parts of 
your price structure which are 
in error because they cause your 
distributors to suffer a loss in 
selling your goods. It is unfor- 
tunate but nevertheless true that 
it is a problem with which your 
distributors alone as a fraternity 
are quite helpless to cope but 
it’s something you and we both 
had better take seriously and 
correct quickly or one of these 
days our banker may concern 
himself even if your credit man- 
ager fails to. 


Progress and Profits 


And so in conclusion—prog- 
ress isn’t progress at all unless 
it is profitable. In this modern 
generation the few people pos- 
sessing any recollection of the 
old saying “robbing Peter to pay 
Paul” should be we industrial 
supply distributors for we are 
about the only ones left doing 
business in such a manner. We 
must get our time back or to put 
it more bluntly our labor costs 
out of every service that we ren- 


(Continued on page 220) 


NEW AND RETIRING NATIONAL PRESIDENTS 





William A. Patterson, Frick & Lindsay Co., Pittsburgh, Pa., retiring National 
Supply & Machinery Distributors’ Association president, left, congratulates 
the new president, F. Marsena Butts, Butts & Ordway Co., Cambridge, Mass. 
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Goods That Don't Pay the 


HOLESALE costs are only as high as demands of 
customers and manufacturers make them, says 


Mr. Wason. Because the problems of manufacturing are 
mechanical, they are easier of solution than the prob- 
lems of distribution, which are more human. 


By R. R. WASON, President, 
Manning, Maxwell & Moore, Inc. 
New York City 
Chairman of the Board 
Notional Association of 
Manufacturers 


F.. half a century 
Manning, Maxwell & Moore has 
been both manufacturer and dis- 
tributor, and is honored by mem- 
bership in this great triple as- 
sociation. In every year for half 
a century we learned that goods 
that don’t pay the distributor a 
profit are not distributed. 

This convention recognizes the 
unity of interest between manu- 
facturer and distributor. Manu- 
facturers and distributors are 
the two aides of the same dollar. 
They earn and spend together. 
The separation of one from the 
other detracts from the value 
of both. 

In America, the progress of 
today was your industrial vision 
of yesterday. Out of your 
dreams came the realities that 
lift burdens from the backs of 
workers and put them on ma- 
chines of endless accuracy and 
tireless energy. Fatigue is re- 
duced; health is protected; pro- 
duction is increased; new wealth 
is created. Under American en- 
terprise, purchasing power has 
always risen with horse power. 


The have-not nations have no 
machines. 

More than $8,000 of capital 
investment is needed to create 
every average job in American 
industry. The 
poverty and the rise of the 
standard of living of the people 
is geared to production ef- 
ficiency. This efficiency depends 
upon the quantity and quality 
of machinery which manage- 
ment supplies to employees. The 
rate of technological change in 
industry has increased until it 
is the most important fact of 
life in America today. It is con- 
servative to say that if Govern- 
mental interferences do _ not 
choke us, we are on the edge of 
the most glorious period of 
man’s eternal struggle to im- 
prove his economic well-being. 


Easier of Solution 


Because the problems of 
manufacturing are mechanical, 
they are easier of solution than 
the problems of distribution, 
which are more human. Ma- 
chines and seeds can produce 
goods, but it takes men to mar- 


reduction of - 


ROBERT 8. WASON 


ket them. The high costs of 
wages and salaries, in market- 
ing processes, bring constant 
criticisms from farmers and 
factory workers who see goods 
produced cheaply by sun, soil, 
toil, and mechanical processes. 
The American marketing system 
is complex beyond any descrip- 
tion that can be offered. 

The growth of the American 
factory system, the specializa- 
tion of industry, the ever-in- 
creasing variety of products and 
services offered to the public, the 
higher living standards thereby 
generated which absorb them 
and demand still more, are the 
principal reasons for high dis- 
tribution costs. Wholesale costs 
are only as high as the demands 
of customers and manufacturers 
make them. The problem of re- 
ducing costs is a problem of 
satisfying dynamic changes and 
increases in consumers’ require- 
ments, and in manufacturers’ 
financing, accounting, shipping 
and servicing organizations. As 
wholesalers you are an integral, 
indispensable part of the mar- 
keting system. As an organiza- 
tion you should sell to manufac- 
turers the economies of whole- 
sale distribution. The economies 
you can give the manufacturer 


". .. Efficiency depends upon the quantity and quality of machinery which 
management supplies to employees.” 
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are real and tangible in thou- 
sands of dollars. Manufacturers’ 
demands on the wholesaler are 
endless. 

The customers’ demands will 
continue to expand and increase 
as long as private enterprise con- 
tinues to raise the American 
standard of living and to pay 
for its own losses in the process. 
Many wholesalers offer services 
to the market that are neces- 
sary, desirable, or unique. Risks 
are taken beyond capacity to 
support them. Markets change, 
but marketers don’t. Business 
inefficiencies develop. Obsoles- 
cence creeps in, for which the 
marketer must pay. Too often 
he is a wholesaler. Poor manage- 
ment, bad pricing, over-reach- 
ing, extra services, small ac- 
counts—all tend to make a 
marketing business moribound 
or bankrupt. 


Conditions Accelerated 


The consumer accelerates 
these conditions by demands for 
more and more services, abuses 
of credit and returned-goods 
privilege, demands for variety 
beyond the power of a local mar- 
ket to supply. All develop com- 
petitive costs that often wash 
out those who compete. The 
consumer always remains on the 
sidelines to pick, choose and 
profit. The losses are paid by 
you who take the risks. In the 
American market the specialties 
and luxuries of one decade be- 
come the necessities of the next. 
The American system of mar- 
keting offers products for all 
levels of the market in rapid 
succession as the volume demand 
permits lower production costs 
and justifies lower ceiling prices. 
The high costs of distribution 
are caused by the high require- 
ments of the insatiable Ameri- 
can market. Marketing is largely 
a human function. Time has 
demonstrated that the whole- 
salers perform necessary func- 
tions in the marketing system. 
Time and again, their costs 
have been weighed against the 
contribution they make to the 
value of the products they dis- 
tribute. The fact that the manu- 
facturers continue to distribute 
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Distributor Are Not Distributed 


through these middlemen after 
examination of the costs they 
add, is the best evidence of the 
value of the wholesaler. The 
number of manufacturers sell- 
ing the national] market who dis- 
tribute their goods’ direct 
through their own outlets is an 
insignificant fraction of the 
total. Few indeed are the great 
corporations that can finance 
enough sales outlets to dis- 
tribute the quantities of mer- 
chandise they are prepared to 
manufacture. Most manufac- 
turers prefer to share the pos- 
sibilities of losses in bad times 
with hundreds or with thou- 
sands of self-owned outlets in- 
stead of attempting to finance 
them at their own expense. 


oe Ss 


“in modern marketing the de- 
mand for better quality. 
greater quantity and lower 
price is constantly met by 
those who survive. To meet 
this demand, both manufactur- 
ing and wholesaling units must 
be constantly expanded.” 

—R. R. Wason 
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In modern manufacturing and 
marketing, growth is possible 
only when the contributions 


At the Monday Morning 
Joint Session 


made to living standards are 
constantly increased. The _ in- 
creases can be in quality, in 
quantity, in packaging, in ser- 
vice, in utility. In the instances 
where none of these contribu- 
tions is made, deterioration of 
the marketer’s position sets in. 
This deterioration accelerates in 
direct ratio to the indifference 
of the manufacturer or whole- 
saler to his market. In modern 
marketing the demand for better 
quality, greater quantity and 
lower price is constantly met by 
those who survive. To meet 
this demand, both manufactur- 
ing and wholesaling units must 
be constantly expanded. Trade 
channels are as deeply dug and 
as visible to the experienced 
sales manager as the Hudson or 
the Mississippi. 


it Didn't Pay 


On financial shores rust the 
wrecks of thousands of manu- 
facturers who preferred to dig 
a distribution channel of their 
own by direct selling, rather 
than move without resistance 
and with great profit through 
the distribution channels that 
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wholesalers provide. No one can 
estimate the losses taken by 
manufacturers who deal with 
wholesalers at arm’s length. No 
one can estimate in millions of 
dollars the losses paid by manu- 
facturers who, in short-chang- 
ing distributors deprive them- 
selves of sales at a profit. Your 
net profits should be adequate 
to pay all your costs of doing 
business, to set up proper re- 
serves, to meet the expansion of 
your buildings, needed increases 
of your inventories, and to sup- 
ply an adequate return on your 
invested money. You should urge 
that the executives of your or- 
ganization sell the manufac- 
turers you represent on your 
contributions to their welfare 
and your need for payment. 


Short-Sightedness 


Every wholesaler in this room 
knows short-sighted manufac- 
turers who have tried one whole- 
saler after another and gradu- 
ally faded from their rich 
American markets rather than 
change their policy to give 
wholesalers an adequate profit 
after compensating for all their 
costs. The profit to the whole- 
saler should be adequate to his 
needs. Manufacturers selling to 
you think in terms of the orders 
they get. They compute their dis- 
count to you on the business you 
and others supply. You and they 
could prosper more when it is 
possible for them to think in 
terms of business they lose 
through inadequate discounts, 
through improper pricing, 
through stiff-necked policies that 
develop antagonism but prevent 
cooperation. It is indefensible 
for a manufacturer to use the 
power of size, the uniqueness of 
his line and the built-up demand 
for it as a pretext to short- 
change the distributor, whose 
costs are not reduced by the 
uniqueness of the manufac- 
turer’s line nor its standing with 
the consumer. It is indefensible 
for the wholesaler to keep sol- 
vent by using the profit of some 
lines to offset the losses of other 
lines. It is unfair to you, and 
to the manufacturers that give 
vou adequate discounts. It will 
constantly reduce the effective- 
ness of your business by throw- 
ing profits after losses, when 
vou could make net profits that 
build business. After each year’s 
end, when your figures are com- 
plete, you should call on your 


178 


“The taxes people pay are al- 
ways in the prices of the 
goods that they buy. Prices 
can come down when taxes 
come down." 

—R. R. Wason 


manufacturers with a report of 
the progress .and position of 
their line in your territory, 
under your stewartship, good or 
no good. This will permit re- 
view of the territorial men, the 
office correspondence, and other 





obstacles in the manufacturer’s 
organization. 

The manufacturer will await 
your arrival. He will devote time 
to your problems. The chief ex- 
ecutive will often make adjust- 
ments and corrections on the 
spot, in his interest and yours. 
You think it entirely normal for 
the territorial salesman who co- 
operates with you to _ report 
regularly to the manufacturer. 
It is equally normal] for you to 
report at least once each year. 
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It’s your customers who have 
created the Du Pont Sponge 
“shortage.’’ We’re producing more 
than ever before . . . but it seems 
that everybody wants to buy a 
Du Pont Sponge. 

Keep asking for the Du Pont 
Sponge. We’re doing our best to 
take care of your needs. 
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BETTER THINGS FOR BETTER LIVING... 


THROUGH CHEMISTRY 
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H. F. SEYMOUR D. S. BRISBIN IRVING LEMAUX 
Columbian Vise & Columbus McKinnon Indianapolis Brush & 
Mfg. Co. Chain Corp. Broom Mfg. Co. 


Every member of these Associa- 
tions is faced with higher costs 
that create higher prices. With 
1939 as 100 per cent, telephone, 
telegraph, transportation and 
travel have increased by price 
rises and taxes. Salaries and 
wages are up 85 per cent; semi- 
manufactured goods are up 85 
per cent; the finished goods of 
manufacturers are up 75 per 
cent; food is up 180 per cent. 
Price increases that you offer 
below these Bureau of Labor 
Statistics averages represent 
the efficiencies and economies 
that you have achieved and 
passed on to your customers. 


The Only Proved System 


Never have the contributions, 
of industry, to our high standard 
of living been so important and 
never before have the criticisms 
of industry been so uninformed, 
so prejudiced and so insistent. 
American competitive enterprise 
is the only proven system in the 
world that constantly creates 
more jobs and constantly raises 
the standard of living. Progress 
in America has been greatest 
when there was relative lack of 
interference by government. 

Six months ago when OPA 
ended, meat, butter and other 
products became available and 
prices went down. Industry 
started to catch up with the five- 
year backlog of unbought con- 
sumer goods. Many products 
that were not available under 
OPA at any price now come onto 
the market at prices above OPA 
ceilings. To say that prices have 


180 


increased on goods that were 
not available under OPA at any 
price is nonsense. One of the 
reasons for high prices should 
be recognized by the politicians 
that create them. In all nations 
where price controls continue, 
insolvency also continues. In all 
nations where price controls con- 
tinue, liberty has been lost. So 
far the American people as a 
whole have shown no inclination 
to squander their wartime sav- 
ings—there has been no signifi- 
cant increase in war bond re- 
demptions—no drawing down of 
savings accounts—no wild rush 
to convert money into goods. 
Only in America and Canada 
have consumer goods come onto 
the market in volume. Only 
America and Canada developed 
exportable surpluses. Only in 
America and Canada has in- 
flation been retarded. Only in 
America and Canada has liberty 
been restored to the people. 

The scars of war still show 
in your production and distribu- 
tion. Many items that you need 
are scarce. 


Members of this convention 
are now working their way to- 
ward higher levels of production 
which can generate high-level 
purchasing power and also a 
profit for production. The econ- 
omy is still in a healthy, vigor- 
ous condition if the Government 
will let it function. Business 
needs men in the Administration 
that will state the case for in- 
dustry and commerce and pre- 
vent depression. 

Every member of this con- 
vention favors lower prices as 











the cost of survival of every 
company represented here. Only 
low prices could have built the 
acceptance your products re- 
ceived, the solvency of the in- 
dustries you represent. 

The present high cost of liv- 
ing was made by government 
intervention. It is still playing 
politics with the economy. The 
Government, buying wheat to 
feed the world, bids against 
American housewives for the 
same wheat. 


Fewer Dollars 


Inevitably the Government’s 
action increases the price of 
bread on the housewife’s table. 
The President supports agri- 
cultural prices and the Depart- 
ment of Agriculture buys farm 
surpluses at prices above parity 
to keep farm prices from falling 
as low as parity. The only ways 
to increase the purchasing power 
of the dollar are to quit in- 
creasing the number of dollars 
that bid for available goods and 
to make more goods available. 
The Government continues to 
keep money cheap, which of it- 
self increases prices. If Govern- 
ment spending could be stopped, 
prices could be reduced. 

The President demands lower 
prices from industry. Yet he 
refuses to reduce the price of 
Government by a dime. He de- 
mands the right to spend $37.5 
billions. Federal politicians take 
and spend one dollar out of every 
five earned by every American 
worker, farmer, family, corpora- 
tion and partnership. 

The American people could 
save money in billions of dollars 
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There’s a 
Cleveland Chain 
for every farm use 













Typical of the completeness of the Cleveland 
line~and its vast profit possibilities for you— 
is the wide variety of chain offered for farm use. 

Regardless of whether your customers em- 


ploy mule power or modern tractors... 


whether their main crop is tobacco, wheat or 





sugar beets . . . you can offer them Cleveland 





Chains made especially for farm work. 
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And—when you sell Cleveland, you can 
be sure of steady, repeat business. There’s 


SECURITY, service and satisfaction in every link. 
P&P-6010 





LOG CHAIN No. 120 is available in 6 sizes 
and in 12-14-16-20 ft. lengths. Equipped with 
Crab Hook, Slip Hook (no Swivel). In self- 
colored, bright and coppered finishes. 


CLE VELAND [HAIN 








The Cleveland Chain & fy (o. 
Cleveland 5, Ohio 
Associate Companies: David Round & Son, Cleveland 
5, Ohio @ The Bridgeport Chain & Mfg. Co., Bridgeport 
1, Conn. @ Seattle Chain & Mfg. Co., Seattle 8, Wash. 
© Round California Chain Corp., Ltd., So. San Francisco 
and Los Angeles 54, California @ Woodhouse Chain 
Works, Trenton 7, New Jersey 
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ELECTRA RED SWIVEL TRACE CHAINS 


(Victory Model) Electrically welded. Fully guar- 
anteed. Lengths 614 -7-714 ft. in regular pattern. Jf 
Sizes 4, % and 3% inches. Packed 6 pairs of one . FH. se V4 
size in bag. 17 bags in barrel. Bright finish. 


, y 
. As TIE OUT CHAINS No. 1, 1/0, 2/0, ea O88 ee 
Sine Boadvas 1869 3/0 sizes in 20 and 30 ft. lengths. a 


. Finish’ bright or bright galvanized. r\ 
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%, . 
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‘ % % ‘ ont 
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In addition to chain illustrated, the Cleveland farm line includes: Anti-Cow os ek poli, ., 
ty Anti-Spreader Chains, Electra Breast Chains, Electra Heel Chains, Cow 
‘es, Jumbo Grip Farm Tractor Chains, Well and Pump Chain . . . chain for 


very farm need. 































































Cc. A. CHANNON 


if it paid the President and 
every Senator a million dollars 
each year in salary, provided 
the President and the Senate 
would spend your money for the 
welfare of all the people instead 
of sectional appropriations to as- 
sure their re-election. $97 mil- 
lions would be chicken feed to 
the American people if thereby 
savings of $6 billions could be 
achieved. Any average Ameri- 
can can spend his money better 
than any average politician can 
spend it for him. The right to 
spend more of his own earned 
money for more productive uses 
should be restored to every 
American citizen by reducing 
taxes. 


Prices and Taxes 


The taxes people pay are 
always in the prices of the goods 
that they buy. Prices can come 
down when taxes come down. 

Cheap money has increased 
insurance costs and thereby re- 
duced the power of all the people 
to protect themselves from 
poverty and distress in emergen- 
cies. The Government continues 
to demand wage increases for 
labor at the expense of every 
member of these Associations. 

The manufacturer and dis- 
tributor are at the mercy of 
wages when determining prices, 
because wages make up from 
two-thirds to four-fifths of the 
ultimate price paid by the con- 
sumer, the difference in the 
fractions depending on the prod- 
uct. 

OPA died by law, but political 
exhortations and _ propaganda 
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sorbed. 





Cutter, Wood & 
Sanderson Co. 


continue to inflate prices by de- 
manding 15-cent increases 
wages in automobile and steel in 
1947, before the 181%4-cent 
crease of 1946 has been 


Labor Has Profited 


The increased efficiencies and 
savings of industry achieved in 
recent years have been siphoned 
off to labor in wages by Govern- 
ment’s intervention. This has 
prevented the reduction in prices 
of your goods to consumers that 
otherwise could have been pro- 
vided. The question now 
whether we shall be able to hold 
prices down to their present 
W. T. RYAN levels, or whether they will have 
to rise again, as was predicted 

(Continued on page 200) 
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H. K. Clark, The Carborundum Co. 
R. G. Thompson, The Lufkin Rule Co. 
H. P. Ladds, The National Screw & Mfg. Co. 

L. M. Knouse, Stanley Elec. Tool Div., The Stanley Works 
George H. Halpin, Minnesota Mining & Mfg. Co. 
Roger Tewksbury, The Oster Mfg. Co. 

W. A. Purtell, Holo-Krome Screw Corp. 

D. W. Northup, The Henry G. Thompson & Son Co. 

A. A. Murfey, The Carborundum Co. 

F. J. Tone, Jr., The Carborundum Co. 

Robert D. Black, The Black & Decker Mfg. Co. 
Theodere F. Smith, Oliver Iron & Steel Corp. 


(*Newly elected) 
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Dearborn's new vented circulating 
heater design... Allows free and 
abundant air circulation over heat- 
ing chambers...Syphon action 
forces circulation of warm air 
through rooms... Welded construc- 








tion eliminates leaks... Flue gases 
are completely vented... Wall 
sweating and streaking eliminated. 
..- A marvel of heating engineering. 


Caienting (Weare 
by Dearborn 


Dearborn’s beautiful hammered coppertone finish and 
clean modern cabinet design on vented circulators go 
a long way toward pleasing a customer's fancy—but 
at the heart of Dearborn’s unusual consumer accept- 
ance is the Famous High Crown Burner. 


Precision machined for each type of gas... natural, 
mixed, manufactured, or LPG...the Famous High 
Crown burner just plain does an incomparable job of 
burning gas thoroughly and efficiently. It generates 
heat quicker, will not flash back when lighting, and 


its sturdy construction will last a lifetime. 





automatically when gas fails—will 
llow gas flow to burner when pilot is not 
eration. AGA approved for all gases. 






STOVE COMPANY 


1700 West Commerce Street 
DALLAS, TEXAS 






Offices in CHICAGO and LOS ANGELES 





















































Manufacturer's Policy Errors 


Which Hamper Distributors 


R. NEAL urges manufacturers to adopt policies 

sufficiently flexible to meet the needs not only of 

conditions in highly concentrated industrial areas but 

also of conditions in other distribution territories. He 

also points out that there are distributors lacking in defi- 

nite knowledge of their responsibilities toward manufac- 
turers whose lines they handle. 


By RAY C. NEAL 


R. C. Neal Co., Inc. 
Buffalo, N. Y. 


Vice-President, National Association 


T. IS occasion presents 
an opportunity to present a brief 
summary of the many complex 
situations which had been dis- 
cussed and partially ironed out 
during the past year or two be- 
tween the manufacturers as our 
sources of supply, and ourselves 
as the distributors. 

Now, it is not my intention to 
open a broadside against the 
manufacturers, nor indict them 
as a group on one common 
charge. Our industrial field is 
of such scope that many vari- 
ables must be recognized, for in- 
stance: 

Territory 

A—Highly concentrated or 
scattered. 

B—A_ great industrialized 
area or, a partially agricultural 
area. 


Material 
A—Perishable. 
B—Capital. 


Selling Cost 
A—High or low value per sale 
vs. profit. 


B—A rapid consistant turn- 
over such as perishable tools, or, 
a highly. technical commodity 
calling for specialized selling 
with low average repeating sale. 

C—Inventory value and in- 
vestment guaranteed by co- 
operation within reason against 
slow moving inventory and ex- 
change for faster moving inven- 
tory when proper items to meet 
the needs of the territory are 
finally determined. 

Now it is true that many 
manufacturers have in the past 
and, ‘some still seemingly do, 
adopt policies which surely 
hamper distributors in devious 
ways. This, I believe, is brought 
about from several causes, al- 
though I want to say, that in 
my humble opinion, great head- 
way has been made in the past 
three years to the point that: 

A—Many of the more irritat- 


o, 


At the Tuesday 
Morning National 
Assn. session 





RAY C. NEAL 


ing causes of prior years have 
either been entirely eliminated, 
or, are greatly reduced. 

B—That greater thought is 
being given to eradicating en- 
tirely the remaining causes, or, 
reducing the number. 

C—That both manufacturer 
and distributor, being fully 
aware of the need of harmony, 
are ready to compromise any re- 
maining causes which hamper 
distributors. ° 

Some principal remaining 
causes are: 

A—Snap judgment by manu- 
facturers before consideration 
of all pertinent factors with the 
result that a policy which finally 
is decided upon is not taken up 
with some of the manufacturer’s 
leading distributors for discus- 
sion before adoption. 

B—tThe planning of the policy 
is often left to personnel not 
steeped in distributor’s needs 
or, thorough believers in dis- 
tributor distributions. 

C—Too often the present cost 
of distributors for the services 
they render are not considered 
in their true light. 





“Many of the more irritating causes of prior years have either been 
entirely eliminated, or, are greatly reduced." 
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@ Something smart and truly useful... 
something sure to sell! 

It’s the ever-popular “Thermos” brand 
vacuum bottle in a new and practical case. 
The highly polished, seamless barrel is 
stronger, lighter—horizontally ribbed for 
extra strength and carrying ease. And the 
case is completely non-rusting — keeps its 
looks for life. 

Equipped with the “Thermos” silvered- 
glass vacuum-insulated filler, and pro- 
tected with a stainless steel shock absorber, 
this bottle is unequalled for long and 
efficient service. 

This new Thermos brand vacuum bottle 
will be available as No. 2280, with alu- 
minum cup, or No. 2284 with cup of ivory 
heat-resisting plastic. 


THE AMERICAN THERMOS BOTTLE CO. + NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


THERMDS 





TRADE-MARK REG. U. S. PAT. OFF. 


BRAND 
VACUUM BOTTLES 


MAY 22, 1947 
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D. W. NORTHUP : 
The Henry G. Thompson R. G. THOMPSON HERBERT P. LADDS can then cut the margin of profit 
& Son Co. The Lufkin Rule Co. =e ——” & because of protection offered. 


D—Policies are often adapted 
which are based on conditions 
in highly concentrated industrial 
areas without regard to existing 
conditions in the distributing 
territory of other distributors. 
The result is a policy which is 
not sufficiently flexible. 

E—Too many manufacturers 
do not have factual information 
as to the potential volume in a 
territory under discussion. In 
many cases, they cannot discuss 
a volume which they hope to ob- 
tain in a certain area during the 
first year of representation by 
a distributor, which they would 
consider satisfactory. 

F—Too often a manufacturer 
wants inventory put into a dis- 
tributor’s store without too 
much definite information as to 
the sizes, shapes, or, kinds of 
his product which will be readily 
salable and thus does not make 
an attractive offer for exchange 
of stock within a _ reasonable 
length of time. 

G—tThere is a tendency on the 
part of the manufacturer to de- 
cide in secret session to change 
the distributor in a certain area 
and spring it on the victims via 
registered special delivery lette- 
in place of a free and frank dis- 
cussion on the situation before 
the die is cast. On this situa- 
tion I will ask, do distributors 
extend this same _ courtesy 
(which we would like to have ex- 
tended to us) to sources when 
making a similar decision. 

H—Sales helps—literature— 
sales meetings — proper terri- 
torial representation. All of 


185 


not too much help to the dis- 
tributor. This possibly is par- 
tially the fault of the distribu- 
tors for they have not always 
been uniform in their requests, 
clean-cut, or, reasonable, there- 
by confusing the manufacturer 
with resultant misunderstanding 
that has hampered cooperation 
and productivity. I can say with 
a great deal of satisfaction and 
pride and confidence that much 
headway has been made in these 
particular fields in the past 
year. 

I—Some manufacturers seem 
to feel that if they have selec- 
tive or dual distribution, they 


J—Some manufacturers feel 
that a profit of 25 per cent is 
ample because other lines are 


these have been more or less : 
2 lesen sold at 20 per cent. They fail to 


subject of controversy, for years, 








between manufacturer and dis- take into consideration the cost 
tributor. While it might not be of inventory, capital investment, 
said that these particular items warehouse space, turnover, the 
do hamper the distributor, many (Continued on page 198) 
OFFICERS 
of the 


SOUTHERN SUPPLY AND MACHINERY 
DISTRIBUTORS’ ASSOCIATION 
Elected May 13, 1947, Atlantic City, N. J. 


President 
T. J. Kenny,* S. B. Hubbard Co., Jacksonville, Fia. 


Vice-Presidents 
Richard Alcott,* Riechman-Crosby Co. 
George Weaks,* Weaks Supply Co., Ltd. 


/ Executive Committee 
Lloyd B. Mize,* Industrial Supply Corp., Chairman 
J. L. Peebles, Peden Iron & Steel Co. 
M. N. Le Neave,* Allison-Erwin Co. 
Paul Griner,* Oliver H. Van Horn Co., Inc., of Houston 


Advisory Board 
J. A. Riechman, Riechman-Crosby Co. 
Ernest Howell, Capital City Supply Co. 
Cc. C. Krueger, San Antonio Machine & Supply Co. 
T. W. Lewis, Lewis Supply Co. 

W. W. Doe, Alabama Machinery & Supply Co. 
Alvin M. Smith, Smith-Courtney Co. 
Robert S. Page, The Henry Walke Co. 

Howard M. Schramm, Turner Supply Co. 
D. D. Peden, Peden Iron & Steel Co. 
W. M. Given, Young & Vann Supply Co. 
George Winship, Fulton Supply Co. 

F. M. Archer, Superior-Sterling Co. 

C. A. Dillon, Dillon Supply Co. 
Edward F. Stauss, Stauss & Haas, Inc. 

J. M. Bates, Moore-Handley Hardware Co. 
John B. Crimmins, Mills & Lupton Supply Co. 
Harry P. Leu, Harry P. Leu, Inc. 

Lloyd B. Mize, Industrial Supply Corp. 


(*Newly elected) 
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ew-( almost matted the gale!" 


When appliances were scarce. customers didn't bother ers are boning up on features. polishing up sales talks. To 


i . Si > strate the Manning-b é atic Table Grill 
much about details. But today they want facts. Slipshod demonstrate the Manning-Bowman Automatic 


salesmanship rings up a quick “No Sale? That's why deal- that is practically a kitchen in itself. for example... 





Point out: “With this grill you ean Show customer: “By setting this & “Comes with quick-changs = 

- sriull ) ; . alien rine ie affle crids 

toast two full-size sandwiches, gril! G, dial, you regulate temperature to 4 plate S, frving pan, waffle grids. 

¢ meats, fry eggs, bake waffles. and # cook, bake, or fry to taste. Light in * Heavily chrome plated, with in 
sal saaiead aa ; , sulated white plastic handles | 


9 ener d es : a ” 
heat soups or vegetables: cover glows when current is on 





Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont 
Makers of M-B quality Toasters, Percolators, Broilers, lrons, Automatic Grills, and Woffle Bakers. 


THE LINE THAT'S ALWAYS IN DEMAND 
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Sell Them More 


Wie emphasis on the fact that the sale of one 
piece of equipment can and should lead to the 
sale of supplies, Mr. Melius urges industrial supply dis- 
tributors to remember that “it costs you money every 
time a customer crosses your threshold." He recom- 
mends that they have their salesmen "package their 
sales by selling Equipment That Eats Supplies, and then 


Sell Them More." 


By R. P. MELIUS 
Director of Sales, 
The Delta Mfg. Co., 
Milwaukee, Wis. 


At the Tuesday Morning 
National Association Session 





R. P. MELIUS 


[. is natural that I am 
prejudiced by the equipment 
business, but I am not unmind- 
ful of the tremendous import- 
ance of the business of supplies 
—‘“perishable goods.” It seems 
to me that as we start down the 
stretch of “selling” again, it 
would be well to put first things 
first and analyze the position of 
the supply business today, and 
the terrific impact the last half- 
dozen years or so have made 
upon the supply business 


through the introduction of so 
many lines of equipment or 
“capital goods” to the industrial 
supply distributor. 

The sale of a piece of equip- 
ment is not only a substantial, 
profitable sale itself but it pro- 
vides a continuous market for 
supplies through the use of that 
equipment. ‘ 

If you will consider for just a 
moment that every sale of every 
kind of supplies is the result of 
some form of fabrication; if 
you will think back over a period 


of the past half-dozen years and 
consider the relationship of the 
sales of supplies to the use of 
equipment and the need for sup- 
plies to complete the fabricated 
item, I believe that you will have 
the answer to more substantial 
supply sales for many years to 
come. 

Have you ever really analyzed 
the fact that the sale of more 
drills, reamers and taps is the 
result of a drill press being used 
to fabricate an article; that the 
finished article may need set 
screws, bolts, nuts, washers and 
the use of files, spray guns, 
paint, and possibly bearings, 
grease and brushes to complete 
it. No, it is not my intention 
to sell tools to you today. 

The sale of a pump means the 
sale of pipe, valves, fittings— 
but the pump must be sold first. 
What does the sale of a pipe ma- 
chine mean in supply sales? How 
many supply sales follow the sale 
of a portable electric tool; a 
hack saw; a metal lathe; a 
welder; a grinder; a press; a 
hoist? The sale of each of these 
pieces of equipment of capital 
goods definitely opens the door 
to the continuous flow of perish- 
able goods—of supplies. 


What Sales Mean 


More’ equipment, properly 
sold, means better quality pro- 
duction, more fabricated items 
—a busy shop where main- 
tenance has continuous need for 
wrenches and hand tools, belt- 
ing, switches, cable, jacks, ma- 
terial handling equipment, 
gages, regulators, rope, lockers, 
light and a host of other items. 

Just as cheese, butter and 
milk results from a cow, the sale 
of supplies results from the sale 
of equipment. 

You may say we have been 
through all of that for many 
years, but have you? Have you 
placed emphasis where it really 
belongs to accomplish a better 
goal in what you are really do- 
ing? Have you really analyzed 
your sales force by dollars of 
sales they brought this month 
or last month, or have you taken 
them apart to see where you are 


“The sale of a piece of equipment is not only a substantial, profitable sale 
itself but it provides a continuous market for supplies through the use of 





that equipment." 
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GETS 2l¢ THE JUICE! 
STRAINS PULP and SEEDS! 

































JUICER 








RETAIL 







Made of durable non-stain aluminum 







Press half an orange, lemon or lime on 
juicer. Hold it still. DON'T TWIST. 












: Move handle back and forth. 3 easy 
4 strokes usually extracts all the juice, no 
bitter peel oil. 















Pour out the juice. Strginer catches all 
coarse pulp and seeds. 


KWICKY’S PIVOT BASE 
Juicer pivots freely on rubber base which grips table without 
marring or scratching. 


FAST... EASY TO CLEAN...chere 2 wothing like 


KWICKY is the first juicer on the market that does a completely satisfactory job. Simple 
to operate—easy to clean— moderate in price— KWICKY is a truly hot traffic item wher- | 












Shake out pulp and rinse. That's all! 
4 Finished in half the time. 





ever it is offered. It will be merchandised and advertised to your customers. Ask your 


jobber about this fast-selling, profitable juicer today. Or write for complete information. \ 






QUAM-NICHOLS COcw ¢ CHICAGO 16, ILLINOIS 
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HOWARD M. SCHRAMM 
Turner Supply Co. 


going and what these dollars 
might be next year and the year 
after by knowing what produces 
those dollars? 


The Dollar Tag 


What dollar tag do you place 
on each person who enters your 
store? Is it 50 cents, $1, $10 or 
$1000? You must know that it 
costs you money every time a 
customer crosses your threshold. 
How do you get it back at a 
higher rate than you get now? 
First it is your windows. How 
often do you change them; do 
you keep them washed and 
sparkling clean? Next, does 
your display floor show your 
prospect you are in the equip- 
ment business because you have 
an attractive display; because 
you “package” your sales? Do 
you show a grinder with a nice 
display of grinding wheels in 
the background; do you show a 
drill press with an assortment 
of drills, taps and reamers as a 
background—or have you shown 
a Jathe with a tool post grinder; 
a chuck with a display of 
wheels? 

Or, if you have a wrench dis- 
play, do you tie it up with bolts 
and nuts? There is no doubt 
that the customer knows vou 
have these items available, but 
do you remind him of this and 
do you, incidentally, remind your 
salesman that he has a package 
to sell and not just an order to 
take? 

’ How much does it cost you to 
call on a customer? You can cut 
that cost and build supply busi- 
ness if you can get your sales- 





J. M. BATES 
Moore-Handley 
Hardware Co. 
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JOHN B. CRIMMINS 
Mills & Lupton 
Supply Co. 


man to look for equipment busi- 
ness before he says “what have 
you got today.” Too many men 
never get beyond the “book,” 
and it’s our fault—the distribu- 
tor and the manufacturer. 

Here is a photostatic copy of 
“Supply Sales Trends” published 
in April Mill Supplies. It is go- 
ing down. How far down will it 
go before you insist that every 
man who carries a bag for you 
increases your future potential 
of supply sales by talking about 
the very life blood of your busi- 
ness; more equipment to eat up 
your supplies? How many new 
and better accounts can he build 
for himself and for you by mak- 
ing the “in-between” calls in- 
stead of just making’ the 
“rounds”? 

Gentlemen, if this appears 


‘ 





critical, it is not intended to be; 
but, frankly, as we look into the 
future of the mill supply busi- 
ness; as you think more and 
more each day about the trend 
of supply sales, I feel sure that 
what is needed more than any- 
thing else is a critical exposition 
of what lies ahead, both on the 
part of the distributor and the 
manufacturer. The manufac- 
turer, too often, is both your 
customer and your supplier, 
either directly or indirectly, and 
I think we all have a big job to 
do soon—mighty soon. I have 
talked to distributors in dif- 
ferent parts of the country 
about first things coming first; 
about the chicken or the egg, 
and which came first. I hardly 
think it is necessary to know that 
answer; but, I think you will all 
agree, that if we hatch more 
eggs or make more calls, we can 
raise more chickens. Chickens 
are like equipment in a way; 
they eat a lot of feed, and we eat 
the eggs; and when they have 
been used for a certain length 
of time, we replace them and go 
all through the cycle again. 


Which Territory? 


If I may refer again to tools, 
as one of the items of equipment 
to stress the point, I would like 


to ask you the question: “If 


you had a choice of selecting 
a territory to sell your stock of 
drills, tap and reamers, would 
you take a territory that had 10 
drill presses in use or one which 
had 1000 drill presses in use?” 
It is fundamental, isn’t it! Some 
(Continued on page 216) 
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B. N. ACKLES 
The Ray! Co. 








P. RIDINGS 
Syracuse Supply Co. 





JOHN T. POTTS 
The Galigher Co. 
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(Gy "AVES vouR TIME AND MONEY, Too 


CHORELESs CHURNING 
IS THE THING FOR You 


DELUXE MODEL 


' f Without Jar 
f Sy 9-9 5 


"STANDARD MODEL without Jor $16.95 





ios ¢ 
“ o more arm-wearying, wav with Ger Te a/y/ Wi/ei7Churn. Light- 
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Hundreds? « ar \$\A\Miailde thr’ Y write ALABAMA MANUFACTURING COMPANY = Gem Dandy Electric Conen-are fil superately. 
wives are making butter this modern, work/ess BIRMINGHAM 3, ALABAMA Prices: 3-gal. about $1.95; S-gal. about $2.45. 
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The Economic Outlook 


VY HEN account is taken of elements of strength in 
our present situation such as | have cited—and | 
have not mentioned all of them— submit that it is im- 
possible to make a rational case that we are on the 
edge of a deep depression, says Mr. Keezer. 


By DEXTER M. KEEZER 


Director, 


Department of Economics 
McGraw-Hill Publishing Co. 
New York, N. Y. 


i ECENTLY quite a 


few soft spots have showed up’ 


in our economy. They started in 
fields of relatively minor impor- 
tance like the jewelry and fur 
trades, the night club business 
and the taxicab transport busi- 
ness—particularly on the tipping 
end. In this connection, I com- 
mend to you the trend in taxi 
tips as a particularly sensitive 
indicator of what’s ahead in 
business. 

Now the soft spots have 
spread to more important lines 
of- activity. Department store 
trade, the ultimate objective of 
a very large and diverse volume 
of business activity, is one. 
Radio manufacture is another. 
Asked where the radio business 
is going, a large manufacturer 
remarked the other day, “It isn’t 
going. It has went!” Some lines 
of woolen manufacture have run 
into heavy going. Shoe manu- 
facturing is still another line 
where activity has slowed great- 
ly in recent months. The situa- 
tion in building is blurred, part- 
ly by strange weather, but there 
seems to have been considerable 


slowing up in that crucially im- 
portant field. 

In spreading from small be- 
ginnings to fields of major im- 
portance this slowing up of 
economic activity has been fol- 
lowing a pattern which, on some 
previous occasions, has wound 
up in a general and deep depres- 
sion. Consequently, it brings 
into sharp relief two very en- 
gaging questions: 

1. Are we now in for a general 
economic set-back? 

2. Will it move on into a deep 
depression? 


o oO 


“During the First World War 
period the farm mortgage 
debt almost doubled. During 
this war period it has actually 
decreased. Now mortgage 
debt is only about 10 per cent 
of the total farm valuation.” 

—Dexter M. Keezer 


ao & 


So far as I can tell the right 
answer to both of these ques- 
tions is “No.” I think there will 


ao 


At the Monday Morning 
Joint Session 


DEXTER M. KEEZER 


be more troubles of the sort I 
have mentioned. In the aggre- 
gate I would not be surprised 
to see these troubles result in 
the temporary unemployment of 
several million around the end 
of the year. But at the same 
time those sectors of the econ- 
omy I: have mentioned — and 
some more—are working off 
some real aches and pains, I 
think that other parts— pri- 
marily those engaged in produc- 
ing durable goods—will be going 
full steam ahead; and will con- 
tinue to do so for many months. 
That should cheer you. 

Ever since V-J Day almost 
everything about our economy 
has been more or less cockeyed. 
The price structure has been 
badly distorted, and remains so. 
So has the wage structure. We 
have been having a tremendous 
boom in the production and sale 
of non-durable goods. For much 
of the time the production of 
durable goods has been tangled 
up by labor and material 
troubles, and technical conver- 
sion problems. Hence, as we 
meet here, the boom in non- 
durable goods has far more near- 


“In contrast to the average of farm prices which is about 150 per cent 
higher than it was in January, 1941, industrial prices as a whole are only 


about 55 per cent above their level in January, 1941." 
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Packed in Burlap 


You can help your customers be- 
come successful,, gardeners -—- and 
better customers for all garden sup- 
plies—by telling them to first prop- 
erly condition their soil with Premier 
Peat Moss, the selected, tested, certi- 
fied peat moss. 

Now you can sell this truly premier 
peat moss, in handy, clean, spill- 
proof packages that your customers 
can carry away in their cars. A cinch 
to handle—makes deliveries easy. 
BLUE BALE HEAD easily identifies PREMIER. 
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PREMIER-NURE enables you to offer cus- 
tomers a double value in an all-organic 
fertilizer. It gives soil proper conditioning 
AND plant food—and it does both at the 
same time. Your customers will thank you 
for recommending Premier - Nure — the 
double-action fertilizer that is non-burn- 
ing, easy to apply. Packaged in 50-lb. 
bags, ining two bushel 
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ly run its course (and indeed 
overrun it in some cases) than 
the boom in durables. Conse- 
quently, there is reason to expect 
that the boom in durables will 
carry along for some time while 
that in non-durables continues 
to slack off. This view is con- 
sistent with the generally cock- 
eyed course we have been fol- 
lowing. More important, it seems 
to be supported by the order 
books. 


Boom Atmosphere 


Of course, in any talk about 
the economic future it must be 
recognized that we are still 
operating in a boom atmosphere. 
This is a dizzy and considerably 


EDWARD F. STAUSS 
Stauss & Haas, Inc. 


F. M. ARCHER 
Superior-Sterling Co. 


intoxicated atmosphere, in which 
entirely unpredictable things 
can happen. Also a good many 
people are afflicted by the eco- 
nomic jitters contracted during 
the 30’s. That also makes it 
harder than usual to guess what 
they might do. But if they look 
at the basic economic facts, 
rather than what they fear 
might be under the bed, if they 
dared to look, they will see no 
basis for fearing a general eco- 
nomic set-back in the _ near 
future. 

By following the same course 
they will see even less basis for 
fear that we have started to 
slide into a deep (1930 model) 
depression. This time, however, 
this potentially vicious cycle will 
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be resisted by elements of eco- 
nomic strength which have per- 
haps never been present in like 
degree in a similar period. 


Merely a catalog of these 
strengths would carry me be- 
yond the 20-minute limit. But 
here are indications of some of 
them which are not stressed as 
much as they should be. 


When prices started to hit the 
skids in 1929 they quickly un- 
covered great weakness in the 
banking system which was tied 
up by a log of loans that could 
not be liquidated. As a result 
an gven 4,000 banks failed in 


1933. Now the banking system . 


is fabulously liquid. Not a single 
bank has failed in the last two 
years. A strong deposit insur- 
ance system also buttresses the 
banking system. 


Recently farm prices have 
started to decline, and there are 
indications that they will keep 
on going quite a distance. This 
development raises specters of 
the sort of farm price collapse 
which followed the first World 
War. That collapse, in which 
industrial prices shared fully, 
ushered in twenty years of farm 
depression. But now farm prices 
cannot fall more than about 25 
to 30 per cent on the average 
before hitting the supports of 
government guaranteed prices. 
And as they go down, they won’t 
find the farmers out on a limb 
financially as they were after the 
last war. During the first World 
War period the farm mortgage 
debt almost doubled. During this 
war period it has actually de- 
creased. Now mortgage debt is 
only about 10 per cent of the 
total farm valuation. Hence, the 
country can enjoy the badly 
needed benefit of lower food 
prices without even seriously up- 


. setting the farmers. 


industrial Prices 


So far as industrial prices are 
concerned, they are not nearly 
as high as the political campaign 
to talk down prices would sug- 
gest. In contrast to the average 
of farm prices which is about 
150 per cent higher than it was 
in January, 1941, industrial 
prices as a whole are only about 
55 per cent above their level in 
January, 1941. If they are go- 
ing to be reduced very much 
below that level quickly it will 
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be necessary to talk a lot of 
unions into opening their con- 
tracts and accepting lower 
wages. It is true that in a 
good many cases industrial prof- 
its have been running at a high 
rate lately. But if all industrial 
profits were converted into price 
reductions it would result in a 
decrease of only about 10 per 
cent in the average of industrial 
prices. In the meantime, both 
government guarantees (in the 
case of farm prices) and wage 
contracts (in the case of indus- 
trial prices) add new elements 
of firmness to our price struc- 
ture. 


Grade A Politics 


In indicating certain economic 
limitations of a program to talk 
down prices I do not want to 
imply that it is also feeble 
politically. Quite on the con- 
trary I am sure it is Grade A 
politics. President Truman 
argued that if price controls 
were not held prices would go 
up fast and far. Quite a lot 
did, so he has a record on his 
side. Now he says that if they 
are not lowered rapidly we shall 
have a business set-back. Prices 
as a whole are not going to be 
lowered rapidly. We are going 
to have, indeed are having a 
business set-back of sorts. So 
it’s odds on that the President 
will be able to say, “Right 
again!” The fact that the rea- 
sons may be wrong is purely in- 
cidental, politically. 


Returning to the economic 
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forces working against a deep 
depression, I am sure that most 
of you deplore the fact that fed- 
eral expenditures continue in 
very large volume. I certainly 
do, as a general proposition. But 
the fact remains that such a 
large volume of relatively fixed 
expenditures as those of the fed- 
eral government can have a de- 
cidedly stabilizing influence over 
a short run. You may deplore 
even more the steep ascent of 
federal income tax rates as in- 
dividual incomes go up. But it 
also means that as individual in- 
comes go down the government 
rather than the individual takes 
much of the loss. That could 
get the government into terrible 
trouble over any considerable 





period. But for any short period 
it can have an important stabil- 
izing influence on consumer ex- 
penditures which would not be 
exerted by a less harshly ascend- 
ing scale of income tax rates. 

In many lines of business it 
will take many months to catch 
up with the backlog of demand 
created by the war. Happily for 
you, this is particularly true of 
your customers in the durable 
goods field. Well over $10 bil- 
lion — the proceeds of loans 
made or promised—are poised 
abroad for expenditures in the 
United States over the next few 
years. 

Even if we run into consider- 
able pockets of temporary un- 
employment toward the end of 
the year it won’t mean the 
abrupt chopping off of consumer 
income as it has at times in the 
past. Substantial unemployment 
benefit payments will be made. 
It is my impression that the 
stabilizing force of such pay- 
ments is quite consistently un- 
derestimated. 





Into a Set-Back 


When account is taken of ele- 
ments of strength in the present 
situation such as I have cited 
and I have not even mentioned 
all of them—I submit that it is 
impossible to make a rational 
case that we are on the edge of 
deep depression. We are on the 
edge, in fact, we are part of the 
way into a set-back. Historically 
it marks the end of that ‘strange 
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Many a man is already hinting for 
that fine FLINT* Knife he’s seen advertised in 









leading national magazines. 





And many a smart store is already planning a big 
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period when giving a person the 
opportunity to buy something 
was often treated as the grant- 
ing of a sort of special privilege. 
The art of selling is now coming 
back into its own. As it does so 
the wise handling of your inven- 
tory and credit problems will 
play a much larger role in de- 
termining your individual suc- 
cess than it has for some years. 
But unless we develop a path- 
ological impulse to commit eco- 
nomic suicide, the set-back 
should be in limited degree. 

So far as the longer future is 


AMERICAN ADVISORY BOARD 


FARNHAM YARDLEY 
Jenkins Bros. 


F. J. TONE, JR. 
The Carborundum Co. 


concerned, I personally have 
greater misgivings. Without too 
much trouble, I can conjure up 
a grave economic depression 
along in the middle fifties— 
particularly if you won’t follow 
my particular prescriptions for 
perpetual economic health. 

In the meantime, we are 
moving into some disturbed 
economic weather, but no hurri- 
canes are in sight. If we use our 
heads we can steer into a long 
stretch of fine weather ahead. 
I fervently hope we shall use 
our heads. 
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net value of the material handled 
per invoice, the sales cost, etc. 

K—Many manufacturers will 
provide a sliding scale, with 
diminishing returns as the vol- 
ume increases. As a rule the 
maximum discount for small 
quantities does not compensate 
for the cost of handling small 
quantities. 

L—If a line is_ technical, 
many manufacturers, today, are 
asking for specialized salesmen 
on their line in the store of a 
distributor without regard to 
the possible maximum volume 
which can be obtained. This 
should be known to the manu- 
facturer so he can help the dis- 
tributor to determine whether 
or not he can afford a specialty 
man. 

M—Many manufacturers still 
want to reserve their larger ac- 





counts for themselves and do not 
even offer that possible extra 
remuneration to offset partly the 
cost of handling the smaller ac- 
counts. 

I will say that ' believe it is 
the intention of all manufactur- 
ers to have a satisfactory dis- 
tributor policy if they are sold 
on that form distribution. How- 
ever, unfortunately, many are 
not too generous in their ap- 
proaches to the distributor as to 
territory, profit, or sales assist- 
ance. By the same token, there 
are a few outstanding manufac- 
turers, in various industries, 
who are striving to do the best 
they can to make distribution a 
profitable business and, who are 
sacrificing, today, in many ways 
toward this end. Now it is true 
that the manufacturer many 
times is hampered by his own in- 
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dustry- in that it may contain 
competition for him, which, be- 
cause of the commodity, may be 
sold direct advantageously. If 
that manufacturer were to in- 
crease the margin of profit for 
the distributor 2% or 5 per cent, 
it might mean a loss of addi- 
tional business and thus price 
that manufacturer out of the 
market. Therefore, all manufac- 
turers in all lines cannot be 
looked upon to have the same 
policy or to have the same mar- 
gin of profit for the distributor. 

I believe there are many dis- 
tributors who are lacking in a 
definite knowledge of their re- 
sponsibility in assisting the 
manufacturer in determination 
of a policy which will meet the 
varying needs and conditions in 
different territories. Each dis- 
tributor should be willing and 
able to sit down and talk intelli- 
gently with any manufacturer as 
to the needs of his particular 
territory, his costs of doing busi- 
ness, potential volume, etc., on 
any line he is interested in dis- 
tributing. 


Recommendations 


Now that several errors which 
hamper distribution have been 
mentioned, what is the answer? 
The following recommendations 
are given for consideration: 

AA closer relationship be- 
tween manufacturers and their 
key distributors. A consultation 
before making a decision af- 
fecting both, rather than a sell- 
ing job on the part of the manu- 
facturer to the distributor after 
the conclusion is reached. 

B The manufacturer should 
be sure his policy makers and 
advertising agencies are dis- 
tributor minded. 

C When making changes in 
prices, the advanced costs of 
distribution should be carefully 
studied and considered with the 
idea in mind of affording at the 
present time a larger margin for 
the distributor if possible. 

D A fixed basic policy should 
be adopted which is sufficiently 
flexible to meet the varying 
needs of the different territories, 
without discrimination or pref- 
erence of one distributor over 
the other. 

E Careful analysis should be 
made of each territory based on: 
1. Natural trading areas. 
2. Potential market. 

3. Inventory requirements. 
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4. Agreement as to length of 
time for demonstration of re- 
sults. 

5. Type and quality of sales as- 
sistance which will be rendered 
by the manufacturer to enable 
a well trained representative to 
assist in training the dis- 
tributor’s salesmen. 

6. Kind of franchise—exclusive 
selective, etc. If exclusive, does 
it include OEM and national ac- 
counts. 

F Definite commitments of 
stock disposal for return if the 
manufacturer makes a change in 
his representation in any ter- 
ritory. 

G Eliminate at this time the 
escalator clause which has about 
run its course and served its 
purpose. 

H Do not use the present 
emergency to exact an additional 
profit to the detriment of the 
distributor by eliminating the 
2 per cent, 10th prox. discount. 
Is it fair to ask the distributor 
to contribute to the profit of a 
manufacturer by this 2 per 
cent? It really means an ad- 
vance in price to the distributor 
with no chance for him to re- 
deem it. If advanced prices are 
needed, do it in the regular way 
of advancing the sales price of 
the product. Do not exact it 
from your already hard pressed 
distributor friend. 


0 0 


", . . All manufacturers in all 
lines cannot be looked upon to 
have the same policy or to 
have the same margin of profit 
for the distributor." 


—Ray C. Neal 
oO 0 


In closing I wish to make ref- 
erence to the recent area meet- 
ings which were sponsored by 
the American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion, the Southern Supply & Ma- 
chinery Distributors’ Associa- 
tion, and the National Supply & 
Machinery Distributors’ As- 
sociation. It was my good for- 
tune to take part in three of 
these regional meetings. With 
that experience and opportunity, 
it was easy to see the improve- 
ment as meeting followed meet- 
ing, while it is the consensus of 
opinion that the meetings were 
successful in every way because 
those who attended were gener- 
ally warm in their praise of the 
meetings, the great good in my 
estimation came from the closer 
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relationship established between 
manufacturer and distributor. 

We, ourselves, have already 
seen the result of the meeting. 
It was our good fortune to have 
a manufacturer who was 100 per 
cent distributor conscious select 
our organization for a trial sales 
meeting. It was most successful, 
and was one of the finest sales 
meetings we have ever held 
with a manufacturer. It is en- 
couraging as it indicates a 
definite trend and is one result 
of the work of the area meet- 
ings. 

I want to take this occasion 


to publicly thank the manufac- 
turers, members of the Ameri- 
can Supply & Machinery Manu- 
facturers’ Association for the 
immense amount of time, effort 
and thought, they have given to 
the planning and assisting in 
our aim of greater distribution 
at lower: costs. I am sure that 
if the distributors will do their 
share in this cooperative move 
by the manufacturers, you will 
find many of them whose line 
of manufacture permits elimi- 
nating more and more manu- 
facturer’s policy errors which 
hamper distributors. 
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when General Motors and Gen- 
eral Electric granted their wage 
increases. 

Politicians should accept the 
responsibility for price increases 
that their action creates. The 
right to sell at a fair profit is 
as fundamental to our economic 
freedom as the right to a job at 
fair pay; they are the same 
thing. Goods that cannot be 
made at a fair profit just don’t 
get made. Goods that cannot be 
distributed at a profit to the dis- 
tributor just don’t get dis- 
tributed. The attack on profit 
is an attack on our free competi- 
tive system. Profit is what dis- 
tinguishes it from socialism. It 
is our task to tell America that 
wages and profits are the re- 
wards for which men work; that 
they are the same things; and 
that neither men nor money will 
work without wages. 


Protection of Goods 


You must show that both 
wages and profits come from 
production of goods; that your 
profit is the greatest assurance 
of employment that your em- 
ployees can have. It is your job 
to make clear by simple econom- 
ics that no workman in your 
employ can put the gyp on you 
without putting it on himself. 

If the President is going to 
intervene in the economy, he 
should learn more about it. 
Wage increases and high taxes 
do not reduce the cost of living. 
Prices can come down rapidly if 
the Government quits increasing 
costs of the items that enter 
into prices. Price reductions 
cannot be achieved in any in- 
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dustry when it is threatened 
with further wage cost rises by 
Government coercion. 

The combination of Govern- 
ment interventions, at a time 
when a fifteen-year backlog of 
unbought consumer goods had 
not been manufactured, forced 
prices higher than they should 
be; higher than they will be if 
and when the Government re- 
duces its costs to the people; if 
and when Government restores 
equality to industry with labor 
before the law; if and when Gov- 
ernment gives industry equality 
with agriculture. 

Now the President is unwill- 
ing to live with the price in- 
creases his action organized. The 
President has not criticized 
labor’s increased wages that en- 
ter into prices. On the contrary, 
he has urged the increases. 

The President has not criti- 
cized parity prices for agri- 
culture. On the contrary, he sup- 
ports them. His criticisms of 
prices is confined to industry, 
whose price increases have been 
least and whose contribution to 
a higher standard of living has 
been greatest. Only industry 
has been asked to reduce prices; 
not labor, not agriculture; not 
Government. Only industry has 
reduced prices. Wages are up, 
food prices are up, peacetime 
costs of Government are multi- 
plied. Prices and profits can be 
truly regulated only by free 
competition, which is as im- 
personal as gravitation. Enter- 
prise cannot hire men until it 
first hiref money. The job comes 
next. The salable products for 
use come last. The man who has 
savings to hire has the option 











of not risking them. Profit is 
the inducement offered to the 
investor by businessmen want- 
ing to establish, enlarge, or just 
operate a business. Without 
profit, new capital has no in- 
centive to risk investment; old 
capital contracts to save the 
principal. Price reductions at 
the cost of solvency create un- 
employment, reduce purchasing 
power, lower the standard of liv- 
ing for all the people. 

Let the President demand 
lower taxes so that prices may 
fall. Let the Government buy 
agricultural products at parity 
and not above parity so that 
food prices can drop. Let the 
Government quit forcing wage 
increases that lift prices beyond 
the ability of the public to pay. 
The easiest way to discount a 
depression in your business is 
to make ready for it. 


Protect Your Solvency 


Protect your solvency as you 
would your life. Reduce all pos- 
sible prices... Pare down your 
inventories. Reduce the age of 
your receivables. Reduce your 
organization if possible. Im- 
prove service to your customers. 
Intensify all shop and _ sales 
training courses. Bring new and 
better men into your organiza- 
tions. Lift the level of your ob- 
jectives. Call personally, hat in 
hand, on good customers you 
have lost. Solvency is the great- 
est contribution you can make 
to the welfare of the nation. It 
is the greatest support you can 
give the President in, his pur- 
poses, as distinguished from his 
method. It is the true assur- 





R. C. DUNCAN 
R. C. Duncan Co. 


National Advisory Board 
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WADERS 
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No. 7160 Apron. A black 
apron for general industrial 
use. Made of drill and coated 
on each side with Neoprene 
which is unaffected by fats, 
oils, greases, and most sol- 
vents. Resists dilute’ acids 
also. 


No. 3062 Sturdy. comfortable waders for dock 
workers, construction men and all who work in wet or 
muddy areas. Made of heavy rubber coated jersey 
type fabric. All reinforced. Black rubber boots with 
cleated sole and molded heel. 


No. 1080 Heavy Duty Rubber Surface Suit. For mining, commercial 
fishing. sewerage disposal. all acid operations. Either part of suit service- 
able alone. Jacket has thick layer of rubber, friction anchored on strong 
fabric. Fully cemented seams, corduroy edged stand collar, completely 
vulcanized. Overalls with high bib front. 


No. 1063 Special double coated acidproof suit. Coated on both sides 
with specially compounded Neoprene, and designed to give complete 
protection against acids and chemicals. All seams fully cemented. 


HODGMAN RUBBER CO. 


FRAMINGHAM, MASS. 
173 W. Madison St. 
Chicago, II. 


121 Second St. 
San Francisco, Cal. 


261 Fifth Ave. 
New York, N. Y. 
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"Time has demonstrated that 
the wholesalers perform nec- 
essary functions in the mark- 
eting system. Time and again, 
their costs have been weighed 
against the contribution they 
make to the value of the prod- 
ucts they distribute. The fact 
that the manufacturers con- 
tinue to distribute through 
these middlemen after exami- 
nation of costs they add, is 
the best evidence of the value 
of the wholesaler.” 

—R. R. Wason 


ie 


ance of jobs at high wages. Ii 
is the assurance of solvency to 
your suppliers. It is the assur- 
ance of growth to your owners. 

Every member of these As- 


| sociations knows that solvency 





is best achieved by reducing the 
prices when possible, by improv- 
ing quality of service. An ob- 
solete business makes no profit. 
We are not working our way 
toward a depression. We are 
working our way out into a 
fully competitive market. 


Venture Capital Taxes 


If depression is to be avoided, 
taxes on venture capital must be 
reduced and labor’s monopoly 
must be ended. There will be no 
depression in 1947 unless the 
Government makes it. 


Give industry freedom to risk 
and venture; give back the in- 
centive of competition; restore 
equality for industry with labor 
before the law; and industry will 
create wealth that will con- 
stantly raise the standard of 
living in ony nation as long as 
incentive remains. 

Let us who have grown up by 
competition recognize that it is 
not an easy way. But there is 
no easy way to win the peace, 
any more than there was an easy 
way to win the war. 


When foreign nations accept 
competitive enterprise they can 
produce their own goods, develop 
their own resources, pay their 
own bills, meet their own debts, 
and abandon currency and quota 
controls because such defenses 
won’t be needed. 

With freedom to enterprise 
they can raise the iron curtain, 
the quota curtains, the bloc 
curtains and other restrictions 
that keep their people in sub- 
jugation. 

Only American competitive 
freedom can lift the world from 


| poverty to plenty. 
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Bait Display 
Attracts Customers 
USTOMERS at the Dallman 


hardware store, Beloit, Wis., 
find that reels and artificial bait are 
displayed very handily for their se- 
lection on an upright rack attached 
to the end of the display case. Here 
before the customer hangs a fine 
selection of bait, and numerous reels 
are attached to a side panel. 


Glenn Dallman, who with his 
father, H. F. Dallman, operates this 
store, says that sports department 
customers like to. twirl reels and 
touch artificial baits. The special 
display was set up to attract this 
type of customer. Prices of the baits 
are attached to the supporting pieces, 
and thus the customer can make his 
selection by himself in case the 
clerks are busy waiting on someone 





Overhead illumination attracts the angler to this display. 


else. Flies are displayed on a rear 
wall location directly behind the 
counter and good fluorescent lighting 


makes this area very visible to 
counter customers, resulting in nu- 
merous additional sales. 








Changed Approach 
Draws City Trade 


(Continued from page 160) 


speakers to give the full story on 
fertilizers. 

The firm does not forget the 
youth. On 4-H Club Achievement 
Day, each year, a poultry show is 
staged in the store and the entries 
are judged by an expert. This 
year there are about 25 contes- 
tants. The winning boy and girl 
will each be given a railroad ticket 
to and from New York and their 
hotel expenses will be defrayed by 
the hardware store. 


Made Good Will 


Another store promotion which 
resulted in much good will for the 
store were schools for boys on 
tractors, pumps and other farm 
equipment. On four successive 
Saturdays 25 farm boys were giv- 
en thorough instruction by manu- 
facturers’ salesmen and members 
of the store’s personnel in the 
maintenance and use of farm 
equipment. After the session the 
boys were given a magic show and 
were then dined at the Y.M.C.A. 
Enough of the men of the store 
staff were on hand so that each 
could become well acquainted with 
three or four boys. A different 
group of boys was entertained 
each week, so that each year there 
were 100 new friends for A. L. 
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Davis’ Son. Today many of those 
boys are numbered among the 
most valued customers. 

One of the biggest business 


builders for the concern is the 
Davis Store News, a stereotyped 
magazine which is distributed each 
month to some 2800 farmhouses. 








SMART FISHERMEN 


CHOOSE SEE 


SUNSET LINES —& s#% 


. teton Built’ for Perfect Casting in Lake- 
gaint - awl or Salt Water! \ 


PRIMO & MARINA—Cuttyhunk Lines for Salt Water Fishing 
The CASTMASTER—Waterproof Nylon Bait Casting Line 
for fresh or Solt Water Fishing 
ARROWHEAD—Tapered and Level Fly Lines, in Nylon 
“7 EVERY INCH DEPENDABLE ’’ 

Here's one of the largest Bluefin Tuna ever 
landed. Caught by Harold Steinfeld off the 
Nova Scotia coast—- weighs 810 pounds and is 
nearly 10 feet long. ; 

Yes, Steinfeld’s 54-thread SUNSET MARINA 
Cuttyhunk line brought this big boy in...with 
never a worry about strength or free-reeling... 
For every SUNSET Line is carefully inspected 
for perfection...no splices...no lumps or bumps 
..made of the finest Linen Yarns and Dupont 
Nylon...by master line makers. 

More of these fine lines are becoming available every day. 
SUNSET LINE & TWINE CO. + 564 Sixth St. « San Francisco 3 

REPRESENTATIVES casei tes 
JOHN W. BENTLEY M. D. CHALKLEY 
7358 N. Damen Ave. 706 Gettings St. 
Chicago 45 Suffolk, Virginia 

ED. W. SIMON CO. 

320 Broadway New York 7 





































































































These “Standards” on every 


Darra-James Power Tool... 


They're the chief reasons why Darra-James 
offers more to your woodworking power 


tool customers. 


In the Darra-James, 12” Tilting Arbor 
Saw ... the Model 95 .. . every part is 


machined from the best grade materials 





available. No die castings are used. Base 
is all steel construction, table top is finest gray iron, extensions are of cast 
aluminum, The 95 has a 4” depth of cut, and is equipped with standard 
motor mounting . . . Fairbanks-Morse motor mounting optional. For the 


nearest D-J jobber, see your local classified telephone directory. 
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This magazine contains stories, 
poems, jokes, pictures and ads, 
The store selects prepared ad mats 
to drop into the advertising col- 
umns of the 16-page magazine, 

| The manufacturers’ whose goods 
are advertised share in the cost of 
publishing. 


Items of Interest 


The most popular feature of the 
magazine is the last page, called 
“Chit Chat” on which “reader” 
ads are interspersed with small 
items of general interest. On this 
page any farmer can place, with- 
out cost, a “reader” for the sale of 
a bull, a buzz saw, a sprayer or an 
offer to buy a harrow. Ads are 
also inserted by the store to sell 
seasonal goods. 

The firm is careful to keep its 
Store News mailing list as accu- 
rate and complete as_ possible. 
Names are taken from sales slips, 
seeds orders and invoices to coun- 
try addresses. 

Since farmers are careful read- 
ers of the classified columns in the 
daily papers, the store uses them 
consistently. One ad, featuring 
rental sanders has been running 
uninterruptedly for six months 
and is largely responsible for the 
constant daily rental of two 
sanders. 


Use Classified Ads 


“Norm” Howard, the youthful 
president, is well liked in the com- 
munity and has the ability to. find 
and develop business opportuni- 
ties. He is also an active partici- 
pant in community activities. 

One of his interests is the Elec- 
tric Council of the Binghamton 
Chamber of Commerce of which 
he is a director. This council spon- 
sors the program of the National 
Adequate Wiring Bureau. Mr. 
Howard works closely with the 
Farm Service Department of the 
local electric utility which has a 
crew of men visiting farmers to 
help them with their electrifica- 
tion problems. 


Report on Needs 


While the Farm Service field men 
do not give direct leads, they often 
tell Mr. Howard of the general 
needs of the farmers in the local- 
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ity. He ‘learned from one of the 
agents that he was recommending 
a certain type of fan for poultry 
house ventilation. By stocking that 
fan and advertising the fact the 
Davis firm sold between 35 and 
50 fans in one year, at an average 


of $35 a sale. 


Remember the Farmer 


While it is cultivating the trade 
of its city residents, the Davis store 
is not losing sight of its old friend, 
the farmer. Its seed business con- 
tinues to be a steady and substan- 
tial part of its trade. Farmers who 
live within a radius of 30 miles are 
encouraged to drive to the store to 
pick up their seed or fertilizer, in 
order to maintain the personal 
contact. 

An old, experienced salesman of 
the firm, D. C. Greenman, spends 
October, November and December 
calling on farmers to sell them 
their next year’s field and garden 
seed requirements. The next three 
months he spends inside the store, 
filling the orders, and in April he 
makes deliveries to 16 or 17 points 
within a radius of 30 miles. 


Repair Service 


One of the most popular fea- 
tures of this long established firm 
is its repair service. One of its 

s . ° 
four trucks is fully equipped at all 
times so that a service man can 
quickly answer a call for a repair 
or an installation of almost any 
kind of farm or home equipment. 
Three men are kept busy on re- 
pairs or installations at all times. 

Frank Howard says that while 
their repair business does not pro- 
duce large profits, he still con- 
siders it a valuable part of the 
firm’s services, as it helps build a 
reputation for the store as a re- 
liable service institution. 

There are experts in the sales 
staff but few specialists. One man 
buys for and manages each de- 
partment but all of the 12 sales- 
people are supposed to be able to 
sell in any section. 

While the average seed sale is 
larger than it was a few years ago, 
there are now 20 per cent fewer 
farmers in the area than before 
the war. It seemed advisable to 
develop a larger market. City 


trade did it. 
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CASH IN ON 28 YEARS’ 
PREFERENCE FOR 


ELECTRIC SOLDERING 












SOLDER’ 


4 // 7 


Selling Lenk soldering equipment is easy because of Penk’s 28 years 








of leadership! The dependable quality built into Lenk Blotorches, Elec- 
tric Soldering Irons and Solder has won customer goodwill everywhere. 


Lenk products are available now in quantity to meet the demand. 


Reliable, uniform quality and an expanding national advertising pro- 


4 / gram have kept the road to profits 


open — why break trail? 


// 


xx*«rx 
MFG. COMPANY 


DEPT. B, NEWTON LOWER FALLS 62, MASS. 
Manufacturers of Soldering Equipment Since 1919 
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Training Programs Seen 
As Major Need of Contract 
Builders’ Hardware Industry 


Three-day Eastern Regional Builders' Hardware Confer- 

ence in New York City hears panel discussion of study 

programs. Architects discuss what manufacturers must do 

to simplify and modernize hardware design to conform 
with today’s building needs. 


ais them- 


selves with plans for establishing an 
adequate program for the training 
of builders hardware students and 
with the architects problems as to 
builders’ hardware design and sim- 
plification, more than 170 members 
of the Tri-State Chapter of the Na- 
tional Contract Hardware Associa- 
tion and the American Society of 
Architectural Hardware Consultants. 
met for a three-day Eastern Regional 
Conference at the Hotel Pennsyl- 
vania, New-York City, April 24-26. 
inclusive. 

This was the first such conference 
held and was similar to a Pacific 
Coast conference held last year. 
Delegates at the eastern conference 


included distributors and builders” 
hardware representatives from New 
England and Middle Atlantic States 
with some present from southern 
states as far South as Florida. Three 
came from Hawaii and two from 
Canada. 

The panel on Training the Build- 
ers’ Hardware Student was composed 
of Adon H. Brownell, Lockwood 
Hdwe. Mfg. Co., Fitchburg, Mass.; 
Meade M. Johnson, Yale & Towne 
Mfg. Co., Stamford, Conn.; Clifton 
McKenna, P. & F. Corbin Div., New 
York City; Orville L. Meister, Fort 
Pitt Hdwe. Co., Pittsburgh, Pa. 

Mr. Brownell discussed his book, 
“Taking the Mystery Out of Build- 
ers’ Hardware,” published and avail- 
able from Harpware AGE as part of 
a training course. He pointed out 


JOHN R. SCHOEMER 
Managing Director 


that of particular value in the book 
was the material on specialties, a 
necessary part of a hardware con- 
sultant’s knowledge and said that the 
industry needed a training cq@urse 
which was all inclusive and not con- 
centrated largely on the line of any 
one manufacturer. 

He suggested that N.C.H.A. start 
a series of evening sessions which 
would cover all the builders’ hard- 
ware items which a well - round- 


More than 250 contract builders’ hardware men and their wives attended the banquet at the Hote! Pennsyl- 
vania which concluded the three-day Eastern Regional Conference. 
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| Think This Makes Sense Fj 


Excerpt from article in CHAIN STORE AGE, March a) 


AND WE QUOTE:  feorefcert You Back in the Paint Brush Business?” 


There is no need to stock up heavily. One or two 
leading manufacturers in the chain store field are 
prepared to give immediate deliveries just as in 
prewar days — but be sure to order frequently 
so that you will have a steady brush supply 
coming in to you at all times. 99 


In these days it doesn’t take ingenuity to raise 
prices... but it does take ingenuity to be able to 
maintain prices and improve the quality at the 


in the book " : > : ‘ > i 
uiiiitin 2 same time. Let us show you what our ingenuity 
dware con- has accomplished in our NEW 1947 line. 
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— COLONIAL PURE BRISTLE BRUSHES 


Retail {0c to $3.98 





FOR OUR 
LATEST 
CATALOG 


LISTING 


Colonial Brush Manufacturing Company, Inc. 


60 THAYER SFREE!T - ,.BOSTON 18, MASS 
TELEPHONE HUBBARD 3588 
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Few products for the farm and shop 
trade have been accorded the world- 
wide acceptance of Alligator Steel Belt 
Lacing —and there are some sound, 
basic reasons why most hardware and 
implement dealers stock Alligator — 
reasons that show up on the profit side 
of the ledger. 

It’s an old, old story but one that we 
believe you as an aggressive dealer, out 
to build yourself sound, profitable vol- 
ume will want to review again—and 
so briefly here it is: 


@ Alligator Steel Belt Lacing has al- 
ways been sold through standard trade 
channels. 

@ Alligator has always been a profit- 
able item with dealers. The margin is 
good and the turnover is excellent. 
Many dealers tell us that on the basis 
of percentage of profit per dollar in- 
vested, Alligator is one of their best 
lines. 

@ Alligator is widely known to the 
shop and farm trade. For more than 30 
years it has been used throughout the 
world and it has been backed by ad- 
vertising in 140 trade papers. The 
trade knows Alligator Steel Belt Lac- 
ing and asks for it by name. 

@ Alligator is made in a complete 
range of sizes so the exact size can be 
used for the particular belt thickness 
to be joined. There are 12 sizes rang- 
ing from No. 00 to No. 75 to join belts 
from thin tapes up to belts 54” thick 
made of any material. Alligator is also 
made of Monel and Everdur and in 
long lengths for wide belts. 


Bulletin A-60 gives the complete de- 
tails of Alligator Steel Bele Lacing 
with size chart, and prices on standard 
boxes and cartons of Economy Pack- 
ages; also includes prices on long 
lengths of Steel, Monel and Everdur. 


Order from your Jobber 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 44, Ill. 


ALLIGATOR 
STEEL BELT LACING 


For more than 30 years the most univer- 
used belt 
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ed contract hardware man must 
know. He suggested that distributors 
could hold such sessions in the estab- 
lishments and their experienced per- 
sonnel could cooperate in the in- 
struction. He advised trainees to read 
all the books on builders’ hardware 
they can get, and also recommended 
that they also get some practical 
knowledge from the men who have 
the know how. 

Meade M. Johnson during his part 
of the discussion said that contract 
hardware work requires product 
knowledge of great variety and in 
great detail—material finishes, de- 
sign, construction and operation. He 
pointed out that training is not an 
unplanned arrangement but required 
first, a program and second, the tools 
with which to teach, the most impor- 
tant of which are texts. 

Mr. Johnson said that there was a 
need for additional texts that discuss 
metals and finishes and locks, hinges, 
door closers, and specialty items; 


construction texts; texts telling 
about materials; about blueprint 


reading; on estimating and detailing. 
A knowledge of arithmetic, he said. 
was also necessary and so was some 
training in salesmanship. Other sug- 
gested training helps were visual 
aids such as samples, charts, slides. 
etc. Next on the must list was a les- 
son plan and a teacher—either an 
individual or the lessons might be 
conducted as a _ correspondence 
course. 


Need for Experienced Men 


Clifton McKenna stressed the 
scarcity of good builders’ hardware 
men to-day, saying, “The industry 
is crying for men of experience. 
Nothing had been done during the 
depression between 1930 and 1946 
and this same condition existed dur- 
ing the war. Now that the war ts 
over, it behooves us to get busy and 
do something as an industry. We 
must educate men to take care of the 
contract hardware business.” 


He foresaw the greatest contract 
hardware volume during the next five 
or 10 years. Mr. McKenna also told 
about his company’s efforts since 
1929 in training students. 

The training panel was concluded 
with an address, “Vocational Train- 
ing,” by Dr. J. S. Noffsinger, di- 
rector, National Home Study Coun- 
cil, Washington, D. C. Dr. Noff- 
singer told his audience that there 
were two basic approaches to the 
training program—by word of mouth 
in short intensive courses in some 
of the large centers where there are 





ADON H. BROWNELL 


a sufficient number of students so 
that evening classes could be profit- 
ably and competently held—or by 
using the workshop idea. These 
workshops, he said usually run from 
two weeks to a month on some uni- 
versity campus, when regular classes 
are not in session, and use_ the 
dormitories and eating facilities 
available as well as the classrooms 
and perhaps instructors. 


Data Should Be Compiled 


He also counselled that all the 
available technical material in the 
builders’ hardware field be compiled 
and collected and that a good com- 
mittee amend and revise it. And he 
said, since the industry is so far 
reaching—throughout the 48 states— 
that the most comprehensive cover- 
age could be secured by using the 
facilities of a correspondence course. 
given by a school which has special- 
ized in reading plans, estimating, 
elementary drafting, history of archi- 
tecture, salesmanship, mathematics, 
builders’ hardware, etc. 

The first day of the conference, 
April 24, was a closed business meet- 
ing with public sessions held on the 
following morning and afternoon. 
Meade M. Johnson, Yale & Towne 
Mfg. Co., Stamford, Conn., confer- 
ence chairman delivered the welcom- 
ing address at the morning session, 
Friday, April 25, at which John J. 
Soeffing, Adolph Soeffing & Co., 
Philadelphia, Pa., and first vice-pres- 
ident of the N.C.H.A. presided. Johu 
R. Schoemer, managing director of 
the N.C.H.A. in his organization’ re- 
port told of a great need for an edu- 
cational program in the builders’ 
hardware industry and urged the 
adoption of such a progam. 

At Friday afternoon’s session with 
Orville L. Meister, Fort Pitt Hard- 
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MEADE JOHNSON 


ware Co., Pittsburgh, Pa., and first 
vice-president of the American So- 
ciety of Architectural Hardware Con- 
sultants presiding, the assembled 
delegates heard an address on “Mod- 
ern Hardware” delivered by J. 
Gordon Carr, A.I.A., New York City. 


Simplicity Preferred 


Mr. Carr emphasized that the pub- 
lic likes simplicity and design that 
is based on reason and function. He 
said that design was a combination 
of several skills. First is ability to 
analyze. The problem must be re- 
fined and the function and require- 
ments of the item clearly set forth. 
Next is technical skill with knowl- 
edge of machines and processes for 
performing the manufacture and 
familiarity of the characteristics of 
the material used. The third skill, 
he said, involved good taste and dis- 
crimination; knowledge of what the 
public is looking for; what will ap- 
peal to architects and knowledge of 
how the product can be merchan- 
dised. 

Remarking that architects are 
“crying” for well-designed products, 
he asked “Do you know what they 
want? Have you surveyed the field? 
Have you been to the big architects? 
And more important, have you asked 
the young architects? I don’t think 
so, yet they are the ones who are 
going to be specifying hardware for 
the next 20 years or longer. How 
can you expect to give them a prod- 
uct they want without such investiga- 
tion?” 

He told about a recent survey 
covering about 300 manufacturers in 
American industry which disclosed 
three out of every four were found 
to be making design changes, and of 
these 80 per cent were more than 
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simple surface changes. “They were 
looking for better product perform- 
ance through new materials or me- 
chanical improvements. They were 
looking for lower cost of manufac 
ture and simplification of the number 
of items in their lines and standard- 
ization of parts in their various 
items.” 


CLIFTON McKENNA 


“Sales appeal and appearance was 
a secondary reason,” Mr. Carr said, 
“but everything added up to an ob- 
jective of improving their position 
based on a better product. They 
knew that looks alone could only 
mean a temporary spurt in popular- 
ity. 

“New materials are going to bring 
in new dimensions. Plywood doors 
and thin honeycomb panels will be 
extensively used in designs and there 
must be hardware to fit. Large glass 
areas with minimum sized metal or 
wood members will require sturdy 
hardware with very small dimen- 
sions. Doors are to be coated with 
plastics; in some instances, perhaps 
complete panels of plastic. 

“Installation of hardware can be 
greatly simplified to the delight of 
.everyone involved. Can’t the indus- 
try get together and standardize di- 
mensions and make possible the use 
of a standard template for compa- 
rable products?” 


Eye-Catching Packages 


Commenting upon packaging, Mr. 
Carr urged that merchandising be 
put in packages to make them catch 
the eye; to make the salesman proud 
to show it. He pointed out that hard- 
ware dealers will push a well-pack- 
aged line much more than one that 
has no package-appeal. Smart pack- 
ages are possible, he said, with the 
use of new materials and new meth- 
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ods of showing a product in the pack- 
age plus the use of color, good de- 
sign in lettering, nicely composed. 

The second speaker at the session 
was Lessing W. Williams, A.LA., 
George B. Post & Sons, New York, 
N. Y., who in his address, “The, 
Architect Looks at Hardware,” com- 
mented: 

“The hardware industry has done 
a great déal for. architecture but if 
the industry realizes its potentials, it 
can do more. Did you ever really 
consider how the average building 
would function if the items you make 
and sell were omitted or if all failed 
at once? A deeper faith in the im- 
portance of hardware will do more to 
educate the public and find ways to 
convey to the architect a sense of the 
value of hardware, not only in its 
minimal practical sense but also as a 
potent aid in securing aesthetic ef- 
fect. 

“The manufacturer is the source 
of our hardware. He can help us 
in two ways; first, by producing the 
kind of hardware architects are glad 
to use and second, by letting us know 
what is available. 

“Emancipation from rigid stylism 
and the modern appreciation of sim- 
plicity, affect every architectural 
work. The basic qualities of prac- 
ticality, fitness, simplicity, and grace 
of form are better appreciated today 
than they have been for many gener- 
ations and hardware that exemplifies 
them will be found to have a broad 
appeal. If designs are really good, 
there need by fewer of them but let 
them be good by all criteria. 


Education By Manufacturers 


“The manufacturer can contribute 
to the education of the architect. 
Through the years many of us found 
it necessary to make up a notebook 
of details to fit standard hardware. 
Such information should be available 
to every architect and every drafts- 
man and student. Some excellent 
efforts have been made in this direc- 
tion but the information should be 
complete and most emphatically it 
should carry the authority of the in- 
dustry as a whole. Such a pamphlet 
would be heartily welcomed in every 
office and every architect and every 
draftsman should have his own 
copy.” 

H. T. Bourne, vice-president and 
general sales manager, Sargent & 
Co., New Haven, Conn., was the con- 
cluding speaker on the afternoon’s 
program. In the course of his ad- 
dress, “The Science of Distribution,” 
Mr. Bourne said: 

“A period of highly competitive 


business activity which we have every 
right to expect during the next dec- 
ade will force upon us the rapid 
development of new distribution tech- 
niques. The day of haphazard and 
opportunistic buying and selling is 
nearly past. We are already facing 
the time when we must take advan- 
tage of every means within our power 
to improve the efficiency of distribu- 
tion. We must make distribution a 
science. If we fail to do this we can- 
not expect to enjoy our share of the 
business to come.” 


Science of Distribution 


Discussing “The Science of Distri- 
bution,” Mr. Bourne delineated the 
following principles as they appeared 
to him to affect the contract hard- 
ware business: “the closest possible 
confidence and understanding be- 
tween all factors in the distribution 
process: a clear and positive delimi- 
tation of the responsibilities and 
functions of each factor in the dis- 
tribution process: a clear under- 
standing on the part of all factors of 
the principles of scientific distribu- 
tion as they are established and a 
determination to support these prin- 
ciples despite such pressure as may 
be applied from time to time.” Mr. 
Bourne’s remarks will be reported 
more fully in a following issue of 
Harpware AGE. 


HENRY T. BOURNE 


The concluding feature of the 
three-day conference was a banquet 
at the Hotel Pennsylvania, preceded 
by a cocktail hour and followed by a 
variety of entertainment. More than 
250 were in attendance. 

At the meeting of the board of 
governors, it was decided that a sec- 
ond Eastern Regional Conference 
would be held in 1948 at the Hotel 
Pennsylvania in New York City. 

Officers of the National Contract 
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many years of satisfactory service 
with ‘DETROIT’ CRC-239 FLOAT VALVES 


D ETROIT CRC-239 Float Valves have a Valves are serving in space heaters, water heaters, 
ranges, furnaces, etc.—helping to provide the satis- 


faction and economy of clean, reliable oil heat. 


long record of satisfactory serv- 
ton every type of oil heater using a vaporizing 
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‘4 t : 
"pe oe ee ee ee CRC-239 is fully temperature compensated. Fuel 
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Hardware Association are: president. 
Robert L. Dohrmann, Palace Hard- 
ware Co., San Francisco, Calif.; first 
vice-president, John J. Soeffing. 
Adolph Soeffing & Co., Philadelphia. 
Pa.; second vice-president, Joseph S. 
Hunt, Hardware & Supply Co.. 
Akron, Ohio; managing director, 
John R. Schoemer, 420 Madison 
Ave., New York City. 

Officers of the American Society of 


Architectural Hardware Consultants 
are: president, Lawrence B. Stuart, 
California Hdwe. Co., Los Angeles, 
Calif.; first vice-president, Orville L, 
Meister, Fort Pitt Hdwe. Co., Pitts. 
burgh, Pa.; second vice-president, 
George P. Merrill, The Stanley 
Works, New Britain, Conn.; execu. 
tive secretary-treasurer, John R. 
Schoemer, 420 Madison Ave., New 
York City. 





Fair Trade Will Stop Inflation, 
Says Council President 


Ml S a substitute for the New- 

buryport and other experi 
ments for stopping inflation,” the 
American Fair Trade Council, 57% 
Broadway, Gary, Ind., has recom- 
mended that “all trade-marked or 
otherwise identified consumer prod- 
ucts be brought at once under Fair 
Trade, as authorized by the Miller- 
Tydings Federal Enabling Act.” The 
Council is a nationwide organization 
of manufacturers of branded con- 
sumer products. 

John W. Anderson, president of 
the Council, recently asserted at its 
administrative headquarters in Gary 
“The most effective action for the pro 
tection of the consumer against un- 
reasonably high prices would be to 
strengthen Fair Trade laws to re- 
quire that all-manufacturers of quali- 
fied trade-marked consumer products 
determine both the wholesale and re 
tail prices at which those products 
must be sold. Present Fair Trade 
laws merely permit—do not require 

-such action. Manufacturers have 
most to lose by exhorbitant pricing 
of their products. Exhorbitant pric- 
ing destroyg sales. Without sales the 
manufacturer’s heavy investment in 
buildings, machinery and other fa 
cilities becomes worthless. The 45 
states having Fair Trade laws there 
fore wisely have relied upon the 
manufacturer of branded products to 
protect the consumer from unfair 
prices.” 

Mr. Anderson pointed out that 
“Manufacturers of popular trade 
marked products know well that 
wherever wholesalers and retailers 
mark up any such product unreason 
ably the public turns to some other 
product. 

“Manufacturers who have chosen 
to sell their branded products under 
Fair Trade contracts requiring the 
maintenance of specified retail prices 
are the only manufacturers who have 
been able to protect the public 
against gouge.” said Mr. Anderson 

“Fair Trade laws by their terms 


can be applied only to products sold 
in open competition with other prod 
ucts of the same genera! class,” he 
added. “In a buyer’s market, retail 
monopolists use popular trade. 
marked products, unless protected by 
Fair Trade, as consumer bait at loss 
leader prices. That destroys the in. 
terest of smaller retailers, who aban- 
don the product. The heavily financed 
price cutter then forces the manu- 
facturer to further reduce prices in 
order to stay a little longer in busi- 
ness. Thereupon the distressed 
manufacturer, to reduce his costs, is 
compelled to sacrifice first that top 
margin of quality which has given 
the product its greatest measure of 
value to the consumer. Thus, in a 
buyer’s market, the ‘cut price spiral’ 
may be used to force the ‘quality 
squeeze.’ Wages are depressed, The 
consumer gets less for his dollar, and 
finds that dollar harder to get, unless 
protected by Fair Trade. In an in- 
flationary seller’s market Fair Trade 
again protects the consumer-- 
against extortion—and protects the 
manufacturer against being high 
priced out of business. 

“On products not Fair-Traded,” 
Mr. Anderson claimed, “the con- 
sumer’s only hope for better values 
lies in the ability of production to 
overreach demand. That forces 
wholesalers and retailers to adhere 
to normal profit margins to prevent 
throwing their business away to thei! 
competitors. Therefore, to protect 
the consumer in a seller’s market 
each qualified branded produc! 
should be under Fair Trade 
laws. Each manufacturer of any such 
product, acting alone and by his own 
free choice, is permitted to operate 
under the Fair Trade laws of any 0! 
all of those 45 states, if done without 
price-fixing collusion with othe: 
manufacturers. Such collusion, which 
is a criminal offense against Federal 
Law. almost never is risked between 
manufacturers of branded products.” 
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$20,000 in Seed Sales 


(Continued from page 161) 


treats customers right. If the farm- 
er has good seed, his land, his 
labor, etc., will produce profit for 
him. If the seed is poor, the farm- 
er not only wastes the use of land, 
fertilizer and labor, but his poul- 
try and livestock may suffer losses 
as well. Thus the farmer is anxi- 
ous to secure good seed. 

Along with the sale of field, gar- 
den and flower seed, this hardware 
firm sells a great deal of fertilizer. 
Bags of fertilizer are placed in 
window displays along with field 
seed and scattered around through 
field seed displays. The farmer 
who buys a couple of bags of field 
seed often takes a few bags of 
fertilizer along, too, provided it is 
handy and comes to his notice. 

Garden and field tools are dis- 
played near bags of field seed, and 
sometimes atop the bags, just to 
give farmers a reminder that they 
may need some of these tools, too. 
The idea results in additional 
sales. 

“Through our seed department. 
which draws farmers from con- 
siderable distance,” says Mr. 
Pierce, “we are able to contact 
many more farmers than we would 


otherwise secure as customers. 


Thus they get accustomed to buy- 
ing quality seed at our store and 
getting good service, so they come 
back to buy other items through- 
out the year.” 


Ad Made Store 
Key Headquarters 





NEW KEYS 
WHILE YOU WAIT 


GIVE to the Community Hospital Fund 
March 2 to 8 


WALTER K. SMITH HARDWARE 


115 S. Main St, West Bend 

















Everyone needs keys and the fact 
was stressed in this advertisement 
of the Walter K. Smith Hardware of 
West Bend, Wis. What's more it got 
the necessary results. In its original 
form the ad was two columns in 
width by 4 in. high. 
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ere comes the Bride- 


Tus YEAR—at last—KitchenAid 
is back again as the bride’s most 
wanted household gift. But in spite 
of our every effort, there still may 
not be enough. 

So why not handle it this way? Dem- 
onstrate KitchenAid just the same. 
Point out the exclusive Planetary 
action—the extra power, eliminating 
“power-boosters”— the smooth 10- 
speed control—the simple way all 16 
attachments fit into the front hub. 
Don’t let those brides settle on any- 
thing less than KitchenAid perform- 
ance. Then, deliver all you can, and 
promise the rest soon. We’re shipping 
bigger quotas right along. KitchenAid 


Katche 


( OH BROTHER! ) 





-and your distributor—will deliver 
more as soon as possible. 





HOBART | i 


’ erowenty 


nAid 


The Hobart Manufacturing Co., KitchenAid Division, Troy, Ohio 
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LAWN AND 
GARDEN 
FURNITURE 
WINDOW 


MERCHANDISE: 
Picket fence, lawn 
chairs, outdoor fire- 
places, charcoal 
grills, wire grills, 
pokers, fire shovels, 
charcoal, sizzling 
steak platters, serv- 
ing platters, carving 
tools, long handle 
cooking tools, chef 
apron, asbestos 
gloves, badminton, 
horse shoes, etc. 


BACKGROUND: 
Center panel of dark 
green corrugated 
board or painted 
wallboard. Side pan- 





bs els of light green 
material. Cut-out 
cwsco letters of bright yel- 


low material. 
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Lawn Furniture, Wedding Gifts 
For Windows in Late June 


GIFTS FOR 
JUNE BRIDES 


MERCHANDISE: 
Glass pie plates, cus- 
tard cups, automatic 
coffee maker, glass 
coffee makers, waffle 
irons, toasters, tea 
kettles, pressure 
cookers, glass casse- 
roles, ovens, electric 
ovens, bow! sets, bun 
warmers, stainless 
steel double boilers, 
glass loaf and baking 
dishes carving sets, 
egg beaters, flour 
sifters, kitchen, uten- 
sils, cake covers, etc. 


BACKGROUND: 
Center panel of pink 
corrugated board or 
painted wallboard. 
Side panels of pale 
green material. Cut- 
out letters of varied 
colors. 


HARDWARE AGE Original Window Display IDEAS 
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PUT THIS NEW 
ya EEMAN 


TO WORK FOR YOU! 





SELL DUStORS THIS 


DusT-STOP Replacement Filters for forced-warm-air 
furnaces can be a real money-maker for you this Spring. 
Standard equipment in nearly two million modern warm-air 
heating units, DUST-STOPS remove atmospheric dirt so 
effectively that they should be replaced twice a year. 

Spring is always a good selling season for DUST-STOPS 
and free selling helps make it easy for you to get your share 
of the business. For instance, the handsome, new store 
display shown above . . . it holds an actual 20” x 20” 
DusT-STopP filter. 


. ~ 
If you are not now selling DUST-STOPS, contact your 


distributor and get all the facts about sales potentials and 
profits. If you are handling DusT-STOPs, make the most 
of your sales opportunities this Spring. Push DusT-STOPS 
by displaying them. Fill out and mail the coupon today! 


Every owner of a filter-equipped warm-air furnace 
needs two or more DUST-STOPS at least once a year. 
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EVEREDY 


BOTTLE CAPPERS 
for a mid-summer 


Climax Capper 


Best known, biggest value home 
bottle capper in the world. May 
be adjusted to cap bottles of any 
size up to a full quart. Attrac- 
tive red enameled finish prevents 
corrosion—lasts for years. 


Double braced steel post firmly 
riveted to sturdy base. High 
carbon steel, never-strip teeth 
in the gear-and-rack. Big, easy- 
leverage handle comfortably 
shaped to the hand; spring lift 
automatically pulls handle back 
into position. 

Here’s a steady seller for the hot 
months—an item to help pull up 
a €@gging summer sales curve. 
Order now from your jobber; if 


he can’t supply you with No. 250 
Climex Cappers, write direct. 


The 
REDY 
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Address of R. P. Melius 


(Continued from page 190) 


distributors have become equip- 
ment-minded and have learned 
that it has a very desirable effect 
on their supply business. Some 
of you may never have thought 
of it just that way. I’m sure 
that there are others who have 
a big job ahead of them a job 
to get their sales force to think 
and act in terms of equipment 
selling for building bigger and 
continuous supply selling in the 
future. 

How many small shops does 
your man pass by because he is 
thinking only in terms of sup- 
plies? Change his thinking to 
equipment, and the small shop 
can become an important ac- 
count. For example; a small 
‘machine shop or a new shop just 
starting may not offer the op- 
\portunity for supplies, but a call 
by your salesman with equipment 
in mind means just this: First 
‘he saves time because he has 
no waiting to see the boss; sec- 
ond he can tell his story to the 
person who makes decisions and 
buys; and, third he has an op- 
portunity to make a good dollar 


‘sale on equipment and supplies 


for that equipment. Not only 
that, but often the one call es- 
tablishes your firm as a place 
where this customer can obtain 
his supplies in the future over 
the counter. Suppose this one 
call sells a drill press. As a re- 
sult you should sell with the 
drill press: 1, a motor; 2, a 
switch; 3, a vise or ‘two; 4, a 
fractional] drill set; 5, a number 
drill set; 6, a letter-size drill set; 
7, reamers; 8, counter sinks; 9, 
counter-bores; 10, spot-facers; 
11, tapping attachment; 12, a 
set of taps; 13, cutting oil; 14, 
oil can; 15, clamps; 16, brushes; 
17, lighting fixtures, and 18, 
goggles, and many other items, 
too numerous to mention. After 
this, how will he maintain these 
cutting tools? He needs a grind- 
er, and when vou sell the grind- 


", . « If you will think back 
over a period of the past half 
dozen years and consider the 
relationship of the soles of 
supplies to the use of equip- 
ment and the need for supplies 
to complete the fabricated 
item, | believe that you will 
have the answer to more sub- 
stantial supply sales for years 


to come.” —R. P. Melius 
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er, you start the cycle all over 
again. 

Remember this: You cannot 
sell a man drills or a tapping 
attachment if that fellow does 
not have a drill press in his 
shop. You can’t sell him abra- 
sive belts unless he has a ma- 
chine on which to use them. 
You can talk and sell until you’re 
worn out, but if he can’t use 
your supplies, you can never 
make a sale. It’s like trying to 
sell automobile insurance to a 
man who hasn’t a car. You’re 
licked before you start. 


An Account Started 


When you sell an abrasive 
belt-finishing machine, you have 
just started another supply ac- 
count for belts. One distribu- 
tor comes to my mind. He is 
conscious of equipment sales and 
has records which show that 
when selling 14 belt-finishing 
machines in one year, he sold 
8387 belts at about $1.00 apiece 
for use on that machine. Those 
14 machines will need belts for 
years to come, and 14 more ma- 
chines next year will help to in- 
crease the sale of belts. Another 
sold 18 out-off machines and 
received orders for close to 2000 
resinoid bondeu cut-off wheels 


at about $1.35 apiece. He had | 


no record of the saw blade sales 
that followed. But when that 
quantity of belts and wheels was 
used, you can be sure that 
something was being fabricated; 
and that a host of other supplies 
followed because he had sold 
equipment. 

I hesitated to mention these 
tools, but they are close to me 
and close to my interest in the 
mill supply distributor and his 
continued success. 

I’m sure that the manufac- 
turer of pumps can tell a simi- 
lar story about the resulting 
sales of pipe, fittings and valves; 
and that the manufacturer of 
portable electric tools or weld- 
ing equipment can tell you about 
what their equipment means in 
supply sales, too. Let’s put first 
things first and emphasize for 
your own good, the good of the 
industry and of our country, that 
the salesmen of every mill supply 
distributor has a stake that is 
rooted deep in the continued 
Success of this industry. Tell 
them the story: tell them to 
package their sales by selling 
Equipment That Eats Supplies. 
and then “Sell Them More.” 
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AUTOMATIC ELECTRIC IRON 


If electric irons are included in your buying plans, The 
Middleton is the “buy” for you. Modern homemakers 
everywhere, are acclaiming this gliding, gleaming beauty 
. . . for the thorough ironing job it does on every type 
fabric . . . for its lightness (33% Ibs.) and ease in 
 « 99.95. 


handling . . . for its economical retail price . 









featuring the 


CHROMALOX 
HEATING UNIT 


for 
Smoother, Better 
Heat Distribution 





ULT YOUR LOCAL DISTRIBUTOR 
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HERE are many hardware 
stores throughout the country 
that are lacking in proper store 

identification and, as a result, are 
not capitalizing to the fullest ex- 
tent on that form of advertising. 
Many a store contents itself with 
having its name on its windows or 
across the front of the building it 
occupies. This is all right as far 
as it goes, but it could be made to 
go much further with a resultant 
increase in publicity value. 


Added Visibility 


Signs that lie flat against win- 
dows or store front can only be 
seen by people directly in front of 
the store. If local ordinances per- 
mit, it would be well to have a 
sign swung out above the sidewalk 
or a vertical sign running through 
a couple of stories of the building. 
Signs that protrude from the 
building line are readily seen from 
a distance and serve to attract the 
attention of people long before 
they reach the establishment itself. 


Uniformity 


It is good publishing practice to 
have all display type used in a 
magazine to be of the same family. 
Not only does this avoid confusion 
but it also serves as added em- 
phasis. For the same reason, any 
sign that juts out from the build- 
ing should bear the same type of 
lettering as the signs on the win- 
dows or store front. And the let- 
tering also should be of the same 
color. 

Carry this idea out in all of your 
printed matter. Have the same de- 
sign appear on your stationery, 
shipping tags, price tags and 
stickers. Have your firm name re- 
produced in the same style on your 
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Identify Your Store! 


trucks and carry out the identical 
design on your billboards. And, 
above all, use the same style in 
your printed advertisements. 

By doing this you establish a 
definite style and identity for your 
firm. Your firm gains distinction 
and your firm name assumes the 
properties of a trademark. People 
can identify any sign or printed 
matter of your store in an instant. 
It’s an idea that is possessed of 
first class publicity value. 

Repetition is a decidedly impor- 
tant factor in advertising. The 
more you repeat your firm name 
in a certain style the more you 
serve to impress that name on the 










people of your town. Incidentally, 
it will serve to make you known to 
many people long before they be- 
come actual customers of your 
store. And, in many instances, it 
will help to bring them to your 
store. 


Cannot Be Overdone 


This matter of store identifica- 
tion cannot be overdone. Keep 
everlastingly at it and capitalize on 
repetition. The trademark of a 
brand of merchandise has a real 
dollars and cents value. Your own 
firm name should have a corre- 
sponding value to you. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 is very poor. The correct answers to these questions 


will be found on page 292. 


Work the problems first—then substitute the figures 
of your own business for those in the problem. 


1—A salesman, in error, sold pipe fittings for 93 cents that 
should have brought $1.37. The regular margin on the items 
was 40 per cent of the selling price. Figure the margin on 


the sale. 


2—A hardware store’s sales for four months are $8,500. 
Expenses are $2,400. Margin is estimated at 30 per cent of 
sales. Figure profits or losses for the period. 


3—Galvanized wire screen cloth is priced to sell at 7 cents 
per sq. ft. Figure the price per running foot on the following 
sizes: (1) 24 in.; (2) 48 in.; (3) 30 in.; {4) 28 in.; (5) 32 in. 

4—An oil burning warm air furnace complete with blower 
and accessories cost dealer $375. His resale price is $500. 
Figure margin on the selling price. 


5—Customer wants to put fertilizer on his lawn which is 60 
by 100 ft. Lawn should have approximately 4 lbs. to the 100 
sq. ft. How much fertilizer will be needed. 


(Answers on page 292) 
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mark of a @ Non-Skid @ Dries Quickly 


has a real 
Your own @ Eliminates Waxing and @ Lasts up to 6 months 
e€ a corre- Polishing 
@ 1 quart covers entire 
@ Easy to Apply 12’ x 10’ area 





: * MORE PROFITABLE SALES + ! 
oh or you! 
oints. 
a Over 1000 prominent stores throughout the country up Extra Volume—Extra Profits for alert dealers 

are now stocking, displaying and profitably selling everywhere. Feature it now! You’// be amazed at 


PLASTICA No. 1. For here is the new, non-skid Liquid the immediate response you get—how quickly 
Plastic Linoleum Finish that is skyrocketing in con- PLASTICA’S superb quality and thrifty low price 
sumer popularity from coast to coast, actually building make More Profitable Sales for you! 


PLASTICA No. lis a clear, transparent plas- 
tic liquid that is waterproof, stain-resistant . . . 
and just wonderful for home, store or office use. 
Feature it today and watch the profitable re- 
sponse you get! 


PLASTICA No. 2. For woodwork, table- 
tops, furniture and floors—be sure to stock 
PLASTICA No. 2—the transparent Liquid Plas- 
tic All-Purpose Finish that eliminates scrubbing 
and polishing . . . is alcohol and acid-stain re- 
sistant. Perfect for interior or exterior use. 


CALL OR WRITE for Liberal Dealer Offer 


PLASTIC COMPANY OF AMERICA 


GENERAL OFFICES: 3012 BROADWAY, CHICAGO 14, ILLINOIS 
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RECEDING 

THREADERS 
and 

CHASERS 


These improved 
threaders come in “Stand- 
ards,” “Ratchet,” and “Geared” types 
operating on the “receding die” prin- 
ciple. They will cut perfect threads in 
the following sizes: “Standard” and 
“Ratchet”—1”, 14%”, 144” and 2” 
and “Geared”—2%4”, 3”, 34%” and 
4”. Chasers are made of special 
analysis tool steel, hardened, drawn, 
tempered, and tested. 





ADJUSTABLE STOCKS 
and DIES 


“ARMSTRONG Bros.” stocks are more 
compact, and are smoothly finished to 
fit comfortably in the hand. Each 
takes all standard make dies of its 
type. They are made in all sizes and 
are sold singly or with dies and 
guides in sets. 





“ArMstTRONG Bros.” Dies, both solid 
and adjustable, are machined from 
special tool steel, with “backed-off” 
ground teeth. They cut easily, cut 
smooth, close-fitting threads, and 
“spin” off pipe ends without jamming 
or sticking. They fit all standard 
make stocks. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago 12, U.S.A. 
Eastern Whse. and Sales: 199 Lafayette St., 
N. Y. 12, N. Y. Paeifie Whse. and 


Sales Office: 1275 Mission St., 
San Franciseo 3, California 





Wallace Campbell's Address 


(Continued from page 175) 


der and no lines of merchandise 
should be included in our inven- 
tory which are handled on a 
profit basis which actually take 
dollars out of our cash registers. 
I have the utmost of confidence 
in our manufacturing friends 
being cooperative when they 
realize our problems fully, for 
after all we mill supply distribu- 
tors are their life blood and our 
problems are theirs and we do 
mean theirs. 

My point is that distributors 
need graduating prices suf- 
ficiently correct and fair to cover 
our costs of services and I hast- 
en to add that the distributors’ 
obligation is to see to it that his 
house is an efficient institution 
for no price structure should 
qualify inefficiency or waste. 

A year ago when the steel in- 
dustry agreed upon an 18% cent 
wage increase I was concerned 
over the far reaching effect that 
this would have on all steel 
product manufacturers, their 
employees and their costs, and 
the increased costs of overhead 
that were bound to affect dis- 
tributors of steel product items. 
I question very much if the na- 
tion has fully adjusted itself to 
that wage increase of a year ago 
and now there is an additional 
15-cent raise. Those of us in 
the mill supply business realize 
that we must have well qualified 
and experienced sales people and 
employees in our operations. 

Manufacturers who extend us 
distributing franchises expect 
us to have competent salesmen 


in our outside sales organization, 
our telephone sales and service 
floors sales departments. Prof- 
itable operations can well afford 
to have well-paid, efficient and 
intelligent people. Unprofitable 
operations can not. 7 


Here's the Point 


That’s all that I wish to say 
on this phase of the subject. The 
point is—our gross and net 
profit picture is not such as to 
contribute to a future of health 
operations. I think the clouds 
suspended over our particular 
industry are on the dark side. 
It is a picture that we and our 
manufacturing friends can cor- 
rect if we will but study the 
facts and alter some of our 
habits. With reference to the 
many lines not consumer priced 
by manuafcturers—it is a pic- 
ture that we ourselves can do a 
lot about if we will just bear 
uppermost in mind and practice 
—the fact that we are not in 
business for the purpose of op- 
erating a benevolent organiza- 
tion—but to make a profit. It 
costs us real money to employ 
people and sell and service. We 
have no discount or inside prices 
on our labor costs and neither 
have our competitors. If we 
suffer a loss on separate sales, 
volume made up of more of such 
sales simply spells greater losses. 

On the other hand—if we all 
choose to do nothing about it— 
there will be changes neverthe- 
less for just as sure as water 


SOUTHERN ADVISORY BOARD 











T. W. LEWIS 
Lewis Supply Co. 


R. S. PAGE 
The Henry Walke Co. 






HARRY P. LEU 
Harry P. Leu, Inc. 
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fnds its own level—energy and 
apital will gravitate to activi- 
ties and investments which will 
pay out in dividends. 

I trust in submitting my talk 
| have fairly presented “My 
problems in distribution are 
yours—and I do mean yours.” 


England's Experiment 
With Socialism 


LABOR government is not new 
rN in England. Following the first 
war, the British had an experiment 
with it. 


Making a Capitalist 


It frequently has been said that 
the way to make a capitalist out of 
any individual is to give him or get 
him to save a few thousand or to 
own a home. It is then he begins 
to appreciate the value of property 
rights and the constitutional guaran- 
tee that protects them. It is equally 
true that nothing is more wholesome 
as a sobering influence on economic 
legislation than a measure of re- 
sponsibility for the proposed pre- 
gram. One can be very complacent 
and smug in criticism of a capital- 
istic or free enterprise system of gov- 
ernment when the program put forth 
is not subject to a practical test un- 
der our direction and management. 


Must Deliver 


However, when the responsibility 
is placed on our shoulders, we have 
to deliver in keeping with our prom- 
ises for if we do not, we too are 
weighed in the balance. That is what 
is occurring in England today. Be- 
fore we proceed on an all-out pre- 
gram of social change and socialist 
philosophies, it would be well to sur- 
vey the results of such programs 
where they have been attempted or 
where they are in effect. 





Effort Essential 


Such a survey may cause us to 
conclude that human progress nat- 
ually has its growing pains and can 
not be forced by legislation, but that 
it results from patience and under- 
standing and years of effort. 

England may be learning that les- 
son today. 

—Henry H. Hermann, 
Executive Manager, 

National Association 

of Credit Men 
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ap screws shipped the 






day your order arrives— 





in the above sizes. 


All are Tough Triplex 
Quality 
Slower shipments on other 
sizes. Phone or wire us to- 
day as we don’t know how 
long our reserve stocks 
will last in the sizes listed 


above. 


THE TRIPLEX SCREW CO. 


5317 Grant Avenue - Cleveland 5, O. 
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14,500 BUYERS ATTEND HOUSEWARES, | 


APPLIANCE SHOW AT PHILADELPHIA 


Quality and Major Lines in Preponderance 
Two Shows Promised for 1948 


The National Housewares and 
Major Appliance Show opened on 
April 27 «at Convention Hall, 
Philadelphia, and in the course 





A. W. BUDDENBERG 





justments could certainly not ne 
construed as a marked downward 
price movement. Exhibitors, in 
the majority, felt that this year’s 
show closely approached the nor- 
mal activity of similar shows in 
the prewar years. 

Manufacturers of brand name 
items were generally of the 
opinion that they did not expect 
to see prices cut Their products 
were still largely allocated and 
were expected to remain on that 
basis for the rest of the year. 
They did feel, however, that it 
was time to consider customers’ 
relations more carefully. Many 
of the elaborate booths were cited 
indicative of a trend to 
“again create an impression on 
the customer.” 


as 


Most quality housewares ap- 
peared to be in good supply. 
Aluminum ware appeared in 
much greater variety and stain- 
less steel was also in increasing 


| supply. Metal kitchen cabinets, 


of a week proved to be one of 
the biggest in housewares’ his- 
tory. At closing day, May 2, 
buyer attendance was reported to | 
have climbed to over 14,500 and 
total attendance to approximately 
50,000. Duly noticeable was the 
return of quality and brand mer- 
chandise among the 500 house- 
wares and major appliance ex- 
hibitors. Exhibits extended over 
an area of 100,000 square feet. 
The usual good representation of 
buyers from wholesale and retail 
hardware firms throughout the 
country was in evidence. 

Buyers generally expressed a 
preference for the quality, brand- 
name merchandise, though buy- 
ing was described as “cautious” 
and on short term committments. 
Few manufacturers were able to 
make delivery promises. During 
the course of the show, some 





minor and scattered price re- 
ductions were made but these ad- 
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pressure cookers, metal 
baskets, incinerators, bread boxes, 


| fine cutlery, and scissors, were 


other items which seemed to have 
increased in supply. 

Among the items that made a 
welcome reappearance were some 
major appliances, particularly 
vacuum cleaners; small 
ances such as pop-up toasters, 


waste | 


appli- | 


irons, sunlamps, electric clocks, | 
mixers, door chimes, and electric | 


fans, etc. 

A. W. Buddenberg, executive 
secretary of the National House- 
wares Manufacturers’ Association 
with headquarters at 1402 Mer- 
chandise Mart, Chicago, said, 
“We believe that this show will 
go down in trade history as the 
best-attended and the most im- 
portant ever held.” He also an- 
nounced that beginning in 1948, 
the association would sponsor two 
shows a year, the first to be held 
in‘ Chicago in January at the 





Stockyards Amphitheatre and the 
other in the East at a location on 
a date yet to be selected. 

The National Housewares Man- 
ufacturers Association was form- 
ed in the Fall of last year as the 
result of the merger of The 
Housewares Manufacturers Asso- 
ciation of Chicago and the New 
York Housewares Manufacturers 
Association. 


——— 


HARRIS, HENRY DISSTON 
ASS’T GEN. SALES MGR. 


Mark Harris, who has been | 


with Henry Disston & Sons, Inc., 
Philadelphia, for 23 years, has 
recently been named assistant 
general sales manager. Mr. Har- 
ris started as a clerk 
export department. In 1933 he 
became export manager and 
traveled most parts of the world 
for the company. A. Stewart 
Hunt, who acted as export mana- 





MARK HARRIS 


ger while Mr. Harris was in the 
Navy, 
manager. C. V. Nicholson is as- 
sistant export manager. 


has been made export 


in the | 











| in 





H. WILKENS 


GEORGE 


GEO. WILKENS SCHICK 
SALES MANAGER 


George H. Wilkens has been 
appointed sales manager of 
Schick Inc., manufacturers of 
the Schick Electric Shaver and 
Shaverest, Stamford, Conn. He 
was formerly sales manager of 
the eastern division of the Eu- 
reka Williams Corp., Detroit, 
Mich. Mr. Wilkens has also 
served with Stone & Webster, 
Electric Bond & Share and 
American & Foreign Power. 
He has been actively engaged 

the design, manufacturing 
and merchandising of appliances 
in the United States, Europe, 
South America and the West 
Indies for the past 24 years. 





COLT’S PATENT FIRE 
ARMS NOW COLT’S MFG. 

Colt’s Patent Fire Arms Mfg. 
Co., Hartford 15, Conn., has re- 
cently changed its company name 
to Colt’s Mfg. Co., manufacturers 
of fire arms, moulded plastics 
products, sheet packings, dish 
and metal washing machines. 





DISPLAY MARKET WEEK 
IN CHICAGO JUNE 23-27 

The Display Market Week 
sponsored by the National As 
sociation of Display Industries, 
will be held June 23-27 in Chi- 
cago, Ill, at the Stevens Hotel. 
New display equipment, props 
and materials wil] be shown. 
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The Westinghouse Electric Ap- 
pliance Division, Mansfield, Ohio, 
which produced and _ shipped 
1000 carloads of household ap- 
pliances during April, plans no 
price increases, despite the re- 
cent 15-cent wage increase John 
H. Ashbaugh, Westinghouse vice- 















president, reported April 30, at 
ameeting at the Waldorf-Astoria 
Hotel, New York, to announce a 
new kitchen-laundry planning 
service. 

“In the first four months of this 
year, we have produced more 
merchandise and done a greater 
volume of business than in any 
like period in our history,” Mr. 


q Westinghouse V. P. Says Firm Holding 
Price Line Despite 15 P.C. Wage Rise | 


Ashbaugh, who is in charge of 
the Electric Appliance Division, 
said. “As a matter of fact, there 
have been only two years in our 
history in which business in a 
full year has exceeded these four 
months.” 

In the year and a half since 
the war, he disclosed, Westing- 
house has produced 1,899,857 ap- 
pliances exclusive of radios. He 
continued, “We have no plans at 
the moment to increase our 
prices. We are going to do 
everything humanly possible to 
hold them to the very minimum. 
We recognize that that will be 
quite an assignment with in- 
creased labor and material costs.” 











RAY-O-VAC BATTERY 
SALES HANDLED BY 
FOUR DIVISIONS 


The sales of Leak Proof flash- 
light batteries and dry batteries 
for radios, hearing aids and 
other products made by Ray-O- 
Vac Co., Madison, Wis., have 
been completely organized on a 
divisional basis. As was an- 
nounced before W. C. Weeks 
heads the eastern division, with 
ofices in New York City, and R. 
M. Taylor heads the Pacific Coast 
division with San Francisco head- 
quarters. 

W. H. Settle supervises the 


7 








| 


| 


GEORGE SHIPLEY 





aici section from divi- 
sional offices in Madison, Wis., 
and George Shipley, with Mem- 
phis, Tenn., headquarters, man- 
ages the southern division. 





EDW. TAYLOR, HOTPOINT 
MERCHANDISE MANAGER 


Edward R. Taylor has recently 
been appointed merchandising 
manager, Hotpoint, Inc., Chicago, 
Ill. He will direct all the adver- 
tising, sales promotion, sales plan- 
ning and training and kitchen 
planning activities. 

















W. H. SETTLE 
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Mr. Taylor was associated with 





EDWARD R. TAYLOR 


automatic advertising and mer- 
chandising for General Motors 
Corp., and was with the Zenith 
Radio Co. 


—_————_ 


CLARENCE HAWKE IS 
CARBORUNDUM HEAD 
OF DOMESTIC SALES 


Clarence E. Hawke was re- 
cently appointed director of 
domestic sales for the Car- 
borundum Co., Niagara Falls, 
N. Y. This is in keeping with 
a plan to coordinate all sales 
activities under the functional 
direction of F. J. Tone, Jr., vice- 
president and general sales man- 
ager. Mr. Hawke, reporting to 
Mr. Tone will direct sales activi- 
ties including those of the re- 
fractories and Globar division | 
and the Canadian Carborundum 
Co., Ltd. 

In 1910 he went to the 
Deutsche Carborundum Werke, 
Dusseldorf, Germany, as assistant 
to the works manager and later 
became superintendent. After 
serving in the first World War 
he became sales manager of 
the Refractories Division, Perth 
Amboy, N. J. 

He is succeeded by Boyd M. 
Johnson, who joined the com- 
pany in 1920. Mr. Johnson was 
head of the engineering depart- 
ment of the Refractories Divi- 
sion. 





Edwin B. Forse is now man- 
ager of the company’s Refrac- 
tories Division, 





Perth Amboy. 





Mr. Forse became associated 
with Carborundum as_ works 
manager of the Shawinigan 
Falls, Quebec plant. In 1920 


he became works manager, ol 
the Refractories Division, Perth 


Amboy. 

Russell G. Albertson joined 
Carborundum in 1925 and in 
1933 was appointed assistant 
superintendent of Canadian Car- 
borundum Co., Ltd., Niagara 
Falls, Ont. In 1934 he was made 


1946 
now 


superintendent and_ in 
works manager. He is 
manager of that division. 





CORSON HEADS CLARK- 
BABBITT INDUSTRIAL 
PRODUCTS DIVISION 


Kenneth R. Corson has been 
appointed head of the industrial 
products division of Clark-Bab- 
bitt Industries, Inc., Boston. Mr. 
Corson formerly represented the 
Continental Screw Co., and Hy- 
Pro Tool Co., in the New York 
Metropolitan area. 





EDW. JACKSON SALES 
MGR. COROAIRE HEATER 


Edward D. Jackson has re- 
cently been appointed sales 
manager for the Coroaire Heater 
Corp., and subsidiary Hot Boy 
Inc., Cleveland 15, Ohio. 

He will direct the national 
sales of the Coroaire line of gas- 
firing heating and winter air- 
conditioning units and the Hot 
Boy space heaters. 





EDWARD D. JACKSON 


223 
































































OPENS JARS LIKE MAGIC 


—Bottles, too! 





NEW ADJUSTABLE e) 


CAP-TURN | 


Loosens or Tightens 


Screw Caps...from Small 
Bottles to Large Jars... 


QUICKLY 


Now it can be SOLD! And will the housewives go 


for this unique double-action kitchen tool! 


The new CAP-TURN loosens or tightens 
screw-caps like magic. Just twisting the handle 
adjusts CAP-TURN to grip any size cover 

from small bottles to large jars. A simple turn 
does the job. It’s quick—safe—sturdy—easy 


to use. 


And CAP-TURN is priced to sell on 


sight. Only 39c retail. 
Better order your supply to 
cash in on national promotion, 








{ 


CAP-TURN comes midunted on 
colorful self-display card with 
complete instructions. To show 
it is to sell it. 





EAGLE INDUSTRIES, iNC. 


Subsidiary of Bowser, Inc 


Sales Representative 


110 North Franklin St., 


of The 


Eagle Lock Company 


Chicago 6, Illinois 






For N.R. 


Planned for the 48th Annual 
Congress of the National Retail 
Hardware Association which this 
year will be held from June 16 to 
June 19 at the Hotel Statler, 
Cleveland, Ohio, is a series of 
entertainments which will be in- 
terspersed between the business 
| sessions Details of the business 
sessions were announced on page 
156 of the May 8th issue of 
HARDWARE AGE. ‘ 

A ladies’ reception in honor of 
' Mrs. Earl Dean, wife of the 
| N.R.H.A. president, will be held 
| in the afternoon of the opening 
| day, June 16. That evening, fol- 
| lowing a brief business meeting, 
there will be dancing in the 
Grand Ballroom of the Hotel. 

The higalight on Tuesday, 
June 17, will be the afternoon 
tour through General Electric’s 
Nela Park Lighting Institute. 
This will be repeated on the 
afternoon of the following day. 
The tour is being split into two 
groups so that all delegates and 
their ladies may be accommo- 
dated. In the evening, June 17, a 
three-hour boat ride on Lake Erie 
will be the feature. A boat hold- 
ing approximately, 1,150 passen- 


| gers has been chartered for the 


‘Entertainment Program 


H. A. Congress 


Canada Steamship Co. It will bh 
devoted exclusively to the plea. 
sure of the hardware party. 
The final entertainment fea. 
ture will come on Wednesday 
evening, June 18 and will be the 
annual banquet and floor show. 
All reservations for rooms at 
the Hotel Statler, Congress head. 
quarters, must be made through 
the National Retail Hardware 
Association, Indianapolis 4, Ind. 





PINCUS, MGR. MOTOROLA. 
PHILADELPHIA COMPANY 


Edward L. Pincus has been 
named manager of Motorola. 
Philadelphia Co. distributors of 
the Motorola home and car radio 
and the car heater. The Motor. 
ola-Philadelphia Co., 46-50 N. 
Fifth St., Philadelphia, Pa. will 
cover territories handled by 
Goldner Distributing Co., Phila 
delphia and Specialty Sales Co., 
Lancaster, Pa. 

He has been associated with 
major radio distributors in 
Philadelphia since 1932, and was 
with the Philco Corp. during 
the war. Mr. Pincus was 
formerly regional sales manager 
for Motorola, Inc. in the mid- 





occasion from the Cleveland- 


dle Atlantic area. 











BRAND NAME CERTIFICATE PRESENTED TO YALE & 
TOWNE Mfg. Co., Stamford, Conn., was accepted by Mark 


A. Miller, left. assistant general manager of that division, at 


the Brand Names 


Day program held in the Waldorf Astoria 


Hotel, New York City. The award honors the firm's brand 


name, Yale, which has served 


the public since 1868. The 


award was established by the Foundation to recognize the 
value of brand names which have won public confidence 


through integrity, reliable quality and fair pricing. 


Henry 


E. Abt, right, president of the Brand Names Foundation, pre 


sented the certificate. 
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BOONE GROSS 









HOWARD GAMBRILL, JR. 


BOONE GROSS and HOWARD GAMBRILL, JR., were re- 


cently elected vice-presidents of the Gillette Safety Razor Co., | 


of Boston, Mass. Mr. Gross has been sales manager of Gillette 
for more than a year. Previously he was president and general 
sales manager of Gooderham & Worts, Detroit. A graduate of 
West Point, he rose to the rank of colonel during the war as 
chief of the small arms ammunition branch of the Philadelphia | 


ordnance department. 


Mr. Gambrill has been with Gillette for 18 years. He has 


been in nearly all of the-company’s manufacturing depart- 


ments and in 1938 became assistant works manager. 
came works manager in 1945. 


He be- 











HARRY OLSON 


HARRY OLSON, V.P. 
GENERAL SALES MGR. 
O-CEDAR CORP’N 


Harry E. Olson has been ap- 
pointed vice-president and gen- 
eral sales manager of the O-Cedar 
Corp’n, 2246 W. 49th St., Chi- 
cago 9, Ill. 

Mr. Olson was formerly asso- 
ciated with S. C. Johnson & Son, 
Inc., Racine, Wis., as a_ sales 
executive. 


MORLEY-MURPHY CO. 
COMPLETES NEW BLDG. 


Morley-Murphy Co., hardware 
wholesalers, Green Bay, Wis., has 
announced the completion and oc- 
cupation of its new modern build- 
ing at Wausau, Wis. To better 
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serve the retailers of central Wis- 
consin and the manufacturers it 
represents, the company added 
this office and warehouse build- 
ing to its present plant in Wau- 
sau. 


SMITH, TOASTMASTER 
N. CALIFORNIA REP. 


W. H. Smith was recently ap- 
pointed northern California repre- 
sentative for the Toastmaster 
Products Division, McGraw Elec- 
trie Co., Elgin, Ill. He will work 
on both domestic and commercial 
products under the direction of 
kK. E. Campbell, California dis- 
trict manager, with headquarters 
in Oakland, Cal. Previously Mr. 
Smith was with the Dohrmann 
Hotel Supply Co. 





W. H. SMITH 
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Look! 


Ads like these 














to millions of consumers 





’ 


You know “Camillus has the edge.’ 
You know the name CAMILLUS 


means the finest value in pocket 
knives. 
Now we're flashing the story to 
your customers—=millions of them 
from Coast to Coast—men and 
boys, city dwellers and country 








dé 


Stream 


folks. It's all part of the plan 
that makes Camillus the fast- 
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moving, profitable line for 

Qutdoor Pain 

5 ife ° ‘ 
a ws « Now, more than ever, 
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Camillus has the “‘edge.“’ 
And the dealer who 
handles Camillus also 
has the “edge.” 
Camillus Cutlery 





CAMILLUS 





Company,N.Y.17,N.Y. 
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HAS THE EDGE 





+». it's pronounced 


Ka—MiLL—us 






















New Use 












Big Demand 
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YOUR CUSTOMERS WILL 
BUY THIS WORK-SAVER 


Customers reply with a 
purchase when you mention 
DOOR -EASE Stick Lubricant 
for changing wood or metal 
window screens, porch screens 
and storm windows in spring 
and fall. This new use saves 
your customers work .. . 
eliminates struggling; and the 
hammering and pounding that 
splits frames and breaks glass. 
DOOR-EASE makes removal 
easy and is especially ideal 
after sash or frames have been 
newly painted. 

Big ads, like the one shown 
to the right, will emphasize 
this new DOOR-EASE use for 
screens in the spring and storm 
windows in the fall. In between 
spring and fall promotion of 
this new DOOR-EASE use, 
other ads will tell how DOOR- 
EASE stops binding of doors, 
windows, zippers, drawers, etc. 
How it stops squeaks—and has 
1001 uses in Home, Office, Auto, 
Boat, Sport-kit and Shop. 

A special window strip fea- 
turing this new DOOR-EASE 
use will be mailed to you. Tie 
in with our big 1947 program of 
national advertising by placing 
it in your special spring and fall 
window displays . . . and order 
DOOR-EASE from your supplier 
today. 10c Retail. Dealer price 
—80c per dozen. American 
Grease Stick Co., Muskegon, 
Mich. 


DOOR-EASE ads appear in maga- 
zines read by 6 million buyers 
monthly. 


(we 


ORDER FROM YOUR 



















DOOR-EAS 


NIFSS STICK | 


DOOREASE 


TICK LUBRICANT 


TAKES THE 


Drudgery 
OF CHANGING 
SCREENS AND 













STORM WINDOWS 




















Why struggle? Tight fining wood or 
metal screens and storm windows slide 
into place like magic, when edges are 
coated with DOOR-EASE Stick Lubri- 
cant. Prevents binding—especially af- 
ter painting. Eliminates shoving, ham- 
mering and pounding that dents or 
splits frames and breaks glass. Clean, 
Stainless . . . Easy to apply. Use like 
a crayon, Weatherproof . . . Won't 
Dry Up .. . Lasts a full season, and 











makes removal fast and easy. 

DOOR-EASE also prevents binding 
and sticking of doors, windows, draw- 
ers, zippers, etc. Stops squeaks. Pre- 
vents rust. 1001 Uses . - Home, 
Office, Auto and Shop. 






FRANK KINCH PRESIDENT 
PORT AUSTIN LEVEL & 
TOOL MFG. COMPANY 


Frank Kinch is president of | 


the newly organized Port Austin 
Level & Tool Mfg. Co., Port 
Austin, Mich. John E. Upthe- 
grove is vice-president and 
Harold F. Fizan is secretary 
and treasurer. Organizers of the 
firm were all formerly as- 
sociated with Mayes Bros. Tool 
Mfg. Co., Port Austin. Mr. 
Kinch had been president since 
1920, Mr. Finan, secretary and/ 
or treasurer since 1919 and Mr. 
Upthegrove director for the past 
20 years. All three men were 
early stockholders in the level 
company, and have sold their 
stock to the present manage- 
ment. 

Mr. Kinch says the organiza- 
tion of the firm should be com- 
pleted and under way by June 1. 
The location of the factory has 
not been determined but it will 
be in Huron county. 





WOODS IS YALE & TOWNE 
DISTRICT SALES MGR. 


Arthur F. Woods has been ap- 
pointed district sales manager 
for the Tri-Rotor Pump sales in 
Mich., Ohio, Ind., Ky., W. Va., 
and Western Pa., for Yale & 
Towne Mfg. Co., Stamford, 
Conn., division. His head- 
quarters are in Detroit. 

A veteran of World War II, he 
served three years with the AAF 
as maintenance engineering of- 
ficer. Prior to his appointment 





ARTHUR F. WOODS 


Mr. Woods took a one year 
training course at the company’s 
Stamford plant in the develop- 
ment, manufacture and applica. 
tion of the Tri-Rotor Pumps. 





HANDWERG ASS’T SALES 


| MGR. MOTOROLA RADIO 


Howard C. Handwerg, 
formerly regional sales manager 
of the North Central area, has 
been advanced to the position of 
assistant sales manager for the 
Motorola home radio, car radio 
and car heater. He has been 
associated with Motorola, Inc., 
Chicago, IIll., for seven years 
and has served as field salesman, 
territorial representative and re- 
gional sales manager. During 
the war he headed crystal pro- 





curement and expediting. 



















sizes at Gas Stations, 
Hardware, Auto, and Dime Stores, 
or send us $O¢ for one stick of each size. 


DOOR-EASE MFGRS., Muskegon, Mich. 
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A. G. RORABECK, PRESIDENT, THE GEO. WORTHING- 
TON CO., hardware wholesalers, Cleveland, presented Wil- 
liam Knox and Theodore Schuttenberg with 50 year service 
pins and gifts from the company. The gentlemen were honored 
by the Anniversary Club which is composed of all company 
employees who have been with The George Worthington Co. 
25 years or more, the club having 82 members of which |! 
were active 50 years or more. Shown above are seven of the 
50 year men: front, left to right—James Dobbie, H. H. Riddle. 


retired, and C. P. 
right—William Knox, H 


Vanek, retired. Standing in back, left to 
Hulburd, 
president, Theodore Schuttenberg and L. H. Weber, retired. 


retired and former 
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FOLD-AWAY 
TRAVEL IRONS 


SAFETY-TILT 
AUTOMATIC IRONS 


SHOWBOXED TO SELL! 











SAMSON Electricai Appliances have always 
been products of distinction ... high in qual- 
ity, yet popular in price. That’s why today, 
more than ever before, they’re the “‘Buy-Line” 
for the Millions—and the Profit Line for every 
wide-awake wholesaler and retailer! 

But Samson has not been satisfied merely 
to offer the right products at the right prices. 
Long before most electrical manufacturers 
even gave it a thought, Samson planned 
ahead on how to help its distributors and 
dealers meet the coming buyer’s market. The 
result was smart packaging in the form of 
colorful Samson SHOWBOXES that today, in 
windows and on counters all over the country, 
serve as complete merchandising displays 
that stop ‘em, tell ’em, show ‘em and éell "em! 

And now Samson gives you still greater 
selling support. Even before you read this 
message, Samson SHOWBOXED Electrical 
Appliances will be 


ADVERTISED IN COLOR IN 


Powerful 2-color advertisements, featuring 
various Samson products, will appear through- 
out the year in Collier’s, Saturday Evening 
Post, Good Housekeeping, Ladies’ Home 
Journal, and Pathfinder. . . reaching millions 
of preferred prospects in the small towns as 
well as the cities. Watch for them—and cash in! 











MAY 22, 1947 


11 1? f: uy 
THE t “ue we ime 


SAMSON ELECTRICAL APPLIANCES 


TEMPO-FLEX 
TABLE RANGES 


SAFE-T CIRCUIT 
HEATING PADS 


SAFE-FLEX 
RUBBER BLADED FANS 













































SAMSON UNITED CORPORATION 


ROCHESTER 10,N.Y. 
Samson United of Canada, Limited, Toronto 




































































The Entire 
C.Q.” Line 





Complete descrip 
tions given. Ask 


for your copy 
no oblhgation! 










1740 East Twelfth Street., Cleveland 14, Ohio 





The GRINDSTONE 
of the MONTH! 


HE OHIOAN is a small grindstone 

with a big future. Its retail price is 

small, yet it offers big profits. It oc- 
cupies small space, yet does a big job of 
sharpening on any workbench. 


There is no guesswork about its popular- 
ity and saleability—literally thousands of 
them have been sold... display it and 
it will move fast! 


The cadmium plated body resists rust 
and supports a grindstone of highest 
quality grit that runs on ball bearings. 
Ridigly braced and reinforced, the Ohio- 
an will last for years, serving as a silent 
salesman for others who see it and want 
one like it. 


Write us and we will tell you all about 
this modern, fast-selling item. Be the first 
to show it in your territory! 


The New. Efficient. 
Low-priced 
, Ohioan. 















Frank E. Jerome, vice-presi- 


dent of the First National Bank 
of Seattle, Wash., in speaking 
to 4,000 members of the Na- 
| tional Association of Frozen 
Food Packers at its first na- 
tional convention, held in San 
Francisco, advised the packers 
to “dump” quantities of frozen 
foods now backlogged in ware- 
houses. E. Huddleson, president 
of the association said that he 
didn’t think the frozen food in- 
dustry had any patent on re- 
conversion problems. He also 
stated that the industry was on 
a sounder basis than most of the 
country’s industries. 

Mr. Jerome stated that war- 


| Urge Frozen Food Packer Group to 
Damp Backlogged Warehoused Stocks 


| time circumstances of high in. 
| come, government demands, and 
| shortage of tin sent the frozen 
food industry into tremendous 
expansion. He warned that now 
is the time for the industry to 
consolidate its wartime gains, 
make an appraisal of its prob- 
lems and take steps to correct 
them. 

In this connection he urged 
curtailment of production con- 
sistent with capital limitations, 
concentration on fancy merchan- 
dise, development of a more 
cooperative relationship between 
packer and distributor and edu- 





cating the public to the use of 
frozen foods. 








WILKEE PUTTY KNIFE 
NOW NATIONALLY 
DISTRIBUTED 


Wilkee Mfg. Co., Glendale 1, 
Cal. has recently announced that 
newly expanded production fa- 
cilities permits national distribu- 
tion of it’s line of putty knives. 
Western Mfr’s. Sales Co., 2809 
S. Hill St., Los Angeles 7, Cal. 
will accept all inquiries. 

SHURKATCH FISHING 

TACKLE BUYS ARCADE 

FISH SPEAR BUSINESS 

Shurkatch Fishing Tackle Co., 
Richfield Springs, N. Y. has pur- 
chased the fish spear manufac- 
turing business from the Arcade 
Mfg. Co., Freeport, Ill. The ma- 





chinery, tools, and inventory for 


making the fish spears has been 
moved to it’s Richfield Springs 
factory. Shurkatch will make the 
same items formerly made by 
Arcade. Due to the large de- 
mand, Shurkatch will be unable 
to accept orders for shipment 
prior to Jan. 1, 1948. 


DUO-THERM NAMES 
NEB. DISTRIBUTOR 


Major Appliance Co., Omaha, 
Neb., has been appointed a dis- 
tributor for Duo-Therm Div. 
Motor Wheel Corp., Lansing, 
Mich., to sell its fuel oil furnaces. 
It will cover all of Nebraska ex- 
cept five counties in the southwest 
part, eight counties in southwest 
Iowa and nine counties in south- 
ern South Dakota. 











SENOR JOSE INFANTE, RIGHT, MEXICAN REPRE- 
SENTATIVE to the United States from the magazine ASI is 
with L. S. Chadwick, president of Perfection Stove Co., Cleve- 
land, Ohio. Sr. Infante visited Perfection as he had other 
industrial concerns in Ohio to collect material for a special 


issue of ASI which will feature 


Ohio industry. Annually the 


magazine devotes one issue to a particular section of the 
U. S. and Ohio is the next state to be featured. Sr. Infante 
toured the factory, saw oil-burning ranges and cook stoves 


come off the assembly lines and 
research center. 


examined the company’s new 
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AMERICAN WHOLESA 
long Beach 1, Ci 


Greenville, Mis. 


Elmira, New 
BROWN-CAMP HAR 
Des Moines 6, 
BROWN-ROGERS-DI 
Winston-Salem, Nor 

W. W. CONDE HARDW 


MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN CO., INC. 
Dollos 2, Texas 


LE HDWE. CO. 
‘alifornia 


B. C. SUPPLY CO. 
Bottle Creek, Michigan 


BAIRD & COMPANY 


sissippi 


BAIRD HARDWARE CO. 
Gainesville, Florida 


BARKER, ROSE & KIMBALL, INC. 


York 

DWARE CO. 
lowa 

IXSON CO. 

th Corolina 

ARE COMPANY 


Wotertown, New York 
DUNHAM, CARRIGAN & HAYDEN CO. 


















Son Froncisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HOWE. CO. 
Little Rock, Arkansas 
Cc. D. FRANKE & CO., INC, 
Chorleston, South Carolina 
GREER & LAING 
Wheeling, West Virginia 
HERR & CO., INC. 
Loncoster, Pennsylvania 
HOLMES HARDWARE CO. 
Pueblo, Colorado 
IMPERIAL HARDWARE CO. 
El Centro, California 
JELCO MILWAUKEE CO. 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO. 
Omoha 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC. 
Nashville 1, Tennessee 
KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Salina, Konsos 
MAY HARDWARE CO. 
Washington 7, D. C. 


C. H. MILLER HARDWARE CO. 


Huntingdon 19, Pennsylvania 


MOREHOUSE & WELLS CO. 
Decatur 60, Illinois 


MORROW-THOMAS HARDWARE CO. 


Amarillo, Texas 
J. H. OLIVER & CO. 
Grenada, Mississippi 
RAILEY-MILAM, INC. 
Miami, Florida 
READER'S WHOLESALE DIST. 
Houston 2, Texas 
REHM HARDWARE CO. 
Chicago 8, Illinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 


THE SCHAFER COMPANY, INC. 


Decatur, Indiana 
Cc. Y. SCHELLY & BRO., INC, 


ad 7 





THE SEEDMAN COMPANY, INC. 


Brooklyn 6, New York 


SOUTHWESTERN HARDWARE CO. 


Oklahoma City 1, Oklahoma 


TIEMANN HDWE. & SUPPLY CO. 


t. Lovis, Missouri 
UNION DISTRIBUTORS, INC. 
Red Bonk, New Jersey 
UNIVERSAL SUPPLY CO. 
jayton, Ohio 
ZORK HARDWARE CO. 
| Paso, Texas 


ZORK HDWE. CO. OF NEW MEXICO 


Albuquerque, New Mexico 


CANADA 


FALCON HARDWARE, LTO: 
Winnipeg, Manitoba 


WOOD, ALEXANDER & JAMES, LTD. 


Rai 


Hamilton, Ontario 
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LET’S LOOK AT 
THE RECORD OF 
STEADY PROGRESS 
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1945 
Beet: faae ene 


1937 
1938 
1939 
1940 
1941 
1942 
1943 





1946 
*1947 


*Projected on the Basis of 1947, 
First Quarter Deliveries 





1946 showed an increase of 133° over 1945. There is a reason 
for this substantial growth! The continuous success of Tru-Test 
in modern mass distribution proves the soundness of its 
program. Tru-Test looks to the future with confidence . . . more 
and more manufacturers are recognizing the need of working 
with a program that coordinates the manufacturer, wholesale 


distributor and retail hardware dealer. 


ASK YOUR TRU-TEST DISTRIBUTOR FOR [HE MARKETER NEWS BULLETIN OF HARDWARE VALUES 





HOUSEWARES * MAJOR APPLIANCES + RADIOS + AUTOMOTIVE, TIRES AND ACCESSORIES + SPORTING GOOBS » TOYS 
WHEEL GOODS © HARDWARE + FARM SUPPLIES + ELECTRICAL SUNDRIES + FURNITURE + HOME MAINTENANCE SUPPLIES 
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IN TWO SIZES—JPI, 
634" overall, weight 4 ounces. 
$P2, 812” overall, weight 

9 ounces. 












Immediate deliveries 







in reasonable quantities. 







Once again Parker ingenuity and 
quality will bring, big dividends to 
you. This time it’s the Parker Pruning 
Shear, so light that, as one dealer 


























said, you could hang the junior size 
on your watch chain. Parker presents a 

revolutionary design, with no exposed spring to become 
lost, to rust or to pinch the hand, but with a balanced 
innerspring completely concealed and lubricant packed 
for full protection. Notice, too, the jaws which give anvil 
cutting action, and are shaped for close in-pruning, the 
thumb catch lock that operates with a flip of a thumb, 
and the comfortable handles. Count on this shear in both 
sizes to hold the spotlight for sales. 


Fy | Parker 


PARKER MANUFACTURING CO. 


| WORCESTER 1, MASS., U. S. A. 
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J.C. Amis Advises Chicago Dealers 


In Regard to Hardware Licenses, 
Stranger Picketing Legislation 


At a meeting of the Chicago 
Retail Hardware Association, 
held recently in the Merchandise 
Mart, presided over by Walter 
J. Switalski, association presi- 
dent, J. S. Amis, secretary of 
the organization, told dealers 
there was confusion among the 
inspectors of the city in regard 
to hardware licenses. Many 
claimed that as some of the 
members carried rifles, shot gun 
cartridges and shells they were 
subject to the deadly weapons 
license, which is $110.00. 

Mr. Amis advised the dealers 
that they were entitled to carry 
rifles, guns and ammunition 
under their license fee of 
$25.00, and they should so ad- 
vise the inspector of the city. 

The dealers were told also 
that under the deadly weapons 
ordinance, 183-10, it was un- 
lawful for them to carry air 
rifles or toy weapons without 
securing a license from the city. 
A license for carrying this type 
of merchandise is $110. This 
type of merchandise, however, 
can only be sold to persons who 
have secured a permit from the 
city to buy it. 

Mr. Amis described the cur- 
rent labor situation in Chicago, 
stating that the Janitors’ Union 
in Chicago sent delegates to at- 
tempt to organize hardware 
stores’ employees. When em- 
ployees refuse to sign with the 
union, the delegates tell the 
owner or operator of the store 
that the employees refuse to 
join and insist he must join for 








his clerks, which is unlawful. 





If the operator refuses, he is 
threatened with pickets. When 
pickets are placed in front of 
the store, deliveries are stopped, 
Such cases were more prevalent 
on the south side of Chicago, 
but in many cases, we have been 
able to stop this sort of coercion. 
If the Association is able to pass 
legislation to stop _ stranger 
picketing through the present 
Illinois session, we will partially 
halt this acticn by leber unions. 

Mr. Amis also discussed the 
unen.pioyment compensation in- 
surance legislation which is in- 
troduced in the Illinois Legisla- 
tion at the present time and 
carried in Senate Bill No. 9. 
It reduces the coverage of work- 
ers in establishments from six 
to one. The association members 
opposed this legislation. 

The rent control house bill 
No. 49 was also discussed. This 
bill would freeze rents for of- 
fice space and retail stores at 
the October 1, 1946 level. No 
action was taken on this bill. 

Members of the organization 
were asked to contact their 
Senators and Representatives of 
the Illinois Legislature, oppos- 
ing the Fair Employment Prac- 
tices Commission Act, because 
in retail establishments, _ this 
type of legislation practically 
ties up the employment of the 
class of people which hardware 
stores are obliged to hire. 

After the meeting, a sound 
moving picture was shown en- 
titled, “The Telephone Hour,” 
through the courtesy of the Illi. 
nois Bell Telephone Co. 























E. O. VITS, vice-president, and W. F. Bugenhagen, vice- 
president in charge of sales of the Aluminum Goods Mfg. Co» 
Manitowoc, Wis., are shown with the millionth Mirro-Matic 


pressure pan. 


Both men are quite contented as they suc- 


ceeded in producing a million Mirro-Matics without cutting 
production of the rest of the company’s line of Mirro Alu- 


minum cooking utensils. 
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_PERMITE’S COMPLETE 


WARE ¢ PAINTS 
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Another 
Profit-Maker... 


PERMA-GOLD 


Permite Perma-Gold 
is a ready-mixed 

paint of pure bronze 
pigment and a Permite 
exclusive vehicle. 
imparts an enduring 
finish of rich, lustrous 
beauty — inside or 
outside. 
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...makes customers satisfied! 
...repeat-sales sure! 


No one aluminum paint will give best results on all surfaces. That's why 
PERMITE Ready-Mixed Aluminum Paints are made in three specialized types. 
By selling the RIGHT aluminum paint for each particular application, PERMITE 
Dealers build customer satisfaction that brings steady repeat sales and profits. 


Here’s PERMITE'’S fast-selling ‘“COMPLETE-3” . . . For exterior surfaces, extra 
coverage, long-lasting PERMITE OUTDOOR. For interior use, satin-smooth 
PERMITE CHROME FINISH. For hot surfaces, special-formula PERMITE 
HOT-SEAL. 


All three PERMITE Aluminum Paints are ready-mixed, ready to use. All 
embody the exclusive PERMITE Vehicle that ‘makes the difference” - a 
specially processed vehicle scientifically blended with 99-+-% pure aluminum. 
Perfect multiple leafing builds up a metal-like ‘coat of armor’ that enduringly 
shields the surface against rust, decay and corrosion. 


Stock up now on PERMITE’S COMPLETE-3. See your Distributor or write direct. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


The Originator of Ready-Mixed Aluminum Paints 


LUMINUM PAINTS 
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AT LAST! 
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LOW PRICED PLANER 
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FREE DESCRIPTIVE FOLDER 
“FOSTER MANUFACTURING CO. 
1 KINSEY AVENUE 


BUFFALO 17, NEW YORK 
Please send descriptive folder and price list to: 


NAME 























ADDRESS 
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| Rochelle, N. J., 


| as southeastern sales representa- 





LIFT RESTRICTIONS 
ON MANILA FIBER 
(Washington Bureau 
of HARDWARE AGE) 

Suspension until further notice 
of the processing quotas and in- 
ventory restrictions covering use 
of manila (abaca) fiber for the 
manufacture of rope was an- 
nounced on May 2 by the now 
defunct CPA. Its remaining fune- 
tions have been taken over by the 
Office of Materials Distribution, 
established in the Bureau of 
Foreign and Domestic Commerce, 
Dept. of Commerce. 

The suspension of processing 
quotas and inventory restrictions 
covering use of manila fiber was 
effected by issuance of Direction 
2 to Conservation Order M-84. 
This action was recommended by 
the Cordage Industry Advisory 
Committee and its binder twine 
subcommittee. 

Lifting of the 150-day inven- 
tory limitation, it was stated, is 
not expected, at present prices to 
increase greatly stocks held by 
processors, but is intended to 
permit domestic purchasers to 
take advantage of any price de- 





clines that may occur. 
JACK KASREL REPRESENTS 
M. W. DUNTON IN 





CHICAGO 


Jack Kasrel, manufacturers 
representatives, 1915 W. 62nd 
St., Chicago 36, IIl., has been 
appointed to represent M. W. 
Dunton Co., Providence, R. L., 
in the Greater Chicago area. 
Jack Kasrel will distribute its 
line of acid and resin core 
solders and plain wire solders. 
Also Dunton’s line of Nokorode 
soldering paste, salts and fluid 
as well as tinner’s acid and stain- 
less steel soldering acid. 


LEWIS CO. DISTRIBUTES 
IN S.E. FOR POLORON 


Poloron Produets, Inc., New 
has appointed 
the Carl A. Lewis Co., Inc., 
627 Peachtree St., Atlanta, Ga., 


tives for the Self-Seal Step-on 
Can, Woodland Charcoal Grill. 
Woodland Portable Ice Box, 
and the Termex, Red Cap and 
Woodland picnic jugs. Lewis 
will represent Poloron in Fla., 


Ga., Ala., N. C., S. C., and Tenn. 





POT & KETTLE CLUBS 
AT FEATHER RIVER INN 


About 250 members and their 
wives are expected to attend the 
annual convention of the Asso- 
ciated Pot & Kettle Clubs of 
America at Feather River Inn. 
from June 22 through 25, hosted 


J. C. HICKS 


J. C. HICKS DIV. MGR. 

SYLVANIA ELECTRIC 

J. C. Hicks, formerly of Syl- 
vania Electric Products Inc., Cal- 
ifornia division, has been ap- 


pointed manager of the com- 
pany’s southwestern division in 
Kansas City, Mo., succeeding 


Asher C. Jones, who has retired. 

Mr. Hicks joined Sylvania in 
1936, served in the AAF from 
1941 to 1945 in Washington, 
D. C., and returned to the Los 
Angeles office. He was also as- 
sociated with American Utilities 
Service Corp., and the Bureau o! 
Power & Light, City of Los An- 
geles. 


RAYNHAM RIVET BUYS 
NELSON RIVET CO. 


The Nelson Rivet Co., Taun- 
ton, Mass., manufacturers of 
small iron rivets, has recently 


been acquired by the Raynham 
Rivet & Fastener Co., Raynham, 
Mass., and the latter company 
will specialize in the manufacture 
of small rivets, particularly tin- 
ner’s tinned rivets. 

The new company has ap- 
pointed Surpless, Dunn & Co., 74 
Murray St., New York City, as 
national sales representatives. 


H. H. SAYLOR EUREKA 
BRANCH SUPERVISOR 


H. H. Saylor has been ap- 
pointed supervisor of branches 
for the Eureka division of the 
Eureka Williams Corp., Bloom- 
ington, Ill. He has been with 
Eureka since 1926. During the 
war he was product manager on 
government prime _ contracts 
and in expediting material pro- 
curements at the Detroit plant. 
Before joining Eureka, Mr. 
Saylor was vice-president of F. 
J. Saylor Co., Philadelphia 


wholesalers and retailers han- 





by the San Francisco club. 


dilng electrical home appliances. 
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LEE STRATTON DOMESTIC 
SALES MGR. FOR CROSLEY 


Lee Stratton has been appoint- 
ed domestic sales manager of 
the Crosley Division, Avco Mfg. 
Co. Cincinnati, Ohio. He has 
been associated with Crosley 
since 1944 as sales manager, of 
refrigeration, and has assisted in 
the development of other lines. 
He was also with Nash-Kelvina- 
tor Corp. as manager of various 
districts of the company, and sub- 
sequently directed operations on 
all products in St. Louis, was 
western branch manager. Fol- 
lowing conversion to war produc- 
tion, he was personnel director 
of Kelvinator’s propeller plant 


BMC OFFERS WRENCHES 
WITH STEEL INSERT 


BMC Mfg. Corp., Binghamp- 
ton, N. Y., has announced a 
special option available in the 


pressure lock wrenches. The 
company offers wrenches featur- 
ing a steel insert in the handle, 
which is claimed to resist heat 
more satisfactorily than standard 
inserts, when welding or braz- 
ing. 


CHAMPION ANNOUNCES 
NEW FLUORESCENT LAMPS 


Champion Lamp Works, Lynn, 
Mass. has expanded its fluores- 
eent lamp line to include 6 
watt T6 and 8 watt T6 fluores- 


cent lamps in 3500 deg. The 
company also announces the 
addition of a 375 watt R-40 re- 
flector type industrial heat 


lamp with a mechanical screw 
base to its infra-red lamp line. 








B. E. STRADER 


| vice-president and director of 


| sales, 


Remington Arms Co., 
Inc., was recently named chair- 


|man of the executive commit- 
|tee of the American Hardware 
Shige | Manufacturers Association and 
purchase of it’s No. 7 and 9 | 





was elected president of “The 
Old Guard,” the old timers 
group of the Southern Hard- 
ware Salesmen’s Association at 
the joint convention 


Palm Beach, Fla. 


ABBIATI PROMOTED 
BY MONSANTO CHEMICAL 


F. A. 
eral manager of sales, plastics 
division, Monsanto Chemical Co., 
Springfield, Mass., was recently 
promoted to assistant general 
manager of the plastics division. 
In his new position, he will with 
Felix N. Williams, plastics divi- 
sion manager, direct Monsanto’s 
plastics development and _pro- 
duction as well as sales. 














‘ALTON C. ANDERSON 


| dent of 
| Junior Chamber of Commerce 


| Minot Elk’s lodge. 
| ficers elected were Arnold C. 
| Quarve, Fessende, first vice- 
| president, 


annual convention of the as- 
sociation held in Bismarck. 


Mr. Anderson, president of 
the Anderson Hardware 
Stores, Minot, Bismarck and 


Jamestown, is a past president 


| of the Minot Junior Associa- 


tion of Commerce, past presi- 


the North Dakota 


and past exalted ruler of the 


Other of- 


and E. S. Duea, 
Sharon, second vice-president. 
Ralph M. Christiansen, Wat- 
ford City, retiring president 
of the association, was named 
a member of the advisory 
committee. Holdover mem- 
bers are T. I. Strinden, Litch- 
ville, and A. C. Gunvaldson. 
New Rockford. The board of 


NORTH DAKOTA Retail | directors includes: Paul Gar- 


. . | 
Hardware Association has re- 


cently elected Alton C. An- | 


| diner, New England, Earl L. 
| Olson, Park River, and Harlan 


derson president at the 48th | H. Nelson, Fargo. 
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NEW...TEST-PROVED 


ELECTRIC DRILL ATTACHMENT 


held in | 


Abbiati formerly gen- | 





This QUICK-EASY CLIPPER 


HOME & GARDEN 





Trimil 


HEDGE CLIPPER 





ot Ges 


brings you QUICK-EASY SALES! 


Here’s a sure added profit maker. Anyone who 
has a hedge is a customer for TrimiT. 

In three minutes TrimiT, the new, test-proved 
attachment, converts any standard 14” drill intoa 
power-driven hedge clipper. 

Cash in with Trimtt Hedge Clipper and watch it 
increase your sales of electric drills, extension cords 
and other electrical attachments. 

Any customer who already owns a drill can save 
$20 to $25 on a hedge clipper. 


ONLY TRIMIT GIVES YOU THESE EXCLUSIVE 
SELLING FEATURES! 


@ One screw assembly 


@ Durable “clean-cut” 
jamless cutting blade 


Welded construction 


Allows year ‘round use 
of the electric drill 


Faster, level-trim action 

Lighter weight 

Better balance 

Costs less 

Simple, economical operation 
(fewer working parts ) 


NATIONALLY 








ADVERTISED 
in the leading 


TRADE MARK 


nial 


MAGAZINES 
HEDGE CLIPPER 
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WOODLAND PRODUCTS CO. 


NAME 


STREET. — 


XY 





Pittsburgh 15, Pa. 
Please send me additional information and 
descriptive literature: 
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B. A. OTTEN 


PACIFIC BRASS & HDWE. 
MFG. FORMED IN CAL. 


The Pacific Brass & Hardware 
Mfg. Co., El Monte, Cal., has 
heen organized to manufacture 
builders’ hardware by B. A. 
Otten, president and his son, 
Grant B. Otten, secretary and 
head of the factory. The com- 
pany will manufacture brass 
knobs, handles, rim locks, 
knockers, cremone bolts, drop 
rings, casement fasteners, case- 


merly made under the name of 
Rite Hardware Mfg. Co. 
B. A. Otten has had long and 


| varied experience in the manu- 


| facture of 


hardware. He was 
previously sales manager, secre- 


| tary and director of the Milwau- 





| 
| 
| 


ment latches, grips, hinges, kick | 
plates, numbers, pulls, etc., for- | 


merly made by the Rite Hard- 
ware Mfg. Co., Los Angeles, from 


whom Pacific purchased all pat- | 


terns, tools and dies for 
hardware. The Rite company, 
now called Adams-Rite Mfg. Co., 
Glendale, Cal., will continue to 
manufacture the same line of 
patented surface bolts, 
bolts, flush lifts, sliding door 
hardware and ball latches, for- 


this | 


jamb 


| 


kee Stamping Co. for 20 years. 


GRANT B. OTTEN 


The new company expects to be 
in full production of all items 
by the end of 1947. 


GEO. SMITH VICE-PRES. 
BORG-WARNER CORP. 


George P. F. Smith was re- 
cently elected a vice-president 
of Borg-Warner Corp., Chicago. 
He is also president of Marbon 
Corp., Borg-Warner subsidiary. 
Other company officers re-elected 
at the meeting were: C. S. Davis, 
president; G. <A.  Shallberg, 
executive vice - president and 
general counsel; H. E. Blood, 


vice-president; J. L. Dryden, 
vice-president; R. C. Ingersoll, 
vice-president; Mathew Keck, 
secretary and treasurer; R. W. 
Dose, assistant secretary and 
assistant treasurer; and L. J. 
Heidgen, assistant secretary. 


J. L. PERRY, PRESIDENT 
COLUMBIA STEEL CO. 





J. Lester Perry, assistant to | 


Benjamin F. Fairless, president 
| of the United States Steel Corp. 
| of Delaware, has recently been 
elected president of Columbia 
| Steel Co., U. S. Steel’s west 
| coast subsidiary, succeeding the 
| late William A. Ross. 
| Mr. Perry began his career 
; in the steel industry as a cost 
| clerk and rose to the presidency 
|of the Carnegie-Illinois Steel 

Corp. He retired from that posi- 
| tion in 1946 to become assistant 
| to Mr. Fairless. Mr. Perry was 
| scheduled to retire from the Steel 
| Corp. on May 1, but will serve 
as president of Columbia until 
a permanent successor to Mr. 
Ross is elected. 


CATALOG OF SAFETY 
STANDARDS OFFERED 


about 200 standards covering 
safety and industrial health is 
available to safety engineers, leg- 
islators, from the American 
Standards Association, 70 E. 45th 
St., New York City 17. 

The 20-page booklet not only 
lists the standards but gives a 
brief description of their con- 
tents to make it easier for those 
interested to locate standards 
concerning their own field. 











SAVOGRAN CLUB PRESENTED TESTIMONIAL GIFTS at its annual banquet held at 
the Crystal Ballroom of the Hotel Lincolnshire, Boston, recently. Gifts commemorating 
25 years of service with the Savogran Co. were given to Mrs. Alberta Jones, Margaret I. 
McKee and F. M. Duddy. A special gift and engrossed testimonial were presented to 
Clement K. Stodder, company president, in celebration of his 28th business anniversary. 
The Savogran Club was organized by the company’s sales representatives as a social and 
benefit organization and now includes the sales force and office personnel whose work is 
in connection with sales. The banquet was held in connection with the company’s annual 
sales meeting, at the Hotel Bellevue, Boston. 
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A catalog containing a list of | 





ARTHUR KEATING 


ART KEATING SUCCEEDS 
L. B. THOMAS AS PRES. 
EKCO PRODUCTS CO. 


Arthur Keating, chairman of 
the board of directors, has been 
elected president of Ekco Prod- 
ucts Co., 1949 N. Cicero Ave., 
Chicago, IIl., to succeed Lee B. 
Thomas, who has resigned as 


LEE B. THOMAS 


president and a director. The 

vacancy on the board has not 

been filled. 

COLUMBIA RIVER WHLSE. 
MOVES OFFICES 


Columbia River Wholesale 
Co., wholesale hardware distribu- 
tors, Portland, Ore., plans to ex- 
pand its company with four own- 
ers instead of one, increase the 
capitalization $100,000, and move 
to a new location near Grand 
Ave., in East Portland, Ore. 


NUTMEGGERS ADD 
THREE MEMBERS 
At a regular business meeting 
held recently, The Nutmeggers 
voted in three new members, 
A. E. Schierbaum, V. B. Burton 
and K. W. Bullard. The club 
also decided to contribute $25.00 
to the Cancer fund. 
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For stews, soups, vegetables and a hun- 
dred other cooking uses, the Reynolds 
Sauce Pot is perfect . . . housewives every- 
where are saying it! Recessed rim retains 
heat and moisture . . . inside water-level 
gauges.make measuring easy . . . beaded 
edges leave no space for clinging dirt... 
bottom edges rounded for easy cleaning 
... and the heavy stamped aluminum 
spreads the heat evenly. Comes in 

four sizes, 4 qt., 6 qt., 8 qt., and 10 qt. 


Reynolds Lifetime Heavy Aluminum Utensils 
are fast-sellers because they’re made the way 
women like them. And they’re priced right for 
profits. Over 20 different sizes and styles to meet 
your customers’ needs . . . designed by Reynolds 
and made of finest Reynolds Lifetime Alumi- 
num, completely quality-controlled throughout 


production from mine to finished product. 


pf” 


This fast-moving line is produced by the makers 
of nationally advertised Reynolds Lifetime 
Triple-Thick Bottom Utensils. 

For further information and newspaper mats 
on the Reynolds Lifetime Heavy Aluminum 
Line, and the Reynolds Lifetime Triple-Thick 
Line, write Reynolds Metals Company, 2008 So. 
Ninth Street, Louisville 1, Kentucky. 


- eo P34 
= REYNOLDS Wetumne HEAVY ALUMINUM UTENSHS 


1991-B 


MAY 22, 1947 
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BUILT TO LAST 


ALL-BRASS TANK and WORK- 
ING PARTS give CHAMPION 
long life; synthetic rubber pis- 
ton withstands any liquid. No 
clogging of nozzle because fluid 
is filtered twice; no trouble be- 
cause mechanism is simple. 
Spray instantly shut off with- 
out dripping. Guaranteed one 
year against defective materials. 


FOR 
ALL-PURPOSE 
SPRAYING 


SPRAYS 
ANYTHING 


YOU can recommend and sell the portable 
CHAMPION for a dozen uses. It sprays 


DDT + OILS + WEED KILLER 
WATER PAINTS + CHEMICALS 


and all kinds of insecticides . . . easily 
and efficiently. Such versatility makes 
the CHAMPION ideal equipment for 
greenhouses, orchards, truck farms, dairy 
barns, vineyards, farm yards, large es- 
tates, and factories. 


SAFE TO USE 
No dangerous compressed air tank. Uni- 
form pressure pumped as needed only 
in pressure cylinder. 414 gals. of any 
liquid kept well mixed by agitator. Com- 
plete equipment weighs only 12 Ibs. 
empty. Two straps hold form-fitting tank, 
leaving operator’s hands and arms free. 
Nozzle quickly adjusted to spray mist or 
35-ft. stream, up, down, or sidewise. 


With this CHAMPION you can sell effi- 
cient, trouble-free dusting for ground 
crops, vines, fruit trees, berries, etc. It 
throws powder where it’s wanted with- 
out waste, up, down, sideways, and under 
leaves. Carried like a knapsack; operat- 
ing lever produces uniform flow, grinds 
and mixes powder. Weighs 15 Ibs. empty. 
Holds 25 Ibs. powder, but any smaller 
amount may be used. Amount of dust 
flow or density of cloud easily adjusted. 














IMMEDIATE DELIVERY ON THESE 


TIME-TESTED PRODUCTS 


CHAMPION Sprayers and Dusters are used and endorsed by leading 
colleges and state farm bureaus. Many thousands used satisfactorily in 
U.S. and foreign countries since 1915. New advertising campaign now 
arousing amazing interest. Write today for prices, terms, complete details 


CHAMPION SPRAYER CO. 
Mfrs. 
6523 HEINTZ AVENUE - 


of Portable Sprayers and Dusters 


DETROIT 11, MICH. 





. BONDURANT 


BELKNAP HARDWARE 


MAKES FIVE PROMOTIONS 


The Belknap Hardware & Mfg. 


| Co., wholesalers, 111 E. Main St., 
| Louisville, 
| made 
| Bondurant, who has been with 


recently 


E. R. 


Ky., has 


five promotions. 


Belknap since 1911, in recent 


| years as sales manager of the 


western division, is now buyer 
of a new department. Wm. R. 
Caskey succeeds Mr. Bondurant 
as western sales manager. He 
joined the company in 1934 and 
represented it for 11 years in the 
Texarkana, Tex., territory. John 
D. Dobbins has been made sales 
manager for Tenn., Ala., and 
Miss. Having been with Belknap 
since 1938, he traveled in the 
Montgomery, Ala., district after 
he served in the AAF. 


H. E. Buschmeyer, recently 
sales manager for Tenn., Ala., 
and Miss., has been appointed 
manager of the special order 
department. Victor A. Snow, Jr., 
who started with Belknap in 
1938, and traveled in the Dan- | 
ville, Va., area, has become a 
member of the house sales or- 





ganization with special sales 





H. E. BUSCHMEYER 


WM. R. CASKEY 


promotion responsibilities. Frank 
Schaber, who started with the 
company in 1919, was advanced 
to superintendent of the harness 


JOHN D. DOBBINS 


and saddlery factory. He suc- 
ceeds Wm. J. Eckerle, Sr., who 
has retired, having been with 
the company since 1903. 


VICTOR A. SNOW, JR. 
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- OBITUARIES “MOST Zindb-Fhee | 


R. G. HOLLINGSWORTH | the Senate in 1938. He also APPLIANCE WE EVER SOLD 
: he Loizeaux Builders 
R. G. Hollingsworth, 63,| headed t 4 ; 
jrmerly manager of the P. & Supply Co., Elizabeth, N. J., the | 
f, Corbin, Chicago office, died Queen City Improvement Co., 
addenly at the Cortez Hotel, | 2"4 the Sleepy Hollow Develop- | 
so. Tex. He started his|™ment Co., Mr. Loizeaux was stri 
fl Paso, Tex e started his president of the Mid-City Trust Esgn7™y El¢ 
Co. of Plainfield. atiant 





¢ SuPP!Y Company 


ia 
a. Verr4 


FRED C. KURSHALS 


Fred C. Kurshals, 63, a mem- wt 
ber of Kurshals Bros. hardware 
dealers, Peekskill, N. Y. for 28 
R. CASKEY 4 years, died recently of a heart 
attack. He was director of | 
civilian defense in Peekskill dur- 
sponsibilities. Frank ing World War II, and a trustee | * 
o started with the i -. of the Peekskill Fire Depart- | 
1919, was advanced eee " ment and its treasurer. Mr. Kur- | 
, shals was a past president of the | 
Peekskill Dahlia Gladiolia Club | 


also. 


«son 


sac enaeoen® 


dent of the harness 


MERTON E. WARD 


R. G. HOLLINGSWORTH Merton E. Ward, a represen- 
tative of the Milwaukee Lace | 
; Paper Co. for over 30 years, died | 
builders’ hardware career with | recently after a long illness. He | 
the Harper-McIntire Co., Ot-| had represented the company in | 
tumwa, Iowa, later joining P. &| Minn., Iowa, Neb., the Dakotas 
F. Corbin in 1919 as a sales} and in parts of Kan., Ill, and | 
tepresentative in the Wisconsin- | Wig, 

Minnesota territory. He became eS A 

manager of the Chicago office in 
1928, and held that position until T. W. MARTIN 

his resignation in 1946. Mr.| T. W. Martin, 66, sales rep- 
Hollingsworth was a member of | resentative for Watkins-Cottrell 
the Harpware Ace Fifty Year| Co., Richmond, Va., wholesale 








Club. hardware dealers, died recently 
ERs in the Memorial Hospital in 

Lynchburg. He was active in S Here’s one reason why 
». DOBBINS SAM DUDLEY the Methodist Church and a ee Automatic Washers are so 
Sam B. Dudley, 51, formerly | life member of the Elks Ledge. | Wwe N dependable and trouble- 
t partner of the Dudley Hard- ~ free, Only Automatics have 
fe _ fivare Co., DeWitt, Arkansas, : the sealed-in-oil Stokes 
Eckerle Sr. who tied recently having been in ill FRANK F. ANDERSON . Ball-Bearing Transmission 
raving dines with tlth for the past two years.| Frank F. Anderson, 71, who | that gives your customers 
He was a charter member of | with his brothers founded the | 5 so many years of faithful 


since 1903. 


the State Department of Amer-| Imperial Hardware Co., El 3 h es) service. 
isan Legion, which organization | Centro, Cal., in 1912 which now | ‘ » That’s why every Auto- 


made him an honorary delegate | has stores throughout southern | ; matic Washer you sell car- 
fo the National Convention. Mr. | California, died recently at his “ ries a “‘Service Warranty” 
was a member of the| home in Laguna Beach, Cal. that pays you cash for 
church, the Masonic changing a defective trans- 
«al ; mission within one year! 
INDUSTRIAL DIRECTORY | 118 It will pay you to get 
OF MEXICO PUBLISHED | | = Automatic’s 1947 Dealer 


CHARLES E. LOIZEAUX The First Industrial Directory rhe scary nate Lage nthe 


Charles E. Loizeaux, 58, former |0f Mexico, Edition, 1947-1948 =f 

tate senator and president of|has recently been published, poereeer’ 

the J. D. Loizeaux Lumber Co.,| sponsored by the Confederation 

Plainfield, N. J., died recently of Industrial Chambers. of 

t his home after suffering a| Mexico. Included in its 1,024 
illness. After serving in| pages is a list of all Mexican 
first World War, he was | industrial companies, their ad- 

tected mayor of Plainfield, and | dresses, names of executives, a 

“tved two terms. In 1932 he| list of raw materials used by ™" —s pat 

ms elected state senator, and|each company, products manu- Made in Newton, lowa Since 1908 by 


Was re-elected in 1935 and 1938, | factured and capitalization and AUTOMATIC WASHER COMPANY 


. Loizeaux was president of | number of workers. 
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GEN. J. M. WAINWRIGHT 


GEN. WAINWRIGHT IS 
ARTHUR S. BIRD’S 
BUSINESS ASSOCIATE 


Gen. Jonathan M. Wainwright, | 
“Hero of Bataan,” will become 


a business associate of Arthur 
S. Bird, after his retirement from 
the army in late August. Gen. 
Wainwright will become asso- 
ciated general director, 


president and director of public | 


relations for the Hom-Ond Food 
store chain. 


Ond affiliate where registered 


cattle are bred. 


He will serve in an advisory | 


capacity on public relations for 


other Bird interests, including: | 





| makers of 


vice- | 


Richards & Conover Hardware 
Co., wholesalers, Kansas City, 
and Acme Sash Balance Co., Los 
Angeles, business consultant of- 
fices in Beverly Hills, Cal., Kan- 
sas City, Mo.. and Dallas and 
San Antonio, Tex. 
wright is now Fourth 
Commander 
at Fort Sam Houston. 


GALVIN MFG. CORP. 
NOW MOTOROLA INC. 


| At a recent stockholders meet- | 
| ing held at the Graemere Hotel, | 


Chicago, the Galvin Mfg. Corp.. 
Motorola home and 
car radios and car heaters, was 
changed to Motorola, Inc., 4545 
Augusta Blvd., Chicago 51. The 


| change was made because the 
| word 
| associated with 
products and services. 


so closely 
company’s 


Motorola was 
the 


AM. IRONING MACHINE 
NAMES DISTRIBUTORS 


American Ironing Machine 
Co., Algonquin, IIl., manufac- 
turers of Simplex ironers, has 
appointed the following distribu- 
tors: McCormack & Co., 450 
Ninth St., San Francisco, and 


Stores, San Antonio, Tex., a 14- | Herbert H. Horn, Inc., 2401 S. 


He will also head | 
the Alamo Stock Farm, a Hom. | 


Hill St., Los Angeles. 


E. W. HACKNEY, BUCKEYE 
SALES REPRESENTATIVE 

FE. W. Hackney has recently 
been appointed sales representa- 
tive in Kentucky and Tennessee 


Gen. Wain- | 
Army | 
with headquarters | 





E. W. HACKNEY 


for the Buckeye Aluminum Co., 
manufacturers of aluminum ware, 


Wooster, Ohio. He has had 25 | 
vears selling experience in that | 
head--| 


area, and will establish 
quarters in Nashville. 


JOSEPH COHEN PHILCO 
GENERAL MANAGER 


Joseph Cohen, associated with 
Philco Corp., Philadelphia, Pa.. 
for 11 years, has been appointed 
general manager of the New York 
branch of Philco Distributors, 
Inc. He joined the Philadelphia 
branch in 1936 as a salesman. 
Two years later he became sales 
manager of that branch and since 
October, 1945, he has been sales 
manager of the New York 
branch. 


| pointed. 
| company for a number of years 


| cently 





DAVID BLAIR, TELECHRON 
MARKETING VICE-PRES, © 


David Blair, Jr., has recently” 
been elected vice-president ig 
charge of marketing for Tele 
chron, Inc., Ashland, Mass. 

As vice-president he will re. 


| tain the responsibilities of gen. 


eral sales manager in charge 


| of sales and advertising, to which 
| positions he was recently ap.” 


He has been with the 


in an executive capacity and has 
had a wide background of sell. 
ing experience for Telechron, 
Mr. Blair was formerly district 
manager of the St. Louis term 
tory and subsequently became 


| field sales manager, sales mam © 
ager and general sales manager 


in that order. 
HOENIGMANN RESIGNS 
FROM FLORENCE STOVE ~ 


Frank J. Hoenigmann has ree 
resigned as executivel 
vice-president and director of) 
Florence Stove Co., Gardner 
Mass. Mr. Hoenigmann wher 
has maintained his headquartetg) 
in the Chicago office, has beem® 
in charge of the company’s ope 
erations. ; 


TOOL SHOP SPORTINGS = 
GOODS COMPANY OPENS) 


Lee Lippman has_ recently) 
opened a store called Lippman’) 
Tool Shop Sporting Goods#Coy 
Michigan Ave. corner Washing™ 
ton Blvd., Detroit, Mich. 








go coe 


HARDWARE SQUARE CLUB FEATURES “SOUTH OF THE BORDER” FIESTA AT SHORE DINNER:—At its 16# ; 


annual stag shore dinner and entertainment in the grand ballroom of the Hotel Astor, New York City, the club again broke: 


all of its previous records with an attendance of over 1400 members and guests. With tables in the balconies the cre 


ig 


was as large as the room could accommodate. A fast moving variety show followed the shore dinner, complete with all the? 
trimmings. Appropriately named “South of the Border Fiesta,” the show theme was carried out as to favors and decoration#) 
The big party, as in previous years, was under the general direction of Ralph S. Allen, manufacturers agent and representat 

of the Diamond Expansion Bolt Co. Heading the arrangements committee was Fred A. Scholl, Long Island Hardware Cos 
his associates being Fred A. Demarest, Biddle Purchasing Co.; Irving J. Feldman, Keystone Bolt & Nut Corp., and Harry Ke 
rumph. The entertainment program chairman was George H. Jungkind, sales agent. 
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SAVOGRAN 
Brush CLEANER 





THE SAVOGRAN COMPANY 


BOSTON and NORWOOD, MASS. ° CHICAGO * SAN CARLOS, CALIF. 


May 22,1947 








ADVANCES 
Some electric tools. Bells. Some belt grinders. 


DECLINES 


Some sponge and foam rubber products. Turpentine. Copra. Some gas-fired 
boilers. Kraft paper board. Some fountain pens. Some paint and varnish 


items. Some oil burners. 


Certain rainwear and jackets. 


Soap products. 


Some paint brushes. Some chemicals. One line phonograph records. One 
line building insulation. 








Reductions reported—Among 
individual businesses announcing price 
reductions were: the United States Pre- 
fab Corp. and Adirondack Log Cabin 
Co.—A cut of “more than 10 per cent 
at the retail level” on all prefabricated 
homes. Samarkand Rugs, Inc., Rock 
Hill, S. C.—22 per cent cut to prewar 
level on rugs. Hook & Ackerman, Inc., 
Pittsburgh—3 to 8 per cent cut on 
hydrotherm gas fired boilers. Common- 
wealth Varnish Co., Chicago, reduced 
all paint and varnish products on its 
regular price list 5 cents on one-gallon 
cans, 5 cents on five-gallon cans, and 
one cent on one-quart cans. A promi- 
nent brush manufacturer announced a 


by the Glenn M. Rogers, Corp., Buffalo. 
Building insulation was cut 10 per cent 
by Reardon Industries, of Cincinnati. 
7 ” s 
Divergent price notes—At the 
April month-end, price changes main- 


tained their “mixed” (part up, part 
down) status. April 30 figures included 
a decline of $2.50 a drum for turpen- 
tine and of $2 a ton for copra. Other 
commodities ranging lower were cattle, 
wool, cotton cloth and silver. In the 
advancing list were coffee, butter, hogs, 
lambs, corn, oats, cotton and flour. L, E. 
Waterman Co. said that to “cooperate 
in the President’s drive to bring down 
prices to avert a recession” it will cut 
its $10 fountain pen 12 per cent to 
$8.75, and its $5 pencil to 15 per cent 
to $4.25. Paragon Oil Burner Corp. an- 
nounced a 10 per cent reduction in the 
company’s complete line of burners “in 
line with President Truman’s request for 
a general cut in prices.” Bevin Broth- 
ers announced a 5 to 10 per cent ad- 
vance on bells. A reduction of 10 per 
cent in price, effective May 1, was an- 
nounced by S. Buchsbaum & Co. on 








Wholesale Hardware Sales‘ 
By Geographic Divisions, for March, 1947 
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| Percent Change 
GEOGRAPHIC March 1947 


DIVISION . | vs. 
Number ak 
of | 


SALES REPORTED 


Amount (Add 000) | 
Percent 
Change 3 


3 
from | Months | Months 


] 
March | 


Firms | March | Feb. | March Feb. | 3 mos. 1947 
c 1946 1947 1947 1946 1947 946 |(Add 006)|(Add 000) 


price reduction of 10 per cent, effective 
May 1, “desiring to cooperate with the 


national movement ices 
go entetay seeming U.S. TOTAL...) 271 | +42 $64,211 | $45,287 | $57,144 | $181,040 
and with the hope that new importa- 

New England 16 +35 800} + 3,747 
Middle Atlantic 67 +35 9,042} + 


tions of bristles from China, expected 
39 +36 7,334| + | 
| 


—_— 
o nN 


Bewo 


within 60 days, would be available at Ea Bee 34 155 11.598 
lower prices.” Colgate-Palmolive-Peet i a 32 | +35 4,877 
Co. announced a 10 per cent price cut West South Central... 5 | 1% 7383 
in bulk soap. Some leading makers eer rent | t$ 101312 
cut all major soap products 10 per cent. | ! 

Prices of fats and oils, highly important 

in soap making, have dropped substan- 

tially, paving the way for the soap 
mark-downs. Pennsylvania Salt Mfg. 
Co. made a cut of $5 a ton on chloride 
of lime and on ferric chloride, used in 
manufacture of textiles, soap, disinfec- 
tants, petroleum refining, glass and 
ceramics. Continental Record Co. an- 
nounced a 20 per cent cut on popular 
music records. Farm equipment prices 
were reduced as much as 20 per cent 


Sato 














t+t++4+444+ 


_ 
Oo 





Bureau of the Census Current Wholesale Trade 
a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 


b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 








States comprising regions: 
New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(ill., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va.. W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 
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WITH RATCHET ACTION 
ROTATING BLADE 
AN EXCLUSIVE 


WILSON 
FEATURE! 





WU on 
brings you the sales 


leaders in HACK SAWS 
and KITCHEN TOOLS! 
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PREFERRED BY BETTER 
MECHANICS 
EVERYWHERE 



























The WLon 29 a 


Top value in the Wilson line with patented ratchet action 
rotating blade. Its rugged construction makes it a life- 
time tool for the master mechanic. Streamlined plastic 
butcher boy handle. Takes 8, 10 or 12-inch blades. 
Bright polished finish. Individually packaged. 








LIST PRICE $380 CAT. No. 101 








a “WILSON’ SPECIAL HACK SAW 


Identical to the De Luxe listed above, but featuring a simplified yet positive 
acting rotating blade. Same butcher boy handle, same heavy, durable con- 
struction throughout. Bright polished finish. Takes 8, 10.or 12-inch blades. 
I dh oi be wince heist ok epicentre Searicae ein aired eas wea ae tee ee $2.80 


“WILSON’ HERCULES HACK SAW 


Loaded with features that mechanics like. Has time saving rotating blade fea- 
ture. Blade axis on dead center for fast, true cutting. Molded pistol grip handle. 
Takes 8, 10 and 12-inch blades. Bright polished finish. List Price....$1.95 


“WILSON’ STANDARD HACK SAW 


Sets a new and higher standard in its price class. Of heavy gauge metal, pre- 
cision aligned. Blade adjustable for right angle cutting. Molded pistol grip 
handle. Takes 8, 10 or 12-inch blades. Bright polished finish. List Price. . $1.40 


‘WILSON’ JUNIOR HACK SAW 


The “Big” value in hack saw frames. Ruggedly constructed for heavy duty 
service, yet priced for volume sales. Molded plastic pistol grip handle. Takes 
8, 10 and 12-inch blades. Bright polished finish. List Price............ 1.05 


Ethically sold through the jobber. Catalog and 
specification sheets on request. Mr. Dealer: Ask 
your jobber to show you the Wilson Line. 


WILSON HARDWARE MFG. COMPANY 


Sales Office: 2325 S. Michigan Ave. 
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HARDWARE and HOUSEWARE SPECIALTIES 


e Chicago 16, Ill., U.S.A. 


1947 
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KITCHEN SPECIALTIES 


LIST PRICE 


oe ge 0 6 o 6 ee 6 Le 


PARER AND 
CORER 


For paring, coring 
and other kitchen 


chores. Takes the drudge out of KP 
duty. Colorful wooden handles. 


12c 


WILSON KNIFE SHARPENER 


Sharpens knives and builds profits. Washers of | 
hardened, high carbon steel. One or two 








WILSON CAN 


Old faithful. Tested and proven 
over the years. Fast turn over makes 
it @ profit producer. Specially hard- 








H 


strokes of the knife blade 
does it. Colorful wood 
handle — also available © 
less handle. 


WITH HANDLE, LIST........... 39c 
LESS HANDLE, LIST........... 29¢ 


WILSON FOOD CHOPPER 


Ultra-modern, one piece 
streamlined design. Full 
6%" keen cutting blade. 
Bright metal finish. 


LIST PRICE... .49c 
OPENER 


ened cold rolled steel 


head. 
LIST PRICE... .25¢ 


ON SINK STRAINER 


In bright aluminum with rubber 
feet or in colorful baked-on en- 
amel finishes. Rolled top edge. 
Attractive perforated bottom 


design. 
L1ST PRICE .........; 


s are available for immediate de- 
sheets on request. Write today! 

























































Wholesale Hardware Inventories’ . and cot 


sential 


By Geographic Divisions, for March, 1947 product 


END-OF-MONTH INVENTORIES (Cost STOCK-SALES-RATIOS{b 

a aosteiiualllindainiaeetadacieinth | manteeg " accesst 

Percent Change up in 
March 1947 Amount (Add 000) } Jobber 


GEOGRAPHIC | 
VISION } vs. 


DI 
. —— with th 
Firms March | Feb. March | March Feb. 

| 1946 | 1947 1947 | 1946 1947 


COUNTER DISPLAY BRINGS 
QUICK PROFITABLE SELL-OUT 


+f 


$84,459 | $49,166 | $79,453 | supplic 


a U. S. TOTAL 
still la! 





10¢ each 


” U7 
FLY SWATTER 


with 20 Rubber Switches 


Everybody goes for this modern type 
Fly Swatter. Gets into corners and 
around edges where flies are hard to 
catch. Kills safely and surely without 
mashing fly or injury to furnishings. 
Now selling in the millions. Display 
them for the best sales years on fly 
swatters you have ever had. 


Retail 
25c each 


shes sll Saget Mt 


ALL RUBBER £74- Gree 
SCREW CAP OPENER 


All rubber—no danger of cutting 
hand — rustproof. Fits any size cap 
from tiny Aspirin bottle to Mason 
jar. Turns tightest cap quickly and 
easily. Your customers will go for 
this one — fast. Order a supply today. 


Setberling 


LATEX PRODUCTS CO. 


Akron 9, Ohio 


200 Fifth Ave. Bldg. 
New York City Chicago 








Merchandise Mart 








New England........ 
Middle Atlantic... ... 
East North Central... 
West North Central. ... 
South Atlantic........ 
East South Central... 
West South Central... 





ttt++t444+ 
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SWONNOWOLSD @ 


Pacific. . 








Bureau of the Census 





1,903 
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Current Wholesale Trade 


a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 








Elasti-Glass rainwear and _ jackets. 
Dealers contacted have agreed to reduce 
the retail price of these items by a simi- 
lar percentage. 

* * & 

Builders’ hardware, etc. — 
Elimination of all “escalator” clauses 
in price quotations on all their prod- 
ucts, has been announced by Ralph 
Robinson, president, Milwaukee Stamp- 
ing Co., Milwaukee, manufacturer of a 
wide variety of metal products, used in 
many industries. Prices henceforth will 
be firmed at specified figures, without 
resort to qualifying clauses currently 
used - to protect the manufacturer 
against rising material costs. The new 
pricing policy will ccver all the com- 
pany’s products, which include: Bathe- 
Rite prefabricated shower cabinets, 
Ferro-Metal partitions. builders’ hard- 
ware, sash balances, luggage hardware. 
record changers, special stampings and 
other products. 

te a ae 


Electric tools — The Porter- 
Cable Machine Co., Syracuse, N. Y., in 
a recent announcement concerning ad- 
vances in materials and labor costs em- 
phasized that it has kept its increases 
to a minimum. Belt grinder prices were 
increased, last month, 8.5 per cent: 
Speedmatic Saws and Take-About Sand- 
ers increased 7 per cent and floor sand- 
ers and edgers, 13.5 per cent. 

* * * 

Sponge, foam rubber prod- 
ucts—Presto Mfg. Co., New York City, 
has reduced the prices of many items 
in its line of “Presto” sponge and foam 
rubber products by 10 per cent. 

* * - 

Boilers — Hook & Ackerman. 
Ine.. New York and Pittsburgh, manu- 
facturers of Hydrotherm gas fired boil- 


ers, announced a price reduction of 
3 to 8 per cent, effective May 1. 


* * * 


Paints, varnishes—Amsterdam 
Color Works, Inc., New York City, has 
announced price reductions on numer 
ous products in its paint and varnish 
lines. The price changes are accom- 
panied, says the company, by credit re- 
bates on inventories of its lines in the 
hands of its dealers. 


* * * 


Kraft paper board cut—Etf- 
fective May 1, International Paper Co. 
reduced the price of kraft liner board 
by $5 a ton and the price of kraft cor- 
rugated containers by $10 a ton, and 
will increase the strength of its kraft 
liner board, the equivalent of a further 
price reduction. President J. H. Hin- 
man, estimated that these reductions 
will reduce International Paper’s net 
sales by more than $8,600,000 annually 
and its net profits hy more than $5,300,- 
000 annually from i947 levels. They are 
made as “a contribution to the need in 
this country for a broad downward 
movement in living costs,” he added. 
The change cuts the price for kraft liner 
board to $95 a ton. The price for con- 
tainers will vary according to weight, 
sizes, printing, etc., and cannot be 
stated definitely. “More than 50 per 
cent of all our kraft containers are used 
in the distribution of food, clothing. 
drugs and other household products,” 
Mr. Hinman said. “Kraft liner board 
represents more than 40 per cent of this 
company’s total United States produc- 
tion of all kinds of papers. 

“We are making this reduction in 
spite of generally rising costs and the 
fact that the company is operating its 
board mills and container plants at ca- 
pacity at present prices. Containers 


HARDWARE AGE 





foundry 
slow, 2 
during 
are Co 
but wi 
the goc 


plain | 
short. 

secure 
operati 


on bar! 
for tra 
been s! 
cannot 
other | 
work ; 
tion. 

thing | 
tion. 


Shipm 
and p 
in pre 
availa 
fork, 1 
Jobbe: 


in pro 


grass 
model 
proxir 
fore, : 
has de 
and ii 
be in 


60 da 


ers a 
popul 
are a 
vertis 
away 
meth 


—Th 
limite 
ers a 


dema 


MA’ 





-SALES-RATIOS!b 
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1946 | 1947 
151 194 
233 315 
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and container boards are today an es- 
sential item in the mass distribution of 
products of all kinds.” 

+ 


* * 








Lawn sprinklers and hose 
accessories—Sales have been slowed 
up in most areas by cold, wet weather. 
Jobber stocks now ar2 fairly complete 
with the leading prewar styles. 


* ae 





* 





Pumps, cylinders and well 
supplies—Makers of these lines are 
still laboring under difficulties, due *o 
foundry troubles; deliveries are very 
slow, and not much relief is expected 
during the next few months. Prices 
are considerably higher than prewar, 
but without any apparent effect upon 
the good demand. 


* * 





% 





Chain—Wholesalers still com- 
plain that chain of all types is very 
short. Manufactucers seem unable to 
secure enough steel to keep their plants 
operating at the needed rate. 

+ Ss 

Wheel barrows—The difficulty 
on barrows still is 14 and 16 gage sheets 
for trays. One fairly large producer has 
been shut down for four weeks, and still 
cannot say when he will re-open. An- 
other large manufacturer is only able to 
work at 40 per cent of normal produc- 
tion. More steel, and soon, is the only 
thing that can bring relief to this situa- 
tion. | 

* * a: 

Agricultural tool handles — 
Shipments are reported still very spotty 
and prices are considerably higher than 
in prewar days. Dealers are taking al! 
available stock, but are still short of hay 
fork, manure fork, rake and hoe handles. 









Jobbers see no prospect of improvement 
in production for rhe current season. 
* o 








Grass and hedge _ shears, 
grass hooks — Mosi of the prewar 
models are available again at prices ap- 
proximately 25 per cenc higher than be- 
fore, and sales are brisk. Cold weather 
has delayed work on gardens and lawns, 
and it is expected that these tools will 
be in sharp demand for another 30 to 
60 days. 





* * * 


Chemical weed killers—Deal- 
ers are finding these chemicals more | 
popular all the time, and manufacturers 
are aiding by considerable consumer ad- 
vertising. Gardeners are glad to get 
away from the old back-breaking 
methods. 

— 

Wheel cultivators—planters 
—The supply of cultivators has been 
limited by allocation, but manufactur- 
ers are gradually catching up with the 
demand and most popular priced mode's 
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AN HONORED NAME IN HARDWARE FOR ALMOST A HALF CENTURY 




















































THREADED PLUG QUICKLY AD- 
JUSTS SPRING COMPRESSION 





















BARREL IS THREADED FOR LATERAL 
ADJUSTMENT OF GAP AT STRIKE 

































IT’S THE BALL IN A RITE BALL LATCH- 
that makes it superior to latches of the plunger or 
bullet-type. The patented RITE Ball Latch cannot 

jamb because the steel ball, rotating at any angle, 
allows the door to always open and close in an 
easy, positive manner. Ball-bearing action, RITE 
design and two-point adjustment make the RITE 
Ball Latch the most satisfactory in its field. Use 
it on communicating and service doors with 
dummy trim. Use it on top of louvre doors, on 
wardrobes and accordion doors. A smaller size is 
also available for use on most cabinet doors. 



















RITE BRASS SUR- RITE SLIDING DOOR RITE JAMB BOLTS 
FACE BOLTS are ex- HARDWARE Includes In two styles — of solid 
truded in patented gird- Flush Pulls, Edge Pulls, brass. Mount in rear 
er shape—%e"—*h""—Ve" and Jamb Bolts,—all stile of door to positively 

widths. Adjustable on available in a number lock a door from inside 
job for throw required. of styles and finishes. only. Useful on windows. 

















QUALITY HARDWARE FOR NEARLY HALF A CENTURY 













ADAMS-RITE MANUFACTURING CO. 


540 WEST CHEVY CHASE DRIVE, GLENDALE 4, CALIFORNIA, U. S. A. 
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HERE ARE 
LAWN SIGNS 








Keoflecto- THE ARISTOCRAT 


ob pS SS, Gis 


WHY REFLECTO LETTERS 
OUTSELL ALL OTHERS: 


1, Reflect light from any 
angle 
2. Gleam brightly at 
night 
3. Stand out clearly by 
day 
4, Beauty and utility 
for every home 
5. Attractive counter dis- 
play promotes sales 
6. Nationally advertised 











This Display Cabinet with 119 234” Let- 
fers, 18 Assorted Parels, 12 metal 
staRes ond 14 Periods Net $67.50 


Cubinet with 50 23%,” Numerals, 10 As- 
sorted Panels and 10 metal stakes i 
Net $30.00 


Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 











@ 


are now available. Shortage of ma- 
terials has delayed production of corn 
and potato planters. One manufacturer 
is making an all-steel, higher priced 
type, which is finding some demand. 


Lawn seed and fertilizers— 
Demand for these naturally is running 
heavy at present. Seed still is selling 
well in spite of the large advances over 
last year. Fertilizer deliveries are 
slowed up by lack of materials and 
shipping facilities, and dealers who did 
not anticipate their needs are in trouble. 


*- * 8 


Furniture shows—A letdown 
in demand for certain furniture lines is 
being experienced but the industry as 
a whole still is operating at nearly peak 
level, Seidman & Seidman, industry 
analysts, reported recently. Their report 
said cancellations in March on new 
orders were about 12 per cent, almost 
double those for January and February. 
However, for the ‘irst quarter, the in- 
dustry’s figures showed orders up 28 per 
cent, payrolls up 35 per cent, shipments 
up 38 per cent, and employment up 17 
per cent from the same period of last 
year. 

* a * 

Keystone steel — Keystone 
Steel & Wire Co.’s net sales for the 
third quarter of its fiscal year rose to ai 
all-time high for any quarter, amount- 
ing to $7,448,905 compared with $5,- 
350,924 a year ago. For the nine months 
ended March 31, sales rose 36 per cent 
to $20,029,304. There were large profit 
gains in both periods. President R. E. 
Sommer stated that if steel were avail- 


able, the present capacities of the wire 
mills would permit Keystone to convert 
several thousand additional tons of steel 
ingots a month into wire products. 


* + * 


Ecko products — Ecko Prod- 
ucts Co. announced that sales of the 
company and its subsidiaries for the 
first quarter of 1947 totaled $10,296,621, 
compared to $5,726,060 for the first 
quarter of 1946. 


» ” * 


Silex—Sales of the Silex Co. 
and its subsidiaries soared to the highest 
quarterly level in history in the first 
three months of 1947, the company re 
ported. F. E. Wolcott, president, dis- 
closed that net sales of $2,976,000 al- 
most doubled the $1,600,000 reported 
for the first three 1946 months. Mr. 
Wolcott pointed out, too, that net sales 
for the quarter were higher than the 
total for most prewar years. As an 
example, in 1942, the whole year’s sales 
totaled $2,800,000. 


* * * 


Portable washers—In spots, 
evidence accumulates that production is 
catching up with demand. One far 
western maker has suspended produc- 
tion of portable washing machines and 
bumper jacks, and is making deliveries 
from inventories. 


Freight loadings gain — The 
nation’s class I railroads handled more 
freight in the first three months of this 
year than in any similar period since 
1930, the Association of American Rail- 
roads reports. Total revenue carload- 








Wholesale Hardware Collections 
On Accounts Receivable* 


By Geographic Divisions, for March, 1947 


| 
} 
| 
| 


Percent Change 


GEOGRAPHIC March 1947 


| 
| March | Feb. 
| 1946 | 1947 


U. S. TOTAL 


New England... 
Middle Atlantic 

East North Central. . 
West North Central... 
South Atlantic....... 
East South Central. . 
West South Central. 
Mountain.......... 
Pacific...... / 


Bureau of the Census 


ACCOUNTS RECEIVABLE 


| 
| 
DIVISION vs. | 


March March | Feb. | March 
1947 | 1946 | 1947 | 


Collection Percentages b 


Amount (Add 000 | 
| 

} 

1947 
| 


| $54,441 | $34,738 | $50,615 


852 
6, 9,011 
4, 6.605 
6,560 | 9,938 
3,122| 4,562 
1,934 | 2,697 
3, 5,233 

673 
7,527 | 11,044 


Current Wholesale Trade 


a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 





b Collection percentages are obtained by dividing the collections by the accounts receivable for an identical 
group of firms. 


Reflecto Letters, Inc. 


-411 EAST 101st ST. NEW YORK 29, N, Y. 
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handled more 
ionths of this 
period since 
merican Rail- 
‘nue carload- 


_ NEW, scientific safety features that clinch consumer sales, a 
outstanding . . . the self-regulating Safety i . permits 4 
. orderly seepage of excess pressure. No popping . . . no melting. — 
© Resets automatically! Beautifully designed, cast of a.fine quality 
virgin aluminum alloy. 
Your customers are being pre-sold on The TIME-SAVER by con- 
sistent network radio program participations and through nation-wide 


publicity as a result of our “Perfect Housewife" Contest. 
j Newspaper mats available. New 52- MADE UNDER ORIGINAL 


pope recipe end taneeicn Wai a | ROYAL PATENTS PENDING 


Certificate of Guaranty with each cooker, 


ame << Petras 7 FULL PATENT PROTECTION 


A necessary, easy-selling adjunct 
to the pressure, cooker. Display GUARANTEED BY ROYAL 


carton contains 6. Retail 89¢.* 


TWO OUTSTANDING LINES OF WATERLESS COOKWARE 

#1 TIME-SAVER 5 piece matched-set GIFT PACKAGE. Fine quality, | 
extra-thick cast aluminum. Seal-tight Dome covers, heat resisting 
plastic handles. Sells easily as a single unit. 

#2 The ALL-CAST line consists of 8 all-purpose utensils cast in perma- WRITE FOR DETAILS 
nent molds of stain-resisting virgin aluminum. Priced to overcome any 
competition. Ask for photos and price lists. 


*FAIR TRADED—higher in 11 Western States _ 























ROYAL ELECTRIC CO., INC. 


ssale Trade 
PAWTUCKET © RHODE ISLAND 


an identi TRAUBEE PRODUCTS, Inc. 


924 BERGEN ST., BROOKLYN 16,N. Y 


Manufactured by 
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AIR PILOT 


LANTERN 


* TOPS IN DESIGN 
*& TOPS IN PERFORMANCE 


[ow (eat) 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 








loads than any corresponding period 
since 1919, with exceptions of 1944 and 
1945, which were the peak traffic years 
of the war. 


ings in the first 13 weeks of the year, 
were 10,518,015 cars, up 8.1 per cent 
from the first quarter performance last 
year. Among the “high-lights” during 
the first quarter were: More grain and 
grain products (681,966 cars) than any 
first quarter of which the car service 
division has record. More carloads of 
coal than any corresponding period 
since 1929. More carloads of forest 
products than any corresponding period 
since 1929. More miscellaneous car- 


*» s *8 


Painting and decorating off 
—Jobbers now report a slight easing in 
the supply of paint, particularly outside 
white, in certain quarters. The better- 
ment comes in most cases from smaller 
manufacturers, although a few of the 


larger firms have produced outside 








SALES OF 1,461 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
March, 1947, Comparisons 





Mar.’47 Mar.’47 
No. vs. vs. 
stores’ Mar.’46 Feb.’47 March ’47 
+10 +22 $15,964,632 


Feb. 47 
$13,109,694 


March ’46 
$14,488,075 





1947', $45,490,462; 1946, $39,108,258 
First three months of 1947 showed a 16 per cent gain over 1946 


Per Cent 
Change 
3 mo.’47 
Dollar Sales vS. 
March ’47 3 mo. 46 





Per Cent Change 

March’47_ March’47 

Number compared compared 
of firms with with 


States reporting’ March’46 Feb. ’47 





+10 +22 $15,964,632 +16 
Alabama —l1 +12 257.963 7 
Arkansas +7 +12 224,022 
California : +17 +14 2,480,783 
Colorado 0 +24 138,165 
Connecticut +14 +38 281,456 
Dist. of Col +15 +45 172,828 
Florida +23 +19 240,503 
Georgia y +7 +9 273,274 
Idaho : +41 +61 184,702 
Illinois + 1 +15 847,320 
Indiana +12 +32 574,270 
lowa +24 +48 307,037 
: +12 171,530 
Kentucky } +22 144,723 
Maine +13 115,599 
Maryland +26 95,896 
Massachusetts +25 521,444 
Michigan ..... +33 552,732 
Minnesota +29 27,624 
Missouri ( +18 271,279 
Montana yr +49 197,094 
Nebraska 2: 5 +43 118,917 
New Jersey “+ +19 342,337 
New York +19 914,374 
No. Carolina : +16 42,756 
Ohio : +§ 493 694,311 
Oklahoma 37 — 3 +18 269,701 
Oregon - +13 441,509 
Pennsylvania +22 126,412 
Rhode Island +31 115,289 
So. Carolina +14 96,123 
+19 804,915 
+14 40,651 
+93 185,598 
+30 621,735 
+26 659,135 


| 
| 


_ 


ho YI OO bo ho IS Ge 


ES Laer 
Washington 
Wisconsin 
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how 


to 





+12 247,029 
+ 1 531,532 
+24 115,407 
+16 217,405 
+28 74,487 


of | 


Chicano, TI.. .......% 
Los Ang., Cal.;...... 
Portland, Ore. ..... 
San Fran., C 

Seattle, Wash. ..... 





‘Includes reports received too late for inclusion in previous monthly totals. 
2 Number does not apply in all cases to the year-to-date figures. Compiled by 
Bureau of the Census, U. S. Department of Commerce. 








HARDWARE AGE 





ponding period 
ions of 1944 and 
eak traffic years 


decorating off 
slight easing in 
ticularly outside 
ers. The better- 
ses from smaller 
Ih a few of the 
oduced outside 


ARDWARE 
S 


Feb. 47 
$13,109,694 


ver 1946 


Per Cent 
Change 

3 mo. 47 

vs. 

3 mo.’46 
+16 
+12 
+15 
+14 
+21 


+73 
+24 
+20 


No Levers... 


No Gadgets... 


Gasoline Powered 
Wheel-Driven Model 


... All These Features 


Electric Powered @ Welded Stee! Chassis 
lade-Dri | 
Blade-Drven Mode @ Dependable spring starter on 
gasoline models 
@ Handle-operated clutch 
@ Instant-control switch on 
electric models 
@ V-Belt drive 


@ Detachable handles for easy 


actine Povered, = moving from place to place 


@ Bronze bushings and needle 
bearings throughout 


@ Simple adjusting mechanisms 
@ Aluminum rear rollers 


@ Rubber tires 


Here's the complete power mower line you have been wait- 
ing for! The line that covers the entire market. Built to high 
quality standards in a single factory. Rugged parts, inter- 


changeable, designed for every mower need. 





Doyle-built Featherweight Aero-Fin engines have clearly 
demonstrated their power, lightness and reliability. They're 
quick on the start, and mow through patches of heavy grass 
or weeds without stalling. 


Turning at a speed of 2,000 rpm., the 20-inch cutter mows 
heavy or light growth to a smooth, even surface. Powered 
wheel-driven model starts and stops by raising and lowering 
the handle. No levers to move, no gadgets to adjust. It's the 
ideal, light, simple and easy-to-use mower for the average 
home owner — a mower with outstanding eye-appeal that 
will reap quick sales for you. 


WRITE US TODAY for prices, 
discounts and complete facts. 
DEPT. HA-5 





Growers need it now- 


You can sell it now- 
HUDSON 


Stauffer 


KNAPSACK DUSTER 


1. Plenty of prospects 
Every grower, farmer who 
uses dust in quantity needs 
this extra-capacity duster. 


; A The preferred type 
Dust users prefer this knap- 
sack-type for easy carrying — 
prefer this bellows-type for 
best control of application. 


3. Big advertising campaign 
Advertising in 22 national and 
sectional magazines is sending 
buyers to your store. 


For immediate sales, immediate profits, display and sell 
Hudson Stauffer Knapsack Dusters right now—when they’re 
needed most. Increased production assures immediate delivery. 


This is the accepted type of duster for applying any 
agricultural dusts, insecticides and weedicides. And you know 
how dusts are selling now. Just run down the prospect list, 
farmers, truck gardeners, cotton and tobacco growers, potato 
growers, nurserymen, grape and other small fruit growers, 

greenhouse operators. Then check the 
features and advantages. Decide to stock 
several at once. Order from your jobber or 
mail coupon below. 

@ Easy, comfortable to carry 

@ Giant capacity —less re-filling 

@ Long-life, mildew-resistant bellows 

@ Built-in scoop for easy filling 

@ Easy to adjust and operate 

@ Perfect control of dest discharge 

@ Minimum of moving parts 


ORDER TODAY FOR IMMEDIATE DELIVERY 


7 ; 
World's Finest ' H. D. HUDSON MANUFACTURING CO, 
Kuapsack Dudior 
Bs mihi 


Dent. E-2, 589 E. Illinois St.. Chicago 11, Til, 


Please ship immediately ~Hudson Stauffer 
Knapsack Dusters No. 1-A at $28.95 list each, 
($29.65 in western territories), delivery 
charges extra 


oo 


OO 





ote eeee. 


City, Dlat@cenmenne 


thly totals. MANUFACTURING C2 Be? . | 3 SPRAYERS AND Dusters : 
| 1 


My Jobber is 
ompiled by 320 W. Taylor St., Syracuse, N. Y. 
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white in considerable quantities this per ¢ 
spring. In some sections, where weather ing | 
As New As and other handicaps have been heaviest, 
distributors and dealers report current 
} | sales of paint and wallpaper are run- desir 
Tomorrow | ning as much as 31 per cent below last Trur 
ad year. The sharp reduction in home and pend 
apartment owner decorating budgets is 4-cel 
Set in a Brand New, eye-catching attributed to a rise in material and The 
Orange & Black display of labor costs, by J. C. Amis, secretary of and 
special design, the GREAT | | he Peat and Wallaper Ancatn - 
; . - an 
NECK Red-and-Black PLASTIC terial costs have risen 45 per cent, he | eral 
Handle Wood Chisel is as said, and labor costs to the consumer can! 
popular as ever! are now about $3.50 and $4 per hour. man 
Estimates on decorating jobs are now 
| about double what they were two years 
ago, recent figures indicated, he stated. 
} A : valu 
Normally, contractors start their busiest | aa 
decorating period of the year about the | Rte 
middle of March, extending to the first “i 
| of July. This year, however, there is a i 
Maer ram | plentiful supply of labor in the market ~ 
WAROEKED | with a technical slump in_ business. 
begun: | There is some feeling that the “painters ya 
g e“p 
| have priced the distributor and dealer +05 
| as well as themselves out of the market.” ion 
| The wallpaper situation has been dif- | ie 
ferent, because the general shortage of The 
paper has held down production. Some | 
| lines of wallpaper still are hard to buy. Kee 
pen tris 
Natural rubber “eased” — wit 
Manufacturers may use larger amounts | eo 
| of natural rubber in 65 groups of prod- | the 
| ucts under a revision of rubber order | in 
R-1 issued by CPA. Permitted in- pre 
crease will be less than three per cent. | sli; 
| Items affected include brake linings, @ Has all the advantages of pre 
aon mapigiell brake blocks and clutch facings; con- three funnels in one—a canning 
veyor and elevator belting; clutch tips, funnel, a small funnel for the 
‘ | food closures, friction tape and splicing baby’s bottle, and: fitted to- 
New Display of | | ompound. Vay gether, a really large capacity he 
funnel, scientifically shaped to oe 
No. 22 Unbreakable Handle Manila fiber controls—Allo- avoid spilling over. They are ro 
Wood Chisel cation controls over stocks of Central of tough plastic, fit tightly—no we 
American spinnable abaca (Manila) leaking—hold together securely a 
Each Chisel is of scien- Shons, bell by BEC exp eanponded waslt | by friction—yet, are easily se 
tifically nied high gels further notice by CPA, in line with a | separated. 19 
da del ee ae by the cordage indus- | The canning funnel holds 18 va 
‘ sy. A now directive under Cordage ounces, and is easy to use with os 
; Order M-84, effective April 25, provides | large 5” diameter top opening. TI 
Each Handle is of Red- that applications ito purchase govern- Non-heat conducting material, n 
and-Black Plastic that is | ment-owned Central American abaca light and easy to handle. Im- de 
sd Unhowsialitel cea addressed to the RFC and pervious to water and acids a 
# Shatterproof! achat ia: ti and easily cleaned. The attach- ec 
. : ‘ — ing funnel is of 24" diameter. p 
% Splinterproof! Hide and skin output rising Fits into a baby bottle. Holds a 
% Warp-proof! —Continued high cattle slaughterings 212 oz. Both in solid red color. A 
will maintain domestic hide and skin Your semiiee tee woe “veund J 
| production at record levels for the rest 
baggy — | of this year, the Department of Com- use. Ask tor folder A-1. 
QUALITY & | merce said this month, in a survey of 
SERVICE the leather industry. Increases in cattle PLASTICS - 
| leather and declines in sheep and lamb DIVISION a 
| leathers were predicted. Cattle slaughter F 
GREAT NECK SAW | in March was 7% per cent higher than r 
MANUFACTURERS, INC. | ee ee ee eee VLCHEK TOOL (¢ F 
MINEOLA, L. |. rPapananryse PO ne icicdeae sveig 3001 EAST 87th STREET + CLEVELAND 4, OHIO j 
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per cent increase from the correspon |- 
ing year-ago period. 

* . B 

Copper duty suspended—Long 

desired in metal trade circles, President 
Truman now has signed legislation sus- 
pending until March 31, 1949, the 
4-cent-a-pound import duty on copper. 
The bill is designed to attract imports, 
and overcome a copper shortage which 
almost threatened the closing of brass 
and copper fabricating plants. It is gen- 
erally conceded that domestic mining 
cannot at present supply the nation’s de- 
mand for copper. 

* * * 


Inventory—Although the dollar 
value of manufacturers’ inventories in- 
creased again in March, the rate of in- 
crease was lower than at any time since 
last June, the Commerce Department re- 
ported. This meant a slackening in the 
heavy accumulation of stocks that some 
forecasters feared would help to bring 
on a recession, because of a pileup of 
unsold goods. Even at the slackened 
rate of gain, inventories by the end of 
March set a new high of $21,500,000,000. 
The $300,000,000 gain in March was all 
registered in durable goods. The Fed- 
eral Reserve Board reported that indus- 
trial production in March held level 
with the record postwar high of the pre- 
ceding two months, at 89 per cent above 
the prewar average. Because of advances 
in output of steel, autos, and lumber, 
production in durable lines gained 
slightly and reached 123 per cent above 


prewar. 
* *¢ * 


Wages match wartime peak 
—The nation’s manufacturing workers 
have money to spend, but their dollars 
still are shrinking in purchasing power. 
Postwar wage increases have in April 
raised again, average weekly earnings 
to the preceding all-time peak of $47.47 
reached in the war month of January, 
1945, according to the U. S. Labor De- 
partment. Since Jan., 1945, the work 
week has declined by almost five hours. 
The Bureau of Labor Statistics price 
index shows, however, that a worker’s 
dollar now can buy only as much as 8! 
cents bought in Jan., 1945, and that 
cost of living prices have risen almost 21 
per cent in the last 26 months. BLS 
said average hourly earnings during 
April were $1.179—up 13.6 cents since 
Jan., 1945. 


Wholesalers’ gain in March 
—Merchant wholesalers’ sales in March, 
at $450,000,000, were up 9 per cent from 
February and 27 per cent from the cor- 
responding month last year, according 
to the U. S. Census Bureau. Inventories 
were up 4 per cent in value from the 
outset of the month, and were 70 per 


MAY 22, 1947 














the Ceafinne 


---BY CRAFTSMEN 


GREENLEE AUTOMATIC PUSH DRILLS 


These are mighty busy days at GREENLEE... speeding 
production of the Automatic Push Drills and other tools 
so badly needed now. But it’s being done in a “careful 
hurry” to assure your always getting the top quality you 
expect in a GREENLEE Push Drill: Completely enclosed 
parts that stay dirt and grit free. . . special phosphor bronze 
drive nut that withstands heaviest usage... all exposed 
parts chromium plated ...and a convenient drill point 


magazine in the handle. Sell top quality. . . sell GREENLEE! 


= GREENLEE © 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills 2 Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1805 Herbert Avenue, Rockford, Illinois, U.S.A 





THE RESIDENTIAL 


‘KWIKSET 
Role 4 


A Gate-Way Product 


A unit lock designed for operation in 
modern housing... combining beauty, 
strength and simplicity. The entire line 
is available for immediate delivery to 
preferred buyers. inti 


niques arising from war- 
bornexperience, make the 
# 400A Cylinder Entry 
Lockset the finest pressure 
cast lock on the market. 


2. The #300 and #400A 
Kwikset Lock features the 
convenient thumb turn 
control in ihe center of 
the interior knob. The 
door locks easily with a 
simple turn. Use on any 
door where locking ar- 
rangement is desirable. 


3. All trims fit any number 
in the line, and are hand- 
somely finished with solid 
chromium exterior, both in 
the satin chrome as well as 
polished chrome finish, 
using the famous Triple 
Plate principle. 


INDUSTRIES 


1107 E. 8th STREET 
LOS ANGELES 21, CALIF. 





cent over the end of March last year. 
The following trades showed first quar- 
ter increases of 50 per cent or more, 
compared with the corresponding 1946 
period: Paints, electrical goods, meats, 
plumbing and heating, lumber and 
building materials. Those reporting a 
lower dollar volume in the first quarter 
were wines and liquors, jewelry, leather 
and miscellaneous. 
« + * 

Home costs stay high — 
Federal housing expediter Creedon said 
recently he does not expect rents to be 
lower for five or six years, and that wait- 
ing for prewar house costs “is going to 
be a long, long wait.” Mr. Creedon 


said, however, that building materials 


are “in much better supply now. 

“The housing outlook for 1947 de- 
pends finally on what the construction 
industry itself does about it,” he added. 
“Now is the time to start.” Mr. Cree- 
don said there was a possibility that ap- 
proximately 750,000 new permanent 
dwelling units would be completed in 


the country this year. A recent order 


by Expediter Creedon provides relaxa- 


tion of the processing standards for con- | 


struction limitation order VHP-1, to 


permit authorization of limited construc- | 


tion jobs where only a negligible amount 
of scarce building materials is required. 
The “partial construction” which may be 
approved includes pouring of founda- 


tions, erection of structural steel frame- | 


work, and similar work. 
* ¢ * 

Lumber output up—For Feb- 

ruary, the latest month reported, lumber 


production reached 2,588,708,000 board | 


feet, 1.6 per cent above January and 


22.6 per cent more than production in | 


Feb., 1946, according to the Department 
of Agriculture’s forest service. The prin- 


cipal factors operating for increased | 


output of lumber were maintenance of 
adequate labor supply, continued favor- 
able cost-price reiationships, and, in 
some regions, weather of less-than-aver- 
age severity. 

* * @ 

Washers, ironers — Sales of 
household washers and ironers in the 
first quarter of 1947 broke all records 
and surpassed some previous highs by 
as much as four to one, or more, ac- 
cording to industry-wide figures an- 
nounced by the American Washer & 
Ironer Manufacturers’ Association. 
Washer sales in the opening quarter of 
1947 were 835,468, compared to 309,735 
in the same period of 1946, an increase 
of 170 per cent and the largest of any 
consecutive three morths period in his- 
tory. March sales were 287,397, com- 


pared to 289,838, the corrected total for | 


February, and an increase of 175 per 
cent over 104,296 in March, 1946. The 
washer total for the quarter, 835,468, 
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You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


“H.P.“ can mean “Hand Power” or 
“Horse Power’ when applied to pipe 
tools. Apply “Hand Power” to pipe tools 
and you are apt to get sore muscles. 
You'll waste time certainly. 


Apply “Horse Power” to those same 
pipe tools and you eliminate any pos- 
sibility of sore muscles. And you'll save 
plenty of time. 

What we're trying to tell you is this: The 
Oster No. 422 POWER VISE STAND is 
built to take over the back-breaking job 
of cutting off, reaming, and threading 
pipe. The time saved by this sturdy, 
powerful unit soon pays for its low 
initial cost, 


Standard range is %” to 2” pipe. When 
used with the special, universal drive 
shaft, the No. 422 machine has ample 
power to drive geared, receding die- 
stocks and cutters up to 6” capacity. 

Suggestion: Write your name and address 
in the margin; cut out this advertisement; 


and mail to us for a free copy of illustrated 
catalog “LIST No. 22”, 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO, U.S.A. 
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LINE PLANT 


New machinery ... new methods... new 
know-how combine to produce top quality 
fly and bait casting lines at H-I’s new line 
plant. The most modern in the industry, the 
new plant has an annual capacity of more 
than 15,000,000 yards of line. We are now 
equipped to supply many different kinds and 
grades of line of a quality and price which 
assure H-I dealers fast turnover and top profits. 
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The H-! plant at Utica, N.Y. 
—where ‘‘the largest line of 
fishing tackle in the world’ 
is manufactured. The new line 
plant is ot for left. 


1 bane 
" tenn fr 
SERIE eg 


(Below) Adjusting reels at baking 
tower in H-I’s big, new, modern 
line plant which has an annuol 
capacity of 15,000,000 yards of 
fly and bait casting line. 





(Above) Applying H-I super fly 
line finish. Special oils are 
baked in at high temperature, 


(Left) H-I’s new hi-speed braid- 
ing machines have a capacity 
50% greater than low-speed 
types and produce line supe- 
rior in every characteristic. 


MANUFACTURERS OF THE 
LARGEST LINE OF FISHING TACKLE 
IN THE WORLD 


(Left) A corner of the spooling 
department where H-l bait cast- 
ing lines are accurately and 
evenly spooled. 
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SPECIAL NAILS-RIVETS SCREWS 
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Let Hassall supply your requirements of brass and steel escutcheon pins in standard or special sizes 
... Plain or plated finishes... Attractive, sturdy, metal-edge boxes assure display value, convenient 
handling and protection of contents ... WRITE FOR PRICES. 

Escutcheon pins in other metals, special nails, drive screws and rivets made to order... Economy, 
quality and quick delivery in large or small quantities ... Tell us what you need... We will answer 
promptly... ASK FOR FREE CATALOG... 3-color Decimal Equivalents Wall Chart free on request. 


JOHN HASSALL, INC. - sie 


“*MANUFACTURERS* OF COLD-HEADED SPECIALTIES—ESTABLISHED 1850 


JOHNSON XLO MUSIC SPRING WIRE is precision wire essen- 
tial for a wide variety of uses. It comes to you attractively 
packaged for display and convenient handling in !/4 Ib., !/2 |b., 
and | Ib. units. Complete range of sizes. Meet the need for 
small packages of quality spring wire with JOHNSON XLO 
MUSIC WIRE. Order through your wholesaler. 


? ‘ Y os 
f é ets 4 < 


STEEL AND WIRE COMPANY, INC. 
en oe ee ee 
NEW YORK DETROIT AKRON CHICAGO LOS ANGELES TORONTO 








compares with 826,268 for the first half 
of 1946. Factory sales of small washers 
with maximum capacity of 3 lbs. dry 
weight, now reported for the first time, 
amounted to 70,072 additional units in 
the 1947 quarter. Ironer sales in the 
opening 1947 quarter were 113,190 
(corrected figures), compared to 19,552 
in the same period of 1946, an advance 
of 478 per cent. 
* * * 

April construction—New con- 
struction put in place in April, 1947, 
totaled $846 million, a 7.6 per cent in- 
crease over March, the Construction 
Division, Department of Commerce, has 
announced. The April figure repre- 
sented less than a normal seasonal rise 
from March but was a gain of 19.7 per 
cent over April of last year. Privately 


. financed construction in April amounted 


to $636 million, a gain of 3.2 per cent 
over March figure and 8.3 per cent 
above April, 1946. Of this total, private 
residential construction (exclusive of 
farm) accounted for $270 million, 3.8 
per cent above March, a considerably 
less than normal seasonal rise. Private 
nonresidential building during April to- 
taled $239 million, 2.9 per cent below 
the March figure. April farm construc- 
tion amounted to $30 million, 50 per 
cent above March. Privately financed 
public utility construction in April to- 
taled $97 million, 7.8 per cent more than 
in March. 
* 6 * 

Detrola sales — Consolidated 
net sales of International Detrola Corp., 
Detroit 9, Mich., for the five months 
ended March 31 were $30,050,108. The 
company, which has manufacturing divi- 
sions in the refrigeration, steel, radio, 
aircraft and machinery fields, in its en- 
tire fiscal year of 1946 totaling $50,-810,- 
028. 

* *¢ @ 

Silex sales—The Silex Co. and 
its subsidiaries, Hartford Products Corp. 
and Silex, Ltd. of Canada, in the first 
three months of :nis year chalked up 
the highest net sales volume of any 
quarter in its history. Net sales volume, 
for the period, was $2,976,000, com- 
pared with $1,600.000 in the corre- 
sponding 1946 period. 


Maintaining Authority 


41 HEN any private group 

steps off the platform of dis- 
cussion and resorts to coercion or vi0- 
lence, the Government must maintain 
its authority by whatever force is 
needed. Otherwise, popular respect 
and feelings of awe for Government 
will be broken down, and in the end 
much bloodshed will be required 
to re-establish them.” — Theodore 
Roosevelt. 
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This Paint Department 
Sets an Example 
To Customers 


(Continued from page 157) 


know that the department has 
plenty of appeal.” 


Excellent Farm Trade 


This store finds that newspaper 
advertising is decidedly helpful in 
calling paint, varnish and supply 
items to the attention of both town 
and rural patrons. The store has 
an excellent farm trade, and many 
farmers purchase both barn and 
house paint there. Their pur- 
chases run into many gallons be- 
cause the average farmer in that 
section has numerous buildings. 
Monroe area farmers are prosper- 
ous as a rule and keep their houses 
and barns looking extremely well 
at all times. 


Match Advertising 


“We find that match advertis- 
ing is also productive,” says Mr. 
Kramer. “Farmers and towns- 
people alike take these matches 
from a box which we have stand- 
ing on our wrapping counter. The 
match holders have our name and 
address and advertise our paint 
and hardware. When you figure 
that the average smoker keeps 
such a match holder in his pocket 
for many days and pulls it out at 
least twenty times before he tosses 
it away, then you can realize that 
our name is noticed and remem- 
bered by such people. We have 
many customers who ask us for 
these matches regularly. We buy 
about four thousand of them at 
a time.” 


Staff Aids Customers 


The townsman or the farmer 
who seeks help in figuring how 
much paint and varnish he will 
need for a job, finds that owners 
and staff at the store are very glad 
to help him. And, if need be, one 
of the staff will even visit the 
prospect’s home at his request and 
look over the surface to be 
painted. Advice of this sort is 
deeply appreciated and brings in 
considerable repeat business to the 
store. 
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OTHER MAGIC PRODUCTS = 


Magic Iron Cement, White Tile Cement, China and 
Glass Cement, Mending Wood. Liquid Casein Glue. 
Crack Filler, Plastic Auto Body Solder. Glaze and 
Spot Putty, Plastic Lead Seal and Wallpaper Grease 
Spot Remover. 


MAGIC IRON CEMENT COMPANY 


1366 EAST 34th STREET CLEVELAND 14, OHIO 

















MR. MANUFACTURER... 


In the territory shown above, you'll find an 
aggressive distributor—none better established. 
Our 10-man sales force has been making friends 
with the best retailers in this area for 27 years. 
Our integrity and financial responsibility can 
be verified by any of these nationally known 
manufacturers. 


DAVID KAUFMANN'S SONS, INC. 


Established 27 years 


MOUNT & COLE STS. * BALTIMORE 23, MD. 

















Wall Socket Sets sell 

rapidly because they are 
designed for today’s 

jobs in shop, home and 
farm. These modern Thin 
Wall Sets fit easily in hard-to- 
reach, hard-to-turn spots that 
yesterday’s tools can’t touch. 


The NONE-BETTER Thin 
Wall Socket Set illustrated is a 
professional kit containing 48 
pieces as shown. It readily 
reaches through narrow open- 
ings and into tight corners. 


NONE-BETTER profits are 
yours for the taking. Attractive 
display boards boost sales in 
your store. You sell a product of un- 
rivaled performance and quality 
GUARANTEED — a Line sold in 
hardware stores exclusively. Modern- 
ize your stock today. 


The new Catalog of the im- 
proved, expanded NONE- 
BETTER Line is yours for 
the asking. 


better hardware stores 


THE NEW BRITAIN MACHINE CO. 
NEW BRITAIN, CONN. 














Kitchen and Laundry Planning Service 
Prepared for Dealers’ Use- 


A trained dealer is shown using the new Westinghouse Kitchen and 
Laundry Planning Guide to explain a proposed pian to a customer. 


PERSONALIZED kitchen and 

laundry planning service, com- 
plete with a full color picture of the 
plan, has been announced by the 
Westinghouse Electric Appliance 
Division, Mansfield, Ohio. The ser- 
vice will be available nationally on 
a limited basis this year. 

“Within half an hour or less, under 
the new Westinghouse planning ser- 
vice,” according to T. J. Newcomb, 
sales manager of the division, “a 
consumer will have a complete 
kitchen or laundry plan, and will 
know its exact cost including instal- 
lation. In addition, for kitchen 
plans, she will have a full color 
picture of her type of kitchen as an 
incentive to the realization of that 
plan.” 

The new planning service is based 
on the recently developed Westing- 
house Kitchen and Laundry Plan- 
ning Guide, a portfolio-size book 
from which it is said plans can be 
developed to meet 99 per cent of 
kitchen and laundry problems. 

The Guide provides detailed plans 
for standard kitchens, limited space 
kitchens, kitchenettes, laundries and 
combination kitchen-laundries. In 
addition, requirements for base and 
wall cabinets and equipment are 
listed for each plan. 

Mrs. Julia Kiene, director of the 
Westinghouse Home Economics In- 
stitute, who supervised time and mo- 


tion studies of a series of kitchen 
plans in the course of more than two 
years’ research, outlined eight prin- 
ciples in kitchen planning which she 
asserts are fundamental. They are: 


Fundamental Principles 


First, the plan must be developed 
around three work centers: (1) food 
storage and preparation, keyed to the 
refrigerator; (2) cleaning, centered 
about sink and dishwasher; (3) 
cooking and serving, keyed to the 
range. 

Second, work should flow in one 
direction, starting from the refriger- 
ator. 

Third, the sink and dishwasher 
center should be located between the 
other two centers, since water is used 
at both of them. 

Fourth, there are seven types of 
kitchens: “U,” Broken U, “L,” 
Broken L, two-wall, one-wall and in- 
dividual center. 

Fifth, there should be not less than 
5, nor more than 51% linear ft. of 
counter surface between the refriger- 
ator and sink bowl; there should be 
not less than three feet, nor more 
than four linear feet between the 
sink bowl and range. 

Sixth, wall and base storage needs 
are calculated on the number of bed- 
rooms in a home. This yardstick is 
used since the number of bedrooms 
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in ‘a home is usually a permanent 
factor while the number of people 
living in a home is a variable factor. 

Seventh, the established clearance 
between counter surface and bottom 
of wall cabinets is 16 in., between 
top of range and bottom of cabinets, 
22 in. This height keeps the cabi- 
nets as low as possible to permit 
easy reaching of all shelves. 

Eighth, proper hot water supply, 
lighting, adequate wiring, electric 
outlets and ventilation must be pro- 
vided. 

Kitchen planning centers will be 
set up throughout the country in re- 
tail stores associated with Westing- 
house. They will be equipped with 
the new Guide, grid-ruled paper for 
making accurate scale sketches of 
plans and Visualizer Sheets depict- 
ing the various kitchens. 

The Guide is so arranged that by a 
process of elimination of possible 
plans, a solution for any problem is 
quickly made by the planner. 

Many kitchens will not meet all 
standards, so Westinghouse devel- 
oped limited space kitchens and kit- 
-chenettes to meet these problems. 

The important thing in laundry 
planning, according to the Guide, is 
that the centers of work follow each 
other in correct sequence. First is 
the preparation center for sorting 
and pre-treating of clothes. Second 
is the washing center. Third, the 
drying center. And fourth, the fin- 
ishing center, for ironing and folding 
the clothes. 


Nylon Used As 
Complete Fishing Line 


ANY fishermen, long familiar 
‘ with nylon single filament in 
leaders, have experimented with and 
adopted this material in longer 
lengths as complete lines. This new 
usage is expected to increase sharply 
with the introduction of a reel which 
handles both single filament and 
braided lines with equal facility. 

Among the advantages of the sin- 
gle filament line is the elimination ol 
leaders and the resulting knots. This 
does away with the water disturbance 
sometimes set up by the knots drag- 
ging through the water. Translu- 
cency and lack of sheen also con- 
tribute to effectiveness. 

The new reel is a stationary spool 
“spinning” type so constructed that 
it doesn’t turn on the cast. A simple 
thumb catch sets it for the retrieve. 
It can be used with either a fly rod 
-or bait casting rod and it is said that 
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"| just asked him 
if he wanted a pair of pre-war 


quality work gloves!” 


BOSS Engineers’ Special — 


the trainman’s favorite 





Dealers aren't surprised 
































































at the high quality of Boss Work Gloves—they know 


that Boss has set the standard for nearly sixty years. 


The demand for Boss’ carefully-made, job-designed work 


gloves will be met as more materials become 


available. Your Boss distributor receives a regular quota— 


he'll do his best to meet your needs. 


57 YEARS OF 





THE BOSS MANUFACTURING COMPANY 


WORK GLOVES 


HAND PROTECTION 


KEWANEE, ILL. 










MECHANICS 
PLUMBERS 
ELECTRICIANS 


KD Tools for 
EVERYONE 


99 Saw Frame “cuts around corners” with 
short blades—in narrow openings any 
size. Features quick blade changes for 
3, 414, 6, 10, 12” blades. All steel, one 
piece frame. Ideal for Electricians, 
Mechanics, etc. Cuts 3 %g” deep. 


20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet. Close teeth 
permit short stroke. Box socket construc- 
tion holds screw or nut for starting in 
close places. Sizes 3” to 414” long. 


10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness. 4 
types milled jaws as shown, handles 
knurled. Packed in pocket size roll. 
Handy for Craftsrnen, Modelmakers, 
Electricians, Mechanics, Home Owners. 


5B Tool Kit—good 
universal _ seller. 
Two K-D Pliers 
plus 3-in-1screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered. Not a 
toy. Handy for 
everyone! 


Write for a description of the K-D Line 


K-D TOOLS 


K-D MFG. CO., LANCASTER, PA. 
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its use eliminates any possibility of a 
backlash. 
Designed to handle 3 to 10-lb. 


lines, the reel has been found par- 
ticularly successful with 6-lb. test 
Du Pont nylon single filament. 





Fastener Assortments Stress Handling 
and Sales Convenience 


EVENTEEN compact assortments 

of screws, bolts, and allied prod- 
ucts are currently being offered by 
the Sharon Bolt & Screw Co., Boston, 
Mass., and more are planned for 
future distribution. The packages 
are planned to conserve time and 
space and not to replace package 
sales but to facilitate sales of mini- 
mum quantities without breaking fuli 
packages in those particular sizes. 


WING NUTS J 


t 
“y 
ie 
= 
a 
ae 


No. WN-240 Wing Nut Assortment 


These assortments grew out of 30- 
years’ practical hardware experience 
of S. S. Steinberg, president of the 
company, who as a young man 
worked in a retail hardware store. 
These, to date, include the following: 
toggle bolts, expansion shields, hexa- 
gon nuts, socket cap screws, steel 
cotter pins, sheet metal screws. 
wrought iron washers, wing nuts, 
socket head set screws and wrenches, 
lock-washers and thumb screws. 


No. HN-255 Hexagon Nut Assortment 


Features of the assortments in- 
clude compact packaging; selections 
of fast-moving items with small in- 
vestment costs; and refill packages 
which slip into the proper place iu 
the original assortment container. 

A typical example of the make-up 


No. ES-295 Expansion Shield 
Assortment 


of assortments is the No. SM 1680 
Sheet Metal Screw Assortment. It 
consists of 1,680 round head, gimlet 
point sheet metal screws, hardened 
and electro galvanized, in 16 sizes 
ranging from %% in. x No. 4 diam. to 
114 in. x No. 12 diam. with dealer 
cost at $5.35 and retail value of 
$12.30. The assortment weighs 7 lbs. 
and measures 12 in. wide by 6 in. 
deep. 

Special assortments are under way 
for wire goods—screw eyes—screw 
hooks—hooks and eyes—cup hooks, 
etc.; special purpose assortments of 
locksmith screws, electrical screws, 
plumbing screws, radio screws, auto- 
motive screws and others as well as 4 
hebby assortment. 

Shelving arrangements for retail 
stores which would contain Sharon 
assortments are currently being 
planned. And in the testing stage is 
a dispensing container for wood 
screws and other materials. Catalog 
pages of all assortments, and blotters 
advertising the idea are available. 


No. SM-1680 Sheet Metal 
Screw Assortment. 
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Yes, we’re making 


a lot of noise about 


Magara 


FARM AND GARDEN BRAND 


INSECTICIDES 


AND 





ND why shouldn’t we? For many years they have 

been the outstanding insecticides and fungicides 

among professional growers of fruits, vegetables, 
flowers and ornamentals. 


Packed in convenient, self-merchandising containers, 
Hardware Distributors and Dealers are now, and for 
the first time, given the opportunity to cash in on this 
complete line of professional insecticides and fungi- 
cides for the amateur grower. Complete instructions 
for use are printed on each package. 

Increase your profits this season by stocking and rec- 
ommending Niagara Farm and Garden Brand Insecti- 
cides and Fungicides. Write for complete information, 
price list and descriptive catalog sheets. 


REN YOU BUY 
om a » et 
Ps) Buy PROTEC ie 
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Build Rental Volume 


AROUND CUSTOMER SUCCESS 


New Resinized Speed-Grits 


Customer success and pleasure are the very essence 
of repeat business and real rental volume—because 
the customer who sands one floor successfully, 
proudly plans other rooms in turn, and sells his 
neighbor too! 


Sharp, fast, free-cutting floor sanding papers help 
promote customer success by reducing such trouble 
hazards as loading, glazing and burning. 





Resinized Speed-grits Floor Papers offer new "'suc- 
cess insurance,” because each individual cutting 
grain is TWICE anchored—first in a-Durabonded* 
adhesive—second, in a "heat-set" resin bond which 
is immune to cutting heat and humidity. Result— 
tremendously increased stamina and trouble-free 
cutting performance. 


Ask your Jobber for new Resinized Speed-grits— 
for customer success—and real rental volume. 


* Reg. U.S. Pat. Off. 


(Division of Norton Company) 


TROY, N. Y. 


) BEHR-MANNING 





Fix Gllers! 


=a 


hardware stores, houseware de- 
partments to increase sales 
with quality built, depend- 


able merchandise. Good & rail gi 
| 


rofit ers, too! 
‘ nite CHEES-ZIP 
Retails for $1.00 


Slices cheese— 
thick or thin. 


SERRATER ay Hi 
RETAILS Su i I N 
FOR i is if 8 
$1.00 


For fruits and 
vegetables. 
Makes dainty 
french fries. 


i" 
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All Huot Products 
436 Rossmor Bldg. 


cre made of the 
finest materials. ST. PAUL 1, MINNESOTA 


: Wide-awake retailers every- 
wi Aces uf where are quick to realize the 

possibilities of Huot Household 
Helps. Order these items TODAY. 


at a, 





Full line includes all 


sizes and types with the 
name Porter on every handle. 


The portable, hand- 

powered tool that is needed 

wherever metal is to be cut — 

in the shop or out on the job. 

You can sell Porter Cutters with 
fullest confidence because they are made 
to give complete satisfaction and to stand 


up under the severest usage. 
INC. 


H. K. PORTER, 


74 FOLEY * 
SOMERVILLE, 





Fishing License 
Sales Soar 


NDICATING a tremendous growth 

of interest in the sport of fresh 
water angling, the U. S. Fish and 
Wildlife Service has issued figures to 
the effect that 11,068,717 fishing 
licenses were sold in the 48 states 
during the fiscal year ending June 
30, 1946. 

This represents an increase of 
2,788,485 over the preceding year’s 
total of 8,380,232, and an increase of 
2,978,716 over the previous year’s 
total of hunting licenses sold. 

Fishing license revenues from the 
fiscal year ending June 30, 1946, 
amounted to $15,003,796, an average 
of less than $1.50 each. In view of 
the fact that it takes approximately 
$1.50 worth of food to grow one 
pound of trout, the angler enjoys the 
cheapest form of outdoor recreation 
when the cost of his privilege tax 
alone is considered. 


“Fishermen get around a lot,” says 
Henry P. Davis, public relations divi- 
sion, Remington Arms Company. 
“The report shows that non-resident 
licenses totaled 1,093,099, an in- 
crease of 335,240 over the preceding 
year. All indications point toward 
a further increase in fishing activi- 
ties during the coming season.” The 
state of Mississippi sold more non- 
resident licenses than it did licenses 
to residents, 9,158 non-resident 
against 6,494 local. 


Ad Features Follow-Up 
On Customer's Letter 


SCOFIELD CO. 


Serving Door County's Hardware Needs 
for 50 Wears, 


This week's mail brought us this letter from 
the extreme Western part of the state. We quote: 
“Gentlemen: I have been referred to you 
as being able te supply even the most un- 
usual in hardware.” 
Then followed a list of his needs. 


We submit it as an indication of the reputation 
we seem to have of being able to serve your needs 
when others fail. Naturally we feel rather ches- 
ty but ask your indulgence. 

We have just received a large shipment of coil 
chain in 3/16", 44”, %” and 34” sizes, with a large 
supply of hooks and cold shuts, all hard to get on 
our orders of 1944. 


Also another truck load of water heaters to 
fill our many orders for them. 


Everybody q 


may come along who knew you long ago 


The above advertisement of the 

Scofield Co., Sturgeon Bay, Wis. 

was unusual in that it described the 

firm's ability to take care of the 

needs of the customer. In its orig- 

inal size it was two columns wide 
by 5 in. high. 
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No. 94 
MATCHLESS 


Here’s a mechanics’ screw- 
driver that mechanics like. 
The springy blade of special- 
analysis steel runs clear 
through the tough hard- 
wood handle and has a 
steel butt that is invulner- 
able to heavy hammer 
blows. The blade and 
handle are held to- 
gether permanently by 

a steel rivet through 

the ferrule. 


This Bridgeport No. 
$4 easily withstands 
the severest prying 
and twisting. It’s 
the screwdriver for 
hard, long-time, 
steady use. 


Also in the MATCHLESS 
Screwdriver family: 


The No. 97 MATCHLESS 
—heavy square 31/2” 
blade. 

No. 100 MATCHLESS 
Shock Proof 

No. 98 MATCHLESS 
Electrician’s Cabinet 


Left to Right: 
No. 94 MATCHLESS Screw Driver 
No. 97 MATCHLESS Heavy Square 31/2" blade 
No. 100 MATCHLESS Shock Proof 
No. 98 MATCHLESS Cabinet e 
o 
. as 
€ * 
o ee * 


Order from your Jobber. 


Bridoep ort 


TRADE 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. «© BRIDGEPORT, CONN. 
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DIAMOND 


TOED AND 
HEELED 
HORSESHOES 


Diamond Shoes for long wear—toed, heeled—ready 
to nail. Front patterns from 1-8 inclusive, hind 0-7 
inclusive. Well balanced—shaped to fit easily. Also 
mule and bronco shoes. 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 





Grinding Wheels 


Carborundum Co., Niagara Falls, N. 
Y., has developed the “Series 20” grind- 
ing wheels. “Series 20° can be used for 


surface grinding, horizontal spindle, tool 
and cutter grinding, and surface and 
cylindrical grinding of forms. Several 
of the features of “Series 20” are said 
to be: rapid stove removal, reduced 
grinding labor hours and heat genera- 
tion, and smaller inventories. Maker 
states that basically a Series 20 grind- 
ing wheel is a type of ceramic or vitri- 
fied bonded grinding wheel; a new 
blend of abrasive grains. Wheels are 
claimed to be constructed to give the 
optimum results in grinding. 


‘Little Chef’ Range 


“Little Chef” miniature electric range 
model 847. has an enclosed aluminum 
top and large oven. One element heat- 


ing, both top and oven, plastic switch 
knobs, and heavy asbestos insulated 
cord. “Little Chef” is fully insulated 
and is finished in white baked enamel 
with red lettered knobs and decorations. 
Range is 11 by 9 by 5% in. Individually 
packaged, there are 12 to a shipping 
case. Model 747 miniature non-electric 
range is the same size and construction 
as model 847, without the electric ele- 
ment. Model 847 suggested to retail 
for $5.95 and Model 747 for $2.95. 
Tacoma Metal Products Co., 414 Puyal- 
lup Ave., Tacoma 2, Wash. 


Fairbanks Weiler Softener 


A line of water softeners has been 
added by Fairbani:s, Morse & Co., 600 
S. Michigan Ave., Chicago, Ill. The 
water softeners are made in_ several 
sizes to match the capacity of the water 
systems which the company makes. De- 


luxe models have the “finger tip con- 
trol” which enables the housewife to 
regenerate the unit easily. Brine tank 
has a dome top which is said to elimi- 
nate salt creeping, and a brine satura- 
tion chamber designed to assure proper 
brining for each regeneration. Softener 
operates on the down-flow principle, per- 
forming filtration during the softening 
process. Softeners are finished in baked 
enamel hammertone. 


Bugrenade Dispenser 


Enterprise Industries, Inc., 2638 Park 
Ave., New York City 51, is offering 
“Bugrenade” in a 5-oz. aerosol insecti 


cide dispenser. Pocket-sized, the dis- 
penser has a push-button finger-tip con- 
trol valve that requires only one-hand 
operation. Bugrenade dispenses the 
DDT-pyrethrum formula. Suggested to 
retail for 98 cents. 


‘American Beauty’ Iron 


“American Beauty” iron is equipped 
with a fingertip heat control lever and 
a device called a thermoscope, which 
shows on its dial the correct tempera- 
ture for the fabric. American Beauty 
red handle is made from transparent 
Lumarith, a Celanese plastic. It is 
shaped so that it serves as a hand rest 
while ironing. Supported by phenolic 
plastic on each end, the handle is held 
intact by a metal rod extending from 
the base through to the threaded metal 
insert in the front. Suggested to retail 
for $10.40. American Electrical Heater 
Co., 6110 Cass Ave., Detroit 2, Mich. 
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Dexter not only originated the tubular lock 
_and latch, but was FIRST to develop it for 
screen and combination doors, and other 
narrow stile installations —thus greatly 
broadening the uses and “first choice” pref- 
ized, the dis- erence for Dexter Tubulars with builders, 
finger-tip con- dealers, and owners. 
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Vy 1e€ . . 4 - 
handle is held tion Door Latch Set. Equipped with locking 
<tending from rose inside. Solid brass trim, polished brass 
hreaded metal finish. Installation: 5" hole 234" deep, 134" 
ested to retail 

backset. 


ctrical Heater 
oit 2, Mich. 


NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 
Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 


TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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GJ) WALDEN + WORCESTER 


tresen/s a New 
STANDARD of STRENGTH 
insocket wrenches 


Above, Improved 
new WW design, 
cross section 


Right, Conyention- 
al socket, cross 


section 
a cS 


Uh 


ai 


) Vie 


¢ 
7, | PROVED BY LABORATORY TESTS 


This new line of Walden-Worcester 
WW socket wrenches gains its greater 
strength from an improved method of 
manufacture, Force Forming. 
Compression rather than the conventional 
cutting forms these sockets. This strength- 
ens the steel, and avoids breaking the 
fibres, a major cause of tool failure. 

A cold process, Force Forming retains all 
the alloying properties of the original 
triple alloy steel. 

Sockets, clean and uniform, can be used 
to their full depth since space-wasting 
shoulders are eliminated. 

Chrome plated and highly polished, all 
surfaces are satin smooth. 

Write Dept. H for full information. 
OVER 40 YEARS OF MASTER TOOLMAKING 





WHATS NEW 


‘Universal’ Washer 


The “Universal” 2-speed washer per- 


mits controlled speed washing—low 
speed for silks, rayons, woolens and 
curtains, and high speed for heavy 





pieces as sheets, pillow cases, shirts 
and overalls. Speedselector is set in a 
control panel at the base of the bullet 
type fluted tub which also has a built in 
Time-A-Matic timer which times any pe- 
riod from one to 14 minutes and a Safe-t- 
Switch. Washer ‘as the Universal- 
Lovell wringer with Control-Roll feature 
with a patented pull stop control for 
both wringer rolls. Wringer locks auto- 
matically in five positions. Two-speed 
washer is 49% by 29 by 29 in. The 
motor is rubber cushioned, has floating 
power, and is said, to be oilless and 
splash-proof. This washer has wind- 
away cord hooks beneath the tub. 
Landers, Frary & Clark, New Britain, 
Conn. 


Aluminum Roof Paint 


United Gilsonite Laboratories, Scran- 
t.n 1, Pa., has developed an aluminum 
roof paint which it claims reflects 70 
per cent of the sun’s rays, and reduces 
interior summertime temperatures 15 
deg. Paint is said to incorporate insu- 


lative and protective qualities, and may 
be used on asphalt shingles, built-up, 
smooth or slate roll roofing, slag and 
metal roofs and outside work. Contains 
2 lbs. of pure aluminum pigment per 
gal., and may be applied with brush or 
spray gun. Upon application, the pig- 
ment leaps to the surface, forming a 
weatherproof coating, reported to with- 
stand snow, sleet, rain and sun for 
several years. Available in qt., gal., and 
5 gal. containers, 1 gal. it is said covers 
350-450 sq. ft. 


‘Aluma-Scale’ 


Enterprise Products Co., 2881 S. Irv- 
ing Ave., Minneapolis 8, Minn., is of- 
fering the “Aluma-Scale” designed for 


sportsmen and household use. Made of 
aluminum tubing, the scale is 9 in. long. 
Maker states the scale is rustproof 
throughout with a moisture resistant 
plated spring. May be used for weighing 
fish, game, miscellaneous household and 
farm articles. Weighs up to 35 lbs. in 
14 |b. measurements. It has an easy- 
grip handle. 


Hezzie Slide Whistle 


A plastic musical novelty is the Hez- 
zie Junior Slide Whistle made by 
Trophy Products Co., 210 Prospect Ave., 


Cleveland, Ohio. Washable toy, it is 
made from yellow plastic with red pat- 
ented mouthpiece and matching end 
cap. Each slide whistle is individually 
packed in a 3 color box featuring Hez- 
zie and the Hoosier Hot Shots. 10 in. 
long, the slide whistle is suggested to 
retail for 29 cents. 
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NEW! Better! 


A PRODUCT 
OF METAL ARTISANS 


FEATURED by leading hardware jobbers 


Your customers will admire the beautiful new Hammered Silver 
gray finish and the construction superiorities .. . heavy gauge 
steel, seamless construction, with large radius corners. All hard- 
ware trim is plated. Handle is countersunk. No possible refine- 
ment of design or manufacture has been neglected. 


Wherever shown, this has had a fine public acceptance .. . your 
customers’ approval will be indicated in quick sales. The box 
comes in one size only: ll¥z x 6 x 4%". It is available without 
tray (No. 923 at $2.30 list*) or with 6 compartment interior remov- 
able tray (No. 1923 at $3.70 list). Boxed individually; packed 12 
of a style to a carton. 

DEALERS: [f your jobber cannot sup- JOBBERS: Complete details 
ply you, write us for detailed informa- will be gladly sent fo you on 


tion and the name of our nearest dis- 
tributor. request. 


Prices slightly higher west of the Rockies. 


Maonufoctured by 


Central Can Company Enc. 


2415 West 19th St. elias ae 


MAY 22, 1947 


Chicago 8, Illinois 





Jacobsen home water systems 
are built to the same quality 
standards that have estab- 
lished Jacobsen leadership in 
the grass-cutting industry. 


Designed by experienced 
pump engineers, these mod- 
ern pumps provide trouble- 
free, long-lasting service at 
low cost. Choice of models in 
deep and shallow well jet and 
reciprocating types offers a 
wide range to meet every 
pumping condition. 

When you sell a Jacobsen 
water system, it’s a satisfying 
transaction for both you and 


your customer. 


IMMEDIATE DELIVERIES 
WRITE YOUR JOBBER 


* 


acolsen 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
SUBSIDIARIES 
WORTHINGTON MOWER COMPANY 
STROUDSBURG, PA 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA IOWA 


| home shooting gallery. 
| “shot-saver” 





WHATS NEW 


Indoor Target Gun 


Johnson Automatics, Inc., 84 State 
St., Boston 9, Mass., offers the “Johnson’ 
indoor target gun, packed in a 29 in. 





; | 


fully-equipped 
Includes targets, 
rounds cf 


box which contains a 
backstop, 65 
Johnson Micro Match precision pellets, 
and an extra propulsion unit. Said to 
be as accurate as a fine rifle at ranges 
up to 30 ft. Johnson claims that the 
pellet will not break skin if hand is hel:! 
in front of the muzzle, due to its low 
velocity. Johnson Micro Match pre- 
cision pellets should be used for maxi- 
mum accuracy says maker, but air rifle 
shot can be used. Gun has target-peep 
rear sight, adjustable for elevation, and 
a post-type front sight, adjustable for 
windage. It has a olue steel barrel, and 
an easy-squeeze trigger with a_ blue 
steel guard. 


Hamilton Clothes 
Dryer Manual 


Hamilton Mfg. Co.. Two Rivers, Wis., 


has issued a manual on its Automatic | 


Clothes Dryer. In eight pertinent sec- 
tions, it first covers the factors of 


weather, time and work saving, safety, | 


ease of operation and economy. Other 
sections give information on specifica- 
tions, installation, and other general 
particulars. It is a loose-leaf binder 27f 
pebble grain leather with a folding 
easel, 


Barbecue Fork 


“California Shurgrip” Barbecue Fork 


has a carbon steel frame, is polished, | 


nickel plated, birch handle stained and 
shellacked. Fork has three heat treated 
steel tines, center tine operated by “trig- 
ger” action or control, with index finger 


from handle. Fork is 23 in. long, ideal for | 
picking up and holding fast roasts, wein- | 
Suggested to | 
retail for $2.00. Also available is “Shur- | 


ers, turning steaks, etc. 





grip” Kitchen Fork, same construction, 
to retail for $1.40. Packaged in indi- 
vidual cartons for counter display. 
Chadkin Sales, Inc., 7922 Beverly Blvd., 
Los Angeles 36, Cal. 
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OVER 


“RAINS 


300 GALLONS PER HOUR 
Rain 


ALL” 


FALL LIKE 


RECTANGULAR atl 7 i) 
COVERAGE ee y 
Designed for Golf Greens — Now Available 
for Domestic and Commercial Use! 


The Shower-Queen design, construction and 
action in distributing water in a natural 
rain-like manner prevents rivulets, puddles 
and “bleeding” — all water is aerified as 
it is thrown into the air and broken up 
into drops. Trouble-free, centrifugal hy- 
draulic motor operates oscillating shower 
bar. Simple hand adjust t regulat 
operating trajectory. Sled type runners for 
easy moving. 142” long x 62” wide 
x 6%” high. Positively guaranteed. 


WRITE FOR FREE LITERATURE AND PRICES 





ACME SPRINKLERS 


412 WALBRIDGE ST. KALAMAZOO 3, MICH. 














? 


There’s no perplexing problem to sell- 
ing pump leathers . . . when your stock 
is Simplex. 

Simplex pump leathers are perma- 
nently imprinted with plain size mark- 
ings to save time and prevent mistakes. 

When you order pump leathers, order 
“Simplex.” 

Ask your jobber or write us 
for price list. 


MANUFACTURING 


AU 8 @ae, f. 
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AZOO 3, MICH, 


Two Hour’s Work 
n Two Minutes # 
With the... 
PINES Lawn 
fdge TRIMMER 


in production 
that we can , 
high quality / 
rn spring steels , 
adthe hardwoodswhich / 
always character- f 

dd this best known £, 


is mowed— 
because in a 
few minutes’ 
time it cuts and 
trims all grass 
lapping over 

edges of sidewalks 

and curbs. Six-inch 
blade that long re- 
tains its cutting 
edge, patented biade 
cleaner, hardwood 
handle and roller— 
a truly superior product. 


ave hours 


the grass 


As indispensable as a lawn mower 

—and a tremendous value at $2.50 

retail. Order from your jobber—for 
this summer’s demand. 





Capson Mfg. Co. 


2565 Fullerton Ave. Chicago 47, Il. 





The Past - Selling 


NON-POISONOUS 


“GARDEN SPRAY | 


PROTECTS GARDENS 
AND GARDENERS 


e Fast-selling, nationally 
advertised, well-known, 
time-tested and_ effective. 
Recommended by garden 
experts everywhere. Kills 
garden pests but is non- 
poisonous to humans. Order 
carly. 








Getter Jusecticides 
MCLAUGHLIN GORMLEY 
KING COMPANY 


Makers of Insecticides Founded 1902 
MINNEAPOLIS, MINNESOTA 


MAY 22, 1947 


Deeptreeze Home Freezer 


Deepfreeze Division, Motor Products 
Corp., North Chicago, IIl., is making a 
new line of Deepfreeze home freezer, 
rectangular in shape. Deluxe model 
C10-47, finished inside and out with 


yA 





3 
ed 


white enamel, shown, has a capacity of 
10 cu. ft., and will hold about 350 lbs. 
of assorted perishable foods. It has a 
special fast-freezing compartment, how- 
ever foods may be frozen in the storage 
compartment, too. This deluxe model 
has a temperature control on the front 
of the cabinet enabling the user to ad- 
just the temperature inside of the food 
compartments from 0 deg. F for storage 
to —10 deg. F. for fast freezing. Tem- 
perature indicator on the front of the 
cabinet permits the user to tell the 
temperature inside the compartments. 
As the lids on all the new models are 
counterbalanced, lids are raised and 
lowered with finger-tip effort. Lids 
have a tumbler lock and model C10-47 
is equipped with 3 removable metal bas- 
kets in the top half and adjustable metal 
dividers for the bottom half. This model 
is 36 in. high, 26% in. deep and 55% 
in. wide. It has 3 trays holding 6 lbs. 
of ice cubes. Ejector arm on each re- 
leases cubes as needed. Dual interier 


lights automatically when lid is raised. 


It is powered by a freezing unit of 74 
h.p., sealed in oil. 


Pullmatch Dispensers 

Kilgore Mfg. Co., Westerville, Ohio, 
offers a line of Pullmatch Dispensers in 
6 different models as Father’s Day gifts. 
Additional refill rolls can be purchased 
in either 2 or 8 roll boxes. Suggested 
retail prices run from 25 cents to $5.00. 
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We at Jacobsen are doing our level 
best to distribute our present sub- 
stantial production equitably. We 
are continuing to produce hand 
and power mowers to the limit of 
our capacity, in an effort to catch 
up with our back-log of orders as 
quickly as possible. 

Important today when all merchan- 
dise is in great demand but even 
more important tomorrow when 
buyers can pick and choose, is the 
fact that Jacobsen standards of 
quality and value do not vary. Back 
of all Jacobsen mowers is a quarter 
century of experience as a pioneer 
in the development of quality 
grass-cutting equipment. 

Jacobsen mowers are good mowers, 


A good thing to remember. 


acolsen 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 


* 


SUBSIDIARIES 
WORTHINGTON MOWER COMPANY 
STROUDSBURG, PA 
JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA IOWA 














CONSTRUCTION 


for Couslhlurg 
FOUNDATION 
WALL CRACKS 
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DISPLAY ABESTO 
Cold Adhesives 


@ Abesto can be used with any 
(standard brand) plain roll roof- 
ing you sell. 


Abesto is manufactured in four 
different consistencies for wide 
variety of uses—with complete 
specifications for your customers. 


Abesto is available in all sizes— 
from attractively packaged pints 
to 55-gallon steel drums. 


Abesto is a quality building spe- 
cialty .. . the result of 12 years’ 
continuous research and on-the- 
job testing. 


Dealers! Mail This Coupon Today! 


1[] 


ABESTO MANUFACTURING CORP. 
Dept. 42, Michigan City, Indiana 


Send me descriptive literature and speci- 
fication sheets. 


D sete for me to receive counter dis- 
| pla 


Here's how to ZOOM 
Roofing Material Sales 
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WHATS NEW 





Presto Fire Extinguisher 


“Presto Fire Extinguisher” contains a 
chemical formula which is said to pack 
the fire killing power of extinguishers 
larger in size and weight. It has a 





shut-off valve which prevents any waste 
of fluid. Maker states it is harmless to 
food, clothing or furnishings. Refills 
are available through dealer or factory. 
The extinguisher is suggested to retail 
for $3.85. Presto Fire Extinguisher is 
packed individually, 12 to a carton, 72 
to a master carton, the latter weighing 
60 lbs. Designed for use in cars, motor- 
cycles, boats, etc. Merlite Industries, 
Inc., 319 Pearl St., New York City 7. 


4-Cup Percolator 


Royal Family of Kitchenware, Inc., 
2787 E 14th St., Brooklyn 29, N. Y., is 
offering a 4 cup electric percolator made 
of cast aluminum. Maker states the 
alloy used will not corrode, pit or turn 
color. Element is 110 volts, 550 watts, 
and may be replaced. Handle and legs 
are said to be heat resistant. Percolator 
has a polished hammered aluminum 





finish. Claimed to heat rapidly. Indi- 
vidually boxed, the percolator is sug. 
gested to retail for $4.95. Also available 
is a non-electric 4 cup percolator which 
will retail at $2.98. 





Pointing Trowels 


Metex Corp., 338 W. Lincoln Ave., 
Mt. Vernon, N. Y., is offering a stain- 
less steel pointing trowel which is hand 
ground and precision balanced. Trowel 
has a hard wood maple handle and is 5 
in. long. It is packed 1 doz. to a pack- 
age and 8 doz. to a master carton. 
Shipping weight for 8 doz. is 35 lbs, 
Maker states the trowel is corrosion- 
proof. 


Bathroom Accessories 


The Chrome-Tex bathroom accessory 
fixtures are made with solid metal bars 
which are chrome-plated over double- 


oe eaten ey 


CHROME-TEX | 


CHROME PLATED FIXTURES 














This type of plating is 
said to insure greater durability and 


coated nickel. 


rust resisting quaiities. Line includes 
30, 24, 18, and 12 in. towel bars, soap 
dish, robe hook, tissue holder, combina- 
tion tumbler and toothbrush holder and 
utility rack. Largest towel bar is sug- 
gested to retail for $1.30. Chrome-Tex 
Inc., 2187 E. 2nd St., Cleveland 15, 
Ohio. 


Koroseal Clothesline 


B. F. Goodrich Co., Akron, Ohio, is 
producing clothesline made with Koro- 
seal in two sizes, .150 and .175 in. 12 
inter-connected 50 ft. hanks of either 
size are boxed allowing retailer to sell 
any length from 50 to 600 ft. Line is 
made of strands of strong rayon cord 
jacketed with a white coating of Koro- 
seal, and is said to stand a pull of from 
300 to 350 Ibs. Clothesline can be wiped 
clean with a damp cloth. Maker states 
it is virtually unaffected by outdoor ex- 
posure, and that it will not crack or be- 
come gummy after exposure to weather. 
May be used as window sash, cords for 
Venetian blinds, tents and awnings. 
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-ee- TALISMAN FOR YOUR BUSINESS! 


The store—or department—that features D & M “Lucky Dog” 
Brand sporting goods possesses, right at the start, a valuable, intangible 
asset which might well be termed a “‘good luck piece”. Fortunate is the 
merchant who “rides along” on the long established, ready CONSUMER 
ACCEPTANCE enjoyed by this famous brand on quality athletic equip- 
ment. Sold only through the legitimate jobber, featuring equipment for 
baseball, softball, football, basketball, volley ball, soccer and other sports. 


Write your jobber for details. The DRAPER-MAYNARD 
CO., 400 York Street, Cincinnati 14, Ohio, U, S. A. 





GUN & RIFLE COVERS 


FULL LENGTH AND TAKE DOWN 


A Complete Line 
SEND FOR CATALOG 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing& Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 


MAY 22, 1947 











Popular with your shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
TELESCOPE SIGHTS 
CUTTS COMP 


Lyman Products profitable to handle. 
They are accepted by sportsmen. 
Distributed through the trade. 
Nationally advertised. 


Write us for Catalogs and Folders 


THE LYMAN GUN SIGHT CORP. 


Established 1878 
MIDDLEFIELD, CONN. 


















MEET THE DEMAND WITH 


Zin 


. . & household word! 


ZIMS are sturdy and efficient, at- 
tractive in both price and appear- 
ance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZIM CAN OPENER 


Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 


ZIM JAR OPENER 


Pony. 








Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 


ZIM FLATIRON REST 


——— = 











An important ad- 
dition to any ironing board. Leaves 
entire board free for ironing. Folds 
back neatly when not used. 


WRITE FOR LITERATURE AND PRICES 









ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Apopliances 


3047 Carroll Ave.—Chicago 12, Illinois 
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Master Bikelocks 
Master Lock Co., Milwaukee 10, Wis., 


is introducing an improved line of 
modern bikelocks. Master’s six lock 





steel 
lock and two 


includes three wrought 


combination 


variety 
locks, a 
models featuring the laminated 
case. Wrought steel locks consists oj 
No. 5517 to retail for 39 cents, No. 6617, 
49 cents, which features an expanded 
shackle, and No. 7717, having a wide 
shackle and embossed case with a brass 
pin-tumbler security, at 79 
cents. The combination bikelock No. 
1517 at 89 cents incorporates the brass 
double wall case and locking mechanism 
with a wide removal shackle. Rounding 
out the line are 2 iaminated steel locks, 
No. 517 with the ratchet shackle at 69 
cents, and No. 518 with extra wide re- 
movable shackle. The locks are in in- 
dividual cartons and display packages, 
as shown above. 


steel 


cylinder 


Glass Mail Box 


Mail box is 9 in. deep and is made 
of thick annealed glass suspended on a 
steel frame with a metal cover. Metal 
















cover is bonderized, finished in green 
baked enamel and said to be rustproof. 
Bracket is installed with two screws. 
Mail box is suspended on a hinge. By 
lifting the bottom away from the build- 
ing. the postman can insert a magazine 





or paper in back of it and the weight 
of the box will hold them in place. It 
can be lifted out of the bracket for 
washing. Packed 6 to a carton, weighing 
25 lb. Perfection Store Device Co.. 
637-39-41 E. 71st St., Chicago 19, TI. 


Dow Chemical Displays 


window dis- 
plays, and merchandising aids designed 
to make packaged items sell themselves 
is made available by Dow Chemical Co., 
Midland, Mich. One, showing insect 
damage to common garden plants, to- 
gether with the solution to pest prob- 
lems, displays three general purpose in- 
secticide dusts in easy-to-handle cans. 
“Gardener's Guide,’ color illustrated 
booklet attached to each can gives de- 
tails on how to apply dusts. Also ° 
carton displays contain 12 and 48 pack- 
ets of 2,4-D weed killer in powder form. 
These can be supplemented with adjoin- 
ing displays of half-pt. and qt. sizes of 
liquid 2,4-D. “Snatch” cards with 12 


A group of counter or: 


« ¥ 


packets of 2,4-D powder attached are 
available also. On back of insecticide 
unit is quick product information, and 
on back of weed killer are answers to 9 
questions commonly asked by custom- 


ers, 


‘Zip’ Pressure Plunger 


This device works by water pressure 
from any faucet, and flushes out clogged 
drains and traps under pressure of 75 
Ib. per sq. in., says the maker. “Zip 
Pressure Plunger” attaches to the faucet 
and after the rubber cap is placed over 
the drain, the water is turned on, clean- 
ing out the drain. It can be used with 
hot or cold water. Plunger is suggested 


to retail for $1.38. Symonds & Co., 1414 
S. Michigan Ave.. Chicago, IIl., is the 


national distributor. 
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Buckeye 
Aluminum 
Broilerette 














now self-selling with new eye catehing carton 







seasonal 5-color gift box shows a “good ag a 

enough to eat” steak right before your cus- " ' 
tomer’s eyes—gives suggestions for the many dif- 
ferent uses of this broilerette. Window and counter 
displays of this carton will literally stop traffic. 









A full color label on the broilerette shows how 
to use and care for. . 
you Il need to close a quick sale. 






. gives all the information 






Sure-pulling dealer newspaper mats are yours for 






the asking—2 column x 5 inches, and | column x 
6 inches. 










The broilerette—is 12 inches in diameter. 
smokeless, easy to clean... top pan 
has perforations to let juices 
and drippings into bot- 

tom pan. 









Ideal for special gift 
promotions for brides, 
mother’s day, holidays. 




















BUCKEYE ALUMINUM BROILERETTE 


Order now for immediate delivery 








Case Wi. 
No. Gauge Case Lots Approx. 
9800 20 12 23 Ib. 









CHICAGO SALES OFFICE 
1-110 MERCHANDISE MART 
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50° Stronger, Bol Projecting Wings 


anced Ferrule of on Shank Prevent 


Greater Diameter Blode from Turn- 
Reduces ing in Handle 


Splitting 


se 


An ingenious Stoulder 
Formed in Blode Gives 
Added Strength to Super 
Grip Handle 


SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it” ... the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 

%” chuck capacity. 





WHALE BRAND COPING SAWS 


No. 24 ot An extra deep, finely finished frame. 
Stock % x 3/16”, depth 614” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. Se ey, 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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WHATS NEW 


‘Miracle’ Golf Club 


Precision made, all-in-one golf club 
that will drive, pitch and putt, says 


maker. It is a matched set of clubs in 





a single club. Streamlined, it is avail- 
able in various lengths for men and 
women. It’s adjustable head numbers 
correspondingly to a set of golf clubs 
from No. 1 to No. 9. The club adjust- 
ment indicates the various shots by re- 
leasing the knurled thumb nut. Sug- 
gested to retail for $19.95. C. V. Winter 
Mfg. Co., Inc., 5935 N. Keating Ave., 
Chicago 30, Iil. 


Photolamp Data Sheet 


A revised Photolamp data sheet, fea- 
turing a section of flashtubes and new 
photolamp specifications has been pub- 
lished by General Electric Lamp Depart- 
ment, Nela Park, Cleveland 12, Ohio. 
Triangle lighting formula is explained 
and exposure’ date included in the re- 
vised booklet. 


Winsted Durabilt Iron 
Winsted Hardware Mfg. Co., Winsted, 


Conn., is making an automatic iron, 
Model 10, utilizing the Durabilt one- 
plane element, and weighing 3 lb. The 
iron’s shell height is 1 in. and the tin 
beveled soleplate permits easy ironing 
around buttons and trimming, says 
maker. Winsted claims that the heat 1s 
evenly distributed over the entire area, 
and that the iron reaches full tempera- 
ture in less than 1 minute. Rated at 


1000 watts, the iron is rated for 115 
volts, but will operate on 90 to 125 volts 
without impairing its efficiency. Plastic 
handle is molded to fit the hand, and 
has a dual thumbrest for left or right- 
handed ironers. Iron is finished with 
chromium plating over nickel and cop- 
per plating. The dial has a temperature 
setting for most every type fabric and 
has an off position, permitting the iron 
to be turned off without removing the 
cord. Winsted iron has a 7% ft. 10,000 
cycle cord. D. E. Sanford Co., 331 Madi- 
son Ave., New York City 17, is the na- 
tional sales distributor. 


Proctor N pverlit lron 


Proctor Electric Co., Philadelphia, 
Pa., introduces it’s “Never-Lift” iron, 
which permits the user to sit down 


while ironing anything from a shirt to 
children’s dresses. The iron remains 
stationary, it lifts itself at the push of 
the button in its handle. Iron resumes 
its ironing position with a press on the 
lock in the rear of the handle. Ruffles 
or pleats are fed along to the iron which 
bobs up and down to accomplish the 
pressing. Maker claims there is an 
all-over even distribution of heat in the 
iron, 1000 watts, eliminating the need 
of extra pressure beyond the weight of 
the iron. 


Winchester Rifle Folder 


A folder on Winchester .22 caliber 
sporting and target rifles has been is- 
sued. An informative and useful sales 
aid, the folder bears the number 1829 
and contains data regarding 10 rifles 
ranging from the inexpensive model 67 
to model 52, one of the most popular 
.22 target rifles. Other rifles illustrated 
and described are Models 69, 72, 75, 61, 
62, 74, and 63. Rifles range from single 
shot to self-loaders and include tubular 
and box magazine types, and hammer 
and hammerless models. When folded 
booklet is 3% by 6% in. Open it is 
14 by 18% in. Winchester Repeating 
Arms Co., New Haven, Conn. 
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“GASPRUF”. . 


GAS TUBING 


PASSED EVERY TEST. . 
UTILITY-8BLESSED.. 
CABELLED"BEST’.. 
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Rigorous tests conducted by Atlantic's 
laboratory technicians and by gas engineers; 
additional tests by AGA research . . . and 
by the New York Department of Health. All 
point to Gaspruf's top performance, greater 
safety and strength, more advanced con- 
struction, new design and modern appear- 
ance. Little wonder it has the blessing of 
gas engineers, the AGA, and the New York 
Department of Health. It represents a sound 
commodity to handle, to push, for the ready 
dollars it will bring you. 


Order from your 
wholesaler TODAY! 


a 
Se 
. 
& 
& 
* 
a 
= 
we 
- 
» 
+. 
. 
°« 
* = 
& 
— 
al 
> 
. 
oo 
te 
~ 
fe 
oo 
Lon 
* 
” 
- 
e 
2 


MAY 22, 1947 


(D) 
MODEL C-102 


i. 
P 


~~ Nu 
©: _ MODEL RL-113 
5 Mi. MODEL RS-113 
b OO 


i 
i {l) 
MODEL S-107 


/ 


(F) 
MODEL 8-105 


vee 
MODEL L-111 | 


Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 
WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP—2 in 1 clip for toe and 
finger nails. Model T.F. 51. 


(B) ALUMINUM FOLDING RULES — 6 Ft., 
Model RL-113; 3 Ft., Model RS-113. 


(C) *ADJUSTABLE LEVEL Jr.—Model 
L-111. 


(D) CARPENTER SQUARE — with level — 
Model C-102. 


(E) HACK-SAW FRAMES — Heavy Duty 
Model H-103. 


(F) SLIDING BEVEL—Model B-105. 

(G) No. 13 — JOBBER'S DRILL GAGE — 
Model G-115. 

(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109 

(1) *PROTRACTOR & DRILL GAGE — Model 
P-108. 


(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 


(K) DEPTH MARKING GAGE — Model 
D-106. 


(L) ADJUSTABLE BENCH LEVEL (10 inch) 
Model S-107. 


(M) PISTOL GRIP HACK-SAW FRAME — 
Heavy Duty. Model H-116 


*Pot Pending USA 


(K) 
/ MODEL D-106,/ 





Fe MODEL 100 
WATCH FOR ADDITIONAL TOOLS — 


NEW NUMBERS APPEARING REGULARLY 
If your jobber can’t supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N. Y a, Om 


* 
(iG) a 
MODEL G-1 1s) 
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4, REO AEB: 
The Best are 
BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD 781GGEE 
@ FOUR-WAY 4CTION 
@ OlL TEMPERED SPRINGS 


MeGILL Meta: Prooucts Co 


Marengo, iilinors 








it’s Never Too HOT 


erToo COLD. 
fora... [Zia 


Sales Prove They Sell Fast! 


Ball Faucet Sealers are NEW — and 
packed with outstanding, sales pro- 
voking features. These economical 
“no drip” sealers please customers be- 
cause they stop leaks completely and 
quickly — last longer — and eliminate 
wear on faucet seats. No chattering 
or “singing”. Specify sizes when order- 
ing for %4”, %”, and 2” faucets. 
Immediate Delivery « Order NOW From 


JOHN L. CHANEY INSTRUMENT CO. 
LAKE GENEVA, WISCONSIN 


WHATS NEW 





Vacuum Bottle Case 


A vacuum bottle carrying case made 
from cellulose acetate laminates will not 
stain if coffee or milk is spilled on it 
says maker. Case is lightweight and has 


a separator between the bottle compart- 
ments. Will hold 2-lqt. standard size 
vacuum bottles. Clark Leather Prod- 
ucts Co., 3261-63 Milwaukee Ave., Chi- 
cago 18, Il. 


Coleman Heating Estimator 


Pocket size slide rule for quick esti- 
mates of building heat loss was de- 
veloped by the Coleman Co., 
Wichita 1, Kan. 
show factors for 10 most common com- 
binations of wall construction, ceiling 
insulation and storm sash. Charts ap- 
ply to 1 and 2 story houses. 
factor is selected, building perimeter is 
determined, hourly heat loss can be 
found by a single setting of the rule. 
Winter design temperature zone map of 


U. S. is also on sule. May be obtained | 


for 25 cents. 


Micarta, Surface Material 


Designed for table tops, counters and 
counter fronts, kick plates and_ wall 
panels, etc., decorative Micarta is easy 
cloth and is 

refinishing. 
not dent, chip, 


to clean with a damp 


claimed never to need 


Maker 


states it will 


crack, break, splinter or warp. Said not 


to stain from food, fruits, grease or al- 
coholic beverages. Jt may be installed 
in sheet form by gluing or cementing to 
prepared panels as plywood or water- 
proof hardboard. Micarta is available in 
various including black and 
white. Colors and patterns are furnished 


colors, 


in satin or glossy finish, and in two 
grades, standard or cigarette-proof. It 
is 1/16, % or 3/32 in thick, 1/32 in. 
backing sheet in hlack or brown only. 
Table tops, completely fabricated, are 
available on order. U7. S. Plywood Corp., 
55 W. 44th St.. New York City 18. 





CTI. 
Sharou 


ASSORTMENT! 


TOGGLE ‘BoiTs 


No. TB 125 
TOGGLE BOLTS 


Spring—Electro Galvanized 


@ 125 Toggle Bolts for use in hollow ma- 
terials, packaged in a compact assortment 
containing sizes from ('/6) 6/32x3 to 4— 
20 x 6. Here in one package is a complete 
department in itself — offering your cus- 
tomers ithe sizes they want most—bringing 
you a hign protit at an extremely small w- 
vestment. Quick refills always available on 
every size. Order direct or from your 
jobber. 


Send for your Sharon Assortment 
Catalogue today 


x 4 ss 
Shave Bott and. Seren Lo 


BOSTON 10, MASS. 








Inc., | 
Charts on either side | 


After the | 
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GEL SOLAR 
INSECTO LAMPS 


“READY TO SELL” KIT CONTAINS: 
* Complete Lamp Assortment 
* “Consumer ”’ Literature 
* * Point-of-Sale’’ Display Basket 
* Merchandise Bors: 


DEALER MAKES 42% PROFIT! 


Cash in on night flying insects this summer! 
Stock and sell Solar INSECTO Lamps! They 
are in big demand everywhere lamps are used 
for indoor and outdoor lighting. 


WRITE NOW ABOUT DEAL NO. E-5G 





SOLAR ELECTRIC CORP. 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 


HARDWARE AGE 
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DISPLAY 


IA Dem tLe || Drape-O-Blind’ 


A one unit bracket for venetian .- X. 
i id D blinds, curtains and drapery installa- I 7 uN “ 
°o oors tions is being made. by Drape-O-Blind ; 5000 
o 
in place... : 


Corp., 629 W. Washington Blvd., Chi- ss A 
E h h d - . \ ae » MARKING 
very home has a door, 3 
or a number of doors, CRAYONS 


that should be held 

closed except for rare 
occasions. Shelby Half 

Round Surface Bolts 

will do the job thor- 
oughly. They are easy to in- 
stall, take little space on a 
door, and are always out of 
sight. 


Shelby Half Round Surface 
Bolts are only part of the Com- 
plete Shelby Hardware Line. 
Every item is a profit item. 


Cash in on Shelby's Hardware 
of the Month. Order Now from 
your Jobber. 


Oe? OCC HO eoeoeooeo+ e089 SHS HSH SHH HHH HHHHSCHHHOHDHO#*HOS 


is gs: A 
125 
BOLTS 


Galvanized 


cago, Ill. It is mounted the same as | 
any bracket but ‘t's channel and ad- | 
justable arm permits any height or | 
depth adjustment necessary. Corrugated 

drapery rod, shown, is claimed to be | 
easily formed at any corrugated point 

to fit corners, bays, and unlimited 

special shapes. 


use in hollow ma- 
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Paint Dealer Manual | SERIES 


n Assortment 
oday 


SlSCel® COSCSS*SY SCSLSESEE i ee 


Plasti-Kote, Inc.. 425 Lakeside Ave., | , 
N.W., Cleveland 13, Ohio, offers free FIVE 


\ Setinls SPRING HINGE CO a Department of Commerce manual for | COLORS 


dealers interested in a more profitable 
SHELBY. OHIO management of their stores. Thirteen | 
chapters give factual information, pho- 
tographs, diagrams and charts. Some ol | 
| the chapter headings are: Organizing | 


RENEWS FAUCETS 
NAA) AA aGareeliiadem | and financing, business records, advei 


| tising, employee reiations, ete. 








| Revised Guth Catalog 


This revised Guth catalog No. 44-A 
| covers the entire Guth line of fluores- 
| cent and incandescent lighting equip 
| ment, including the latest improvements 

and new additions. Catalog contains use- 

ful information on lighting design, ac- 

curate light-engineering data, with com- | 

plete details and specifications on all 
| the products listed. Edwin F. Guth, 
| 2615 Washington, St. Louis, Mo. 


Nase nee esas ile | Ry bber Link Mat 


WASHER WITH A SMOOTH TURNING 4merican Mat Corp.. 1731 Adams St 
SES eA | ldo 2. Ohio. introduces American 





’ CONTAINS: 
sortment ELIMINATES WASHER SCORING beauty colored rubber link door mats. 
a AND CHATTER The mats are available in 6 patterns of 
al 3 or more colors in each of 4 sizes. | 
, American beauty mats remove dirt, 

: i Write moisture and grime from shoes. Maker | 
Toe eee — -_ CLEVELAND states the mat has a non-slip surface. | 
lamps are used : - et No metal is exposed. Sizes available are: | 

t Meuse"? VACrE Se 15% by 27 in.. 14 by 22 in., 18 by 30 
AL NO. E-5G ', CLEVELAND 11, OHIO oe ote oe he Pe. 
> a 





for 
CORP DISPLAY ri CIRCULAR : al : The ciecr, strong, easy- 
° 6 ——— marking, all-around Marker. 
OFFICES eo prek Dept. HA 
LVANIA INE DOZEN DISCOUNTS : 


SUCCESSFULLY FOR 8 YEARS 


WARE AGE MAY 22, 1947 













































THREE LAYER 
Swedish Steel 
SCYTHES.. 


bedi 








Highly skilled craftsmen forge 
and draw the Banko Scythe from 
three layers of finest SWEDISH 
STEEL. The two external layers are 
of soft protective steel to enclose 
the hard crucible bit steel which 


forms the cutting edge. 


Banko Scythes are 


cutting edges... by far! 





SCYTHES 


You sell the finest when you 
offer your customers the genuine 


Banko Scythe. 






No. 5 
Swedish Light Pattern 





No. 11 
Dutchman Pattern 


No. 25 
Brush Scythe 








SANDVIK 


SAW & TOOL CORPORATION 
47 Warren St., New York 7, N. Y. 
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the only 
scythes in the world made from 
three layers of Swedish Steel. This 
exacting method of manufacture 
guarantees keener, longer lasting 





WHATS NEW 


Brush Cleaner Display 
Colorful 





counter 


means of its 3-dimensional construction 





a representation of a cleaned paint 
brush stands out in front of the display. 
It holds a pint or quart of the produc- 
tion and an easel keeps it upright so 
customers may remove the container for 
examination. Display may be obtained 
by writing Savogran Co., India Wharf, 
Boston 10, Mass. 


Ranetite Odex 


Improved Ranziite Odex, now a 
germicide, with the addition of potas- 
sium promagnate. Used for mopping 
floors as a deodorizing flush for toilet 
room sanitation and other such uses in 
the home and public buildings. It is 
said to be odorless and destroys the 
odors by oxidation. A powder, 1 Ib. 
mixed with water will make 12 gal. of 
effective solution. It will remove dirt 
also. Maker states it is harmless to the 
skin. Odex is available in 4, 10, 25 and 
50 Ib. containers. 'Ranetite Mfg. Co., 
1917 S. Broadway, St. Louis, Mo. 


"A" Portable Battery 


The “A” battery is designed for ser- 
vice on portable radios by Burgess Bat- 
tery Co., Freeport, Ill. This cell, No. 
2R has the new package design of the 
Burgess portable battery line. A counter 
display pack is available for these bat- 
teries. 








display for the 
“Savogran” Liquid Brush Cleaner. By 





Immediate Delivery 


READING-CAREFREE 


LAWNMOWERS 
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Light’ weight—Ball bearing reel— 
semi-pneumatic rubber tires—Tubu- 
lar steel handle with rubber grips— 
5 blades—1I6"—each $16.50. 


Standard packing units of 5. 
Write for the "Lurie Flyer” 


LURIE HARDWARE CO. INC. 


LESALE ONLY 
552 WEST LAKE STREET 
CHICAGO 6, ILLINOIS 
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Prompt deliveries 


Pea 


ARMSTRONG- BRAY 


WikeGRi 


——. 
AL 


Zz, 








both types! 


WIREGRIP Belt Hooks that can be ap- 
plied with any make lacing machines, have 
double (patented) aligning cards that hold 
hooks in perfect alignment, prevent han- 
dling and card-end loss — every hook sale- 
able and usable. Made in 6 sizes. 


STEELGRIP Belt Lacing is applied with 
a hammer. Comes in 11 sizes, in standard 
boxes, handy packages or long lengths for 
wide conveyor belts. Have 2-piece hinged 
rocker pins. 
Priority Business 

—is waiting on belt lacing at local 
plants and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago 30, U.S.A. 
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Dependable steel products and 
unequalled steel service facil- 
ities . .. available for your steel- 
buying convenience at twelve 
conveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars e Structurais e Plates e Sheets 
e Tubing * Allegheny Stainless ¢« 
Alloy Steel e Safety Floor Plate e« 
Bolts « Rivets e Metal Working Tools 
& Machinery, ete. 


Josepu T. Ryerson & SON, tne. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pitts- 

burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 













MARGIE 
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a household friend 
Shut out dirt and dust! Press pliable 
Mortite around windows, doors, base- 
boards, etc. It's done in a jiffy. Keeps 
out ants, insects; good for calking, 
stops rattles; ideal weatherstrip- 
ping. Roll covers about 80 ft. At<, 
Hdwe., Dept. Stores, Lumber- 
yards. Write for free booklet. 


Higher West of Rockit 
$1.25 y West of Red es 


Above is one of a series of new advertisements in 


American Home 
Better Homes & Gardens 
Time Parents’ Magazine 


Saturday Evening Post 
Popular Mechanics 
Popular Selenee 
Sales are growing for Mortite, now in a 
new transparent, moisture-proof pack- 
age. Order through your jobber. 
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4. W. MORTELL CO., 508 Burch St., Kankakee, 11! 







ws 
Fix it with Wlovtita 








| fused white “supernamel,” trimmed in | 
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Hoover Displays 


The 3 lithograph displays shown are 
available to Hoover Co., North Canton, 
Ohio, dealers. 





both window and store interior, illus- 


trates the cleaner and entire kit of 
cleaning tools. Printed in 7 colors, it 
stands 66 in. high. The 5 color display 
in the center may be used with the 
cleaner alone or the kit may be in- 


Display on the left, for 













cluded. Base of green velour, has a 
carpet appearance. It measures 33 by | 
43 in. The cocker spaniel in the third | 
display is in natural color. Also in five | 
colors on heavy cardboard with easel 
back, this one measures 20 by 22 in. 





Blackstone Washer 


Model 150 Blackstone automatic 
washer is constructed of heavy-gage | 
welded steel. Double doors on front pro- 
vide easy access to lint trap and are 
opened by lift-type latch. Washer is 25 | 
by 25 by 36 in. and is rubber mounted 
on a welded steel chassis. The tub is 
fabricated of stainless steel, 20 in. in | 
diameter and 14 in. deep, capacity 14 | 
gal. to water line, 8 lb. of dry clothes. 
Model 150 has a full %4-hp. capacitor- 
type motor and a centrifugal-type pump. 
All moving parts are sealed in perma- 
nent bath of lubricants. Finished in 


chromium, the control knobs are of red 
plastic. Tub rotates at 550 r.p.m. Two 
manually operated controls for hot and 
cold water allow selection of any water 
temperature. Washing selector enables 
operator to set time at six intervals be- 
tween two and one-half to 15 minutes. 

All metal parts are Bonderized to pre- | 
vent rust. Blackstone Corp., Jamestown. 


N. Y. 






















































Craftsmen quickly recognize the 
added quality of Vaughan Fine 
Tools, the added scientific design 
and balancing that reduce fatigue, 
and the limitless service these tools 
offer. 


For Industry or Home—Vaughan 
Fine Tools bring Dealers quality 
customers. Display them promi- 
nently. 


No. 700— 
Small Tool Assortment 
















FINE TOOLS ARE OUTSTANDING IN 
* Design * Durability 
*% Dependability *%« Materials 
*& Craftsmanship : 








































DEALERS CHOICE! 





ELECTRIC 
HEATERS 


With dealers everywhere, it's 
Economaster Electric Heaters, 
because Economaster sells 
faster. Economaster heaters 
are the dealers’ choice be- 
cause they're the customers’ 
choice. (Fast approaching the 
million mark). Simple, attrac- 
tive construction for faster 
heat at lower cost. Fully guar- 
anteed. 


INTERESTED DISTRIBUTORS WRITE 


ECONOMASTER SALES, Inc. 


128 8TH AVE., N. 





NASHVILLE, TENN. 











THE sen? aemal 


LIST PRICE 


$138 


GUARANTERL. 
| To Keer ALL Gren 
RA 

ano tT 








_ 





Th ds of h holders need this prac- 
tical device that keeps drains open and 
saves plumbing bills. It's simple. Any 
woman or child can use it effectively. 
Simply attach to faucet, press cup over 
drain and flush away the trouble under 
75 ibs. pressure. For kitchen, bath, laun- 
dry and basement drains, industrial traps, 
etc. Made of quality materials. Looks 
like Big Value and is! 


lf your jobber cannot supply you, order 
direct, or write for detailed circular. 
. 


SYMONDS AND COMPANY 


CHICAGO 


1414 5, MICHIGAN AVE. 
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SMART AND COLORFUL 


..in modern 


MOLDED 
PLASTIC! 


Richand expensive 
looking, these 
smoothly-molded 
spoons find a use- 
ful place in every 
home. Six in varied 
colors to cello- 
phane bag. 12 bags 
tocarton. 12cartons 
to case. Immediate 
delivery in large 
quantities. 


WRITE FOR QUOTATIONS! 


HACK MOLDING CO 


142 MAIN ST., WAYNE, NEW JERSEY 











WHATS NEW 


Beryllium Copper Rods 


Warren Products, Inc., 650 S. Grand 
Ave., Los Angeles 14, Cal., is exclusive 
distributor for a line of fresh and salt 
water fishing rods made of thin-wal] 





ee | 


ke. ea 


tubular Beryllium Copper. Maker states 
this material gives greater resiliency to 
the rods. It is said that this rod has 
perfect balance and as the main com. 
ponent of the tip is copper, it is re- 
sistant to salt water corrosion. Guides 
and guide tips are made of hard, non- 
corrisive Carboloy. Cam lock reel lock- 
ing device is said to provide positive 
and instant on and off action. Grips 
are of Neocork, said to be resistant to 
wear and abrasion. Offset handle or 
reel seat is designed for maximum hand 
comfort. Tips are chrome plated and 
the guides are hand wrapped on these 
tips with a red silk thread over which is 
a clear varnish. Tips and butts of all 
salt water Warren Neptune rods are 
interchangeable. A 14 in. butt com- 
bined with a 6 ft., 6 oz. tip makes the 
light tackle rod shown, which is sug- 
gested to retail for $42.00. Salt water 
rod kit consists of the 6 ft., 6 oz. and 
the 5% ft. 8 oz. tips, reel handle, and 
the 14 and 24 in. butts, plus a carrying 
bag is available for $75.00. Maker 
states this kit will cover 90 per cent of 
all salt water fishing. Fresh water rods 
are in 4%, 5, 5% and 6 ft. lengths 
with an average tip weight of 2 oz. 
They are also chrome plated, hand 
wrapped, with the specifications of the 
salt water rods. 


Portable Gridiron 


Portable cast-aluminum charcoal grid- 
iron is offered by Washburn Co., 1802 
Preston St., Rockford, Ill. Although in- 
tended for charcoal, wood can be used 
with the gridiron. It weighs 61% Ib. and 
can be set up in about one minute, says 





_ 


maker. Each one is packed in a cor- 
rugated luggage-type carrying case 
about the size of a brief case. Grill is 
9 by 15 in., large enough to hold a fry- 
ing pan, coffee pot and a small pan at 
once. Easy to clean, maker states it has 
a rust-proof finish. 


HARDWARE AGE 
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Spitfire Rotary 
Electric Lawnmower 


“Spitfire” rotary electric lawnmower 
is designed for use on small lawns, 50 to 
75 ft. in width. It is equipped with a 





powerful motor which is said to cut the 
heaviest grass and weeds. Motor has 
heavy duty ball bearings and spun glass 
insulation. Wheels are ballbearing and 
blade is adjustable for cutting height. 
Special grass spreading feature distrib- 








utes the cut grass and is said to prevent 
windrowing. The bed is made of ma- 
rine board indrawn with plastic. Seven 


ply thick, it is claimed to be water, oi! 
and acid proof. Guards are heavy gage 
hard alloy aluminum. Equipped with a 
75 ft. cord. National Metal Products 
Co., 4840 E. 12th St., Kansas City, Mo. 


Small Homes Plan Book 


Locke Stove Co., 114 W. lith St., 
Kansas City 6, Mo., has published a 
small homes plan book developed 
around a space heater. Designed by 
James F. Schindler, New York City, the 
homes are for low cost construction, 
eliminating basements and other expen- 
sive items, and for low cost heating. 
Samples are available to dealers free. 
Quantities up to 25 are 25 cents, more 
than 25 are 15 cents. Blueprints are 
$2.00 per set or complete set of 12 for 
$15.00. 


Razor-Nite 


“Razor-Nife” combines a_ colorful 
plastic handle with a blade of. heavy 
razor steel that folds into the handle. 
Handles are available in a wide range 
of mottled colors. Razor-Nife is pack- 
aged in individual cellophane bags and 
packed 24 to a colorful counter display. 
Gits Molding Corp.. 4600 W. Huron St.. 
Chicago 44, TIl. 
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60 YEARS 
OF SERVICE 


SUPPLYING 


WASHERS 
-STAMPINGS 


OF EVERY DESCRIPTION 
FOR EVERY PURPOSE... 
UTILIZING MORE THAN 
22,000 SETS OF DIES 


Let Us Quote On Your Needs! 
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WROUGHT WASHER mre. co: 


THE WORLD’S LARGEST PRODUCER 





OF WASHERS 





Mutual Association ~- 


Have Your PERSONAL 


EASTERN 


Direct Purchase 
No Branch Offices 


Massachusetts Company, Incorporated 1894 


ACCIDENT 


and HEALTH INSURANCE with... 


COMMERCIAL TRAVELERS 


Insure Your Earnings .. . Protect All! 








ACCIDENT POLICY PAYS 


Estimated Annual Cost $15 


$5,000.00-$1 0,000.00 $25.00 PER WEEK 
FOR ACCIDENTAL FOR CONFINING 
DEATH SICKNESS 
$25.00-$50.00 $10.00 PER WEEK 
FOR WEEKLY FOR NON-CONFINING 
DISABILITY SICKNESS 


SICKNESS POLICY PAYS 


Estimated Annual Cost $24 








SEND THE 
COUPON 


TODAY 








_ 


MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at work, 
around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


FPS Pee ee ee ee SSS SS EES SS SEBS SSS SSeS eee es 


John S. Whittemore, Sec.-Treas. 
Eastern Commercial Travelers 
80 Federal] St. Boston 


Without obligation, please send complete information and 


application for membership to 


nS ee eet 
SD thadenidat pp iwdicie cateananer kh keatis 
ne eee er ey Seer eT ere State. . 
H.A.-47 (No Solicitors Will Call) 



























'Jaster- Better 
SURFACING 


OF IMPERFECTIONS 


week DURATIT 


A 












































Only ONE application 
for the average fill !_4 


or ine finishing ‘0 on wel, metal, plastic or an 
commonly used material, Duratite Wood Dou 
(for large cavities) Duratite Surfacing Putty (for 
' smaller cavities). In seven wood colors everyone 

wants, in tubes and cans in a variety of sizes. Ask 
F your jobber or write 


_ WEBB PRODUCTS COMPANY 
Fo 238 South G Street e San Bernardino, California 
js Dept. H, Norcross, Georgia 


' (oy 


sed by millions 
since 1923. Flexible... 
waterproof... heatproof 
ARROWHEAD 
CEMENT 
Write for catalog of 
fillers and adhesives. 














PROFITABLE 


Hardware Store Items 








Contains Mutton Tallow 
Made in Stick and Liquid 


From the foot bones of beef \ 
animals processed in Omaha 
Packing Houses comes _ the 1 


Pure Neatsfoot Oil used in 
Sheps Neatfoot Oils. 





@ ideal for the home 
owner, nurseryman, land- 





ardener,  ts., 
Hedgemaster has a 
10%" cut and well-bal- 
anced design to fit the 
hand Ae - = ~ 
operator. s exslusive 
TH & —, ..* provides 
uneq performance, 

ON. Ly smooth operation and 


Oo TRIMMER en See ts eae 
WITH DOUBLE | Netnine to obstruct 


shrubbery from entering 


: ; | ACT JON ~ the cutting biad for 
Liquid Saddle Soap Tsdinat 2 ae mit the lz of tae 
A Leather Cleaner | fy a 


handle and powered by 

DLE ~— Renee For saddles, - » see Uaiverent vy oy use 

sn ACG or eurren e approximately . Same 

dap, }} shoes naing pony dining Dn mode fan be ‘supplied with 7/4” blades for continuous 
am a ment—all fine leather. Cleans— catalog = request Pn inmecas ’ 

Softens—Preserves. 











SOFTEN ano PRESERVES 

{_ NEATSLENE CO. 
Three grades: Pure — Prime —No. |. Sheps 
Neatsfoot Oils and Sheps Neatsiene Harness P 
Oils. Best for Leather in all Kinds of Weather. 
Softens—Preserves All Leather. 






























A Superior Soap for the Shine Trade 
Mtscdyceenecrateen a KAUFMAN MFG.CO. 
ROY W. SHEPARD, “SHEP” MANITOWOC. WISCONSIN 
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Cory 

WHAT $ new ore 
— 1 doz. C 

F on the 





‘Superflame’ Range Burner 


The “Superflame” Pot-Type Range 
Burner that converts coal and wood. 
burning stoves into oil-burning ranges 





glass cof 
fit an ac 
sures 12 
deep, anc 
of 12, 24 
221 N. L 








Tomat 
“No-Se 


said to | 


is being offered by the Queen Stove 
Works, Inc., Albert Lea, Minn. It will 
fit standard firebox replacing grates and 
linings. There is fingertip control of Tit 

flame at low, medium or high heat. ae - 
Flame flows horizontally across the en- P 4 

‘ : the bloss 
tire cooking top of the range and around 





the oven. Maker states it provides bak- = 
ing heat in 20 minutes, and holds uni- — 
form 300 deg. oven temperature 12 —. 
hours on 2 gal. of fuel. Furnished with ogg 
adjustable stand, constant level fuel = a "8 
valve, draft regulator and cement. Three ‘w 

é oz. bottle 
gallon fuel tank and hot water coil ing 24 Ib 
available. E. 63rd S 
Insect Repellent Carton —s 















Carbide & Carbon Chemicals Corp., 
30 E. 42nd St., New York City 17, is 
offering a three-color counter display 
carton for the 6-12 insect repellent. 


Model 
offered b 
Ill. The s 
able to | 
injury to 
pouring o 
ished in 1 
handle ai 
set in ac 
plug is I 
proved. P. 
12 in a 
Fair Tra 
price is ¢ 


Domes 


NONE aTiyg 





Three of the displays containing 12 
2-oz. bottles are packed in each case 0 
“6-12” repellent. Carton gives a full 
view of the new bottle label and on 
back has a list of sales advantages for 



















the salesman’s information. 
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Range Burner 


>” Pot-Type Range 
rts coal and wood. 
. oil-burning ranges 










Cory Filter Rod Display 


Three color dispenser display holds 
1 doz. Cory Glass Filter Rods. Featured 
on the display is an illustration of a 














glass coffee brew with space die-cut to 
fit an actual filter rod. The unit mea- 
sures 12 in. wide by 9 in. high by 6 in. 
deep, and is shipped flat with packages 








- the Queen Stove 
Lea, Minn. It will 
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of 12, 24, or 144 filter rods. Cory Corp., 
221 N. LaSalle St., Chicago 1, III. 


Tomato Hormone Spray 


“No-Seed” tomato hormone spray 1s 
said to produce seedless tomatoes by 
spraying the blossoms of the tomato 
plants. Maker claims that No-Seed sets 
the blossoms, stops blossom drop and 
produces tomatoes in heavy yield 2 to 4 
weeks earlier. Said to be effective on 
peppers, cucumbers, egg-plant and 
squash. Suggested to retail for 60 
eents for 4 oz.; $1.00 for 8 oz.; $2.50 
for 32 oz., and $7.50 for 1 gal.; 36 4. 
oz. bottles are packed to a case weigh- 
ing 24 lbs. Science Products Co., 1230 
E. 63rd St., Chicago 37, Ill. 





Electric Corn Popper 


Model No. 10 Electric Corn Popper is 
offered by U. S. Mfg. Corp., Decatur, 
Ill. The seamless popper pan is remov- 
able to permit easy cleaning without 
injury to the heating element, and easy 
pouring of the corn. The popper is fin- 
ished in wine and beige and has plastic 
handle and knobs. Heating element is 
set in a ceramic base. Electric cord and 
plug is Underwriters’ Laboratories ap- 
proved. Poppers are packed individually, 
12 in a container, weighing 468 Ib. 
Fair Traded suggested retail selling 
price is $4.95. 
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& Co., INC. 


77 South Main Street 
Middletown, Conn. 





EXPERIENCE IS STILL 
THE BEST TEACHER 


— and W-C heavy and shelf hardware is backed up 
by a full century of manufacturing experience. 
That’s why industrial fittings bearing the W-C 
trademark can be depended upon to do the job 
required of them and not just this year or the 
next, ----but permanently. 


Ask your dealer to tell you about the W-C line, 
famed for “Dependability”. 


WILCOX, CRITTENDEN 


















The Universal 
Liquid Cement 


Waterproof—Dries Quickly 
Ready to Use 





Stable Prices — Uniform Quality 


Ambroid prices will stay the same—despite rising costs! Yet no change 
in quality . . . same time-proved ingredients . . . 
tions. Constant laboratory tests assure uniform quality. That's why 


Ambroid dealers get all repeats and no returns. 


Be sure you get your full share of profits from the growing demand 
stimulated by our consumer advertis- 2 o 
ing. Keep your Ambroid stock com- 
plete. Show that new, improved Dis- 


play Box. It really sells! 








DEALERS: y Me f regular jobber for 


roid today. If he cannot 
supply you, write us on your letterhead, 
mentioning his name, and get sample Free. 


AMBROID CO. 


305 FRANKLIN ST., 
BOSTON !10, MASS 





25¢ 


4 oz. tubes 
50¢ 









same effective propor- 


z. tubes Also Pints, Quarts and Gallons 
for Industrial Trade 



































[== SS 


CREATED BY 


HEL 


FOR MORE TOOL MILEAGE 








Pliers for 
Every Need 


UTICA Pliers and Adjustable 
Wrenches have long been noted 













UTICA 
DROP FORGE ETOOL 


CORPORATION 
UTICA 4,NEW YORK 


WhihT S NEW 











Adjustable Hole Cutter 


Circo Tool Co., 617 N. 2nd St., Mil- 
waukee 2, Wis., is introducing a 2-wing 
type adjustable hole cutter for wood, 





plastics, plywood composition board and 
light metals. Body of the tool has a 
square head with precision machined 
channels to accommodate the cross-arms 
which have accurate scale markings ct 
1/16 in. intervals. Cross-arms have slots 
which hold the too, stcel blades in cut- 
ting position. Head will accommodate 
a pilot or center drill so the center hole 
of proper size may he drilled at the 
same time the circular piece is cut. 
Tool will cut circles or hvles from 2 to 
8 in. in diameter in materials to 1 in. 
thick. It may be used in any standard 
size power driven ‘Irill press, bench or 
pedestal type, and fits %4 or % in. 


chuck. 


MMail-Box Post 


*Mail-Post” consists of a 1%4-in. steel 
post, 6 ft. long and a steel platform de- 
signed to accommodate any government- 
approved mail-box. {t weighs about 7144 
lb. and is finished in gray. Post is driven 
into the ground 21 in. to a point indi- 
cated on the post. Platform is bolted to 
the post and the box fastened to the 


platform. Box is 51 in. above the 
ground. Available with eye bolts, plat- 
form and post and suggested to retail 
for $1.98. Merryweather Products Co., 
211 Broadway, Akron 8, Ohio. 


Self-Service Display 


Doggett-Pfeil Co., Springfield, N. J., 
has made a Self-Service display rack 
for it’s line of insecticides and fungi- 
cides. The rack is rented to the dealer 
for $10.00 with the purchase of the split 
case assortment which is suggested to 
retail for $86.90. Rack has a holder for 
D & P garden leaflets describing the 
use of the products on display. Attached 
to each rack is a spray chart for refer- 
ence of customers and clerks. Finished 
in green and constructed of plywood, 





the rack has printed price strips fo 
each item. There is a stainless steel 
holder for leaflets. The rack is 51 in. 
high, 24% in. wide and 12% in. deep. 


Farm Aid Booklet 


Barrett Division, Allied Chemical & 
Dye Corp., 40 Restor St., New York 
City 6, has released a booklet called 
“Farm Aid.” Well illustrated, it is 10 
by 13 in. and printed in two colors. Its 
24 pages contain many helpful ideas and 
specific how-to-do-it tips on modern farm 
maintenance and improvement. First 
section is devoted to upkeep and repair 
of farm buildings and includes compre- 
hensive information on roof and side- 
wall inspection. Other sections explain 
methods of preserving wood shingles, 
fence posts and other wood structures. 
Tells how to protect poultry, livestock 
and gardens from insect attack. Last 
section offers tips on making haystack 
covers, storage bins, and inexpensive 
temporary silos. 
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ine Mower thala Years Ahead, 







_WEIGHT * 5 





il the | 






STER 
















% GOOD LOOKING / 
* EASY TO yy 
OPERATE 


An advanced design 






Motor... 





There is a wide and fertile sales field for this quality 
mower. A few choice territories still open for dealerships. 


Economical on fuel. 


TURDY - PRECISION. gyi, > 


Powered by the 


Famous 


modern-to-the-minute 





Mowe. POWER-DPAIT 


rotary 


mower chock-full of sales points and customer satisfaction. The 
MOW-MASTER is powered by a 2 H. P. POWER-PAK Gasoline 
power head weighing only 19 Ibs. 

. smooth running . . . 


Easy to start 
rugged and dependable. 


Quickly adjustable to vari- 
ous cutting heights. Adjustable handle. Zero pres- 
sure rubber tires on sturdy disc wheels. 
swath through grass. 


The MOW-MASTER does a quick easy job on 
cutting grass and weeds. It's good looking .. . 
popular priced. You'll sell a lot of MOW-MASTERS! 


WRITE or WIRE TODAY... 


for Illustrated Literature fully illustrating and describing 
this Lawn Mower that's years ahead in design and operation. 


PROPULSION ENGINE CORP., dept. 1050—7+h and White Eagle Rd. 


Cuts 21" 


and 


Kansas City, Kansas 

















SIN: x4 
“SHEFFIELD 
OIL COLORS 


Also available in the 
Yax 4and1x 5 
Lithographed Tubes 





















near you. 





30 outstanding colors, triple } 
ground in pure linseed oil. 
Beautiful metal display cabi- 
nets available. The newest in 











modern manufacturing equip- 





ment insures highest uniform 
quality and greatest values. 


Shettield Zeoze 
PAINT CORPORATION . 
CLEVELAND 6, OHIO 
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ACKSON 


Time-Tested for All-Round 
Utility Under All Conditions 


Jackson Dealers prefer the Jackson line because its 
completeness enables them to furnish all user needs 
from one source of supply and be certain that even 
the most exacting requirements can be met with time- 
tested products. Thus Jackson Dealers have the means 
of building a profitable business with a proven line. 


Let us give you the name of a Jackson wholesaler 


JACKSON MANUFACTURING CO. 
HARRISBURG, 












_the LINE of DEALER PREFERENCE { 































CorODex Rust Remover 


This liquid rust remover called “Cor- 
ODex” is said to remove rust from any 
metal surface. It can be applied with 
either a paint brush or cotton swab. 
Maker states it is non-explosive, non-in- 
flammable, and will not injure metal or 
the hands of the user. Long immersion 
leaves the surface with a blue-black 
oxidized finish which is claimed to in- 
crease its resistance to further rusting. 
It is available in i2 oz. and qt. bottles 
and gal. containers. Allied Products 
Co., 1133 W. Newport St.. Chicago 13, 
Til. 


Price Correction 


In the April 24th issue an item con- 


cerning the Woodland Grill, manufac- 
tured by Poloron Products, Inc., 55 
Ave. E., New Rochelle, N. Y., stated 
that the dealer’s cost is $3.20. The 
dealer’s cost is $4.20 for less than 12 
grills and $4.00 for 12 or more grills. 





E-Z-Cut Plate Bulletin 


Joseph T. Ryerson & Son, Inc., P. O 
Box 8000-A, Chicago 80, IIl., has pub- 


WHATS NEW 


Decorated Kitchenware 


Lauer Co., 546 W. Washington St., 
Chicago, IIl., offers a hand-painted line 


of kitchenwares in sets or as individual 














lished an eight-page illustrated bulle- STAINL 
tin describing a special type of high STEEL 


manganese, high sulphur analysis steel 
plate, developed for applications involv- 
ing machining such as the production 
of rubber molds, machine parts, div 
bases, jigs, fixtures, etc. Copy may be 
had upon request. 





Cast Aluminum Hardware 


The Champion Hardware Co., Geneva, 
Ohio, is introducing a line of brass 
plated cast aluminum hardware. Base 
knobs, rail brackets, bar lifts, sash locks, 
and miscellaneous hooks are all avail- 
able in this brass plated finish, which 
the maker says is:ustproof. This brass 
plate cast aluminum hardware is rea 
sonably priced, according to Champion. 
due to its large production. 





“Brilliant 
Poppy” shows a crimson poppy in a 
floral cluster of blues, greens, and yel- 
lows. Includes canister sets, bread and 
cake boxes, waste baskets, step-on pails, 
vegetable bins and utility cabinets. 


items. The pattern called 
























PRODUCE A TRICKLE ORA TORRENT 


REDUCE 4 SEEPAGE OR 4 FLOOD 
Barnes New Universal 
Drive Pumps Now Sized 






Fro the small-sized, feather-light (35 
lbs.) 3MU with its powerful 114-inch 
suction to the mighty 90MU which con- 
trols a veritable torrent through its 
massive 6-inch connections, there is now a proper sized Barnes 
Universal Drive Automatic Centrifugal Pump for any requirement. 
Eight capacities of from 3,000 to 90,000 gallons per hour, 
and five suction and discharge sizes of from 1! to 6 inches, fill 
a complete new line of Universal Drive Automatic Centrifugals 
that are a “must” for contractors, industrial plants, municipali- 
ties, mine operators, farmers, gardeners and wherever a power 
source is available. Each Barnes Universal Drive Automatic 
will deliver top performance when belt-driven from tractor, 
jeep or any other gasoline engine, or when shaft-coupled 
directly to electric motor. These powerful new Centrifugals 
have the same Automatic Prime, Barnes Super-Seal, Direct 
Flow Suction, Non-clogging Impeller and all other fine 
features found in Barnes famous “33,000 for 1” Pumps. 
Yes, where the need is for rapid transfer of water 
there’s a Barnes Universal Drive Pump to do the job from 
any existing power source. And, what’s more, 
immediate orders will get prompt deliveries. 

























you 








ait? 
- . 


‘RNES MANUFACTURING CO. 


Quality Pump Manufacturers for 50 Years 
MANSFIELD. OHIO 


TO 
| PA 
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A “HOT” PROFIT (Teme 


OT-GRIP _ 












STAINLESS 


@ Stops Painful Oven Burns! @ Removes Hot Pans Easily! 
@ Tenderizes Meat! @ Safely Grips Roasting Pans, 
Skillets, Cookie Tins, Canning Jars, Muffin Tins, Etc. 


' FOR COMPLETE 


INFORMATION 
WRITE TODAY SAMPLES ON REQUEST 


40% PR OFIT — National 
your cash register ringing! 


There’s 19.6¢ profit on each bottle of “6-12” 
Insect Repellent retailing at 49¢ Fair Trade 
price. National advertising, now beginning to 
appear, will remind the millions who used “6-12” 
brand repellent last year that it’s time to buy 
some again. Sell a superior product! Order your 
supply from your wholesaler now and cash in 


on this proven market, 


1 Case of | Dealer Gross | Dealer Cost Dealer Profit 
36 Bottles | $17.64 | $10.58 | $7.06 





“6-12” is a registered trade-mark of 


Carbide and Carbon Chemicals Corporation 


Unit of Union Carbide and Carbon Corporation 


INSECT 
REPELLENT 


——_- SS 


UCC 
30 East 42nd Street, New York 17, N. Y. 
In Canoda: Carbide and Carbon Ch Is, btd., Toronto 
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KEY BLANKS | WHATS new 


Mermaid Wet or Dry Iron 
Made from the “Mermaid” wet or dry electric steam 


finest brass stock iron is a hammered cast aluminum iron jell vg 
\ obtainable, nickel with a smooth polished chrome steel | <a ; ut ® No. 89 
\ w ELECTRIC 


/ finish only. Care- 
) DRILL 


fully selected for ; | rn 
easy cutting and | e ; Ori Stand 

smooth finish. | ~~ co ’ » 51295 § | For those 
Accurate milling aa od mir > who sell 
and correct di- = 
mensions provide | a ez iio. 
blanks that fit a i ade Blue Line ‘lools are back. Thou- 


‘ sands of them are beiug delivered 

perfectly. nae i j to a each month. 
r a | Zach is a practical useable toel, 
og 7 built for work. Hach is of im- 
proved design, is correct in speed 
und has a specially wound, long 
life Speedway tool motor. Com- 
prising a clean line of nationally 
known tools of types that are 
bought by home owners. hobbyists, 


WRITE FOR FREE garages, schovls, farmers and 


sole plate, and heat control. Maker | workmen everyday—they sell in volume in every 
CATALOGUE AND states that whether the iron is used comma. Wore Soe Doster Preperttien. 
ADDRESS OF NEAREST with steam or without it, it will main- Write for Catalag sheets and discount schedule 
JORBER tain an even degree of heat. It is said No. 69 
never to get too hot for sheer fabrics. | 
ers . Y," DRILL 
Mfrd. by Mermaid iron can be used on AC cur- 


HUGO MANUFACTURING C0 INC rent only. Irons are individually pack- 
9 ® aged, six to a shipping carton, weighing \ 

6470 Epworth Blvd., Detroit 10, Mich. | 30 Ib. Made by Hope Products, Inc., SPEEDWAY MFG. CO. \\ 

5 ’ New York City, it is suggested to re- 1836 S. 52nd Ave., Cicero, Ill. 
SOLD ONLY THRU YOUR JOBBER | tail at $13.95, less cord in the east and 
oe = | on the west coast, $14.95. Smith Benny 
— . - | Sales Co., Inc., 11 W. 42nd St., New 
| York City 18, is the national sales 

DURBIN-DURCO | *X 


MANUFACTURERS « CERIIFIED PRODUCTS eas 


LOAD BINDERS ’ ‘ 
Drop Forged « Malleable-lron «+ Steel | Small Fry Juke Box 
Juke Box has a plywood case with a 
plastic front. An electric light is in the 
inside illuminating the plastic insert. 
| Body of the phonograph is blue with a 
© Heat Treafed + 2 Sizes | red top and is decorated with decals. 
Durbin-Boomer F-1—2 swivels, 34, 1% or 4” chain | s ial . . 
Duroin-Boomer F-2—2 swivels, %, 42 or %" chain - bape f = i k - e on pom ga 
. ody of the Juke Box ca é 
Malleable Iron © Heat Treated + 5 Sizes ? ngs Gniniione ty & i Pay 
MIDGET No. 1—1 swivel, 14’ chain a stoo a so. Speaker 1s 0 In. : e 
DELTA No. 1—1 swivel, 5% or 34” chain Industries, Inc.. 11 West 42nd St., New 
DIXIE No. 1—2 swivels, % or 4” chain York City 18 
LONE STAR 1—2 swivels, %, 14 or % “chain OFS ART ae 
LONE STAR 2—2 swivels, %, % or %” chain 

















WIRE STRETCHERS 


> 
: STEEL CONSTRUCTION Se 


2 cially designed for hanging fluor- 
No. 3—3 Pulleys, plain bearings, 3%’ rope = escent fixtures from hollow mate- 
No. 33—3 Pulleys, roller bearings, %” rope rials. It has a wing spread twice as 
No. 4—4 Pulleys, plain bearings, %4" rope large as that of ordinary toggle 
No. 44—4 Pulleys, roller bearings, %" rope bolts to provide adequate sup- 
No. 88—4 Pulleys, roller bearings, }2” rope tie: oft port. They are made in ‘. and 
4 a 4-20 diam. in standard Toggie 
ALL-STEEL ROLLER BEARING HOISTS A Fig. 175 lengths and Heads. Wing spread 

; 4 Style J of 10-24 is 254'' of '/4-20 is 4" 


Ask Your Jobber or Write for Catalog 
THE PAINE COMPANY 
2963 Carroll Avenue Chicago 12, Illinois 





: Cap. | Ship. Wt.| 
Rope | Lbs. | ~ Lbs 


yy” 2000 | 6 Ibs. Drop Forged Hook 
%’ 1000 | 2% Ibs. | Malleable Hook 


Construction 














: Shipped with or without rope. i F j 
“Sewenie | FASTENING nys7[a3} 
DURBIN-DURCO and HANGING 
6611 Olive Street Road + St. Louis 5, Mo. . 


284 HARDWARE AGE 





r * No. 89 


4." ELECTRI 
y oRiLt 


| $9995 
| For those 
who sell 

the home 

market... 


good news. Speedway 
Lools are back. Thou- 
2m are beiug delivered 
ich month. 

practical useable toel, 
york. Each is of im- 
mn, is correct in speed 
specially wound, long 
ay tool motor. Com. 
ean line of nationally 
3 of types that are 
pme owners. hobbyists, 
‘thools, farmers and 
1 in volume in every 
' Proposition. 


ind discount schedule 


icero, Ul. 





STURDY SAM SAYS 


—Your Customers know that | 


NATIONAL BRAND 
PRODUCTS 


i w ar always “fix things right’ 


J THe FIX 
MAN 


NATIONAL BRAND sells readily for | 


LINSEED OIL PUTTY a glazing. 


made from se- 
lect whiting and linseed oil, ready for use. White 
or black. | to 100 Ib. cans. 


NATIONAL BRAND SUPER- 
GLAZE GLAZING COMPOUND 
is a popular seller for setting glass. Non drying. 
Sets to a rubber-like consistency. Will not dry out, 
run, crack or pull away. | to 100 Ib. cans. 


NATIONAL BRAND isc real favor- 


CAULKING COMPOUND = for caulking 


etween ma- 
sonry and window frames of wood or steel; for 
pointing up casings of stone, brick and terra cotta 
joints, bedding, slate and Spanish tile roofs and 
skylights. Knife or Gun grades in black, white, 
gray, green, brown, slate and red. |/2 pt. to 5 gal. 
cans. Immediate shipments. Write for Trade- 
prices now. 


JAYE MFG. INC. 
6200 Grand Ave. Cleveland, Ohio 








AMERICAN DELUXE EXHAUST 
AND VENTILATING FANS: 


NOW READY FOR IMMEDIATE DELIVERY 
IN SIZES RANGING FROM 18" TO 30" 


For a satisfactory long-life performance, the Ameri- 
can Deluxe Ventilating and Exhaust Fans will measure 
up to any expectancy. 


Frame and motor base is constructed of strong 
steel, patented aluminum fan blades, perfectly bal- 
anced to right pitch, designed for maximum in air 
delivery and quietness in operation. Easily installed. 


Motors, '/, HP, 110 volt, are enclosed to resist de- 
terioration from steam, grease, fumes, and dust, 
for installation where satisfactory ventilation is de- 
sired. 

American Deluxe Ventilating and Exhaust Fans are 
especially designed for churches, restaurants, the- 
atres, work shops, industrial plants, garages, and for 
everyone, old and young, who enjoys cooling, sea- 
breezes during the hot summer months. 


Write, wire, phone: 


AMERICAN HEATING & ENGINEERING CO. 


601 EAST 5th STREET, NEW ALBANY, INDIANA, U. S. A. 


Manufacturers of Ventilating Systems, 
Gas and Oil Heating Equipment 








2 Toggle Bolt espe- 
ed for hanging fluor- 
s from hollow mate- 
1 wing spread twice as 
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e made in 10-24 and 
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Heads. Wing spread 
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HERE’S THE SECRET 


Only Strongman has the patented 
rope-tite clamp. Holds line securely 
- no danger of falling wash. 


STRONGMAN 
All-Steel, Hot-Dip Galvanized 


Clothes Props 


@ Rustproof—Can’t stain clothes. Never 
needs paint or repairs. 

@ Holds That Line — Spring - action 
“Rope-tite” Clamp holds line securely. 

@ All steel—yet feather-lite in weight. 
Extra tall, yet easy to carry. 

@ Strongman means strength—yet 
lighter than wood. Splinter-proof, 
bend-proof, sag-proof. 


|.) ALLS 


on" 
CMAN Pr 
tor STRONG 


10,N.7 
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Prepare for the ‘47 Canning Season! 


with the 
All American Pressure 
Canner-Cooker Number 7! 


EXTRA 
Precision machined for a metal-on- 
QUALITY metal bond! No rubber gasket! A 
truly professional home unit of solid 
EXTRA cast aluminum! 


SAFETY with the exclusive All - American 
double safety valve! 
EXTRA 


CAPACITY Holds 7 full quart jars or 10 pints 


—complete with inset cooking pans! 


If you are unable to obtain All American Pres- 
sure Cookers from your jobber, write to — 


Wisconsin Aluminum Foundry Co., Inc. 


Manitowoc, Wis. 








Safety 
BELT LACING 


The all purpose belt lac- 
ing with the patented 
steel binder bars, that: 
(1) hold hooks perma- 
nently in alignment, (2) 
lap over and protect belt 
ends, prevent fraying and 
add to belt life. 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer 
if you have an inexpen- 
sive Safety TU-WAY 
Hammer or Vise Lacer. 


SAFETY VISE LACER 


Operating by any ordinary bench vise, 
applies all standard make belt hooks. 


SAFETY BELT-LACER CO. 


5390 N. Menard Ave. Chicago 30, U.S.A. 








PHELPS UNIVERSAL 
FLOOR LEVELER 
SCREW JACK 


~ & gies pe 


$5.95 
Retail 


Wof. 11 Ibs. 
Package 
3°° 2 S'° a 39°" 


LOOK AT THESE FEATURES 


© UNIVERSAL e 
Locks Firmly in Place any of 
the Following Columns: 
2 inch, 22 inch, 32 inch Steel Pipe 
3 inch, 31/2 inch, 4 inch Boiler Tube 
Wood Post 4 inches or Larger 


SAFELY SUPPORT 20,000 POUNDS 
CURE SAGGING FLOORS 
The Economical, Practical Way 


PHELPS MFG.CO. PHELPS, N.Y. 
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Kit-O-Tools 


Peerless Creators, 1222 Morse Ave., 
Chicago 26, Ill., is offering a “Kit-O- 
Tools.” Kit includes an all aluminum 


] 


hobby and utility knife with a Super- 
Keen blade, and 4 extra blades, 8 case- 
hardened open end wrenches, graduated 
from ¥% in. to % in. in size, small plas- 
tic handled screwdriver, 1% in. case 
hardened blade, large plastic handled 
screwdriver, 2% in. case hardened 
blade, and a pair of hobby size case 
hardened pliers. Also a flexible steel 6 
in. scale, graduated in %, 1/16, 1/32 
and 1/64 in., ball peen hammer, 1 07. 
head, screwdriver blade handle, tweezers 
and inside and outside measuring cali- 
pers. Each tool fits into a compartment 
in a masonite block, finished with a 
snap-down lid, 74% x 11% x % in. Kits 
are packed 18 to a carton. Suggested 
retail selling price is $3.98. 


Spray Gun 
A pressure feed spray gun which may 


be used as an internal or external mix 
gun. It provides a wide range of spray 


patterns by turning a self-locking ad- 
justing ring without stopping the gun. 
Sold with Model DS is the internal 
“fluid break-up nozzle and tip” and as 
an accessory, the external nozzle assem- 
bly, called the CKD conversion kit. Gun 
has an oil and moisture filter built in 
the handle. It can pe used with a quart 
aluminum container or pressure feed 
paint tank. Electric Sprayit Co., She- 
boygan, Wis. 


WHATS NEW 


Frigidaire Ranges 


Deluxe RJ-60 model range shown is 
equipped for automatic cooking and 
features three fast-heating surface units, 
deep-well cooker, large oven with waist- 
high broiler, warming oven and full- 
width utensil drawer. All models have 
one piece roll front cooking tops which 
cover the surface cooking unit switches 
at the front. They are all porcelain fin- 
ished, inside and out, and end panels 
are removable and _ interchangeable. 
Models have an automatic oven-timer 
and time signal. One deluxe model has 





two complete broiling, baking and roast- 
ing ovens. Five new ranges are avail- 
able. Frigidaire Div., General Motors 
Corp., Dayton 1, Ohio. 


Bicycle Basket Bracket 


Dennis Mitchell Industries, 4424 Paul 
St., Philadelphia 24, Pa., is introducing 
a bracket on the bottom of its bicycle 
basket, making the basket suitable for 
heavy duty. Baskets come complete with 
nuts, bolts, metal clamps and mounting 
brackets. Basket and bracket are con- 
structed of heavy gage wire with alu- 
minized rust-proof finish. Available in 
3 sizes: 15% by 10 by 5 in., package 
weight, 28 lb.; 16% by 11 by 6 in. 
package weight, 31 lb., and 18 by 13 by 
6 in., package weight, 34 lb. 
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NOW! NEW, Trouble-Free 
and — Different 


COOL-ROO F Ez 


| ad Magazines Carry 
THE ONLY ROOF COATING THAT | the Big Beam Message to 
STAYS TOUGH AND FLEXIBLE IN ALL | Ijaz FARM...HOME... SPORTS 
WEATHER AND ALL TEMPERATURES [a= and INDUSTRY 


















| Ko 





WILL NOT RUN ‘eat 


SAG, MELT 
OR BLISTER! 














f 






WILL NOT 
4 

SHRINK, CHECK |) 
OR CRACK! ¢ 














Make the Big Beam ad campaign go to work for you 
| right where you do business. Feature Big Beam Portable 
Electric Hand Lamps in your local newspaper ads .. . 
Use Big Beam display material . . . Display Big Beam in 
your store windows. 
















Big Beam Portable Electric Hand Lamps are the talk of the 
nation for a portable light when and where needed. Throws 
powerful 1,500 foot beam or bright spread light for hundreds 
of utility, sports or emergency uses. Fast selling Model No. 













A great new formula, the result of sensational wartime discoveries. Cool- 211 is ideal for farmers, home owners, sportsmen and motor- 

Roof is entirely different and vastly superior to conventional roof coatings. ists. Other dry cell and storage battery models for police 
t . t b + Tt t! . . . 

Sets a new standard of protection. Unaffected by most frigid weather or and tre departments, marine, railroad, airport and other 






tropic heat. Absolutely safe on steepest roofs or vertical surfaces. Keeps 
roofs fully 20° cooler in summer. Easy to apply over any solid surface— 
old or new. The most critical users agree that Cool-Roof is the solution of 
the roof coating problem. of boats, etc. 

SEALS AND WATERPROOFS ALL WALLS Available through leading national and independent whole- 
One application of Cool-Roof works wonders on leaky brick, masonry, salers in. United States—and in Canada, Walters & Marks, 
cement, wood and other types of walls and structures. Stops all leaks Toronto 5, Use coupon for details. 
Permanently, waterproofs completely. 





industrial uses. Many accessories—such as colored lens, hold- 
down bracket permitting rigid fastening in auto trunks, prows 













DEALERS, DISTRIBUTORS, JOBBERS poss U-C LITE MANUFACTURING CO. === 

, . § 1036 W. Hubbard St., Chicoao 22, Ill. ¥ 

There are many roof coatings, but only one Cool-Roof. Acquire this profit- i 1 want to get on the beam with Big Beam. Send details. 5 
able line. Write today for exclusive territory. Private label packing if 

NS cin bce ceed araavedsdsiavdnddeadedoavenereensdneds q 






desired. 





Write for Descriptive Literature 


LASTING PRODUCTS COMPANY BS ste cccccccccccccccccccccecceeceeeeeesseeseeeeees 


Monvfacturers of Paints, Waterproofings, Plastic Materials = oy. onal aoa haley ian prec aan oe -_ an = 
FRANKLINTOWN ROAD, BALTIMORE 23, MARYLAND 
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LANTERNS 


GIVE THOSE EXTRA 
HOURS for SPRING 
GARDENING— 


R.E. DIETZ COMPANY | 
La NEW YORK 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 








Any Uneven Surface 


can be measured accurately by 
this gauge. 


MOULDINGS ¢ STAIR TREADS 
FURNITURE * CONTOURS 
METAL CORNICES ® ETC., ETC. 


The Stockton Profile Gauge 


is a tool which every 
carpenter, machinist, 
die maker or linoleum 
layer should have in his 
kit. 
Cannot get out of 
order and is not af- 
fected by vibration or 
tonpunaien changes. As easy to use as 
a foot rule. 


25 DIFFERENT NUMBERS IN STOCK 





DEL 
ZINAS Sinn IiCORE 
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Kwikheat Soldering Tool 
The “Kordless Kwikheat’ soldering 


tool is designed for intricate work as in 
the assembly of small switches, electric 
meter work or instruments. It is made 
to operate by screwing the _heater- 
receptacle in any size Kwikheat electric 
soldering iron and plugging in. Kordless 
forged tellurium copper alloy tip is said 
to hold about 680 deg. temperature for 
a minute, and reheats in about 20 
seconds by re-inserting in heater re- 
ceptacle. Sound Equipment Corp. of 
California, Glendale, Cal. 


WHATS NEW 


stelray Centering Punch 


This tool is designed for carpenters 
and craftsmen who want to make a 
starting hole for setting screws or ham- 
mering nails, particularly in tight cor- 
ners or out of the way places. Spring 
action is said to simplify use and make 
an accurate punch. Punch is constructed 
with a Kneck band at the head to allow 
for the claw of the hammer to take 
hold, if the wood proves hard, and the 
pin holds fast. Stelray self centering 
punch is made of hardened steel and 
tapered to fit most any hinge or counter- 
sunk hole. Stelray Metal Products. 
Shelton. Conn. 





Business Builds Up With Clean Up 
Paint Up, Fix Up Campaigns 


ONSIDERED in some respects 

the Nation’s most unique com- 
munitv effort, the Clean Up—Paint 
Up-——Fix Up—program is now in its 
35th year. But this year. both short 
and year-round plans take on new 
importance. There is urgent need in 
most communities for property-im- 
provement programs that will help 
wipe out the accumulated war-years’ 
neglect of buildings and. at the same 
time, establish a future course for a 


| sound civic-improvement program. 
Hundreds of local trade associations, 
| chambers of commerce, business 


men’s luncheon clubs, women’s or- 


| ganizations, garden clubs, and boys’ 


and girls’ groups will participate. 
The National Paint, Varnish and 


| Lacquer Association and other na- 
| tional groups att as centers of infor- 
| mation for the annual local drives. 


In most social and public activities. 


| business generally is an indirect, if 
| not a direct, participant. This is true 


of Clean Up—Paint Up—Fix Up. As 


a result of the program’s activities. 


| all kinds of business are benefited 


through demand for the merchandise 
and services necessary for use in the 
endeavor. 

Particularly benefited are dealers 
in hardware, building materials. 
paints, glass, cleaners, seeds. nursery 
stock, tools, floor coverings. house 
furnishings, furniture, electrical ap- 
pliances, and lighting equipment, as 
well as plumbing and home service 
contractors. 

Re »printed from an article by Jay Jud- 
kins, Chief, Trade Association Division, 
Office of Domestic Commerce, published 
in the April issue of Domestic Com- 
merce, 


An example of the amount of busi- 
ness the program generates in a small 
community can be seen from a report 
from Hinckley. Utah. This small 
town of 800 inhabitants and 125 
homes reported that by the whole- 
hearted participation of all its citi- 
zens, the appearance of the town was 
changed. The report covering the 
intensive period of the program 
shows 587 cleaning jobs, 114 repair 
jobs, and 93 homes receiving com- 
plete or partial painting. . 


Big City Promotions 


The amount of business Clean Up 

Paint Up—Fix Up promotes in a 
large city can be seen from following 
figures taken from a report of the 
St. Louis Chamber of Commerce 
covering April 1946: 


1.130.200 rooms, roofs, stairs, ete.. 
painted. 

28.000 trees trimmed or dead 
stumps removed. 

53.400 screens repaired. 

18.500 refuse cans disinfected. 

14.800 insect breeding places de 
stroyed. 

18.600 garages repaired. 

16.700 community gardens started. 

15.900 defective cords replaced. 

91.600 rats killed. 

12.900 fences repaired. 

11.100 houses painted (exterior). 


The above data on the broad scope 
of the work done, and what they in- 
dicate in the way of business and 
employment created, emphasizes the 
value of this program to local mer- 
chants. But if merchants wish to get 
maximum benefit. they must be ac- 
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YOUR JOBBER 


























































So You Can Seewre 





OUT OF STOCK 





PROMPT SHIPMENT 


Turner Torches No. 206-A and No. 39-A — those 





popular, fast-selling models featuring ‘Carburetor 
Adjustment” for increased operating efficiency under 
widely varying fuel and job conditions—are now 
available in quantity through your jobber! Remember: 
because Turner’s are unequalled for quality construc- 
tion, dependability, and performance, they give your 
customers greater value for their money. Be sure you 
can satisfy the demand for consumer-preferred Turner 
Tested Torches ... keep an ample supply on hand the 
year around! 


THE TURNER BRASS WORKS 
SYCAMORE, ILLINOIS 
Since 1871 
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Sales Leaders Stuce 1887 


| For three generations, sixty years, Allen Sprinklers 
and accessories have been first choice of those who 
take pride in their lawns. Complete, modern, the 
Allen Line has real sales power in product superi- 
ority, eye appeal, and outstanding value. Ask your 
jobber about this dependable, fast-selling line. Make 
it your profit-leader! 


|'Allen Root Irrigator 


It’s efficient, easy to sell! Your customers readily 
see its advantages. It simplifies getting water 
direct to roots. Pointed tip quickly penetrates 
the ground to the correct depth. No other 
method equals this sub-surface irrigation for 
deep-rooted shrubs, evergreens and trees. 





36-inch steel tube has 
three discharge open- 

» ings, as illustrated. Shut- 
off and swivel connec- 
tion are made of brass. 
Upper part of steel tube 
is finished in red. Root 
Irrigator can be moved 
without shutting it off. 
Display it and you'll sell 
it in volume. 








Sprinklers 
Nozzles and 
Garden Hose 
Connections 





“Chicago-Square” Adjustable Multiple Sprinklers 
Four sprinklers in a set make a sprinkler system that is 
movable and flexible! Slight, quick adjustment of the 
sprinkler head gives a fine mist-spray in the form of a 
square, plus equal water distribution. Brass body, head, 
swivel and caps! Swivel female connection guarantees 
that each sprinkler will lay flat! 8% inches long by 2 
inches wide. 


Ask Your Jobber About Allen’s Garden 
Hose Accessories and Lawn Sprinklers 


ESTABLISHED 1887 


W. D. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street 
Chicago 6, Illinois New York City 7, New York 
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Men Who Know 


THE 
ROYAL EAGLE 


RIVETED 
STRIKE 
PLATE 
JOINTS 


Ilustrated is the 
No. 672W 
REGULAR MARKING 


% is f. 


42 WO Re 
EAGLE RULE MEG. CORP. 
514 HUNTS POINT AVENUE 
NEW YORK 59, N. Y. 











tive in the campaign—join with fel- 
low citizens to make it a success, at- 
tend luncheons and rallies and work 
on various projects. In other words, 
every dealer must realize that first of 
all as a good citizen he owes an obli- 
gation to his community and should 
participate in general welfare activi- 
ties. On the business side, it is 
proper from him to synchronize his 
advertising and store displays with 
Clean Up—Paint Up—Fix Up. 

. The enormous amount of home 
improvements and other constructive 


good generated by short Clean Up--, 


Paint Up—Fix Up campaigns has 
amazed many civic leaders. Many of 
them, not wanting to lose the impetus 
gained from the short campaign have 
extended it into a year-round all-in- 
clusive community-development pro- 
gram. 

The year-round programs are usu- 
ally conducted by a committee com- 
posed of men and women civic lead- 
ers, the mayor, president of the board 
of education, clergymen, leading 
businessmen, and the chamber of 
commerce manager. A chairman is 
selected to serve a full year, and a 
secretary is appointed. The commit- 
tee acts as a clearing house head- 


quarters and is concerned with the | 
broader aspects of home and civic | 


improvements. 
and activities to fit the needs of its 
community. 


Year-Round Program 


Here is a brief outline of a typical 
year-round program: 


It coordinates plans | 








| 
| 
| 


(1) In conjunction with city offi- | 


cials, formulate plans for a continu- 
ous, city-beautification program. Seek 
adoption of a municipal ordinance to 
govern this. 


(2) Seek the elimination of city | 


eyesores by removal or rehabilita. 
tion. 

(3) Recommend a program for the 
rehabilitation of slum areas. 

(4) Plan a comprehensive Clean 
Up—Paint Up—Fix Up program to 
fit the needs of the community on a 
year-round basis. 


(5) Check upon projects started | 
during the intensive period of the | 


program to make sure they are com- 
pleted. 


(6) Seek action on worth-while 


projects not yet started. 

(7) Make monthly inspections of 
various residential and factory areas 
and note properties badly needing 
attention. Visit owners of these prop- 
erties and courteously try to get them 
to make improvements. 

(8) See that vacant property is 









PLASTIC FORKETTES 


FOR RESTAURANTS, BARS, 
TEA ROOMS, HOTELS, ETC. 


A“PICK-ME-UP” 


in appealing plastic! 


Novel, colorful, 
rustproof Forkettes 
dress-up every table 

for serving 
pickles, lemons, 
olives, cocktails, etc. 


Handy 514 inch 
length, in assorted 
colors—24 cards of 
4 Forkettes each to 
Display Box. Write 
for samples and 
literature regarding 
MACK plastic nov- 
elties. 


MACK MOLDING COMPANY 


INCORPORATE 


142 MAIN ST., WAYNE, NEW JERSEY 
“THREE PLANTS TO SERVE YOU!” 

















If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together — and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


NMARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 
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Seymour $mitx 


_Snaplock 


© PLIER-WRENCH 


2 Bag 


Serves As 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


POWERFUL 
ADJUSTABLE 
TOGGLE ACTION 


Iremendous gripping and holding power—locks when closed 
for holding pieces for drilling, welding, scribing, grinding, 
etc. Easily and quickly unlocked. Used also without lock- 
ing as a plier. Thousands of uses wherever mechanics work. 
No. 1607, 7" size; No. 1610, 10" size. Full details on re- 
quest. Sold only through jobbers. 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears 


Sales Representatives: 
JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N. Y 


PIG US PAY OFFICE 


HOSE COUPLER 


DIRECT CLAMP TO HOSE 
NOW AVAILABLE 


A SNAP-PY SELLER—the Snap-Tite rust- | 


proof swivel ball bearing coupler is the easi- 
est and best connection for hose at the 
faucet, nozzle or sprinkler. Snaps on or off 
so simple a child can do it. Leak proof 
swivel feature adds life to hose for kinking 
is impossible. Available in two styles: 


PERMANENT CLAMP TYPE with patented 


long and short claws as illustrated. 


SCREW TYPE for standard hose connec- 


tions. Immediate delivery. Order now | 


and prepare for the Spring business. 


s NS 
wk? ectie 1s 
ae conn not 


| moe tf D> OF Eo oi 


INC. 


1710 French St., Erie, Pa. 
Pat. & Pat. Pend. U.S. &-Foreign Countries 
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Builders, farmers, masons, plumbers and many others use 
Marlow “Water Wizard" Self-Priming Centrifugals. 


Exclusive design enables a Marlow, if interrupted, to resume 
its full, smooth discharge without manual repriming, even 
when used on high suction lifts. Once started, a Marlow 
needs no further attention. Ingeniously simple, free-flow 
design is most efficient, trouble-free. Direct-action ... no 
wasted motion. Cleans itself. Ruggedly made; fully guar- 
anteed. Thousands in use. 


11% to 10-inch sizes; 3000 to 240,000 gallons per hour. Dealer 
dota sent promptly. 


MARLOW PUMP 


521 GREENWOOD AVENUE 
RIDGEWOOD, NEW JERSEY 


Manufacturers of the World's Largest Line of Construction Pumps 


Your CHIEF Sales ed 


The SEW ANC 
POWER CHIEF 


Check these SAVAGE SELLING POINTS, 
@ POSITIVE SPEED CONTROL 
SPEED IS REGULATED BY CONVENIENT 
THUMB CONTROL 
@ EASE OF OPERATION 
STARTS BY SIMPLE PEDAL PRESSURE 
STOPS BY LOWERING HANDLE! 
@ CONVENIENT STORAGE 


Toe-tip control permits 
handle to be raised to 
verticle position so it 
can be stored in same 
space os hand mower 


SAVAGE ARMS CORPORATION 
LAWN MOWER DIVISION 
CHICOPEE FALLS, MASS. 


MASTERBUILT BY WORLD FAMOUS FIREARMS CRAFTSMEN? 
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This Equipment 


Starts IDEAS 


A chain of ideas is started when 
home craftsmen, inventors, farmers 
and others see COX equipment on 
display in your store. They think 
of using these light-duty 
transmission accessories with power 
tools, experimental devices, fans and 
blowers, display 
turntables and many other motorized 
items, 


power- 


mechanized toys, 


Let their chains of ideas start chains 
of profits for you. 


WRITE direct for 
interesting bulletin A52. 


Cox METAL PRODUCTS CO. 
3249 N. 26 St. © Milwaukee 6, Wis. 


























MAKE YOUR STORE HEADQUARTERS 
FOR HOME REPAIR WITH 


/eler Vile 
(aduite 


DOUBLE X - SAVABRUSH - WAXOFF 
SCHALK’S CRACK FILLER 
SCHALK’S WOOD PUTTY 

PETER PUTTER’S PLASTER PENCIL 


MADE BY SCHALK CHEMICAL COMPANY 
FACTORIES LOS ANGELES AND CHICAGO 




















kept clean the year round; that all 
debris is removed as a protection 
against disease, fire, and accidents. 
Conduct an intensive Fire Prevention 
Campaign in the fall. 

(9) See that the city provides 
proper playgrounds for children. 

(10) Make suggestions for im 
proving home-grounds and commun- 
ity landscaping and painting. 





Coming Conventions and Events 


(11) Promote garden clubs. 

(12) Organize boys’ clubs. 

(13) Encourage schools to carry 
on yearly Clean Up—Paint Up—Fix 
Up programs that fit into the art. 
civic, and good citizenship classes. 

(14) Obtain the cooperation of 
newspaper and radio stations to help 
maintain interest in this program by 
periodic publicity. ; 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N..§., 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 


meeting jointly with the 


borough-Blenheim Hotel is convention 
Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave.. New York City, and Thomas A. 


headquarters. Charles F. 


Fernley, Jr. is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 

Associated Pot and Kettle Clubs 
of America, annual convention, June 
22-25, 1947. at Feather River Inn, 
Blairsden, Calif. Fred C. Wood Co., San 
Francisco, Calif., is secretary. 

Carolinas, Hardware Association o! 
the, annual convention, June 10-11, 
1947, at the Hotel Columbia, Columbia, 
S. C. Sally Couch Masten, 118 ©. 
Fourth St., Charlotte 1, N. C., acting 
secretary. 

Mississippi Retail Hardware & Im- 
plement Assn., annual convention, June 
9-10, 1947, Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, secretary. 

National Association of Sheet 
Metal Distributors, 37th annual meet- 
ing, May 26-27. 1947, at Deshler-Wallick 
Hotel, Columbus. Ohio. 
Fernley, Jr.. is secretary-treasurer of 
the association which has headquarters 
et 595 Arch St.. Philadelphia, Pa. 


Thomas A. 


National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, :t the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 


National Retail Hardware Asso- 


ciation, 48th annual Congress. June 


16-19. 1947, at the Hotel Statler. Cleve- 





— 


land, Ohio, Rivers Peterson, 333 No. 


Pennsylvania St., Irdianapolis, Ind., 
managing director. 
National Wholesaler 
Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J. 
meeting jointly with the 93rd semi- 
\merican 


Hardware 


annual convention of the 


Hardware Manufacturers Association 
Convention headquarters will be the 
Marlborough-Blenheim Hotel. Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers’ association with 
headquarters at 305 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 

Store Modernization Show, first 
annual, week of July 7. 1947, at the 
Grand Central Palace. New York City 
Sponsored by Store Modernization 
Show, Inc.. Grand Central Palace. New 
York, with John W. H. Evans. manay 


ing director. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 218) 


Il—Answer. Margin is 11 cents or 
11.8 per cent on the sales price. 

2—Answer. Margin in dollars for 
period is $2,550: deduct expenses of 
$2,400 leaves net profit of $150. 

3—Answer. Lineal foot price as fol- 
lows: (1) 14 cents: (2) 28 cents: (3) 
18 cents; (4) 17 cents: (5) 19 cents. 

4—Answer. Margin is 25 per cent of 
the selling price. 

5—Answer. Customer will need 240 
Ibs. of fertilizer. 
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SOCKET SCREW PRODUCTS 
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(A) The KNURLED HEAD of the "Unbrako" Socket 


Head Cap Screw makes it slip» and fumble- 
proof—be the fingers and head ever so oily— 
therefore, it can be screwed-in farther and 
faster before it becomes necessary to use a 
wrench. Sizes from #4 to |'/" in diameter. 


The KNURLED CUP POINT of this "“Unbrako" 
Socket Set Screw makes it a Self-Locker—the 
point digs-in and stays dug—regardless of the 
most chattering vibration. Yet, it can be backed- 
out with a wrench and used over and over again. 
Sizes from #4 to I!/2" in diameter. 


Knurling of this "Unbrako" Socket Set Screw, as 
shown, swages the knurled threads so it becomes 
a most excellent Self-Locker—for use where the 
points such as: flat, dog, cone and oval do not 
lend themselves to knurling. Sizes from #4 to 
1'/."" in diameter. 


WRITE FOR YOUR “"UNBRAKO" CATALOG 


Painters have learned from experience that 
these two reliable removers save time and 
effort—consistently do a better job. And 
dealers have found that it’s good business to 
cash in on this popularity. In many in- 
stances retailers now stock and recommend 
these superior removers exclusively! 


LINGERWETT Liquid Remover, a favorite 
with painters for over 30 years, is ideal for 
general removing jobs. 


WONDER-PASTE, a heavy, paste-like com- 
pound, is especially designed for use on ex- 
teriors and upright surfaces. Equally ef- 
fective on any type of finish. 


Why not take full advantage of this profit- 
able business by featuring America’s favor- 
ite removers? Fill in and mail the coupon 
below for information or advertising dis- 
plays. 


WILSON-IMPERIAL COMPANY 


fers to 
“ee Sense a Pend. “HALLOWELL" KEY FIT Dept. H-57, 115 Chestnut Street, Newark 5, N. J. 

918) _ You can't screw socket screws in or MAIL COUPON FOR INFORMATION OR ADVERTISING MATERIAL 
ige 210 : 2. — -- 


out without a hex socket wrench, so 
why not get our No. 25 or No. 50 
"Hallowell" Hollow Handle Key Kit 
which contains most all hex bits. 


: Wilson-Imperial Co., Dept. H-57, 115 Chestnut St., Newark5, N.J. 
We are interested in handling the items checked below. 
Please send information concerning them. 

O LINGERWETT 0 WONDER-PASTE 
We are now handling the items checked below. Please send 
advertising displays. 

0 LINGERWETT 


is 11 cents or — 
es price. HANS 
in dollars for 34 


ct expenses of " 
f $150 Unbrako"' and ‘‘Hallowell'' Products are sold entirely through 


. fol- Industrial Distributors. 
ot price as 10 


28 cents: (3) OVER 44 YEARS IN BUSINESS 
(5) 19 cents. Name 


s 25 per cent of STANDARD PRESSED STEEL CO. ain. 


JENKINTOWN, PA. BOX 
BOSTON + CHICAGO + DETROIT + INDIANAPOLIS + ST. LOUIS » SAN FRANCISCO 4 . eee ee eee State 


0) WONDER-PASTE 
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ence that CM Chains are top 
quality...designed specifically 
for particular applications. 
They know that CM’s are safer 
...last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 
dence and profit. 













AUTOMOTIVE 
AGRICULTURAL...HARDWARE 
INDUSTRIAL...MARINE 


for practically every chain 
use there is a CM product 
designed specifically for 
that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 







m-Moore Hoist 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 
SALES OFFICES: New York + Chicago - Cleveland + San Francisco + Los Angeles 
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ANNOUNCING 


The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


HYDRANT 





Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 

















THE F. E. MYERS & BRO. CO. 
Dept. H-49, Ashland, Ohio 



















































Every cutting job 
—cross - cutting, 
ripping, dadoing, 
angle _ cutting, 
bevel cutting, 
multiple cutting, mortising, scoring, or cutting light 
gauge metals—can be done faster . . . better . .. 
cheaper with an Electric MallSaw. Clean, quick, ac 
curate cuts save time—provide square board ends 
... assure better fitting . . . eliminate waste. The 
Model 70 MallSaw has a 214” capacity on straight 
cuts; the Model 86— 27%”. Larger and smaller 
models are also available. All are equipped with 
powerful Universal motors. Other Mall Portable 
Power Tools include Malldrills and MallPlanes. 

See our advertisement in The Saturday Evening Post—June 14th issue 


Ask your Jobber for these nationally advertised products. 
POWER TOOL DIVISION 


MALL TOOL COMPANY’??? ‘Chicoge 19° Ml. 
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NEWMAN 


A GREAT NAME IN THE 
TOOL INDUSTRY 


NEWCO SCREW DRIVERS 


FORGED FROM THE 
FINEST STEEL, WITH PLASTIC 
HANDLES MADE OF “NUMARYL” — 
AMBER COLOR. SLOWER BURNING 
MORE SHOCK, BREAK AND RUST- 
PROOF. THE USE OF “NUMARYL” 
IMPARTS A NEW SAFETY FEATURE. 


OTHER NEWMAN PRODUCTS 


POLE TREE TRIMMERS 

POLE TREE SAWS 

HAND TREE SAWS 
LOPPING SHEARS 
HEDGE SHEARS 
HAND PRUNERS 
SPACE HEATERS 

VISES 





MANUFACTURED BY 


SCREW 
priver NEWMAN MFG. & SALES CO., INC. 


CATALOG KANSAS CITY 2, MO., U.S. A. 
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WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 
MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 


Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 


MODEL with 
4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 





FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAINI 


Order from your Jobber. Write direct to us for new Catalog Sheet 
iustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Woodstock, Iil. 


Dept. 65 








POWER TOOL 


ACCESSORIES 





430 431 


#370—%” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 
#373—'” Hardened 3-jaw Chuck to fit 42”-24 Spindle. 
Other threading to specification. 
#380—'%” Chuck with No. 2 Morse Taper Arbor. 
#3812” Chuck with Arbor to fit 2” or 54” Spindle. 
#382—'” Chuck with Collars and Arbor to fit 2”. 
or 58” Spindle. 
#383—Arbor to fit ¥2” or 5@”. Spindle, with Collars. 
#384—'2” Chuck with %” Straight Arbor. 
#407—No. 2 Morse Taper Arbor with Collars and Nut. 
#408—No. 1 Morse Taper Arbor with Collars and Nut. 
#410—Rigid Coupling for Connecting two 12” Shafts. 
#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 
#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 


#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 
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«-§TEVENS (SOUTHINGTON 
No. 556 New POCKET LEVEL SCREWS 1 et 


For Mechanics and Home Use— For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 


have upheld their quality since M. 
1867. All «tandard sizes with vari- a 
ous styles uf heads in the most 
called for types. Send for screw 





STEVENS 


Made of hard drawn 34" POCKET LEVEL 
hexagonal aluminum tubing, 
5!/,"" long, equipped with 


pencil clip. 


eS 


catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Used for leveling machinery, 
appliances, plumbing, fabri- —— 
cating, automotive construc- eee: ee 


tion and equipment. : Cian aah Ry pet 





i ee 


Packed 12 in a striking 


three color 





Sales Making Display Box 


that commands attention and does the selling for 





pered recess — 
| will not slip 
out, or work t 
one side. 


Driver fits se- N 
curely into ta- 





Supply the in- 
creasing de- 
mand for these LA 
modern, time- bY 
saving screws. 
All standard 


























you. Weight:—12 oz. List price—75 cents each. 


E. A. STEVENS LEVEL co. 
Newton Falls, Ohio 


wom cere ae 


81Ze8. 
| 
THE SOUTHINGTON ll 
HDWE. MFG. CO. 
ES, SOUTHINGTON, CONN. 42; 

















IN OUR 
4™H HALF-CENTURY 





THE NEW Streamline 
"SIMPLEX" SPRING BUTT-HINGE 


ft — SINCE 1785 — | 
@ Combines every important | 
feature of proven advan- 





tage with the beauty of Before many of ats others 


modern design and sim- 
plicity of application. 


had even begun, this really old 
reliable factory was supplying 


*® IT'S 
TOOL 4 
ted bracke 


bolts, nail 


which enabled your: kind of Bf: wei: 


& UNDE 


business to enjoy a PROFIT! 84% i%° 
AND WE'RE STILL GOING STRONG | 


“There's +¢ Reason 
ASK OUR WHOLESALE DISTRIBUTORS 


HARDWARE AGE 


@ Quality in every detail in- 
sured by our sixty years 
experience in the design 
and manufacture of spring 
hinges. 





Double Acting Type BUT900! 


Trim and Streamlined . . . the "Simplex" Spring Hinge Is designed 
to harmonize with the most modern requirements In builders’ hardware. 

Application direct to door casing without the use of a hanging 
strip Is both simple and economical, requiring a mortise cut In rhe 
door only. 

Here Is a product that maintains our tradition for quality ...a 
tradition that has guided us through more than 60 years of exacting 
manufacturing requirements. 


Chica agoS Spring Hinge Co. 


CHICA U.S.A. NEW YORK 
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new post-war 
light weight 


Lawn 


Two different 16" models. 
Many outstanding feotures. 


Customers instantly appreciate their light 


weight, 


easy action and practical design. 


Tough aluminum alloy castings protected 


rubber tires. 


quality materials 
can make them. 


SINCE 1880 


Innisfallen 


LAWN MOWERS 





by long wearing hardened steel bushings. 
Smooth cutting, five blade, ball bearing reel. 
Crucible tool steel knives. Shock resisting 
These lawn 
strong and durable as specialized experience, 


mowers are as 


and precision workmanship 


and assure yourself Immediate 
Delivery. Write, wire or phone 
for complete trade information. 


Ave. 


Springfield, Ohio 



















® IT'S PORTABLE 
Unit is hung by slot- 





ed bracket from small 





bolts, nails, or screws 





n walls, posts, etc 





& UNDERWRITERS 
LABORATORIES 
APPROVED 









®& HIGH PROFIT .. 
POPULAR SELLING 
PRICE 








*& GENUINE 
CHROMALOX 
UNIT 
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Here’s one of the finest postwar 

electrical appliances. It’s a high- 
profit, reasonably priced item that 
practically every one of your cus- 
tomers will want. Many uses — 
farms, homes, camps, etc. 


HOT WATER BY THE PAILFUL 


Easily operated — a pail of water 
hung on switch arm sets unit in 
operation... when pail is removed, 
switch shuts off automatically. 


Order from Your Jobber or Write to 


THE NATIONAL IDEAL COMPANY 


DEPT. HA 52, TOLEDO 4, OHO 














for identification. 















TOOLS YOU CAN’T BEAT 


Made of the finest steel obtainable . . 
pered and diamond point tested for hardness. 
Tools are beautifully finished and individually numbered 


SOLD BY LEADING JOBBERS 











When you sell a Hayes spray 
gun, you're just starting to ring 
the cash register. Not only do 
you make an easy sale and a 
legitimate profit with a Hayes 
but also you build up your sales 
of insecticides. Sales invariably 
go up, because Hayes spray 
guns are so much easier to 
operate that gardeners use 
them more frequently. Stock the 
Hayes line for profits in 1947. 








will 










HAYES SPRAY GUN CO. 


East Pasadena 8, Calif. 









Notionally Distributed by 


JOHN H. GRAHAM & i o Lie 105 Duane St., New York 8, N.Y. 
















10 to 1 PROPORTIONER 


Accurately mixes concentrated 
liquid or soluble fertilizer with 
water in garden hose, 1 part in 10. 
Attaches between hydrant and 
hose, feeds while watering. $1.95 
Hayes Sprinkl-Air, rain maker 
nozzle, 69c. 

Hayes Jr.— all purpose spray gun, 
$6.95 

Hayes-Ette — for specialty spray- 
ing, 2-4-D, etc., $3.45 

Hayes Han-D — for spot spraying, 
DDT application, $2.95 


297 





. electrically tem- 
Dasco 
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CHATTANOOGA 


SOLID PROFITS wcch 


FIX-ALL NON - INFLAM- 
MABLE ADHESIVES for 
superior quality, quanti- 
ty, style. It's a fast-sell- 
ing line. Order FIX-ALL 





COMPLETE LINE 


SOLID POLISHED BRASS, PLATED AND 
SLACK AND BRASS ANDIRONS, FIRESETS, 
SCREENS, FIRELICHTERS, WOODHOLDERS, 
ALSO CRATE BASKETS AND LOC REST COVERS a 


ALL 


Liquid NDHESIVES 


FIX-ALL PRODUCTS come in lithograpued tubes—packed 
in attractive colored display boxes, as illustrated . . 

FIX-ALL LIQUID CEMENT repairs everything . . . FIX- ALL 
METALLIC SOLDER repairs radios, etc. It's ‘gasoline- 
proof! .. . FIX-ALL ALL-PURPOSE GLUE is quick drying. 


Fix-All Velzon Graphite Spray, grease- 
less, in non-spillable tube ... mounted 
on easel back card. as illustrated . 
Non-Inflammable Fix-All Bovel Liauid 
Rubber, selj-vulcanizing . Mounted 
as above ... Fix-All Molding Cement 

Fix- All Perma Grig Rubber 
Cement, non-inflammable . . . Fix. 
Bam Sharpening Paste sharpens every- 
thing. Special Prices for Bulk Quanti- 
ties. Formulas for specific uses de- 
veloped on request. 


XQ“ALE PRODUCTS. INC. 
ADHESIVE MANUFACTURERS SINCE 1912 
325 WEST 16TH STREET 
NEW 





YORK. 11. WN. Y 


PROFITABLE LINE OF 
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SHIM STOCK 


BRASS OR STEEL 






Single rolls 6”x100” each, 
600 sq. inches to the car- 
ton. All popular thick- 
nesses. Cellophane 
wrapped—moisture-proof 




















ASSORTED SHIM STOCK mak 
BRASS — STEEL Siti 
itic 





Contains an assortment in most 
popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
square inches. Put up in easel 









































type display dispensers cello- brin, 
phane wrapped. migl 
—— shov 
are — 
WRITE FOR — 
COMPLETE INFORMATION m direc 
5 os your 

NOLO NC) C100) >) MARY [e) | 

eee en SER: e Beee & & ' WAREHOUSE, INC. 

4409-25 W. KINZIE STREET e CHICAGO 24 231 











INTERIOR ENAMELS 


18 BEAUTIFUL COLORS fo: WOODWORK, WALLS. ETC. s 
* > * 


Heavy Du 
Unbreakab! 
Highly Pol 
Blades of c 








in Handles. 
| Attractive 
















cou 

D Priced PAINTS ee 
ofular | wi 

THERE’S A BIG MARKET FOR THIS FAST-SELLING "LINE ghee 
Now with increased facilities, we can adda pam te. 3 
| few new dealers for Donley paints, enamels > 
4 and varnishes. Priced to meet all compe- 
tition. Available in 4 0oz., 10 oz., pint, quart a. . 

and gallon sizes. vith 1 bk 
Write for Color Cards and Price Lists a so 

Sold by Lea 






DONLEY PAINT CO. gee 


CLEVELAND 5, OHIO Brooklyn 
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HICAGO 24 








1 
8 
ad 
ial 









= y 
HOPPE’S| 
LUBRICATING | 

OIL 


HIGH VISCOSITY 
VERY PENETRATING 


x ANG GRADE Om WN 


You Make More Than Money 
Handling HOPPE Products 


These rapidly selling gun cleaning specialties 
make firm friends. They develop and multiply 
customers, They increase your sales and in ad- 
dition, Hoppe’s 


Consistent Advertising 


brings new people into your store—people you 
might otherwise never meet. The four products 
shown above are known and used wherever guns 
are used and the fact that they are handled by 
every representative jobber in this country is 
direct evidence of their splendid saleability. Ask 
your jobber. 


FRANK A. HOPPE, INC. 
2314A NORTH 8th ST., PHILADELPHIA 33, PA. 























ELS 


ALLS, ETC. 






MINTS 


SELLING LINE 


2 Each No. X-5166 
an add : x tise 
-3165 
enamels X-3165 
| compe- X-4161 
nt, quart X-44 with Clips 






rice Lists | 


of oF 


Heavy Duty Handles— 
Unbreakable—Shockproof 
Highly Polished, Ground 
Blades of correctly hard- 
ened and tempered Tool 
Steel. Securely Anchored 


Attractive Four-Color 


DISPLAY CARD 


1Stock No. X-641 


Packed 1 Dozen to Box 
with 1 Display Card 


Weight 2'% Lbs. per 


Seld by Leading Jobber: 


MALITE, INC. 
1884 Ritkin Ave. 
Brooklyn 12, N. Y. 


‘ Two-Tone 


Amber and Black 
SCREWDRIVER ASSORTMENT 


Makes Profits for Dealers 
Sales Start as Soon as Shown 









ndles. 


COUNTER 


with Easel 


Consists of: 





assortment. 


(ie. Deluxe 
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HEADING YOUR WAY! 


Our “thanks” for your patience in ‘46 
comes in the form of a promise for '47! 
The Worcester Lawn Mowers your 
customers have been willing to wait for 

will be heading your way soon. Our 
half-century of New England 
manufacturing ‘know-how’ is 
standing us in good stead as 
swe hurdle the last of our 
manufacturing difficulties. 
Thanks for waiting! 
Linx 


























































‘WORCESTER “v™ "ows 


DIVISION OF SAVAGE ARMS CORPORATION 
CHICOPEE FALLS, MASS., U. S. A. 


BASEBALL GLOVES FOR 
IMMEDIATE DELIVERY: 


All Gloves are No-Crush Lamb 
Cushion Lined, and all Seams 
Are Whipped Stitched! 


Nos. F-47 and F-48 (Illustrated) 









These gloves are manufactured of top 
grain horsehide leather and is whipped 
stitched. 


No. F-47—Tru-Liner Junior Champ 
for boys 10-15 years of age. 









Re No. F-48 (Illustrated) — Tru-Liner 
KK ete A Champ. For boys 15-18 years of age. 
eee Nos. 8-37 and L-38 
TRU-LINER CHAMP ¥ Dhese gloves are manufactured of a 
GENUINE HORSEHIDE fine grade of split horsehide. 





No. §8-37-—Tru-Liner Junior Prep. 
For boys 10-15 years of age. 

No. L-38—Tru-Liner Prep. For boys 
15-18 years of age. 


‘ly 





PRICES: 
No. F-47..$21.00 doz. No. S-37..$15.75 doz. TERMS: Due to the extremely LOW 
No. F-48. .$22.50 doz. No. L-38. .$18.75 doz. PRICES, all shinoments for baseball 


gloves are made on a Net Cash basis 
BERNARD GOLDWEBER ite, re “receive. Cheek must at. 


1133 Broadway, New York 10, N. Y. company order unless highly rated 


VS eM eae No. SDK — Screw Driver \\ 


Knife .. . A single blade. \ 
all around pocket knife saunas conn \ 
which can also be used we 
as a screw-driver. Priced “YTS 106# 
for quick sales — 















wit Tenet —_y \ 















has a sn. 
P= YOUR COST — 
—— $7.50 per doz. 
No. FR—SS” Lohg Slipfit Solid Aluminum Rod with 
9” Butt. YOUR COST — $7.80 per doz. 


No, RB—36” ROD BAG made of Heavy Canvas 

Ideal for any 2-piece Rod up to 70” YOUR COST 
CONCAVE CENTER SHAFT prtpectind scodacan 

«| IN COMBINATION — No. FR ROD and No. RB 

en BAG. YOUR COST — $9.75 per doz. 


No. 13 BCR — Bait Casting Reel... A new All Purpose Single Action Fish- 





















low-priced ree] made of Brass and Steel ing Reel — 4" x 1” wide, wt. 
NickelPlated, with features formerly avail- 4 ozs. Free Wheeling, Alumi- 
able only in higher priced reels. num except knob. Fits all rods. 






Each Reel comes packed in a Self-Selling Formerly $9.00 per doz 
Display Box. Place on top of counters for YOUR COST NOW— 
quick turnover. $5.40 per doz. 


Write for Complete Cota. | BERNARD GOLDWEBER '!°° 8ROADWAY (cor. 26th St.) 
log of Pocket and Hunt- NEW YORK 10, N. Y¥. ¢ 
ing Knives, Fishing Equip- Mir. & Mtrs. Representative — Phone WAtkins 96693 

ment and Sporting Goods. 2% Cash Discount if check accompanies order Net 10 days to 
rated firms. All prices FOB. NYC. Jobber Inquiries solicited 







































FRONT 


Featuring: 







of the flue stoppers. 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 


Folding wire fasteners at- 


tached to slots raised from the metal of the blank. 





Oster — outstanding in the 
hair-cutting equipment field 
for more than 20 years — is 


ster quality 
— your assurance 
of satisfied customers... 













erate and keep their keen cut- 
ting edges throughout long 
life. Increasing importance of 































Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Wory 8-17/64" 6" or 7" ibs. 702. 43 Ibs. 
#8 Ivory 9-3/4"° 7°° or 8°° 5 Ibs. 62 Ibs. 


Packing—I!I dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference 











J. L. CLARK MANUFACTURING CO.,‘tiinois” 








BEST-SELLER FOR QUICK 
CAR AND HOME REPAIRS 













Improved Plastic-Metal 


Patches rusted-out sections 
in auto fenders. Fills and 
seals cracks, dents, scratches 
in auto bodies and fenders, 
refrigerators, sinks, 
furniture. Dries quickly, ad- 
heres permanently to metal 
or wood. Big discounts and 
jobbers’ bunus. 


stoves, 


6-02... .50¢ 14%-lb. $1.50 


3-lb.. . .$2.50 


COMPANION BEST SELLER 
PLASTIC-Flo 


enamel for home and car. One cout 
covers any wood or metal surface. 
Won't chip, crack, peel. No brush 
marks. 20 colors. Big dealer’s and 


jobber’s discounts. 








SWISS LABORATORY .« cleveland, Ohio 


“SWISS PROTECTS THE JOBBER" 











%-pint......50¢ eee $1.50 





famous for high standards of 
design and construction that 
really mean something in keep- 
ing your customers ‘sold.’ 

Hand hair clippers for home 
and farm use are easy to op- 


personal appearance creates a 
substantial demand for Oster 
Clippers. Stock and promote 
them to cash in. Order from 
your jobber. 



















BECAUSE’ THEY ARE MADE BETTER 


WIRE DISH DRAINERS «2 


Minimum package 3 dozen Shipping Weight 60 ibs 
FO. 8 East Hampton, Conn 4/80 per doven 


New York Sales Ofhce 200 Sth Ave. Room 208 
Baiumore Sales Olfice 205 W. Lombard St 


ARTISTIC WIRE PRODUCTS CO. 


EAST HAMPTON, CONN. 


HARDWARE AGE 
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pping Wergh! 60 ibs 
ann =) 00 per doven 


200 Sth Ave. Room 208 
205 W. Lombard St 
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PAINT !! 


IMMEDIATE DELIVERY ! 


¢ « ROOF & BARN PAINT 

¢ ALUMINUM READY MIXED PAINT 
¢ MAINTENANCE-UTILITY PAINT 

¢ TINNERS RED 

¢ SHINGLE STAINS 

¢ ¢ ROOF COATINGS 

¢ ¢ AND OTHERS 


New paint vehicle, new formula. Guar- 
anteed superior to pre-war paint and 
by tests, proved durable beyond all 
paint standards. 

Competitively priced. Full profit mar- 
gins. Will be sold through jobbers only. 
Applications for this valuable paint 
franchise accepted from established 
jobbers now—in advance of first gen- 
eral announcement. 


Write for details. 
PAINT DIVISION 1-447-35 


HOLM’S MANUFACTURING CO. 


OF QHIO 
106 N. MAIN ST. AKRON 8. OHIO 


Factory at Kenosha, Wis. 





Warehouse Stocks in Principal Cities 





@ = ae 





ee 
i 
| i 
DOUBLE, | @ | gDOUBLE 
LOCKING > 5 can 


Dealers — Don't Miss the Extra Sales 
advantages—the “Double Locking” CHICAGO LOCKS 


give you ... assure more sales, Good Will, Repeats ... 
Investigate, Ask your Jobber. 









Jone 14 


CHICAGO LOCK CO. heres" 
















Immediate Shipment! 


That’s something you don’t often hear these days. 
But it’s true that these new DAYTON Water 
Softeners—easy to install, easy to regenerate and 
efficient in household use, durable in construction 
—are ready now for your orders. Don’t miss the 
profitable market now waiting for Life-Long 
DAYTON Water Softeners, 
































Double tank, brine storage, Single tank, direct salting, 
single-valve control type. multiple-valve type. 
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THE DAYTON PUMP & MFG. CO. 
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* DAYTON, OHIO 
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j A Head Screw 


4 Driver. Extra 


ms large handle. 
- A Retail 50c ea. 
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NAN BALL BEARING 


comms SAW MANDRELS 


These “QUALITY” saw mandrels are designed and con- 
structed of the finest materials available and can be used 
in the factory, in the garage, on the farm, as well as in the 
home work shop. 


These ‘BALL 
BEARING” saw 
mandrels are 
good for high 
speed, heavy loads, 
shock loads and power 
transmission. Made of one piece grey iron cast housing double 
sealed BALL BEARINGS designed to exclude dirt and retain the 
lubricant. Comes in sizes 2", %”, %4" saw bore. 


ALUMINUM PLASTERING HAWKS 


OUR ALUMINUM hawks are made 
of 12 gauge hard rolled aluminum 
plate, light weight, highly polish- 
ed, very strong, will not rust, will 
not warp. Size 13” x 13”. 

THESE HAWKS are equipped with 
a special constructed flange and 
inserted brass bushing which pre- 
vents rusting and locking of bolt. 
Fastened with four rivets countersunk flush on both sides of 
hawk and scored surface. 

Handle made of very fine grade of soft maple, sanded and 
tapered. Has sponge rubber callous preventer. Packed 6 to a box. 


Write for descriptive literature of our entire line 


Majestic Tool Mfg. Co. 


120 N. JEFFERSON STREET CHICAGO 6, ILL., U.S.A. 











Ne. 28 A. H. 


Mechanic’s Grade Burner Available through leading job- 


A 





For over 50 years, C&L Blow 
Torch has been recognized as 
the leading torch in the indus- 
try. C&L Blow Torches are 
precision built by skilled work- 
men. Their external appear- 
ance may be imitated, but the 
vital features of burner and 
generator design have never 
been duplicated. C&L expe- 
rience-proven tools are made 


No. 32A RIGHT to do the job RIGHT. 


ilable in quantity for stocki bers everywhere, 





CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY « LOUISVILLE 10, KENTUCKY 



































Be sure to stock a com: 
plete line of BANA 
pistOl Products—one of Amer 
ica’s best selling, fast- 
est growing families. 


BANA products 


BANA COMPANY #li6 New Montgomery St., San Francisco 








AUTOMATIC TOY 
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Popular — Practical — Profitable 


for Speedy 
Compost 




















he Making 
b RIGHT 
rs, CEL Blow Composting is an in- 





creasingly popular practice. 
Both home gardeners and profes- 

sional growers like the cleanliness and 
convenience of COMPO and enthuse over its 
fast, effective action. They approve its 
economy also. The result, quite naturally, 
is profitable repeat sales. Be sure to stock 


recognized as 
h in the indus- 
’ Torches are 
y skilled work- 
ernal appear- 
itated, but the 
f burner and 
n have never 


. C&L expe- COMPO this year. Packaged in 714, 25 and 
ols oe 100 Ib. units, retailing at $1.00, $2.00 and 
. : $7.50. Ask your jobber or write direct. 


h leading job- 
ybA 





AGRICULTURAL LABORATORIES, inc. 
1319 Chesapeake Ave., Columbus 2, Chio 


a 


FG. C0. 


10, KENTUCKY 





SANt 

















HERES THE BICCEST 
STORE EQUIPMENT 


VALUE EVER OFFERED 








NEW “48” DESIGN 











* 
4 to 6 weeks 
nage . awa shipments 
—one of Amer: 





Send sketch of store with measurements for free store 
planning service and No. 48 catalog. 


W. C. HELLER & CO. 


547 BRYANT ST. MONTPELIER, OHIO 


t selling, fast 
wing families. 
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‘R.P.M. dealers are just as happy as R.P.M. owners because 
universal owner satisfaction means freedom from servicing 
grief and steadily increasing sales from the friends of 
owners who are all eager boosters. 

The “secret” is that R.P.M. is engineered from experience 
by men who determined to produce a power mower that 
would deliver everything so long desired by those who 
take pride in a well-tended lawn—plenty of power, de- 
pendability without interruption and mechanical tinkering, 
rugged year-after-year stamina, easy handling, close trim- 
ming up to obstacles and under shrubs, positive once-over 
cutting to any desired height, extremely light weight, real 
safety and protective features against damage. 

Hence the easy-starting, economical 24 h.p. gasoline engine 
developed expressly for this service; the improved rotary 
cutting principle with one-piece tempered blade and safety 
release; the patented housing which creates suction to draw 
grass erect and expel cuttings to one side; and many other 
advantages. NOW being nationally advertised to bring you 
more pre-sold prospects! 


3 Other Models for Every Purse and Purpose 


** MR. DEALER, here is the power mower you 
can sell with double confidence, Ist, that 
every purchaser will be a booster for further 
sales and, 2nd, that you will keep your prof- 
its without servicing drain-off. See it and 
compare. Stock it alongside any makes you 
please and watch the public go for R.P.M. 
‘Get the full details today from: 

R.P.M. Mfg. Co., 401 Independence Ave., Kansas City 6, Mo. 


Rotoflo Power Mowers 
are Real Profit Makers 











CAULKING GUNS — AND CARTRIDGES 
to fit any job—Nozzles 1/16" up 


an now obtain the complete original the new "Cleer-flo” one-piece tapered nozzie—no 
AVITAL line of *Guns and *Cart "id idges . strain, no slipping, no excess weight. Vital-Pak 
only line ———, a style single unit handies. Cartridges keep guns clean, eliminate messy 

We can supply ms for any job, nozies filling. At better hardware and paint stores, Pa. Nes. a ae 











u 
1/16" up. y vitor? Caulking Guns feature Guns $4.50 to $15.00. 


The VITAL PRODUCTS MFG. CO., 7500 Quincy Ave., Cleveland 4, 0. 














MARTHA y WHY LOSE MONEY and FRIENDS 
On a 10¢ Oil? 


WA $ H I N G T 0 N e2 : , Sell a premium oil—famous for years— 


. 
rons comact |e | GS 
“Worthy of the Name” he a j. 
eee cer : “The Enemy of Corrosion and Friction” Ge 


Down-Draft Hot Blast i ' Kes 
eee tae a, ‘ Sells hobbyist, hunter, householder—extra @ vusricates 


imum efficiency. Heavy- in > Es 

duty special alloy slot- ~| ae . ld ,° . \ NS 

ted fire pot and large [| >| a profit on each Fiendoil sale! @ CLEA 

hea ribbed combus- | ee e 

tion’ ehamber, - adding re —. 3 oz. Spout Can Dealer Price @ PREVENTS RUST 

ate ten’ ile ae J 40c. Retail $3.20 Doz. Easy re] 


insure long life and 
added years of satis- 
een ee McCAMBRIDGE & McCAMBRIDGE CO. use and 


a dae THE GRAY & DUDLEY CO. 2201 Eagle St., Baltimore 23, Md. fast sell 
Nashville, Tenn. 














| (lamin nance haipsiaonaaan a edge, ys 
. long, cc 


The Tuffy Tumbler Really “Tumbles” | NOW AVAILABLE! ee ower 


. colorful, fascinating 
combination of two toys in 
one. A vivid “Floater” ex- 
citingly tumbles when the is se 
aluminum carriage is ay 
pulled. White spiral on 3” ala 
wood wheels increases 
speed effect when in mo- 
tion. Attractive and in- 
teresting for toddlers and 
older children. Individual 
2 color illustrated box 6% 
x 4% x 8% and nacked 
by 3 and 2 dozen—shipping 


weight 25 and 15 pounds. oe . * os ‘ f 
tila &- =~, ROLLER DERBY SKATE CO. 0 


8200 HARVARD AVENUE CLEVELAND 5, OHIO 5 taal 4533 Payne Ave., Cleveland 3 “— 


BURGLAR-PROOF — AND etaaate LOCK 


The New Improved 
Fraim No. 304 Sash 
Lock with 2" bolt 


throw, locks windows 
securely in open or Yai @ Y ad x SEND FOR COMPLETE 
closed position. y a INFORMATION 


Also useful for cupboards, cellar windows, 


etc. > if - '] 
epigernan Y 1g | GEPHART MFG. CO. || 4 
THE E. T. FRAIM LOCK Co. ; 1020 West Adams St., Chicago 7, Ill. Fs 


Producers of Quality Padlocks and Night Latches for 67 Years i } Specialists in Steel Fishing Rods for 3 
LANG AEVER PENNSYLVANIA BAIT CASTING « FLY FISHING « SALT WATER FISHING 


— ) ep ee) eee) ee) ee) ee) ee ) ee) cee) ee) ee) ee) ee) ee) oe) oe) ee) 
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cTRic FENCER 
: > ges WRITE 
THE LEADER SINCE 1872 n 
Red Devil Glass Cutters ond other glaziers’, (>: 
ti there’ bstitute f lity. te No. s : 
eee an Ero) «| sosas por 


pointers’ tools and machines ore designed to the W. | 
RED DEVI. TOOLS. Irvington 11, N.J.,U.S.A. 





AY 22, 
HARDWARE AGE 








RUST-RID- 


pland 4, 0, ” at Wie RUST SOLVENT 


id FRIENDS np Guaranteed 
for years— | cee not to attack 
meeeg@is . . 4. 
only rust. 











@ iusricates 
CLEANS 

: Ti RUST 00L STEEL BLADE SHEARS Rust-Rid penetrates rust quickly 

and loosens all metal parts regard- 

use and resharpening. A domestic and industrial less how badly frozen together. 

fast seller. Tempered tool steel offers a long life TIMELY TIP: Quickly loosens 

tires from rims frozen through 


long, completely chrome plated. rust, on autos, tractors and trucks. 
Write today for trade prices. 


WRITE NOW FOR DETAILS! 
VAL-A COMPANY 


THTT ae Pee P) and bi a . 
NU-AGE PRODUCTS CO. 700 W. Root St. Chicago 9, Ill 


Easy replacement of blades worn by continuous 


edge, yet you pay for it only in the blade. 7/2” 

















STREET 


& RINK | 
{f SKATE CO, Y 
>., Cleveland 3 we y 


Tempered steel, razor sharp 
-B blade. %'' stainless handle. 
Hook removes eyes. Mounted 
on sales card. 
Suggested retail 35c. 


MIRACLE PEELER 
MODEL 7M 


Same tempered blade. '/,° 

aluminum handle. Also 

mounted on colorful card. 
Suggested retail 25c. 





Chest Model 
12 cubic feet 


FOR COMPLETE ' 4 " IN ie 


FORMATION 
PEELS—SHREDS CASH IN ON HARDER-Freez 
MODEL G 
AFG. co. % Tempered steel blade Tyler is going places in the home freezer field. Dealerships 
+e Chicago 7, Ill. - age lage D m are available in many cities and towns. It will pay you to 
ishing Rods for Suggested retail 15¢ get complete information on the new Harder-Freez Home 


WATER FISHING 
Freezer line. Write Tyler Fixture Corp., Niles, Michigan. 


Do. d— Pr — Market 
Not Saturated — Experienced Manufacturer — 
Plenty of Features ~ A Remarkable Value! 





=r) be, = 
ELECTRIC eq | HARDER Zi, 


:: 40% KER TYLER FIXTURE CORP., Dept. HA-5 
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NAME 


ADDRESS 


548 PORTER STREET DETROIT 16, MICHIGAN 
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LIGHTWEIGHT PUMP 
Lightest, Most Compact Gasoline Driven Pump on the Market. 


V CHECK THESE FEATURES 
* CAPACITY...Deep well pumps up to 2000 GPH shallow 
well to 3000 GPH surface to 4000 GPH or up to 1500 GPH 
at 50 Ibs. discharge pressure. 

DEPENDABLE... Quick starting, new two-cycle 3 HP 
vertical shaft engine. 

STURDY...High-pressure aluminum die-cast engine, anti- 
friction bearings, stainless steel pump shaft. 

ONE MOVING PUMP PART... Cast bronze impeller, 
precision built to last. 

MULTI-USE... Pressure water supply, 
regulated land irrigation, drainage, oil field 
and contractors use. 




















+ + & 











Prompt Shipment . .. Dealer Inquiries Invited 
Send for literature on other DEPCO PUMPS including 
NEW ULTRA-LIGHTWEIGHT SELF-PRIMING PUMP. 








DIESEL PUMP AND ELECTRIC MANUFACTURING CO. 


Dept. D-1 + 110 West Broadway + Glendale, Calif. 








Biggest | COASTER || 
WAGONS 
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Now comes the big profit season for Coaster Wagons .. . and here’s 
the big buy of the year. Many new sales features, yet POPULAR 


Super streamlined. Heavy, gauge material. Bright red, with smart 
trim. Solid rubber tires. Removable hub caps. Arch frame of cold 


PRICED for volume sales. | HANDY FOR ALL MECHANICS 
| 


rolled — Extra steel bracing for extra strength. Axles of 1%” © CARPENTERS ¢ HANDY MEN © AUTO MECHANICS 
solid shafting. Strongest guarantee in the industry covering parts, ELECTRICIANS ABINET MAKERS MEN 

and wagon itself. The finest, strongest coaster wagon on the market “ sdb ° = 

today. And it’s priced to SELL. © WINDOW TRIMMERS’ ¢ DISPLAY MEN e RADIO MECHANICS 
DEALERS-—WRITE TODAY for our unusually attractive prices 

and illustrated circular. Wagons shipped two to the carton, approx. 4 No Tool Kit Complete without BRADMASTER 


75 Ibs. shipping weight. Send for prices TODAY, and get your share 
of this summer's big coaster wagon business. 


NOCKONWOOD INDUSTRIES, INC. 


DEPT. H BLOOMFIELD, IOWA 











ATTRACTIVE DEALER PRICES -~ PLEASE WRITE US 
MARKWELL MFG. CO.nc 2200." 
: LINAC. New vorK.N.v 
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That Won't Chip, Rest or Peel! 


YOUR CUSTOMERS WANT THEM! 
YOUR JOBBER HAS THEM! 


HIGH LUSTER! Looks like chrome. Shining 
“Sparkl-Brite” pulls make cabinet doors 
and drawers sparkle with beauty! 








€ HIGH QUALITY! “Sparki-Brite” pulls are a 
“Hollymade” product, your assurance of 
quality, performance and design in 
builders’ hardware equipment! 


LOW PRICE! Priced low for quick turnover 
and good dealer profit margin. 


PACIFIC PLASTIC & MANUFACTURING CO., INC. 
Manufacturers of Builders Hardware 

4865 Exposition Blvd. 

Los Angeles 16, Calif. 





wo, faint See 


wy Holey mea 
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ALWAYS PLUS VALUE 


THE CHORE GIRL ti 


“Pot Cleaner of the Nation” 
SAFE FOR HANDS 
AND PANS 


Now, the new, exclusive eyelet closure with four 

distinct advantages: 

1. Eliminates the hazards of sewing wire ends. 

2. Increased serviceability—holds "The Chore 
Girl" together in ball or pad form to its last 
thread. 

3. A means of hanging up "The Chore Girl" 
other than through the mesh. 

4. Permanent identification—"The Chore Girl" 
brand stamped on each eyelet. 


THE CHORE GIRL FAMILY 
OF SAFE POT CLEANERS 


A family made up of every consumer-demanded type 
pot cleaner backed by a selling policy of equitable 
fairncss and stxbility for all distributors. 

"The Chore Girl’ family is a line that guarantees 
the dependent value of your inventories, the high- 
level tempo of profit and repeat sales, and the 
assured safety of your investment 
There is continual profit for you with 
Girl" family. 


METAL TEXTILE CORP. 


ORANGE, NEW JERSEY 









Registered Trade-mark 





















"The Chore 
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tf Hardware dealers con create ew EXTRA 
PROFITS from ready and waiting home moderalzo- 
Hon Jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Pevpie giadiy pay up to 
$5 per day In rentals alone. Besides you sell large 
amounts of supplies that ore needed in any floor 
finishing of bullding modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon th d 
tars for hardwore and paint dealers from coast to coast. The 
Income that ronges up to $5 per day Is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures compiled by a numbe- of your fellow dealers clearly indicate 
that you can ADD SALES of sondpoper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to ~-o h and every Lincoln Speed-O-Lite 
rental customer. We urge you—write ‘oday for full details about the 
Speed-O-Lite Sander Rental business 


of dol- 
rental 





FLOOR MACHINERY COMPANY, Inc. 
meiuinors 


4 SOUTH PEORIA ST CHICAGO 7 





World's manufacturer of the most complete line of floor maintenance equipment 
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Do a Rotter Job Faster: ‘ 


SOLD ONLY THRU JOBBERS 


SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 




















MAKE SUPER PROFITS! 
WITH S OPER Carbide “Jipped, 


MASONRY DRILLS 


STANDARD 
LENGTH 


EXTRA 
LENGTH 


BIG SALES to 


@ HOME OWNERS @ PLUMBERS 





@ CONTRACTORS 





@ MAINTENANCE MEN 





@ ELECTRICIANS @ BUILDERS 





WRITE FOR LITERATURE 


SUPER TooL COMPANY 


Carbide Titped Toots 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Cal. 


















































WRITE FOR AN ILLUSTRATED CATALOG 





IE ITS | 
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YOU WANT id 


GERERAL MAROWARE Co, 


URERS OFA 
E tine OF 


GENERAL HARDWARE 


CONGRESS DRIVES 


PRICE APPEAL 


D2, 


<< and 
CONGRESS) é EYE APPEAL 
Pre-War Prices! Highest 


quality and low prices enable 
you to offer your customers the 
biggest pulley values on the 
market. 


3 Eye Appeal! Every Congress 
Pulley is individually packaged 
in handsome 3-color box. Pul- 
leys reach your customers in 
top condition, dust-free and 


lean. 
You get this handsome 3-color — 


display in our special assort- 
ment of 50 pulleys, in 27 dif- 
ferent sizes, for $15.00. This lot 
retails for $26.40. Special in- 
ventory card keeps stock up— 
investment down. 





You Make More 
Money when you 
push Congress, 
big value, nationally 
advertised Pulleys. 


ASK YOUR JOBBER 


or Write for Information 


—- 


ae 
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CONGRESS °::0° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 

































BUY FROM YOUR REGULAR JOBBER 


—— 








eS S 











COM PANY 


3618 W. PIERCE STREET MILWAUKEE,WISCONSIN 
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PACKED FOR THE JOBBING TRADE 


WOODRUFF KEYS - MACHINE KEYS 


TAPER PINS @ STRAIGHT PINS @¢ COTTER PINS 
AND OTHER “Stanho" STEEL PRODUCTS 


THANKS TO OUR FOUNDER, WE HAVE AN EXCLUSIVE MANUFACTURING PROCESS; 
THANKS TO OUR MANAGEMENT, WE HAVE AN EXCELLENT PRODUCT; 
THANKS TO THE HARDWARE DISTRIBUTOR, WE HAVE A DISCERNING MARKET. 


DIAMOND ANNIVERSARY @ 75 YEARS OF CONTINUOUS SERVICE 
TANDARD HORSE NAIL CORPORATION ““Since‘isz2, NEW BRIGHTON, PA. 













New Standard Brand HORSE SHOE NAILS 


























IVES 


APPEAL 
and 


APPEAL 


trices! Highest 
low prices enable 
our customers the 
y values on the 


1 Every Congress 
idually packaged 
3-color box. Pul- 
our customers in 
n, dust-free and 


lake More 
when you 
Congress, 
2, nationally 
sed Pulleys. 


RIVES 


12, MICH. 









F.C. STEEL HOSE HANGER 


Meets a Need in Every Home 


The safest, easiest way to care 
for garden hose. Hangs hose 
without kinks or crushing. One 
piece heavy gauge steel— 


$12.00 doz. A "pick-up" seller at 99¢. 














LAR JOBBER 





DWARE AGE 





3106 W. 51st Street 


r SPECIAL SALE” LEADER 


At the prices we quote you can use these two 
items as "Special Sale" leaders. They "look like 
big money" yet are most economically priced— 
regular pre-war prices and quality. 

Order a gross of each—today—immediate deliv- 
ery—and start your sale at once. 


F.C. STEEL BROOM RAKE 


—A Really Superior Product 


A 24 tine, heavy steel broom rake 
of exclusive design. Arched plate— 
Cantilever construction doubles 
strength. 20 inch spread. Dark green 
baked enamel finish—48" waxed handle. 

Packed 2 dozen to carton. List $15.60 doz. 
Sells “like hotcakes'"’ at $1.29. 


Holds 100 ft. hose. Mounted on fence, wall or house. Dark 
green baked enamel finish. Packed | doz. to carton—List 


Order a supply of both today. Standard discounts. 
FIRECRAFT CORPORATION 
Dependability in Metal Products since 1910 
Chicago 32, Ill. 





The Famous ‘‘WHIRL- 
ING FAIRY” is simple, 
rugged, and dependable 
—one of the finest 
sprinklers ever 
built. Efficient and 
trouble-free. 




























Compact, attractive ‘‘Poppy’’ Sprinkler 
throws gentle drenching spray. Head 
and arm cast in one piece. Simple, no 
loose arm adjustments. 


SOLD EXCLUSIVELY THROUGH HARDWARE JOBBERS. 



















| &. R. ° MFG. CO.! 


| LAWN and GOLF SPRINKLING EQUIPMENT 
OVERHEAD IRRIGATION SINCE 1914 


PEORIA, ILLINOIS 

































Nena CONSUMERS 
CRACK FILLER 


or Wood Putty. An improved 
plastic material (dry) that 
does those “‘fix it’ and "make 
it" jobs quickly and easily. 
Just mix it in water and press 
the dough into place. 
in 5 oz. pkgs. Also | 
Ib. cans and 1/00 Ib. 
drums. 





TIGER GRIP. a - =a 
I ‘Ss u LSU v- 


ee S| PAINT BRUSH 
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_ 4 Fast Selling Consumer Products Of Real Merit 









TIGER GRIP LINOLEUM CEMENT CONSUMERS PATCHING PLASTER 
Ideal for laying linoleum on wood floors, For cracks, holes, etc. Mixes 

or pasting linoleum on sink tops or drain Ta udoder tea” Ne 

boards. Spread thin coat on surface— ay sag In \ a, & 

use a scrap of linoleum for spreader. '/2 aomer | —. sy i An dhe 

pt., pint, quart, | and § gal. containers. 100 and 300 Ib. bbis. 







DAISY BRUSH CLEANER 
Cleans and softens old paint brushes perfectly. Keeps new brushes 
like new. 10¢ size—24 pkgs. in unit, 25¢ economy size. 2 doz. In 
case. Wholesalers—send for our folder showing Products of Merit. 


STOCKS CARRIED BY MANY WHOLESALE HARDWARE HOUSES 
IN PRINCIPLE CITIES FOR YOUR CONVENIENCE 


CONSUMERS GLUE COMPANY 


SINCE 1906 


ST. LOUIS 18, MISSOURI 













































.. . BARGAIN PACKAGES OF 
TABLE SETTING BEAUTY Fae 


HANDY PACKS of beautiful Milapaco - ‘: 
Lace Paper Place Mats or Doilies sell * 
themselves... fast... and at many- 
times the old dime unit sale. Each con¢ 
tains 100 of a single design and size, 
illustrated full size—with clever sales- 
building ‘‘use’’ ideas on the package 
back. Great traffic stoppers, simple to 
display, handle, stock and reorder. 












































Order your Milapaco 
HANDY PACK stock now for 
future delivery. 





1306 EAST MEINECKE AVENUE -: Established 1898 MILWAUKEE 12, WISCONSIN 








Imagine he> coLor* 
SALTa PEPPER @aS=== ¢ 


ALL IN 


eo) 13 


SHAKER 


— 
i TRANSPARENT 
, PLASTIC 








Anvano>? Fos eResy aa 
VIM DIM COLE BE SY 





SELECT SHAKER...« quality combination 
SALT and PEPPER SHAKER 


_. with cover and base in six attractive 

colors and barrel of transparent plastic. 

4 Just a twist of the cap will give you Salt, 
COLORS another turn, Pepper. SELECT SHAKER \ pees € 
pall repels moisture, is non-breakable, and . . 
sane’ will ot spill when cover isimclosed po} Paranovs Mic, wevee ines asin arden wie 
e Yellow sition. SELECT SHAKER is a “must” for : si 


The Flamemaster Wick is undoubtedly the leader in reputation 
© Green camping, picnics, barbecues. Adds color | and in distribution, being sold by more hardware stores than 
© Amber to breakfast or luncheon table. A tast | any other wick and is distributed by leading jobbers everywhere. 

also 


seller. Packed assorted colors. =_— 
Mottled Blue 


Mottled Red Write us for discounts and further d-tails. , A TT. | 
SELECT DISTRIBUTORS LAN Re 
2023 Webster Street * Oakland 12, California ASBESTOS co map AMY 


Order NOW for Your Summer Outdoor Living! NORTH WALES, PA. -- 
WicKs 


MAKERS OF GLASWIK; FLAMEMASTER, TOP NOTCH AND VICTORY 


On 





wenve 
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EETeae P NOW! PASTEURIZE 


—safeguard 
your family’s 
health* 





* Milk-borne diseases as 

reported by State and Local k 

Health Authorities to the 7 ‘a 

U. S$. Public Health Service The only certain way to avoid disease from milk is to 


a ene ggg te on pasteurize it. The Waters Conley HOME PASTEURIZER 
typhoid fever, septic. sore does it automatically. No stirring or clock-watching to 
gy en gpl oe do. Just set timer-knob, plug into any 110 volt electric 
ah F outlet—that’s all. Timer shuts off unit and sounds 
buzzer when pasteurization is completed. Handy one 
gallon size. Laboratory tested. Guaranteed. Moderately 
priced—costs only a cent a gallon to operate. 


* EY s ‘our foci 
ag A . ru eat 





dealer or 


WATERS CONLEY COMPANY Me Ga SOME PASTEURIZER deceptive 


ROCHESTER, MINNESOTA tolder 








The Quality Products of § 
CUTLERY! Leading Mantactiiis... HEY! DO YOU KNOW 
now available at standard prices! THAT WE MANUFACTURE 








Send for catalog and price list 


iN Immediate Delivery THE BEST 
4" Forged Pocket Scissors GRATERS * 
Gunmetal Finish SLICERS 
\\ 925 SHREDDERS 
PER DOZEN 


AND 











$7.00 per dozen value 3-PIECE 
| * SHREDDER SETS 


ler in reputation SE , ? 
ware eran tel 45 Vesey Street New York 7, New Low Prices in Effect Now. 
bers everywhere. | 


ced, high-grade 
asbestos wicks. 


Write for Circular. 


\Ss [73 D ANDEE, INC. 


ANY STURGIS, MICH. 


iD VICTORY WICKS 


RDWARE AGE 
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GOODYEAR LOAD BINDER 


New, improved 
with added 
strength,  rede- 
signed handle, 
forged steel hooks 
and swivels. Se- 


OPEN 










COLMBIAN VISES 


THE BEST MADE 


%* Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 








SWIVEL 
cures all loads on 


which a chain is 


used. Tested to 10,000 lbs. breaking strength. Takes 
up ¥% in. chain—easy adjustment. Weight 11 lbs. Lever | 








211% ins. 44% in. takeup. A safe load binder that sells 
on merit. Backed by 50 years experience. Write— 


GOODYEAR AND MILLER CO. 


Bloomdale, Ohio, U. S. A. | 








ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
* equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 

















Z 

























They make 
my work easier and quicker, because they do what they're 


. | know from experience that they're the best. 


meant to do—fast. So give me BULL DOG!” 








Removers, HOLD-TITE, Thinners, Floor 
Sealer, Waterproofing, Brush Clean- 
ers, Window Cleaner, Polish, and 
Woxes. 


GILLESPIE PAINTS 


35 DEY STREET JERSEY CITY 6, N 
























BOX WICKING 
6", 0, 16", 16" 
WIDE REINFORCED 


CAPACITY 40 GAL. « 
TANK; 8 TURN COIL 
Copper Hot Water | 
Coils © 3 Gal Metal 
Tank Stands @ Range 
Oil Burners @ Port- 
able Space Heaters im 
@ Kerosene Cook | 
Stoves, Etc. 


IMMEDIATE 
DELIVERY 


ae Yo) Write Department 
679 SET. R For Price List. 


PILGRIM. OIL BURNER MFG. CO. 


HARTFORD 1, CONN. 
























































USE HOSNAPS ON: 
mm LAUNDRY TUBS Mm HOSE CONNECTIONS 
mi HOSE NOZZLE © HOUSE FAUCETS 


HOSNAP connects hose to 


faucet, nozzle, or sprinkler by 





simple push in movement. 


PAT. PENDING ON ALL CRESCENT PRODUCTS 
SOLD THROUGH YOUR JOBBER 
CRESCENT STEEL CO 1573 EAST LARNED ST DETROIT 7. MICH 
Manufacturers of FINE LAWN SPRINKLERS HOSNAP COUPLINGS AND NOZZLES 











CUSTOM MADE 





" BLINDS 


Made to measure 
up to your 
requirements 
in 
ANY SIZE—ANY COLOR 
a 


10 DAYS TO 
2 WEEKS DELIVERY 


Excellent mark-up. 
A sure profit maker 


Sead fer Felder ""H"’ 


7h - Stober Manufacturing Co. 


* 991 Fulton St. Brookiya 16, M. Y. 









PINISH: Green Enamel. 


= High carbon welded 
bs . (Four times 










r than commen black 
pipe. "7 feet fapet 12-inch 


diameter 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets In ground o 
concrete. Black enamel 
finish. 























PACKED: Four complete posh 
—" in heavy waterproo! 


werent: a = per set of 









Immediate Delivery . "rem O 


CHENEY INDUSTRIES, Dept. H Trenton, N. J. 








AUTOMATIC GRIP 
SCREWDRIVERS 


MORE WORK 
IN LESS 
TIME! 


THRU 


Hold-E-Zees do the job better, faster. They excel wherever screw- 
drivers are used. Gripper instantly released by spring action, slid- 
ing up out of way when not in use. All materials highest quality. 


UPSON BROS., INC., 84 Exchange Street, Rochester 4, N. Y. 


HARDWARE AGE 
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Ita 
for 
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There’: 
caulkir 
venien 
Quick- 
to ap 
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ST MADE 








Columbian Vises 

the standard for 
ength, workman. 
ip and depend- 
ility. Columbian 
ses offer your cus- 
mers the greatest 


lue in efficient 
d economical vise 
[uipment. All types 
r all work. See 
ur distributor. 


Cleveland 4, 0. 








MFG. CO. | 


| MADE 
& ALUMINUM 
IDS 


measure 
your 
nents 
in 
—ANY COLOR 
4 


MAYS TO 
‘S DELIVERY 


1t mark-up. 
profit maker 


Felder "Ht" 


sturing Co. 


pokiye 16, M. Y. 


i: Green Enamel. 


a carbon welded 
a times 


commen biaci 
7 ‘oot fone 2 8 x 1/-Inch 








+ New design, strong, 
q with plenty of line 


tT: Heavy steel tubing, 
ong. Sets in ground or 
ete. Black enamel 


D: 5! complete post 
eee n heavy waterproo! 


— per set of 
posts. 


OUGH YOUR WHOLESALE 
Trenton, N. J. 








ORDER THRU 
sAeltl meriel 1-14 








wherever screw- 
"ing action, slid- 
highest quality. 


chester 4, N. Y. 


IWARE AGE 


















for po eget jobbers and retailers. Place 
your spring order NOW. 


LEHR EQUIPMENT SALES, INC. 


Exclusive Sales Agents 
98 S. 6th St., RICHMOND, INDIANA 





M l D G I JOBBERS 
W ia R DEALERS 
MOV lawn trimmer Order yours 
that gets the ragged edges NOW! 
left by the lawn mower acs 


Midgi-Mower makes lawn trimming seller at 
easy. No more stooping or squatting. No 

more backaches. Just stand and turn the $1 4.95 
handle while Midgi-Mower does the work. 

It adds up to real sales and profit possibilities retail 


















Materials joined with Plasgon ‘“Sand- 
wich hesion” withstand a shearing 
istress of over 200 pounds per square inch! 


Sond, or honed free sample and try this 
yoursel, 


Sean Sie the plastic adhesive, 
over each surface. No heating or prepara- 
tion necessary. “Sandwich” a piece of 
kraft paper or fabric between surfaces and 
fo firmly together. In 48 hours you'll 

ave a tough permanent joint . roof 
against heat, oil, gas, water . flexible so 
that shock or jarring can not weaken it. 


If you or your customers have a difficult 


METALS 
PLASTICS 


RUBBER adhesive problem, let us show you how 
GLASS to solve it with Plasgon. Samuel Cabot, 
Inc., 1709 Oliver Bldg., Boston 9, Mass. 
SOLVES YOUR 
ADHESIVE 
PROBLEMS 











( AT GUN P< POINT — os 


There's no better material to have at your 
caulking gun point — and no more con- 
venient and economical way to get it there than by a Flexiseal 
Quick-Load Cartridge. Saves time and bother. Flexiseal is easy / 
to apply, adhesive, ,and dependably non-staining. Dries to a 
tough surface skin but remains flexible 
underneath. In cartridge and cans in Bril- 
liant White, Alba White, and Limestone 
Gray in cans only. 


‘LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 
















PRECISION 
WARRANTED MACHINED 


6° BARTON JOINTER ALUMINUM OF 

























TABLE —43"x 82" in. wide 
RABBET— Full 2” RETAIL $12 5 cost $75 
HEAD — Round 3” diameter. 3 knives F.0.B. PORTLAND, ORE. APPROX. WEIGHT 70 LBS, 


Order direct from 


BEARINGS —Sealed ball hearings 
PALMER D. WEEKS, pistributor 
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tS EU 3 Oh 8 401 S. W. Ist Ave. PORTLAND 1, ORE.%. 





Stick with Leech and it'll Stick with You! 





STICKS LIKE A~ 


FLUID CEMENT 
REG. U. S. PATENT OFFICE 1932 
it you want a tast selling cement, buy LEECH. Repeat 


sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Actractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 


LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansas 











Nos. 24, 2% ond 30 peseoeseed 6 Glasses 


HROUGH Factory-Built-In-Accuracy, the 

highest degree of perfection, combined with careful 

inspection, Sand's Levels have set the world's 
standard for 51 years. 


SANDS LEVEL&TOOL Co. 


863! GRATIOT AVE,, DETROIT 13, MICHIGAN 


developed to 





















eERLES 
*AYDRO- Mis 


LAWN - SPRINKLERS 


LAWN 
SPRINKLER 


IT REVOLVES 
Metal 
Spike ¢ Sprinkles 
30 ft. 
Hooks-up in series 


Peerless INDUSTRIES 


5141 MILITARY DETROIT 10, MICHIGAN 


Base with 


radius e 











hess — items to Jobbers exclusively 


A. ia" Chuck & 
Arbor combi- 
} nation. 

. Y2"" Arbor for 
/ poorer, ey a 
ic. * uc 
| es chuck. 





Clamp. 


eo _— 
Clam 
V,"" Work Ar- 
A >, 

& " Mfrs. Agents: 
Some territories 
_ open. Write for 
‘ae | details. 


fines CoO. 


Machinist's 
CONIMICUT | RHODE ISLAND 
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BINDER TWINE 


BALER TWINE 


a. IRA helena. | ae 


: Cndage Y-roducle 
Os 
THE ROPE YOU CAN TRUST BECAUSE IT 1S Mati Sa Sete ee: 


PLYMOUTH, MASS 

















Top: DEEP WELL. Compact, 
skilfully engineered units 
that assure top performance 


Bottom: SHALLOW WELL. 
Simple, accessible, dependable. 
A leader everywhere. Also 
hydro-jet systems. 


A. Y. MCDONALD MFG. CO., DUBUQUE, IOWA 


“Famous for Service” 
for 91 years 





MADE FOR ROUGH SERVICE! 


Forged ball-and-socket 
joints will swivel under 
heaviest loads and can- 
not be pulled apart. 












LeBus ‘‘Bulldog’’ Load Binders are drop : 
forged of alloy steel and heat-treated for 
strength and safety . .. they’re designed 
to meet the severe demands of the trucking 
industry for a load binder that'll ‘‘take it” 
in severe service. 

LeBus Load Binders are furnished in 
two sizes . . . both are unconditionally 
guaranteed and are available for immediate 
delivery. Liberal discounts make them 
profitable to handle and attractive, free 
sales literature helps boost sales. Write 
today for additional information. 


SOLD ONLY THROUGH 
RECOGNIZED JO8BERS 
AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS 


P.O. Box 2352 Longview, Texas 





SELL TIME & LABOR SAVINGS 


Patented 
E Ball-Bearing 
—__* C Center Drive 
Switeh tn .™ y See 
Handle : 4 y 
OF y) 











Twe Handles 


Long Teeth zg Z 

. _@ Serrated Cutting Edge 

14” Cutting Width 
© Cuts wood like a hair clipper 
cuts hair; weighs only 6 Ibs. 
© Trims all shrubbery; shapes trees © Built to last a lifetime 
© Cuts stems up to pencil-size © 25' cord furnished 
Weite today for illustrated folder 

SCHARTOW IRON PRODUCTS CO., Dept. 107-D, RACINE, WISCONSIN 


SIPCO Electric HEDGE TRIMMER 


© Approved by nursery men and 
gardeners 








KEES SAFETY HOOKS 


STRONG — EFFICIENT — INEXPENSIVE 





@ Keep barn and garage doors, 
and farm gates hooked. A gravity 
latch (no springs). Holds securely 
. +. prevents opening by stock. 





Sturdy wrought steel, 6 inches long. Two staples. Your 
hardware jobber should have them. 


Ws F. D. KEES MFG. CO. 


Box K-8 Beatrice, Nebraska 








New Modern |: 


KEY MACHINE _ 


The long awaited Precision 
Micromatic Code and Dupli- 
cating Machine is ready. 





One machine for all work. No guides or disks to take off or put 
on. Just turn Micrometers to the thousandths of an inch. 

Cuts all keys from a sample or by code. For cylinder, double 
side cut, mailbox, locker keys and all other keys by Micrometers. 
It's complete. It has automatic manual start & stop, and oper- 
ates at variable speeds for different keys. It's always ready for 
service. Profitable, attractive and a real business booster. 
Write for free folder on the Key Machine, and details of new 

Cutlery Grinder. 


PRECISION KEY MFG. CO. 


657 COLUMBIA STREET, SAN DIEGO 1, CALIFORNIA 











When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?" 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heeding of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your "Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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STEEL & 
PEORIA | 








CARPENTERS 


2, 
A wooo 


\i 2 AND ALUMINUM 


ASK YOUR DEALER 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY= As 


~ — 


El “a oo 
woopd 
UMI 


AND AL 


= 
~as 


UM 


or G-Sie) 


mavestoors (MAYES BROS.TOOL MANUFACTURING CO.. Inc. Port Austin.Micn. 


314 


eiinaicieee 





HARDWARE AGE 


MAY 






















#10 #11 
for Jobbers Drills for Wire Gauge Drills 
1/16 to 1/4" ine. #1 to 60 inc. 








DRILL 4 


= 
for Jobbers Drills 
1/16 to 1/2" by 64ths 


Sturdy Twist Drill Stands 


Made of die cast metal. Can be hung on wall 

or placed on work bench. Popular priced. Sold 

12 through hardware and mill supply jobbers. 

Sales Agents— John H. Graham & Co., Ine. 
105 Duane Street, New York 8, N. Y¥ 


i STAND 











VICE! 


ball-and-socket 

ill swivel under 
loads and can- 
vulled apart. 
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ngview, Texas 


_— off or put 


A ng double 
Micrometers. 
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Makes 1#?" 
> Makes [t?” 
. You'll find 
of the item 
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er arranged 

Makes It?” 
ants quickly. 
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17, N. Y. 
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OVER 80 YEARS’ EXPERIENCE 


PRIEST'S 
CLIPPERS 


Triple plate — copper. 
nickel, chromium finish. 
Ball bearing, easy action. 
Over 80 years’ experience. 
ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 



























Stock and display these items 
that are needed in every home 
and office. The hanger with the 
twist for pictures and mirrors 
up to 100 Ibs. The pin with the 
handle for lighter wall decor- 
ations. Nationally advertised. 


Also Moore Marking Tacks 
for display boards 


ORDER FROM YOUR JOBBER 







YoYo) 7: PUSH-PIN COMPANY 


SINCE 1900 + 113-25 BERKLEY STREET + PHILA. 44, PA. 









Preferred by Dealers . . . 


% @ The ONLY fence with an easily 
recognized trademark (top wire 


<i 
& ash R FENCE | ee 
\ walk 


Tp ire ie painted red) 
\ ays TOBE A KEYSTONE nous @ Nationally advertised. Your farm 
RY ake customers have seen our ads for 







years — they know and prefer 
Red Brand. 
om quality fence for 57 years. 





KEYSTONE 


STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 







SPOT SASH CORD 
PHOENIX SASH CORD 
AETNA SASH CORD 
WHALE CLOTHES LINES — 
SAMSON SMALL LINES 


You know them, your 
customers know them by 
name and qua my 


SYN Ube], de) ley Nei ma fe) 1.4 10) 900), Ble) 


Remarkable 






» HANDLE: TIGHT CLAMP 


AVAILABLE NOW TO 


MINUTE MOP USERS! 


Simple, ingenious Device! 
Quickly Attached by Anyone! Allows Rougher Usage! 
Safety-Tight for More Efficient Cleaning. Feature the New 
4 Minute Mop HANDLE-TIGHT CLAMP. A real sales getter 
a2) CLAMP a profit-builder that fits any MINUTE MOP you have in 
pam? ALONE stock. Locks the DuPont Cellulose Sponge Mop-head securely 
Retail ‘to handle. Gives mop an amazing efficiency. No need to 1eturn 
end List your stock of mops for this improvement. Simply order 
Priee HANDLE-TIGHT CLAMPS today from your jobber—for 
IMMEDIATE DELIVERY. 
APIECE Packed | doz. Clamps to a box: 6 Boxes In a Shipping Carton 


COTE MOP (0. |3 E.23rd.St. 


NO WAITING sos 

_ tly, ELH ead 
Faw MR onite LEAD PUTTY 
eit IN LANDEN QUALITY 


Now available to cust rs of Putty Headquarters, along 
with Flexiseal Glazing Compound (the biggest value on 
the market today) and Flexiseal Caulking Compound. 


























Additional equipment permits of our serving a few more 





important accounts. 


LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 










* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 





cafe aren Lv 














MAY 22, 1947 





IOWA 





315 















































































Classified Opportunities Section... 














» Help Wanted 7 








EXPERIENCED, AGGRESSIVE 
HARDWARE BUSINESS 
EXECUTIVE WANTED 


TO HEAD 50 YEAR OLD WHOLESALE 
AND RETAIL HARDWARE COMPANY 
IN SOUTH FLORIDA. CORPORA- 
TION UNDERGOING EXPANSION. 
UNUSUAL OPPORTUNITY. 


Write, giving full details of experience, 


age, background to 


Box L-248, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc- 
tion mate wants man to advise cus- 
tomers eon applications—not take orders— 
working in Michigan and Indiana, with 
headquarters preferably in Detroit area. 
Salary to be commensurate with experi- 
ence. 

Requirements: Varied knowledge of metal- 
working production gained by plant work 
or selling; ability to travel extensively 
away from home. Write in detail about 
background. Interview arranged at New 
York headquarters; expenses paid. 


. Address Box L-254, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
(1) experienced in sales operations 
through industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
Salary open. Write fully about your 
background. Enclose photo. Inter- 
view in New York, expenses paid. 


Address Box L-255, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





panion to no more than one other line. . . 


YOU every week of the year. 


17 Warren Street 





DOES YOUR PAYCHECK NEED A LIFT? 


We know that there are many good salesmen today who would like to increase their income .. . 
of these men WHITLOCK asks, ‘‘Would you accept a chance to double your earnings ?”’ 


WHITLOCK, America’s largest exclusive distributors of locksmith supplies, is opening its doors 
to a few select salesmen, who are seeking additional income, to represent us in their territory. 
These men will be presented with the possibility of selling WHITLOCK merchandise as a com- 
and naturally this other line must not be competitive. 


The WHITLOCK line opens wide the door of opportunity to you for some ‘‘big league’’ business. 
First—YOU benefit because of WHITLOCK’S long established name and fine reputation. 
WHITLOCK’S aggressive promotional direct-mail advertising program goes after business for 


As a WHITLOCK representative you'll definitely gain the advantage (financial of course) of a 
continually promoted line and a progressive firm whose staff feels that it’s a privilege to work 
for WHITLOCK. Besides, our 256 page catalog, acknowledged as the finest in the locksmith 
industry, completely simplifies presentation of the line. 


To place yourself on record as being interested in reaping, with WHITLOCK, the harvest of a 
profitable line, write us (don’t wire, phone or call in person—but write us in your own hand- 
writing please) a complete history of your background. . 
of accounts now being sold, what other line you are carrying and for whom you are selling. 
include at least 3 business and character references and a recent photograph of yourself. 
turn make vnly two stipulations—you must be at least 30 years of age and have had 5 or more 
years’ experience selling locksmiths, hardware stores, etc. 


Direct your reply to H. J. LASKY for consideration. 


WHITLOCK CORPORATION 


Second— 


. age, experience, territory covered, type 
Also 
We in 


New York 7, N. Y. 











SALESMEN—TO SELL NEW TYPE WORK 
GLOVE TO HARDWARE, GENERAL 
STORES, INDUSTRIES, ETC. Address Box 
236, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





SALESMEN, CALLING ON HARDWARE 
STORES WANTED TO HANDLE SIDE-LINE 
OF PROFITABLE SCAFFOLDING BRACK- 
ETS. Newark Ladder & Bracket Co., Inc., 657 
South 13th St., Newark, N. J. 





WANTED: SALES REPRESENTATIVES 
AND DISTRIBUTORS calling on Hardware, 
Variety, and Plumbing Trade to handle popular 
priced attractively displayed bathroom accessories. 
No plastics, wood, porcelain, etc. All products 
unconditionally guaranteed. Replies confidential 
to Box L-228, care of HarpwarEe Acg, 100 East 
42nd St., New York 17, N. Y. 


SALESMEN WANTED TO SELL NUTS, 
BOLTS, SCREWS, ETC., AS A SIDE LINE, 
OR ON FULL TIME for Prominent Jobber and 
Manufacturer’s Agent. Territory open, New 
England and Middle Atlantic States. Write, giv- 
ing age, experience and full particulars to Box 
L-245, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. , A 


WANTED — EXPERIENCED SALESMAN 
TO SELL ESTABLISHED LINE OF 
CHROME PLATED MEDIUM PRICED 
BATHROOM ACCESSORIES. Liberal commis- 
sions. Salesmen covering small areas preferred. 
State experience and territories covered. Address 
T.V.T. Products Company, Inc., Division of 
Chrome-Tex, Inc., 2187 East 2nd Street, Cleve- 
land, Ohio. Attention: Carl E. Teich. 


DISTRIBUTORS AND REPRESENTA- 
TIVES WANTED BY ESTABLISHED MANU- 
FACTURER OF TOP QUALITY, NATION- 
ALLY ADVERTISED TWO BURNER PLATE 
—Natural Gas and Butane. Choice territories 
still open. Write in detail giving territory cov- 
ered, type of trade, number of men in field and 
other pertinent information. YW Stove and Ap- 
pliance Company, 3640 East Colorado Street, 
Pasadena 8, California, 


OLD, ESTABLISHED NATIONALLY 
KNOWN EASTERN MANUFACTURER OF 


























(Sales Representatives Wanted | 


CANADIAN MANUFACTURER DESIRES 
TO HAVE ONE OR TWO EXPORTERS OR 
DISTRIBUTORS in the U.S.A. buying on own 
account Bench Vises, & Tool Grinders. Good 
deliveries. Address Box L-229, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 
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TABLE FLATWARE, CUTLERY AND SIL- 
VERWARE, is re-arranging its sales set-up in 
several key territories, which are now open for 
representation on a strictly commission, protected 
territory basis. Will only consider selling organi- 
zations who, through their other lines, have 
an established following among the wholesale 
hardware, housefurnishing, specialty jobber, chain 
store, department store and premium trade in their 
territory. All replies will be held in strict con- 
fidence. Address Box L-237, care of HARDWARE 


PAINT SALESMEN FOR LIVE WIRE 
OUTFIT MAKING FULL LINE. A FEW 
TERRITORIES OPEN. Our men know about 
this ad. No objection side line. Good proposi- 
tion. Answer Box L-238, care of HARDWARE 
Acer, 100 East 42nd St., New York 17, N. Y. 





SALESMEN INTRODUCED TO HARD. 
WARE CLIENTELE. Competitive Wiping 
Cloths and Waste, Cheese Cloth, etc. Profitable 


Hygrade Wiper 
New York 13, 


Side Line. Good commission. 
Supply Co., 15 Greene Street, 
N. Y. WAlker 5-1863. 
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SALESMEN TO HANDLE MEDICINE 
CABINETS AND OTHER STAPLE ITEMS. 
State what territory you are now covering and 
lines handled. Address Specialty Products Com- 
pany, 619 South Tripp Ave., Chicago 24, Illinois. 





SALESMEN WANTED: FULL TIME OR 
SIDE LINE MEN calling on Hardware Dealers 
and Lumber Yards. Overhead Door Hardware 
and Doors. Exclusive territories; Districts now 
available: Southern States, Southeastern States, 
Eastern States and New England District. In 
replying, please advise present lines handled. Ad- 
dress Box L-249, care of Harpware AGE, 100 
East 42nd Street, New York 17, N.Y. 





SALESMEN, WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover retail hardware 
trade in District of Columbia, Connecticut, Maine, 
New Hampshire, Vermont, Central New York 
State, Middle and Southwestern States and Long 
Island on 5% Curmmission Basis, no objection to 
non-conflicting side ‘ines. Write Chas. Weiland, 
Inc., 149 Chambers St., New York, N. Y. 





SALESMEN WANTED, SMALL TOWN 
COVERAGE; HARDWARE, APPLIANCE, 
FURNITURE TRADE; liberal commission; im- 
mediate deliveries. Chrome Tubular Chairs. 
Stools; Adirondack Chairs, Rollaway Folding 
Beds; Hampers; Ironing Boards; Lawn Swings; 
Aluminum Out-door Dryers, Electrical Home Ap- 
pliances; Portable Chrome Bar-Trays, complete; 
state present products and coverage. Address 
Box L-239, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





DEALER, DISTRIBUTOR OR SALES 
REPRESENTATIVE WANTED (preferably a 
member of the Local Chamber of Commerce) to 
sell to City or Town Officials ‘““Municipal” Street 
Name Signs, including frames, fixtures and 
posts. Municipal Street Signs are nationally 
known throughout the United States. Address 
Municipal Street Sign Co., Inc., 777 Meeker 











AcE, 100 East 42nd St., New York 17, N. Y. 





Ave., Brooklyn, N. Y. 


HARDWARE AGE 
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Sales iwes Wanted 


WANTED—MA_IUFACTURER’S AGENTS 
CALLING ON BUILDERS’ HARDWARE 
CONTRACT DEALERS AND_ LUMBER 
YARDS to sell established line of Casement and 
Storm Sash Hardware. Much good territory 
open. Address Box L-179, care of Harpware 
Aor, 100 East 42nd St., New York > a Ee 





REPRESENTATION WANTED FOR FAST 
SELLING, NON COMPETITIVE AUTOMO- 
TIVE SPECIALTIES AND NECESSITIES to 
Automotive and Hardware Jobbers in the follow- 
ing territories: Washington, Oregon, Texas, 
Oklahoma, Kansas, Nebraska, Colorado, Nevada, 
Dakotas, Idaho, Montana, Arizona, New Mexico, 
Wyoming. Commission basis. State territory cov- 
ered. Address Rosam Products Co., 621 Fourth 
Ave., San Diego, Calif. 


MANUFACTURERS REPRESENTATIVE 


CALLING ON PAINT AND HARDWARE 
STORES, AND LUMBER YARDS WHO CAN 
SELL WHITE HOUSE PAINT. 


BECKER PAINT & VARNISH CO. 
P.O. Box 54, Bay City, Michigan 











SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, ise. 

9822 N. E. 2nd Avenue Miami! 38, Fleride 








HIGH GRADE FACTORY 
REPRESENTATIVES WANTED 
To Job -_. a Nationally Advertised, All Purpose, 
Holding Tool. Item New. No Competition. High 
qonunteniens. Immediate deliveries. a opea. 


demonstrator unite. 
Excellent Item to work with present line. Write for 
full particulars and territory covered. First come— 
First served. 
Address Box L-227, care of pane ase AGE 
100 East 42nd St, New York | » Ve 








SIDELINE SALESMAN WANTED 


To call on paint and hardware dealers to 
sell a nationally accepted ready-to-use 
cleaner for paint and varnished surfaces. 
Commission basis—choice territories. 


HOME PRODUCTS CORPORATION 
2131 W. 21st Street Chicago, Illinois 








SALESMEN TO SELL DEALERS 
WIRE STRETCHERS for Clotheslines, Fences, ete. 
will sell Cg wire is 
pee tgs degen Lg gg h-F- all ae wheelbar- 

aw 
= yaaa VENETIAN BLINDS, stock and custom 


bul 
LARGE DEMAND. Exeellent quality. Nationally 
advertised 

HUMPHREY PRODUCTS 


Manufacturers and Distributors 
WICHITA, KANSAS 








SALESMEN WANTED 


New York Wholesale Hardware Jobbing Firm 
wants Experienced Salesmen to call on Retail 
Hardware Stores in the following territories: 
Michigan, Georgia, Virginia, North Carolina. 
Drawing against commission. ‘Good opportunity. 
Write ro oo to 
L-24t, care of HARDWARE nae 

100 0 EAST ‘ind ist. NEW YORK 17, N. Y. 





Accounts Wanted 





ESTABLISHED VOLUME LINE DRUM 
FAUCETS, OIL GATES AND OTHER HARD- 
WARE ITEMS from Aluminum Alloy available 
in several territories. Also affiliate line of tubu- 
lar frame pruning and buck saws. Must contact 
hardware jobbers and have definite following. 
Advise territory actually covered, lines handled, 
references. Address Box L-247, care of Harp 
—— Ace, 100 East 42nd St., New York 17, 


| Accounts Wanted } 


OREGON — WASHINGTON. COMPLETE 
JOBBER AND RETAIL COVERAGE of Hard- 
ware, Farm-Home and Implement Outlets. If 
desired, can also warehouse, bill and ship. Com- 
mission basis only. Exchange references, Cos- 
tello Brokerage, Room 235, Portland Merchan- 
dise Mart, 821 N. W. Flanders, Portland, Oregon. 











MANUFACTURERS REPRESENTATIVES 
DESIRE ADDITIONAL QUALITY LINE for 
New Jersey, Contacting Lumber Yards, Hardware 
Dealers, Mill Supply Houses. Now traveling 
three men. Experienced representation, aggressive 
coverage. Commission basis. Address Box L-211, 
care of Harpware Aocg, 100 East 42nd St., New 
York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORE STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 


ATTENTION MANUFACTURERS—Honest 
reliable and real productive sales representation 
assured manufacturer whose line I accept. Cor- 
respondence invited from reliable manufacturers. 
Cover Cleveland, Ohio, and adjacent territory, 
thoroughly. L. Robert Wittrock, 8510 Linwood 
Ave., Cleveland 6, Ohio. 


CHAIN STORE SALES—HIGHLY RATED 
SALES ORGANIZATION with 25 years estab- 
lished connections in Chain and Department 
Store Fields seeks Items capable of development 
into volume sales. Address Karavan 
Co., 263 5th Avenue, New York 16, N. 








CORDIALLY INVITED 


TO INCREASE YOUR SALES BY GETTING NEW 
ACCOUNTS BY AN ESTABLISHED, EXPERI- 
ENCED, RELIABLE SALESMAN, COVERING 


AR. 
YORK, NEW JERSEY AND LONG ISLAND, WHO 
WANTS EXCL - ey REPRESENTATION OF 
gg QUALITY MERCHAN- 
DISE MMISSION BASS. 
Address Box L-251, Care of NAROWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS 
TAKE NOTICE 


Our territory covers New York State. We have over 300 
active accounts with hardware jobbers, large retall 
hardwares, department and chain stores. We have had 
over 20 years of successful sales experience, and are 
open for an additional line. 


LUM AND FLAHERTY 
241 POWERS BLDG. ROCHESTER 4, N. Y. 











The Polperro Exporting Company 
489 FIFTH AVENUE, NEW YORK 16, N. Y. 
Invites manufacturers and manufacturer's 
representatives of all types of hardware 
and appliances, to send catalogues and 
price lists of their merchandise to us for 

sale abroad. 








WISCONSIN AND UPPER MICHIGAN DIS- 
TRIBUTOR AND MANUFACTURERS’ REPRE- 
SENTATIVE WANTS MORE ACCOUNTS. NOW 
TRAVELING 8 MEN NOW CALLING ON ALL 
HARDWARE AND FARM STORES IN ABOVE 
TERRITORIES. ADDRESS 


FRITZ HIGGINS & ASSOC. 
259 E. WELLS ST. MILWAUKEE, WIS. 








NATIONAL DISTRIBUTORS 
Established—Rel 
ANGO CORPORATION, Pittsbargh 22, Pa. 
Brench Offices 
Sew York - Philadelphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We will carry the 
aceounts or you can bill direet. 


Write for farther information end references. 











EXPORT SALES REPRESENTATION 


Selling Exclusively to Exporters 
WANTED: Hardware, Plumbing, Electrical & 
Farm Equipment, Housewares. From Manufac- 
turers only. We will carry the accounts. Ref- 
erences Exchanged. 

SWALLOW INDUSTRIAL FROOECTS CO., INC. 
30 Chureh Street New York 7, N. Y. 








SALESMEN WANTED 


Leading manufacturer complete line of 
leather dog furnishings, has choice pro- 
tected territories open for men with fol- 
lowing. Also distribute high grade line of 
branded paint brushes. Liberal commission. 


PACIFIC COAST REPRESENTATION 


ESTABLISHED MANUFACTURERS’ AGENTS. 
SELLING HARDWARE AND MARINE OUTLETS, 
COVERING ea OREGON AND WASH- 
INGTON. WRITE US. 

KING, SHEA & POSTON 
004 Mission Street, San Franeisee 5, California 








Address L-222, care of HARDWARE AGE 
100 East 42nd St., New York {7, N. Y. 





MOVING TO SO. CALIFORNIA! 


DO YOU DESIRE MANAGERIAL OR 
SALES ASSISTANCE THERE? 


Offer extensiva Sales and Management Experi- 
ence. Excellent educational background. Age 38. 
For further details write: 

Box L-243, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


ACCOUNTS WANTED 


Manufacturers Representative—A former sales 
executive with AAA-I national manufacturer 
desires several quality repeat products of pro- 
gressive growing manufacturers for Los Angeles 
or California State. Hardware, Housewares, 
Paint, Variety and Dept. Stores. 


C. V. O'BRIEN 
810 N. Highland Ave. Los Angeles 38, Calif. 














Housewares Lines Wanted 


Aggressive: Sales Agent selling to the Jobber 
—Department Store—Mail Order—Chain and 
Premium Field in eth <= Case == Ween! == 
Wisconsin—Mi ta is planni o add one 


volume line to the two lines mae handled. 


H. W. BUCHHOLZ 
1435 Merchandise Mart Chicago 54, Iilinols 


Hardware for Sweden 


Leading Hardware Distributing Firm 
in Sweden desires to contact manu- 
facturers of 

Carpenter’s Tools Hickory Handles 
Door Closers Household Appliances 
Electric lrons © Washing Machines 
Hand Drills Steel Tape Rules 

General Hardware 


.Write to Box L-234, care of HARDWARE AGE. 
100 East 42nd St., New York 17, N. Y. 
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Classified Advertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... §5.00 
Each additional word......... 16 
Positions Wanted 
(Special) Rate) set solid, maximum, 
Be QED vccksevecssovess<sccees GP 
Each additional word.........  .05 


Adllew Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs. 
etc., will not be forwarded to box sumber 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 daye 
previous to date of publication. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














Accounts Wanted 


}| _ Positiows Wanted I [Busine Opportunities | 








ATTENTION MANUFACTURERS AND 
MANUFACTURER'S DISTRIBUTORS 


1 have Contacts with Dealers, of all types of Building 
Materials and Fixtures. Also with Big Contractors. 
I need Lines of Quality Merchandise, at interesting 
prices. Also can get you Thousands of Dollars in Sales, 
for all Types of Nails. Can give you A-1 Character 
References. Rhode Island territory. Please write me 
your offerings. Thank you. 


Address Box L-246, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








7 

Attention Manufacturers 
Sales organization calling on hardware distrib- 
utors and major retail key accounts in New 
England, New York, New Jersey, Pennsylvania, 
Md., Del., and Washington, D. C., is seeking 
another good Hardware Line. We are partic- 
ularly interested in Door or Window Hardware, 
but will consider other lines of merit. 

Address Box L-235, care of HARDWARE AGE | 

100 East 42nd St., New York 17, N. Y. 











ATTENTION 
MANUFACTURERS ONLY 


Puerto Riean Manufacturers’ Agents with well estab- 
lished trade Interested In first class hardware, eleo- 
trical, plumbing, building, construction, auto supplies 
and furniture lines on exclusive basis only. 
ARTURO NORIEGA 
CARIBBEAN TRADING COMPANY 
P. O. Box 2807 San Juan 12, P. R. 








HARDWARE MAN 


Have 20 Years’ Experience in Builders Hardware 
Mill Supplies — now own Large Wholesale min 
Supply Business which | will sell—seek to represent 
National Manufacturer in the East—good education 
and appearance—well-known in and near New York— 
belong to most hardware —._ travel In 
my own car within 500 miles of 

Address Box L-203, care of HARDWARE aee 

100 East 42nd St., New York 17, 














|  Poritiows Wanted =f 


HARDWARE MAN WITH 30 YEARS’ EX- 
PERIENCE in Buying, Selling and Warehousing 
of hardware, tools. clectrical and automotive 
equipment, insulation, steels, pipe and pipe fit- 
tings seeks posifion as warehouse or retail store | 
manager in New York Metropolitan Area. Can 
plan and layout storerooms, warehouses and tool 
cribs. Supervised handling of above lines and 
laying out storerooms and warehouses for large 
shipbuilding firm during war years. Previously 
operated own retail hardware business. Address 
Box L-218, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 











SALES MANAGER, EXPERIENCED EX- 
ECUTIVE OF ABILITY, 49, SEEKS PRE 
LIMINARY CONFERENCE WITH MANU- 
FACTURER requiring increased annual volume 
of sales through Wholesale Hardware, Mill Sup- 
ply, Department Store; Allied Domestic and 
Foreign Jobbers. Sound background, capable or- 
ganizer, modern understanding advertising and 
sales promotion. Present connection nets $10-12M 
but transfer of Corporation’s Stock indicates ad- 
visability of change during 1947. Reply Box 
L-91, care of Harpware Ace, 100 East 42nd St., | 
New York 17, N. Y. 





318 


CONTRACT 
Ex- 


BUILDERS’ HARDWARE 
MAN, COMPETENT DEPT. MANAGER: 
perienced Figuring Finishing Hardware from 
Architects’ Plans and Specifications—all types 
Building Construction. Familiar Keying Systems, 
Template Work, Knows leading Mfrs.’ Lines and 
Specialties. Age 43, married. Address 
L-240, care of Harpware Acre, 100 East 
St., New York 17, N. Y 


42nd 


JET—-37. WITH FOURTEEN YEARS’ 
EXPE RIENCE RETAIL HARDWARE AS 
OWNER. Desires Connection with manufac- 
turer to service retail hardware accounts in Cen- 
tral Michigan. Own a 1947 car. Will give honest 


effort on commission or salary basis. Address 
Box L-253, care of Harpware Acre, 190 East 
42nd St., New York 17, N. Y 

POSITION WANTED AS GENERAL MAN- 


| 





Box | 


CARRIAGE BOLTS URGENTLY By he 


| 


FOR SPOT PURCHASE. *%%”, /16", %" 
Diameter. Length from 1” to 4”. gf A... 
substantial quantities only. WI 7-9367 
| FOR’ SALE. ENGINEERING SUPPLY 
ELECTRIC AND HARDWARE STORE. Old 
Established. Mid Manhattan. Including Build- 
ing. Excellent opportunity. Reasonably priced 
Address Box 1-242, care of HarpwAre AGE, 1 
East 42nd St., New York 17, N. Y¥ 


AGER FOR WHOLESALE OR RETAIL 
BUSINESS, appliances, housewares, hardware, 
preferred. Married, 31 years of age, 12 years’ 
experience in buying and selling wholesale and } 
retail, and in handling large volume and per- 
sonnel. Can start July Ist. Address Box 174, 
Walton, Indiana. 
AVAILABLE EXECUTIVE SALESMAN- 


PERSONAL ACQUAINTANCE WITH MAJOR 
HARDWARE JOBBERS FROM COAST TO 
COAST. Would like to represent manufacturer in 
Southwest calling on jobbers exclusive. Must be 
well established and progressive manufacturer. J 
am no job jumper. Want something permanent 
paying at least $6,000.00 plus commission and 
expenses. Presently employed. Address Box 
L-217, care of Harpwarr Ace, 100 East 42nd 
St., New York 17, N. Y. 





| Buriness Opportunities | 





| 


HARDWARE SURPLUS—Hickory Hatchet 
Handles 95c dz., Hickory Pick Handles $4.75 
dz., Braided Cotton Clothes Line—50 ft. hanks, 
$2.85 dz., 5 oz. 3%” Friction Tape $1.20 dz., 
50 Amp. Buss Cartridge Fuse .04 ea., Drop 
Forged 8 oz. Ball Pien Hammers $4.80 dz 
Many other bargains. Send for list to Union 
Hardware Company, Newark, Ohio 





CLOSING OUT 


30,000 GALLONS BRIGHT RED 8ARN 
PAINT. CAN SHIP IN ANY SIZE CON- 
TAINER YOU DESIRE, PROMPT DELIVERY. 


BECKER PAINT & VARNISH CO. 
P.O. Box 54, Bay City, Michigan 








FOR SALE 
BOLTS - SCREWS - NUTS 


Export and domestic use. immediate delivery 

from stock. Export packing. Send us your re- 

quirements or specifications. Large quantities 
7 BI 





WOODWORKING 
OPENING 
RE 


care 


VISES, ALL 
RAPID ACTION, 
10”. $6.25 F.O.B. 
SALE PRICE $14.95 
of Harpware Acer, 


STEEL, 
JAW 8” x 4” 
NEW ROCHELLE. 
Address Box L-252, 
100 East 42nd St - 


| York 17, N 





HOUSE PAINT 


Have on hand about 20,000 Gallons Fresh 
White House Paint packed in new I- and 
5-gallon cans with the following analysis: 
Pigment 62.5%, Vehicle 37.5%; Leaded 
Zinc 80%, Titanium Dioxide 10%, Mag- 
nesium Silicate 10%, Processed Linseed 
Oil 100%. At present unlabeled but can 
put on beautifully lithographed label if 
you wish, or your own label. Price $3.25 
per gallon in 5's, $3.35 in I's for all or 
part, f.o.b. K.C. 


BURLINGTON TRADING POST 


2030 Burlington, North Kansas City 16, Mo. 











New | 





Address Box L-244, care of HAROWARE AGE 
100 East 42nd St., New York 17, N. Y. 














FOR SALE 
WHOLESALE HARDWARE BUSINESS, KNOWN 
FROM COAST TO COAST. OWNER RETIRING. 
CLEAN GENERAL STOCK. APPROX. $45,000. 
WILL SELL BUILDING WITH BUSINESS, VERY 
GOOD INCOME. PRICE $40,000. TERMS TO 
RESPONSIBLE PEOPLE. 
Write Box L-250, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











GOLDEN OPPORTUNITY OF A _ LIFE 
TIME FOR A SMALL INVESTMENT. VER‘ 
SUCCESSFUL HARDWARE AND APPLI 


BUSINESS IN A TOWN OF 4000. Ayr 
proximate Inventory $15,000.00. Two adjoining 
buildings 50 x 80. Modern 5 room apartment 
above store. Best corner location in town. Stoke: 
steam heat. Buildings can be purchased or leased 
Owner netted over $7,500.00 in 1946 but must 
now move to a dry climate. Now interested ir 
hardware business in Arizona, New Mexico or 
Rio Grande Valley, Texas. Coultis Hardware 


ANCE 





Co., Abingdon, Illinois. 


HARDWARE AGE 














We can | 
Oil BUR? 
ALL 


AMERIC 
P. O. Bo» 











MAY 







































9 TROY 
BEST 
FiLe MANOLE Assures better workmanship «sad: 
lure, Catalogs. —_ to user. It can’t split. 
box sumber 
d every other — 
lose 15 days FILE CARO—cleans files, taps and dies quickly ana 
5 thoroughly. 
dete © HOG SCRAPERS—t ingle or double cad. 
TROY FILE wees 
Pel Troy. Est. 1831 
es Dept. 
ork 17, N.Y. 











COOK STOVES & WATER HEATER 


Available 
NOW! | 


We can also furnish you with the following: 
OIL BURNERS ASBESTOS WICKS 
ALL KINDS OF BRASS FITTINGS 


AMERICAN MANUFACTURING CO. 
BING SUPPLY. P. O. Box 2172 Harttord, Conn. 


RE STORE. Old | 
Including Build. 
CLIP - RITE 1 CG 


COOK'S 
SUPER VALUE 
NAIL CLIPPER 
Retail 20¢ 


THE H. C. COOK CO 


nd re a 


ee 








ENTLY var TED 
a" 5/16”, 3%" 
Interested 





v7 9 367 













-Hickory Hatchet 
ck Flandles $4.75 
ine—50 ft. hanks, 
| Tape $1.20 dz., 
se .04 €a., Drop 
mmers $4.80 dz 
for list to Union 
Ohio. 
































t ay At 27 Reaver St., Ansonia, Coun 
RED 8ARN | 

Y SIZE CON. naeing-™ Clips| 
(PT DELIVERY. Registered U. 8. Pat. Offee = || 
NISH CO. Small sad large 
City, Michigan Fy — 

plements, 

kitchen utensils, 

ete. Nickel plated. 

Packed on cards 

2 to a bes. 

= SS 

arge 
- NUTS ail). Metails 
mate delivery Sciaso on sousent. 
nm 
ago quauillies GIBSON GOOD TOOLS, INC. 2 

Box 268 Orange, Mass., U.S.A. 
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CARDENING 
SQ FLOORWORK 






MAXIMUM COMFORT 
LONG DURABILITY 


CENTRAL RUBBER PRODUCTS Co. Inc. 


—It is thrifty to use — 


“RED BIRD” PRICE CARDS 


Reg. U. S. Pat. Off. 


A hardware man, to whom we sent 
a sample of our #19RB card with 
transparent protector, writes on 
his order: ‘‘It’s about time some 
one got wise and got these price 
eards out.’’—Why not send us a 
trial order for a dozen. We will 
pay the postage (to any point in 
the States) if you will enclose 
your check for $3.75. Or we will 
mail a sample on request. 


WEAVER-BEACH CO. 
SCOTTSVILLE, N. Y. 








_ 


FOLDING 


CHAIRS 


Upholstered and 
Plain. Many styles 


Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142-A BROADWAY 
NEW YORK 1, N. Y. 


\ 





rata HYDRAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


SPARTER 


.... ANOTHER MAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥. 


LEVER 








New EVANS 
Skate Strap 
Pads 


A quick 20¢ seller. Soft 
sponge rubber. One pair 
| 'o card, 2 gross cards tu 
‘arton. Weight 35 ibs 
i, Also cloth covered Lock 
b+ ng Chains, Velocipede 
i} ’edal Blocks, Tire Fluid 
lub Shiners, ete. 


Prompt delivery. 
EVANS ROYAL SUPPLY MFG. CO. 


Established 1915 
446 Adelphi’ St. Brooklyn 17, N. Y. 


























REPAIR PARTS 
Assortments of 


PINIONS, PAWLS, ROLLER 
HANGERS, SCREWS, PINION 
COVERS, BEARINGS, ETC. 


Parts in stock to repair all makes 
Order Catalog No. 3 


A. Mm. COLLOT SUPPLIES 


221 1. W. Bth AVE. - MIAMI 36, FLA. 









4 Double outtet 


SHOP*LIGHTS 


78 types to cover all price ranges—all parts 
available. Complete line of "AMERICAN" 
incandescent lamps—our own product at best 
factory discounts. 

JOBBERS—send for catalog and prices 


THE SAVE LAMP CO., Baltimore 11, MD. 


Wholesale & Retail 


A Clear Vision Mail Box is a fa- 
vorite with home owners and the 
postman. It can be removed and 
cleaned easily. Thick annealed glass 
with bonderized metal cover. Will 
hold 9 inch envelope. Serial 
# 630004. 

Perfection Store Device 





Co. 





637 East, 71st Street, Chicago 19, Ill. 














FOR DETAILS ON THESE TWO 
QUICK MOVING PRODUCTS! 







EASY TO USE! 


EASY TO SELL! a = 


EXCELLENT PROFITS FOR DEALERS! 


% Ready Patch is a ready-mixed 


composition for spachtling, 
patching and crack filling. 
M & H Brush Cleaner soaks 


paint brushes clean... 
washes out with water. 


oN he 


M & H LABORATORIES 

























































































FRIG-I1-TOR* 


Kromex 


— high-style insulated ice bucket at a take-it-away price. 


* Trade-mork 


KROMEX, CLEVELAND 8, OHID 








POTATO RICER 
VEGETABLE MASHER 
FRUIT STRAINER 


Foley Food Mill slashes minutes 
from meal-making, strains $ 

baby’s food, cuts canning ]5° 
time. Nationally advertised. 
Foley Mfg. Co., Minneapolis 13, Minn. 


AVAILABLE ONLY THRU JOBBERS 













Also Makers of 

Sour 

FOLEY BLENDING FORK 
CHOPPER 


SIFTER 








COLORED PY 


Your 
PROFITABLE 
PLUS—SALE! 


Made in California by 


FLORENCE TEXTILE PRODUCTS 

1178 So. La Brea Ave. Dept. 34M 
Los Angeles 35, Calif. 

* Registered trade mark of Corning Glass Works 





‘Flo-tex’’ COVERS 
RE 















Genui" DOMES 2 SILENCE 


dae Role. hide SOFTLY - SMOOTHLY 


¢c SET-10c 


SAVE FURNITURE 


& FLOORS-CREATE QUIET 


Name 


jyenu 


of Silence 


Domes 


Rubber Cushion 


Ask your Jobber If he is supplie 


DOMES of SILENCE, Inc., 35 Pearl St., 


re 


Glides 





Cores. of Silence 


d write fo 


N.Y. C. 
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Sturdy Tool & Hardware Co. ..... 315 
Sunset Line & Twine Co.......... 203 


Super Tool Co. 3 

Superior Rubber Prod. Mfg. Co... 105 
Swan Rubber Co. 17 
Swing-A-Way Steel Products Co... 109 
Swiss Laboratory ..............++ . 300 
ND eee rere 276 


Taylor Products Mfg. Co. 
Technical Glass Co. 
Templeton, Kenly & Co. 319 
Tennessee Coal, Iron & Railroad. 49 
Tennessee Valley Associated Mar- 
a eee eee 74 


Tru-Test, Division of Oakes & Co. = 


Walton Products Co. 
Waters Conley Co. 
Weaver-Beach Co. ... 
Webb Products Co., Inc. 
Weeks, Palmer 
Welmaid Products .. 

Wenzel Tent & Duck Co., 


Westinghouse Elec. Corp. caeieat 39 
We DTRUMESS cccccccccccccvecces 132 
Wickwire Brothers, Inc. .......... 195 
Wickwire Spencer Steel .......... 3 
Wilcox Crittenden & Co., Inc.... 279 
Wilson Hardware Mfg. Co. ...... 241 
Wilson-Imperial Co. .........-..- 29% 


Winchester Repeating Arms Co... 2! 
Wisconsin Aluminum Foundry Co. 4 
Witt Cornice Co. 
Woodland Products Co. 
Worcester Lawn Mower Co. 
Wrought Washer Mfg. Co. ...... 277 


Y-W Stove & Appliance 
Yale & Towne Mfg. Co. 
Youngstown Manufacturing, Inc.. 34 





Zim Mfg. Co. 





STATESMAN 


NYLON 


BAIT CASTING LINE 


Smoother... stronger ... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 

Ask your Jobber Salesman! 


WORWMEH> 


LINE COMPANY, Inc. 
The Line of Champions 
NORWICH, N.Y. 








EE 

















Certain items are discontinued .. . 
others are not yet back in production. 
To save your time and your customers 
from disappointment, send for your 
gl marked copy and... keep 
it handy. 


MARBLE ARMS & MFG. CO. 


540 Delta Ave. 
Gladstone, Mich., U.S.A. 








DURO METAL PRODUCTS CO. 


— 
a" 2649 N. Kildere Ave., Chicago 39, lil. 


y-Y Ey.) Babess of DURO Machine Tools 


EMPIRE For ALL TRADES 
| 2 —ALL CRAFTSMEN 









No. 26 sores — Aluminum 


i , 3° 2 
ie. Sees whic a a 45° Vial 





No. 151 Aluminum ~~ 2 Plumbs, 2 Levels, 2—45° Vials 





No. 59 Mahogany Mason Level — 42”, 48” long 
The Standard of Accuracy 
G. CO. 


70S S. 6TH STREET 
MILWAUKEE 4, WIS- 


EMPIRE LEVEL 





321 
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BRIGHT TRIM COLORS 


have earned this famous guarantee 


>" Guaranteed by > 
Good Housekeeping 


IF DEFECTIVE OR 
‘) 
Loras 4S apvegrisey TESS 






for EXTERIORS— shutters, doors, gates, fences, outdoor 
furniture, store fronts, etc. Also ideal for interior use. 


* The Good Housekeeping Guarantee Seal 
has also been granted to other VITA-VAR PAINTS. 


MN W/TA-VAR CORPORATION 


Ki | 
i PAINT ENGINEERS SINCE 1888 NEWARK + NEW JERSEY «+ U.§. A. 





Simplify Selling WITH “NATIONALS” 
Colorful Labels 


The color of the labels on 
“National’s’ new boxes makes 
it easier to handle and sell 
these quality fasteners. 


The same color scheme will be used on all 
of “‘National’s” complete line of fasteners. 

All you need to remember is this: The 
color of the paper tells whether the metal 
is steel, brass or blued steel. The color of 
the ink shows what type of head is on the 
fastener. 

Below is the color scheme for Wood 
Screws. On the left is the table for Stove 
Bolts and Cotter Pins. Show this ad to your 
salespeople. These attractive, new 
“National” packages are designed to make 


COLOR SCHEME it easier for you to handle and sell the most 


on “National’s” New Labels complete line of quality fasteners. 


Color of Ink 


Black Flat Head s 
Red Round Head Color Scheme on Labels of “National” 


Green = Truss Head ee 
Blue = Oval Head 2 WOOD SCREWS 
(All printed on white paper) | 
Color of Paper COLOR OF PAPER COLOR OF INK 


White Paper = Steel — ; 
Yellow Paper = Brass i White = Steel Black Flat Head 
(All printed in black ink) 


Gino ‘anwy baasD ; 
ANYTaWOD Bun 3 MIGIS INOILWN BHE 








Yellow = Brass Red = Round Head 
Blue = Blued Steel Blue = Oval Head 


Example: (1) Black printing on white label 





means flat head steel screws. (2) Red printing on 


blue label means round head blued steel screws. 











Sold by leading distributors 


nces, outdoor 
interior use. 
alttona 


eee ee eee 


NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 
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Re RS RR 
Kerosene Kan es 
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FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT— Everything in 


beauty and convenience plus the low cost economy of Kero- 
sene. Lustrous porcelain finish...easy to clean. Finest 
Utility Features, including glass in oven door for visible 
baking, roomy utensil compartment, useful shelf splasher. 
Fast efficient cooking heat...safe...odorless...sootless. 


Remember Boss ... See Boss .. . Buy Boss. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 








See the above Ad... 


in the leading 
women’s magazines 
and farm journals. 
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